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Eoom  309,  Federal  Building,  Pittsburgh,  Pa.,  1 

Tuesday,  June  3,  1913,  10:00  A.  M. 

Pursuant  to  adjournment  the  hearing  was  resumed  before 
the  Special  Examiner,  Robert  S.  Taylor,  at  the  above  time  and 
place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq.,  „ 
Special  Assistant  to  the  Attorney  General,  and  Jo- 
seph R.  Darling,  Esq. 

On  behalf  of  the  defendants :  Edgar  A.  Bancroft,  Esq., 
Victor  A.  Remy,  Esq.,  and  F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 


FEED  H.  BATEMAN,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

3 
Direct  Examination  hy  Mr.  Bancroft. 

Q.    You  may  state  your  name,  residence,  and  business? 

A.  Fred  H.  Bateman;  Grenloch,  New  Jersey;  manufac- 
turer of  agricultural  implements. 

Q.  How  long  have  you  been  engaged  in  the  manufacture 
of  agricultural  implements? 

A.     Personally? 

Q.    Yes. 

A.    20  years.  . 

Q.    Under  what  corporate  or  firm  name  is  your  business  ^ 
carried  on? 

A.     The  Bateman  Manufacturing  Company. 

Q.    Are  you  an  officer  of  that  company?    If  so,  what? 

A.    Vice-president  and  general  manager. 

Q.  How  long  have  you  Ijeen  familiar  with  the  business  of 
that  company? 

A.     For  20  years. 

Q.  "WTiat  lines  of  implements  does  your  company  make  and 
sell  in  competition  with  like  implements  of  the  International 
Harvester  Company? 

A.     Sulkv  rakes  and  cultivators. 


2  Fred  H.  Bateman,  Direct  Examination. 

1  Q.    How  long  has  your  company  been  engaged  in  those 
lines,  respectively? 

A.  Cultivators  since  1865  or  1866,  and  sulky  rakes  4  to  5 
years. 

Q.  Does  your  company  sell  these  implements  to  local  deal- 
ers! 

A.    They  do. 

Q.  And  to  dealers  who  also  handle  like  goods  and  other 
goods  of  the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.    Are  you  familiar  with  the  business  of  your  company  in 

2  this  respect? 

A.    Yes,  sir. 

Q.  Do  you  find  it  any  obstacle  or  objection  in  the  handling 
of  these  articles  of  your  production  that  the  local  dealers  to 
whom  you  sell  are  also  selling  goods  made  by  the  International 
Harvester  Company? 

A.     No,  sir. 

Q.    State  whether  or  not  the  competition  in  these  lines 
which  you  make  with  like  lines  of  the  International  Harvester 
Company  has  been  found  fair,  businesslike,  and  honorable. 
„       A.     We  consider  it  so. 

Q.  During  the  years  you  have  been  in  business  you  have 
been  pretty  well  acquainted  with  the  local  dealers  through 
what  portion  of  the  United  States  ?  I  mean  in  a  general  way, 
as  general  manager  of  your  business. 

A.    Local  dealers? 

Q.    Local  dealers. 

A.     East  of  the  Mississippi? 

Q.  East  of  the  Mississippi.  It  is  in  that  territory  that  your 
goods  compete  with  like  goods  of  the  International? 

A.  Yes,  sir. 
4  Q.  And  in  your  judgment,  and  from  your  experience,  ob- 
servation and  knowledge,  would  it  be  possible  or  practicable 
or  beneficial  to  any  company,  and  particularly  to  the  Interna- 
tional, to  attempt  to  coerce  the  purchase  of  goods  on  the  part 
of  the  local  dealers  in  that  territory? 

A.    Not  at  all ;  not  at  all. 

Q.  In  the  evidence  taken  by  the  Government  there  is  a 
statement  of  the  production  of  your  company  in  rakes,  and  it 
shows  that  in  1912  you  sold  somewhat  less  in  number  of  rakes 
than  in  1911.    Can  you  state  the  reason  for  that  falling  off? 

A.  Due  to  our  inability  to  fill  our  orders  in  time  for  the  dis- 
tribution of  the  goods. 
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Q.  Was  it  to  any  extent  due  to  the  competition  of  the  In- 
ternational? 

A.    Not  at  all. 

Q.  How'  has  your  business  been  in  the  last  ten  years  in 
these  two  lines  ?  Of  course  in  the  rakes  it  has  continued  only 
four  years.  How  has  your  business  in  cultivators  been  in  the 
last  ten  years'?    How  is  it  now  compared  with  ten  years  ago? 

A.    Fully  as  good. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Bateman,  how  many  rakes  did  you  sell  in  the  year 
1912? 

A.    I  think  about  1,200. 

Q.  Do  you  make  a  steel  sulky  rake,  or  is  yours  one  that  is 
made  in  large  part  of  wood  ? 

A.    The  wheels  are  of  wood. 

Q.  Then,  you  make  a  kind  of  rake  that  is  different  from 
those  made  by  the  International,  and  one  peculiarly  adapted 
for  the  rocky  places  in  New  England;  is  that  not  the  fact? 

A.  I  can't  say  that  they  are  especially  so,  because  I  under- 
stand their  rakes  are  sold  there  likewise. 

Q.  Your  trade  is  practically  confined  to  the  New  England! 
states,  isn't  it? 

A.    No. 

Q.    Where  do  you  sell? 

A.  Our  greater  trade  is  in  central  New  York  and  northern 
New  York. 

Q.    You  do  not  sell  in  the  Middle  West? 

A.    No.    We  do  sell,  but  we  do  not  sell  this  tool. 

Q.  The  rakes  that  you  sell  are  peculiarly  adapted  to  rocky 
countries,  are  they  not? 

A.  No,  we  do  not  consider  them  so.  As  proof  of  that,  we 
have  scattering  trade  in  other  sections. 

Q.  Who  testified  for  your  company  several  months  ago  and 
brought  figures  ? 

A.    Mr.  Snyder,  our  treasurer. 

Q.  The  figures  sworn  to  by  him,  of  the  sales  of  your  com- 
pany for  the  year  1912,  were  989  rakes.  How  do  you  reconcile 
that  with  your  testimony? 

A.  As  I  explained,  our  sales  fell  ofc  last  year  because  of 
our  inability  to  fill  orders.  I  venture  to  say  we  had  orders 
for  full  quantities  but  they  were  not  distributed,  were  not  put 
on  the  territory  in  time  for  distribution,  and  for  that  reason 
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we  lost  considerable  business,  but  approximately  our  sales 
would  be  1,200  rakes. 

Q.  There  has  been  no  growth  in  the  sale  of  your  rakes  in 
the  last  7  or  8  years,  has  there? 

A,  I  don't  think  we  have  manufactured  rakes  for  as  long 
as  7  or  8  years ;  my  recollection  is  about  5  years. 

Q.  What  else  do  you  manufacture  in  competition  with  the 
International? 

A.    Nothing,  besides  the  sulky  rakes  and  the  cultivators. 

Q.  I  show  you  an  advertisement  in  the  Implement  Blue 
Book  for  1912,  of  the  Bateman  Manufacturing  Company,  and 
ask  you  if  that  is  the  company  of  which  you  are  an  officer,  and 
whether  that  is  an  advertisement  or  a  statement  of  the  lines 
you  manufacture. 

A.  That  is  simply  a  statement  which  they  give  us  gratuit- 
ously.   They  make  it,  at  any  rate,  whether  we  advertise  or  not. 

Q.  Is  that  a  true  statement  of  the  lines  of  implements 
manufactured  by  you? 

A.  As  far  as  I  can  tell  without  checking  back,  and  as  far 
as  my  memory  goes. 

Q.    It  is? 

A.    Yes,  sir. 

Mr.  Grosvenor :  That  statement  is  on  page  384.  I  ask  that 
the  same  be  copied  into  the  record. 

The  statement  is  as  follows : 

"Bateman  Mpg.  Co.  Established  1836.  President,  Frank 
Bateman;  Vice-President,  E.  S.  Bateman;  Secretary  and 
Treasurer,  Fred  H.  Bateman. — ^Wheel  Hose,  Garden 
Wheel  Plows,  Garden  Disc  Cultivators,  Two-Eow  Seed 
Drills,  Garden  Hand  Seed  Drills,  Hand  Fertilizer 
Drills,  One-Horse  Fertilizer,  Distributors,  Horse- 
Hoes,  Riding  and  Walking  Cultivators,  Beet  'Culti- 
vators, Potato  Planters,  Potato  Bidgers  or  Hoes, 
Potato  Diggers,  Double  Acting  Hand  Spray  Pumps, 
Horizontal  Barrel  Sprayers,  Horizontal  Barrel  Wagon 
Sprayers,  Vertical  Barrel  Sprayers,  Vertical  Barrel  Wag- 
on Sprayers,  Vertical  Barrel  Sprayers  and  Trucks, 
Bucket  Pump  Sprayers,  Four-Bow,  Six-Bow  and  Seven- 
Row  Traction  Sprayers  with  or  without  Orchard  Attach- 
ments, Grain  Sprayers,  Pickle  Sprayers,  Hay  Bakes, 
Truckers'  Variety  Bow-Markers  and  Makers  and  Plant- 
ers, Truckers'  Variety  Bow-Markers,  Asparagus  Bidgers, 
Side  Dressing  Machines,  Barrel  Trucks,  Carts,  Leaf 
Racks,  Sprinklers,  Bow  Indexes,  Grubbing  Hoes,  As- 
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paragus  Knives,  Corn  Knives,  Transplanting  Hoes  and  1 
Trowels,  Dandelion  Pullers,  Vine  Cutters,  Garden  dibbles, 
Hand  Garden  Plows,  Harness  Brackets." 


WHjLIAM  J.  HENRY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Bancroft. 

Q.  Where  do  you  live,  Mr.  Henry,  and  what  is  your  busi-  _ 
nessf  ^ 

A.  Auburn,  New  York ;  manufacturer. 

Q.  What  is  the  product  of  your  factory? 

A.  Agricultural  implement  parts  and  supplies. 

Q.  Do  you  do  business  under  a  firm  or  corporate  name  ? 

A.  Yes,  sir. 

Q.  What  is  it? 

A.  Henry  &  Allen. 

Q.  How  long  have  you  been  engaged  in  that  manufactur- 
ing business  at  Auburn? 

A.  About  20  years.  3 

Q.  How  and  where  are  your  products  sold? 

A.  Very  largely  in  the  United  States. 

Q.  Have  you  branch  or  distributing  houses? 

A.  Yes,  sir. 

Q.  How  many  in  the  United  States?    How  many  branch 
houses? 

A.  Two  that  are  run  under  our  own  name. 

Q.  Have  you  others  which  are  practically  representative  of 

your  business? 

A.  Such  as  we  consider  our' agencies,  yes,  sir. 

Q.  How  many  of  those?  4 

A.  Five  or  six. 

Q.  And  have  you  jobbers  also  who  handle  your  goods? 

A.  Yes. 

Q.  How  many  of  those? 

A.  A  like  number,  five  or  six. 

Q.  Do  you  make  parts  of  harvesting  machinery — ^binders 
and  mowers? 

A.  Yes,  sir. 

Q.  And  you  have  for  how  many  years? 

A.  20. 

Q.  Are  the  parts  which  you  make  confined  to  any  particu- 
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Jar  line  of  binders  or  mowers,  or  do  they  embrace  all  binders 
and  mowers  sold  in  the  United  States? 

A.    It  is  our  intention  to  cover  all  mowers  and  binders. 

Q.  Do  you  manufacture  all  the  parts  of  these  machines,  or 
only  a  portion?    If  so,  what  portion? 

A.  A  portion;  that  portion  which  we  consider  wears  out 
more  frequently,  such  as  the  cutting  apparatus. 

Q.  Are  your  products  sold  in  competition  with  the  like  re- 
pair parts  made  by  the  International? 

A.     Yes,  sir. 

Q.  Are  you  familiar  with  the  business  which  your  repre- 
sentatives do  in  competition  with  the  International  on  repair 
parts  for  International  machines? 

A.    Yes,  sir. 

Q.  I  wish  you  would  state  whether  or  not  it  is  fair,  honor- 
able, and  businesslike. 

A.    I  do. 

Q.    It  is,  is  it? 

A.    Yes,  sir. 

Q.  How  has  your  business  in  these  repair  parts  been  in  the 
last  ten  years,  as  compared  with  the  first  ten  years  of  your 
business? 

A.  It  has  been  continually  on  the  increase  since  the  day  the 
concern  started. 

Q.  And  how  much  greater  on  the  average  is  it  now  than  the 
average  of,  say,  ten  years  ago? 

A.     100  per  cent.,  I  should  assume. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  What  was  the  gross  amount  of  your  business  in  1912, 
Mr.  Henry? 

A.     Confined  to  what  line? 

Q.  The  question  is  clear.  What  was  the  gross  amount  of 
your  business,  the  business  with  respect  to  which  you  have 
been  testifying  on  direct  examination,  in  the  year  1912? 

A.  I  could  not  give  you  the  exact  figures  of  machine  re- 
pairs; I  can  give  you  the  total  output  of  our  company. 

Q.    "V\Tiat  is  that? 

A.     In  the  neighborhood  of  $650,000. 

Q.  What  are  the  principal  lines  of  business  of  your  com- 
pany? 

A.  Making  machine  parts  for  manufacturers  and  the  con- 
sumer. 
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Q,    For  what  kinds  of  machines? 

A.  Mowers,  reapers,  harvesters,  threshing  machines,  and 
any  agricultural  implement  that  may  be  listed  in  our  cata- 
logue. 

Q.  How  much  of  your  business  in  dollars  and  cents  re- 
lated to  repairs  for  harvesters,  binders,  corn  harvesters,  or 
mowers  ? 

A.    I  should  say  one-half  of  our  product. 

Q.     That  is,  about  $300,000? 

A.     About  one-half  of  our  factory  product? 

Q.    You  mean  in  dollars  and  cents? 

A.    Yes. 

Q.    How  much  would  that  be? 

A.     In  the  neighborhood  of  $300,000. 

Q.     Where  do  you  sell  these  things? 

A.     In  the  United  States  and  Europe. 

Q.     How  much  of  that  $300,000  is  sold  in  this  country? 

A.     85  per  cent. 

Q.     You  do  not  make  any  harvesting  implements,  do  you? 

A.    Not  complete. 

Q.  Do  you  sell  any  of  your  output  to  the  International 
Harvester  Company? 

A.  I  do  not  think  we  do ;  I  do  not  think  we  have  any  orders 
this  year,  but  we  have  now  and  then  an  order  for  an  occasion- 
al quantity. 

Q.  Did  you  sell  any  of  your  output  to  the  International 
Harvester  Company  in  the  year  1912? 

A.  We  may  have  had  a  very  small  transaction,  but  I  do 
not  recall  it. 

Q.  I  say  did  you  sell  anything— any  of  your  output— to 
the  International  for  the  year  1912?  Can  you  answer  that 
yes  or  no? 

A.    Well,  I  misunderstand  the  question. 

Q.  Did  you  sell  any  of  the  output  of  your  factory  or  of 
your  company  to  the  International  Harvester  Company  in 
the  year  1912? 

A.    I  think  not. 

Q.  Did  you  have  any  business  dealings  with  them  in  that 
year? 

A.  Not  to  exceed  $50  worth,  perhaps.  We  may  send  local- 
ly to  their  factory  for  a  spare  part,  and  we  might  pay  their 
price.    I  am  not  prepared  to  say  whether  we  did  or  did  not. 
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1 
WALTER  D.  ROSS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    You  are  an  implement  dealer  at  Worcester,  Massa- 
chusetts? 

A.    I  am. 

Q.    How  long  have  you  been  engaged  in  that  business  there? 

A.    About  seven  years  as  a  corporation,  about  25  years  as 
2  a  co-partnership,  and  as  a  clerk  for  about  32  years. 

Q.    Under  what  corporate  name  are  you  now  conducting 
business? 

A.    Ross  Bros.  Company. 

Q.     What  is  the  amount  of  your  annual  business? 

A.     Of  the  total  business  in  all  lines? 

Q.    All  lines. 

A.    Practically  $300,000. 

Q.    And  how  much  of  that  is  implement  business,  includ- 
ing vehicles  and  twine? 
o      A.     Including  everything  outside  of  seeds  and  fertilizers, 
taking  all  lines  of  farm  machinery  and  kindred  implements, 
approximately  $60,000. 

Q.    What  amount  of  business  does  your  company  do  in  In- 
ternational goods,  annually? 

A.    Do  you  want  to  include  auto  trucks? 

Q.    All  that  you  buy  of  the  International. 

A.    A  little  less  than  $11,000. 

Q.    What  harvesting  machinery  besides  International  lines, 
if  any,  does  your  company  handle? 

A.    We  handle  the  Adriance-Platt  mower— the  Adriance- 
4  Piatt  Buckeye. 

Q.    What  line  of  binders  do  you  handle? 

A.     The  Adriance  and  the  Deering. 

Q.    What  lines  of  rakes  and  twine? 

A.     The  Deering,  the  Adriance,  and  the  Yankee  manufac- 
tured by  Charles  6.  Allen  &  Company,  of  Barry,  Mass. 

Q.    Do  you  handle  a  general  line  of  agricultural  imple- 
ments of  all  kinds? 

A.    We  do. 

Q.    And  other  implements  besides  those  you  have  men- 
tioned, that  are  of  the  same  kind  the  International  makes? 

A.    We  do. 

Q.    Has  any  one  representing  the  International  ever  inti- 
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mated  to  you  that  you  could  not  handle  their  binder  or  other 
harvesting  machine  if  you  handled  any  competitive  imple- 
ments or  machines? 

A.    Never. 

Q.  Or  have  they  intimated  that  you  could  not  handle  their 
harvesting  machines  unless  you  bought  some  other  lines  of 
theirs,  that  they  made? 

A.    Never. 

Q.  Or  unless  you  ceased  to  buy  some  competitive  goods  of 
some  sort? 

A.    Never. 

Q.  Suppose  any  such  attempt  as  that  had  been  or  should 
be  made,  what  would  be  the  result? 

A.     I  should  positively  refuse  to  handle  their  line. 

Q.  How  have  prices  in  binders  and  mowers  of  the  Interna- 
tional make  and  brand  been  during  the  last  12  or  15  years? 

A.  I  think  there  is  very  little  difference  during  that  time. 
Previous  to  that  they  were  very  much  higher. 

Q.  What  has  been  the  course  of  prices  in  other  lines  of 
agricultural  implements  during  the  past  ten  years? 

A.     Somewhat  higher. 

Q.  Are  you  able  to  state  whether  the  International  har- 
vesting machinery,  which  you  have  handled,  has  improved 
or  not  in  the  last  10  years? 

A.     I  should  say  that  it  had. 

Q.  Do  you  know  of  any  other  general  implement  that  has 
been  in  use  for  the  past  20  years  that  has  improved  more  than 
the  International  binder  which  you  handle? 

A.    We  handle  but  very  few  binders. 

Q.    You  handle  very  few  binders?  » 

A.  Very  few.  Mowers— if  the  question  should  refer  to 
mowers. 

Q.    Well,  I  will  ask  you  about  mowers? 

A.  No,  I  do  not  know  of  anything  that  has  been  improved 
any  more  than  the  Deering  line. 

Q.  "V\n:io  fixes  the  prices  at  which  you  sell  the  Interna- 
tional lines  of  goods? 

A.    I  do  myself. 

Q.  Is  there  any  difference  between  the  fixing  of  the  re- 
tail prices  of  those  goods  and  of  any  other  goods  you  handle  ? 

A.    No. 

Q.  Any  attempt  to  control  those  prices  on  the  part  of  any 
representative  of  the  International? 

A.    Never. 
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1  Q.    Your  firm  handled  the  Deering  line  of  harvesting  ma- 
chines before  the  International  was  organized,  did  lU 

A.    We  did.  .  ^  •     .v 

Q.  State  whether  there  has  been  any  improvement  m  the 
repair  part  service  in  the  last  ten  years,  over  what  it  was 
before. 

A.     It  has  been  greatly  improved. 

Q.     In  what  respect!  .  . 

A.    By  having  a  more  complete  stock  within  easier  reach. 

2  Cross-Examination  by  Mr.  Grosvenor. 

Q.     Mr.  Ross,  how  many  binders  do  you  sell  in  a  year? 

A.  Very  few;  practically  none;  they  are  not  used  much  m 
our  territory. 

Q.    How  many  binders  did  you  sell  in  1912? 

A.  I  don't  think  we  sold  any  unless  you  would  refer  to 
corn  binders — corn  harvesters,  as  we  call  them. 

Q.     Take  grain  binders. 

A.     I  do  not  think  we  sold  one  last  year. 

Q.     Grain  binders  are  not  sold  in  New  England,  are  theyl 

3  A.     Not  in  our  immediate  territory,  because  we  are  in  a 
county  that  is  rather  rocky. 

Q.  Therefore  your  testimony  does  not  apply  in  any  respect 
to  the  grain  binders  manufactured  by  the  International?  You 
do  not  know  anything  about  those  machines? 

A.  We  have  sold  a  few  in  the  past,  but  this  last  year  I 
believe  we  did  not  sell  one. 

Q.  How  many  grain  binders  have  you  sold  in  the  last  25 
years  at  Worcester,  Massachusetts? 

A.     I  do  not  think  over  5  or  8,  all  told. 

Q.  That  is,  in  25  years  you  have  not  sold  as  many  grain 
^  binders  as  a  dealer  in  a  town  of  100  inhabitants  would  sell 
in  one  year  in  the  states  of  Iowa  or  Illinois? 

A.     No,  I  do  not  think  so. 

Q.    How  many  mowers  did  you  sell  last  year? 

A.     About  50. 

Q.    Through  what  locality  were  those  mowers  distributed? 

A.    Principally  Worcester  County. 

Q.    How  many  of  those  were  Adriance-Platt  mowers? 

A.  About  a  quarter  or  a  fifth  of  them;  I  have  not  the  exact 
number. 

Q.    Do  you  sell  any  of  the  Richardson  mowers? 

A.    I  do  not. 
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Q.  You  have  found  that  the  Adriance-Platt  mowers  have 
improved  in  quality  in  the  last  10  years? 

A.     We  have  been  handling  them  only  for  the  last  5  years. 

Q.  You  would  not  have  taken  them  on  unless  they  were 
equal  in  quality  to  the  other  mowers  you  were  selling,  would 
you? 

A.  I  do  not  take  on  anything  unless  I  consider  it  is  re- 
liable. 

Q.  You  would  not  have  taken  it  on  unless  you  had  con- 
sidered it  the  equal  of  the  other  mowers  you  are  selling? 

A.  That  is  a  matter  of  opinion.  What  I  might  have  con- 
sidered equal  others  might  not.  We  take  on  those  lines  that 
there  is  a  call  for. 

Q.    How  many  rakes  have  you  sold  around  Worcester? 

A.    About  100  last  year. 

Q.  Were  those  rakes  made  by  Mr.  Bateman,  or  were  they 
made  by  the  International? 

A.  About  one-tenth  of  them  were  made  by  the  Interna- 
tional. 

Q.    And  the  others  were  made  by  what  companies? 

A.  About  1/lOth  or  l/15th  by  the  Adriance-Platt,  and  the 
balance  by  Charles  G.  Allen  &  Company,  of  Barry,  Massa- 
chusetts. 

Q.  Mr.  Allen  makes  that  rake  with  a  wooden  frame, 
doesn't  he? 

A.    He  does. 

Mr.  Bancroft:     You  don't  mean  Mr.  Allen? 

Q.  And  that  wooden  rake,  or  the  rake  with  the  wooden 
frame — that  is,  in  the  wheel  part,  as  made  by  Mr.  Allen — was 
popular  in  the  rocky  country  around  Worcester  ? 

A.  Not  necessarily  because  it  is  a  rocky  country,  but  more 
so  because  it  is  of  local  manufacture. 

Q.  You  say  that  you  bought  $11,000  worth  of  implements 
from  the  International.  As  your  purchases  of  binders  and 
mowers  are  small,  what  makes  up  that  $11,000? 

A.  Gasoline  engines,  manure  spreaders,  mowers,  rakes, 
corn  shellers,  grist  mills,  auto  trucks,  sections,  repairs ;  possi- 
bly there  are  others. 
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E.  PULLYBLANK,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Bancroft. 

Q.     State  your  name,  residence,  and  business. 
A.     Eichard  PuUyblank;   Caledonia,   New  York;   agricul- 
tural implements. 

Q.     How  long  have  you  been  engaged  in  the  agricultural 
implement  business  at  that  place? 
*       A.     Between  17  and  18  years. 

Q.    What  is  the  total  amount  of  your  business,  annually? 
A.     My  whole  business  ? 
Q.     Yes. 

A.     Between  $30,000  and  $35,000. 

Q.     How  much  of  it  is  in  agricultural  implements,  vehicles 
and  twine,  or  is  it  all  in  that? 

A.     I  have  not  a  full  line  of  everything;  harness-shop 
and— 

Q.    What  is  the  amount  of  your  business  in  the  agricul- 
tural implement  line,  including  vehicles  and  twine? 
'      A.     Oh,  $9,000. 

Q.    What  is  the  rest  of  it,  the  difference  between  $9,000 
and  $35,000? 

A.     Fertilizer,  harness,  buggies,  and  engines.     I  handle 
different  lines. 

Q.     Now  take  the  engines  and  all  kinds  of  agricultural  im- 
plements, and  wagons  and  twine :  that  amounts  to  how  much  ? 
Separate  it  from  the  fertilizer  and  the  harness  and  those 
lines. 
A.    All  together? 
Q.    Yes. 

A.     Oh,  it  will  amount  to  probably  $20,000  or  $21,000. 
Q.     And  how  much  of  the  total  business  is  in  binders,  mow- 
ers, and  rakes? 
A.     It  varies. 
Q.     How  would  it  run? 
A.    I  think  from  $5,000  to  $7,000. 
Q.    In  binders,  mowers,  and  rakes? 
A.    Yes,  sir ;  binders,  mowers,  rakes,  and  twine. 
Q.    What  line  of  binders,  mowers,  and  twine  do  you  han- 
dle now? 
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A.  The  McCormick  and  the  Johnston,  and  I  did  handle  the 
Adriance-Platt. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments? 

A.    Yes,  sir. 

Q.  And  implements  made  by  other  companies  than  the  In- 
ternational, in  other  lines  than  the  harvester  lines  ? 

A.     Yes,  sir. 

Q.  Has  any  representative  of  the  International  ever  tried 
to  control  the  amount  you  should  buy  from  them  or  buy  from 
any  of  their  competitors,  in  any  way? 

A.     No,  sir ;  I  run  my  own  business  in  that  line. 

Q.  And  if  they  tried  to  do  that,  what  would  happen— if 
they  undertook  to  coerce  you? 

A.     I  would  simply  tell  them  to  go  by. 

Q.  How  have  the  prices  been  in  the  McCormick  binder  and 
mower,  which  you  have  handled,  during  these  years?  What 
has  been  the  course  of  them  for  the  past  12  or  15  years? 

A.    The  price  of  them,  you  mean? 

Q.    Yes. 

A.  There  is  simply  nothing;  the  price  has  been  about  the 
same. 

Q.  What  has  the  course  of  prices  been  in  the  past  10 
years  on  other  farm  implements  and  wagons  ? 

A.  Wagons  have  gone  up  a  little.  Do  you  mean  lumber 
wagons  or  buggies  ? 

Q.     No,  not  buggies ;  just  the  farm  wagons. 

A.    We  get  a  raise  of  about  $2.50  on  the  farm  wagon. 

Q.  Who  fixes  the  prices  on  the  International  lines  that  you 
handle? 

A.    I  do  myself. 

Q.  Has  any  attempt  ever  been  made  to  control  those  re- 
tail prices  by  the  International? 

A.     Not  any. 

Q.  You  make  the  prices  on  those  goods  just  as  you  do  on 
others  that  you  handle? 

A.    Yes,  sir. 

Q.  And  your  purchases  are  just  as  free  with  respect  to  the 
International  goods  as  they  are  in  others? 

A.    Yes,  sir. 

Q.  Have  you  noticed  any  improvements  in  the  last  10 
years  in  the  McCormick  or  Deering  binders  or  mowers? 

A.    I  have. 

Q.     Have  those  improvements  been  as  important  as  you 
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have  noticed  in  any  other  standard  line  of  machines  that  you 
have  handled,  or  have  they  been  greater? 

A.    I  think  they  have  been  greater. 

Q.  How  about  the  service  for  repairs  and  general  treat- 
ment in  the  handling  of  the  business  in  the  interest  of  the 
dealer  and  the  farmer  ?  How  has  that  service  by  the  Interna- 
tional compared  with  that  of  any  competitors  of  the  Interna- 
tional or  of  the  dealers  in  harvesting  machines,  prior  to  1902, 
in  your  experience? 

A.  I  do  not  think  you  can  beat  the  International  for  re- 
pairs and  on  quick  service. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  far  is  Caledonia  from  Batavia? 

A.  17  miles. 

Q.  Do  you  sell  manv  binders  around  there  ? 

A.  Sell  a  few. 

Q.  How  many  do  you  sell  in  the  course  of  a  season? 

A.  It  varies;  it  is  according  to  your  crop. 

Q.  How  many  did  you  sell  in  1912  ? 

A.  I  think  14. 

Q.  How  many  of  those  were  Johnston? 

A.  I  did  not  handle  the  Johnston  last  year,  sir. 

Q.  How  many  dealers  are  there  in  Caledonia? 

A.  There  were  five  at  one  time. 

Q.  I  am  not  asking  you  how  many  there  have  been  at  one 

time.  How  many  are  there  today,  in  Caledonia? 

A.  There  are  two. 

Q.  What  harvesting  lines  does  the  other  dealer  handle? 

A.  One  handles  the  Walter  A.  Wood  and  the  other  handles 
the  Adriance;  I  did  have  the  Adriance  two  years  ago.  in 
1911.  ^  ' 

Q.  How  long  have  you  had  the  International  lines? 

A.  18  years. 

Q.  How  many  Adriance  machines  did  you  sell  the  last 
year  you  had  the  Adriance  line  ? 

A.  I  sold  two  of  their  mowers. 

Q.  Two  of  their  mowers;  any  of  their  binders? 

A.  No,  sir. 

Q.  What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 

A.     The  McCormick  and  the  Deering. 
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Q.    What  per  cent,  of  the  binders  sold  in  your  territory  1 
are  of  International  make? 

A.  That  is  hard  to  say.  We  have  another  town  just  a 
mile  from  that. 

Q.  Well,  the  territory  in  which  you  sell  to  the  farmers 
and  have  occasion  to  observe  the  sales  made. 

A.  In  the  territory  I  have,  I  go  10  miles  square  there.  We 
are  7  miles  from  Avon,  7  miles  from  Scottsville,  7  miles  from 
LeRoy,  and  a  mile  from  Mumford.  We  are  right  in  the  north- 
west corner  of  Genesee  and  Livingston  counties. 

Q.  What  per  cent,  of  the  binders  sold  in  that  territory  are 
International?  2 

A.     I  could  not  say. 

Q.    Is  it  70  per  cent.  ? 

A.    I  should  think  somewhere  along  there. 

Q.    Or  80  per  cent.? 

A.  I  could  not  tell  you.  That  is  a  hard  thing  to  put  up  to 
a  man. 

Q.  Does  the  same  per  cent,  apply,  70  to  80,  to  the  sale  of 
mowers  ? 

A.    Pretty  near. 

Q.    How  much  twine  do  you  sell  in  the  course  of  a  season?  3 

A.    From  7  to  8  tons. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No,  sir. 

Re-direct  Examination  hy  Mr.  Bancroft. 

Q.  What  machines  other  than  the  International  are  sold 
at  these  other  towns  you  have  mentioned? 

A.  The  Walter  A.  Wood,  the  Johnston,  the  Deering,  the 
Osborne;  they  are  all  right  around  there. 

Q.    And  is  the  Adriance-Platt  sold  at  any  besides  your  own  4 
town? 

A.    The  Adriance-Platt  is  7  miles  away  from  us. 

Q.    That  is  in  one  of  the  towns  you  mentioned? 

.A.    Yes,  sir. 
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GEOEGE  E.  SALTSMAN,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.    You  reside  at  Dansville,  New  York? 

A.    Yes,  sir. 

Q.  And  are  engaged  in  the  agricultural  implement  busi- 
ness? 

A.     Yes,  sir. 

Q.     Under  what  firm  or  corporate  name? 

A.    I  am  manager  for  The  George  W.  Peck  Company. 

Q.     Where  has  The  George  W.  Peck  Company  stores? 

A.     They  have  ten  stores  at  present. 

Q.     Where  are  they? 

A.  Here  is  a  list  of  all  of  them.  They  are  at  Bath,  N.  Y. ; 
Prattsburgh,  N.  Y. ;  Cohocton,  N.  Y. ;  Bradford,  N.  Y. ;  Dans- 
ville, N.  Y. ;  Penn  Yan,  N.  Y. ;  Canandaigua,  N.  Y. ;  Corning, 
N.  Y. ;  Elmira,  N.  Y. ;  Geneseo,  N.  Y. 

Q.    How  long  have  you  been  engaged  in  this  business? 

A.    20  to  25  years. 

Q.  How  long  has  The  George  W.  Peck  Company  had  these 
stores? 

A.    They  started  with  one  and  have  gradually  increased. 

Q.     When? 

A.    I  can  not  just  give  you  the  date  from  memory. 

Q.    About  when?    The  precise  date  is  not  important. 

A.    It  was  started  probably  30  years  ago,  the  first. 

Q.    How  long  have  they  had  the  ten  stores  you  have  named? 

A.  Only  in  the  last  year.  Three  were  added  in  the  last 
year  or  year  and  a  half. 

Q.    How  long  have  they  had  the  seven? 

A.  For  three  or  four  years;  they  have  added  one  or  two, 
and  the  last  year  they  added  three. 

Q.    How  long  have  they  had  the  store  at  Dansville? 

A.    About  12  years. 

Q.     What  was  their  earliest  store  ? 

A.     The  first  was  Prattsburgh. 

Q.    And  you  have  been  with  them  during  all  this  time? 

A.    I  have  been  with  them  nine  years  at  Dansville. 

Q.  What  amount  of  business  do  they  do  in  the  Dansville 
store,  on  an  average? 

A.    About  $60,000  a  year. 
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Q.    What  is  the  amount  of  business  in  the  ten  stores,  if  you  j 
have  it  in  mind? 

A.    I  could  not  tell  you. 

Q.    AH  right.    What  is  the  amount  done  at  the  Dansville 
store  in  agricultural  implements,  wagons  and  twine  ? 

A.    I  should  say  $15,000,  possibly. 

Q.    How  much  of  that  represents  goods  manufactured  by 
the  International? 

A.    I  should  think  from  $3,000  to  $4,000. 

Q.    What  lines  of  binders,  mowers,  rakes,  and  so  forth,  of 
the  harvesting  line,  does  your  firm  handle  at  Dansville? 

A.    The  Deering.  2 

Q.    Does  it  handle  other  lines  than  the  International  in 
others  of  these  ten  stores? 

A.    In  some  of  them. 

Q.    Some  of  them  it  does? 

A.    Yes. 

Q.    In  what  others  ? 

A.    In  some  they  sell  the  Adriance-Platt,  and  I  think  in 
some  they  sell  a  few  Johnston. 

Q.    Do  you  handle  a  general  line  of  agricultural  implements 
and  tools,  wagons,  manure  spreaders,  cream  separators,  and  „ 
so  forth?  ^ 

A.    Yes,  sir.  > 

Q.    Made  by  other  companies  than  the  International? 

A.    Yes,  sir. 

Q.    Who  fixes  the  prices  at  which  your  company  sells  these 
International  goods  ? 

A.    I  do,  myself. 

Q.    Any  attempt  to  control  those  prices  by  any  representa- 
tive of  the  International  ? 

A.    Never. 

Q.    Any  attempt  to  control  your  purchases  from  the  Inter-  4 
national  or  from  any  competitor,  on  the  part  of  any  Interna- 
tional man? 

A.    No,  sir. 

Q.    If  any  such  attempt  were  made  would  it  succeed? 

A.    No,  sir ;  we  would  simply  discontinue  the  line. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     How  many  binders  did  you  sell  in  Dansville  last  year? 
A.     Seven  or  eight,  I  think.    I  guess  more  than  that;  ten 
with  the  corn  binders. 
Q.     How  many  grain  binders  did  you  sell? 
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A.     Seven  grain  binders,  I  tMnk. 

Q.  What  are  the  leading  types  of  binders  in  the  territory  in 
which  you  do  business? 

A.  Oh,  there  are  the  Deering,  the  McCormick,  the  John- 
ston, the  Milwaukee,  and  the  Osborne. 

Q.     How  far  are  you  from  Batavia? 

A.     From  Batavia  we  are  about  45  or  50  miles. 

Q.    Does  the  International  hold  any  of  your  notes  ? 

A.     No,  sir. 

Q.     Or  any  notes  of  The  George  W.  Peck  Company? 

A.  I  do  not  think  so;  not  that  I  know  of;  not  from  the 
Dansville  store. 

Q.    Are  you  the  manager  simply  of  one  of  their  ten  stores? 

A.  I  am  manager  of  the  Dansville  store  and  also  the 
Geneseo  store. 

Q.    You  are  not  general  manager  of  the  company? 

A.     No,  sir. 
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CHARLES  H.  HADDEN,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 


Q.    You  live  at  Webster,  New  York? 

A.    Yes,  sir. 

Q.    And  do  business  under  the  firm  name  of  Worcester  & 
Mott  Company  there? 

A.    Yes,  sir. 

Q.    How  long  has  that  company  been  engaged  in  that  busi- 
ness there? 

A.     Since  December,  1909. 
4      Q.    Was  it  a  partnership  before  that  time? 

A.    Yes,  sir. 

Q.    How  long  had  the  partnership  been  engaged  in  that 
business  there? 

A.    Mr.  Mott  had  been  doing  business  about  28  years,  I  be- 
lieve. 

Q.    What  is  the  amount  of  that  firm's  total  business  an- 
nually? 
A.    At  Webster? 
Q.    At  Webster. 
A.     $100,000  or  better. 
Q.    Has  it  business  elsewhere  than  at  Webster? 
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A.    They  have  a  business  at  Union  Hill,  three  miles  east.       1 

Q.    How  large  is  their  business  there? 

A.    I  could  not  tell  you. 

Q.    What  is  your  position  with  the  Worcester  &  Mott  Com- 
pany at  Webster? 

A.    I  have  charge  of  the  sales  end  of  it. 

Q.    What  amount  of  their  business  at  Webster  is  in  agri- 
cultural implements,  vehicles,  and  twine? 

A.    About  12,000, 1  should  say. 

Q.    And  how  much  of  that  is  in  International  harvester 
goods? 

A.    An  average  for  the  last  three  years  of  about  $4,000  to  2 
$5,000,  I  should  say. 

Q.    What  lines  of  binders,  mowers,  and  headers  does  the 
company  handle? 

A.     We  handle  Deering  binders  and  mowers,  Johnston  bind- 
ers and  mowers,  and  the  same  in  tedders  and  hay  rakes. 

Q.    And  the  same  in  twine? 

A.     And  the  same  in  twine,  yes,  sir. 

Q.     AVhat  other  binders  or  mowers  than  those  made  by  tha 
International  Harvester  Company  are  sold  in  your  town? 

A.    The  MeCormiek  is  sold  there.  „ 

Q.    Well,  that  is  made  by  the  International. 

A.    Yes. 

Q.    What  is  there  not  made  by  the  International? 

A.     Oh,  I  see.    The  Johnston  and  the  Adriance-Platt. 

Q.     Is  the  Walter  A.  Wood  sold  there,  or  near  there? 

A.     Yes,  sir ;  come  to  think  about  it,  yes,  sir. 

Q.    Whereis  the  Wood  sold? 

A.    Eight  in  our  town. 

Q.    In  your  town,  by  another  dealer? 

A.    Yes,  sir. 

Q.    Do  you  handle  a  general  line  of  agricultural  imple-  4 
ments  ? 

A.    Yes,  sir. 

Q.    And  other  implements  besides  those  that  have  been 
mentioned,  made  by  other  companies  than  the  International? 

A.    Yes,  sir. 

Q.    Has  there  been  any  attempt  by  the  International  to 
control  your  purchases  of  its  goods  or  of  competitors'  goods? 

A.    No,  sir. 

Q.    Or  to  fix  your  prices? 

A.    No,  sir. 

Q.    Who  does  fix  the  prices  on  the  International  goods  that 
you  sell? 
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A.     We  fix  tliem  ourselves. 

Q.  Is  there  any  difference  between  the  way  in  which,  the 
prices  on  the  International  goods  are  fixed  and  those  of  any 
other  goods  you  handle? 

A.     No,   s:ir. 

Q.  How  is  the  service  which  you  receive  in  the  matter  of 
repair  parts,  and_so  forth,  in  International  goods? 

A.    Very  good. 

Cross-Examin/otion  hy  Mr.  Grosvenor. 

Q.    You  are  in  the  coal  business,  aren't  you? 

A.    Yes,  sir. 

Q.    And  also  in  the  fertilizer  business? 

A.    Yes,  sir. 

Q.  And  you  do  most  of  your  business  in  those  two  lines 
rather  than  in  agricultural  implements? 

A.  I  stated  what  our  agricultural  implement  business  was. 
It  was,  I  should  say,  about  $12,000. 

Q.  Does  your  coal  business  and  fertilizer  business  amount 
to  $88,000? 

A.  I  should  state  so — the  produce  business,  and  our  brick 
and  cement  and  tile,  and  all  those  things. 

Q.    How  far  is  Webster  from  Batavia? 

A.    It  is  about  45  or  50  miles. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.    The  leading  types  are  the  Deering  and  the  McCormick. 
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C.  K.  CHEBEY,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Where  do  you  live,  Mr.  Cherry? 

A.  Tonawanda,  New  York. 

Q.  What  is  your  business? 

A.  Farmer. 

Q.  How  long  have  you  been  engaged  in  farming  there? 

A.  I  have  lived  on  the  place — ^I  was  born  there,  39  years 
ago. 

Q.     During  how  many  years  have  you  been  operating  that 
farm? 
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A.     I  was  working  there  witli  my  father  before  he  died.    My  i 
mother  and  I  have  been  alone  for  about  six  years. 

Q.    "What  are  the  principal  crops  on  your  farm? 

A.    Wheat,  oats,  hay,  cabbage,  and  potatoes. 

Q.    How  many  acres  ? 

A.    290. 

Q.     How  many  acres  in  cultivation,  usually? 

A.    About  280. 

Q.  What  binders,  mowers  or  rakes  do  you  use  on  your 
farm? 

A.  MoCormick  binder,  McCormick  mower,  Champion  mow- 
er. Champion  rakes,  Osborne  rake.  2 

Q.  Have  you  noticed  any  improvement  in  the  binders  and 
mowers  that  you  bought  in  the  last  ten  years  compared  with 
the  ones  you  bought  earlier? 

A.    Yes,  sir. 

Q.    In  what  respect?    What  improvements? 

A.  Better  material  is  one ;  lighter  draft — several  improve- 
ments. 

Q.    When  did  you  buy  your  last  binder,  and  what  was  it? 

A.    It  was  a  McCormick;  six  years  ago. 

Q.    What  repairs  have  you  had  to  buy  on  that  machine  in  „ 
the  last  six  years? 

A.  With  the  exception  of  the  sections,  about  35  to  50  cents 
worth. 

Q.    And  that  is  all? 

A.     And  that  is  all ;  yes,  sir. 

Q.  How  many  acres  of  grain  have  you  cut  on  an  average 
with  it  during  those  six  seasons? 

A.    In  the  six  seasons? 

Q.    Yes. 

A.     Or  each  year? 

Q.    Well,  each  year.  4 

A.    Between  90  and  100  acres. 

Q.    Each  year? 

A.    Yes,  sir. 

Q.  You  have  a  general  supply  of  farm  implements  and 
tools  on  your  farm? 

A.    Yes,  sir. 

Q.  Do  you  know  of  any  other  farm  implement  that  has 
been  in  use  by  you  while  you  have  been  a  farmer  that  has  im- 
proved more  in  the  last  8  or  10  years  than  this  binder? 

A.    No,  sir,  I  do  not. 

Q.    Do  you  know  any  that  has  increased  less  in  price? 

A.    I  do  not  think  I  do. 
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1  Q.  How  are  the  facilities  for  getting  repairs  and  expert 
work  for  your  binders  and  mowers?  How  have  they  been  in 
the  last  10  years? 

A.  Why,  repairs  are  very  good;  expert  work,  we  have  none 
of  it. 

Q.  You  do  not  need  it? 

A.  No,  sir. 

Q.  Are  any  binders  other  than  International  sold  in  your 
part  of  the  country? 

A.  Yes,  sir. 

Q.  What  are  they? 

2  A.  The  Johnston  and  the  Adriance-Platt. 
Q.  Where  are  they  offered  for  sale? 

A.     At  Grand  Island,  about  one  mile  from  where  we  live. 

Q.     Is  that  where  you  bought  your  McCormick  binder? 

A.     No,  sir. 

Q.     Where  did  you  buy  your  McCormick  binder? 

A.     We  bought  it  at  Buffalo. 

Q.     How  many  miles  is  that  from  your  town? 

A.    About  31/2  miles  to  the  city  line. 

Q.     What  kinds  of  binders  and  mowers  are  generally  used 
o  in  your  neighborhood? 

A.     Mostly  McCormick  binders. 

Q.  Do  you  know  the  reason  why  they  are  more  generally 
used? 

A.  Why,  not  outside  of  good  results;  that  is  the  only  thing 
I  know  of. 

Q.    What  is  it? 

A.  Not  outside  of  the  good  results  they  get  out  of  them; 
that  is  the  only  thing  I  know. 

Q.    Have  you  made  a  list  of  the  tools  you  have  on  your 
farm? 
4      A.    Yes,  sir. 

Q.  Does  that  represent  the  farm  implements  that  are  neces- 
sary in  the  proper  operation  of  it?  (Handing  paper  to  wit- 
ness.)   Is  that  the  list  you  prepared? 

A.     I  think  it  is;  yes,  sir. 

Q.  And  those  tools  are  in  use  and  required  for  the  proper 
operation  of  your  farm,  are  they? 

A.     Yes,  sir. 

Mr.  Bancroft:  I  offer  the  list  in  evidence. 

The  list  is  as  follows: 
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List  of  Farm  Tools  Used  by  Cherry  Bros.,  or  C.  E.  Cherry,  on  j 
His  Farm  of  290  Acres. 

Purchase 
Price. 

4  Farm  Wagons  $   280.00 

1  Farm  Truck  25.00 

1  Spring  Wagon  70.00 

3  Buggies,  Myers  160.00 

1  Surrey,  Myers  85.00 
3  Walking  Plows,  Oliver  28.00 

Syracuse  14.00 

2  Disc  Harrows,  I.  H.  C.  24.00  2 

Pitts  18.00 

1  Peg  Harrow,  Pitts  13.50 

3  Com  Ctiltivators,  2  Walking  6.50 

10.00 

1  Hench  &  Dromgold  35.00 

1  Grain  Drill,  Superior,  2-hole  35.00 

1  Grain  Binder,  McCormick,  tongue  truck,  7-ft.  158.00 

2  Mowing  Machines,  McCormick  45.00 

Champion  45.00 

3  Hay  Rakes,  N.  Y.  Champion  60.00 

1  Tedder,  Osborne  35.00  ^ 

1  Hay  Loader.  Deere  75.00 

1  Side  Del.  Rake,  Osborne  60.00 

4  Hay  Racks,  Osborne  48.00 
1  Gasoline  Engine,  I.  H.  C.  204.00 
1  Cream  Separator,  Sharpies  100.00 
1  Ensilage  Cutter,  Ross  35.00 
1  Land  Roller,  Home  10.00 
Small  Tools— hoes,  shovels,  wheelbarrows,  etc.  20.00 


$1,699.00 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  large  is  your  farm? 

A.  290  acres. 

Q.  How  far  are  you  from  Batavia? 

A.  I  could  not  tell  you. 
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ALBERT  E.  MARSHALL,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  You  are  an  implement  dealer  at  Lyons,  New  York,  are 
you? 

A.    Yes,  sir. 

Q.  And  you  are  doing  business  under  the  name  of  Mar- 
shall-Barrick  Company,  are  you? 

A.     Yes,  sir. 

Q.    How  long  have  you  been  in  that  business  there? 

A.  The  firm  has  changed  three  different  times,  but  I  have 
been  in  it  about  12  years. 

Q.  "What  is  the  average  total  business  of  that  firm  at 
Lyons  ? 

A.    It  has  increased,  till  last  year  we  did  about  $85,000. 

Q.  How  much  of  that  was  in  agricultural  implements, 
vehicles  and  twine? 

A.  Outside  of  the  fertilizer,  I  should  say  $25,000,  or  per- 
haps a  little  more. 

Q.  And  in  International  Harvester  goods  what  was  your 
business? 

A.    From  $6,000  to  $6,500. 

Q.  In  harvesting  machinery  what  amount  of  business  do 
you  do  annually? 

A.  It  varies  according  to  the  crops,  but  I  should  say  last 
year  it  was  around  $1,500,  perhaps  a  little  more.  We  had 
quite  a  good  binder  sale,  if  I  remember  right,  last  year;  I  do 
not  remember  just  the  amount. 

Q.     It  would  average  about  that? 

A.    It  would  be  a  little  more  than  that,  if  anything. 

Q.  "What  lines  of  harvesting  machinery  does  your  firm 
handle? 

A.    The  McCormick  in  the  International  line. 

Q.    The  McCormick  brand? 

A.    Yes. 

Q.     And  what  twine? 

A.     McCormick,  mostly. 

Q.     Any  other? 

A.  We  have  had  at  different  times  the  Adriance-Platt— 
Plymouth. 

Q.     Do  you  handle  a  general  line  of  farm  tools? 
A.    Yes,  sir. 
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Q.     Tools  made  by  companies  other  than  the  International? 
A.    Yes,  sir. 

Q.    And  sold  in  competition  with  like  implements  made 
by  it? 
A.    Yes,  sir. 

Q.    Whose  lines  principally,  other  than  the  International, 
do  you  handle? 

A.    The  John  Deere,  and  we  have  the  different  lines  of  cul- 
tivators, the  Hench  &  Dromgold  line,  and  we  have  had  the 
Kraus  made  by  the  Akron  Cultivator  Company. 
Q.    Whose  separators  do  you  sell? 

A.    The  Sharpies,  the  International,  and  the  Great  West- 
ern. 
Q.    Whose  manure  spreaders? 
A.    The  International  and  John  Deere. 
.   Q.    Who  fixes  the  prices  at  which  you  sell  International 
goods  ? 

A.    Those  are  fixed  by  myself,  by  computing  the  expense 
of  doing  business. 

Q.    Has  any  International  representative  ever  tried  to  fix 
those  retail  prices? 
A.    No,  sir. 

Q.    Any  difference  between  fixing  the  retail  prices  of  the 
International  goods  and  any  other  goods  that  you  handle? 
A.    No,  sir. 

Q.    Has  the  International  ever  attempted  in  any  way  to 
control  the  amount  or  character  of  agricultural  implements 
that  you  should  buy  from  it  or  from  any  one  else? 
A.     No,  sir. 

Q.    If  it  did  attempt  to  coerce  your  action  in  that  respect 
what  would  happen? 
A.    We  would  simply  buy  other  lines. 
Q.    How  have  the  prices  of  the  McCormick  binders,  which 
you  have  handled,  been  in  the  last  12  years  that  you  have 
been  familiar  with  them? 

A.    I  should  say  a  fair  estimate  would  be  10  per  cent, 
advance. 
Q.    In  that  period? 

A.    Yes;  which  we  consider  very  reasonable. 
Q.    How  has  it  been  in  other  lines? 

A.    About  the  same,  I  should  say.    We  have  never  had  any 
other  dealings,  except  for  practically  three  months  once,  when 
we  got  another  line,  and  then  gave  it  up.  _ 
Q.    I  mean  in  other  lines  than  harvesting  machinery. 
A.    It  is  greater  in  a  great  many  lines. 
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1  Q.     In  agricultural  implements? 
A.    Yes,  sir. 

Q.    And  in  wagons? 

A.     It  is  much  greater  in  wagons. 

Q.  How  does  the  service  furnished  the  dealer  by  the  Inter- 
national in  the  matter  of  repair  parts,  experting,  and  so  forth, 
compare  now  with  what  it  was  12  years  ago? 

A.     It  has  been  greatly  improved. 

Q.     Have  the  machines  improved,  or  are  they  no  better? 

A.     We  consider  they  have  improved,  yes,  sir,  materially. 

Q.     What  harvesting  machines  and  twine  other  than  those 

2  made  by  the  International  are  sold  in  your  territory  in  com- 
petition with  the  International  brands? 

A.  There  is  the  Johnston— they  have  a  live  agent;  and 
the  Adriance-Platt — a  very  good  dealer. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Does  the  International  hold  any  of  your  notes? 

A.  No,  sir. 

Q.  Or  of  your  company? 

3  A.  No,  sir. 

Q.  Mr.  Marshall,  you  get  repairs  from  the  International 
in  the  same  way  you  get  binders  and  mowers,  do  you  not? 

A.     I  don't  know  just  what  you  mean. 

Q.     Under  a  commission  agency  contract. 

A.  Yes.  Well,  no.  I  should  not  say  so.  You  buy  your 
mowers  and  they  are  billed  to  you  at  a  price,  but  your  repairs 
you  get  a  commission  on.  So  I  should  not  consider  them  the 
same.  We  make  two  separate  accounts  in  our  ledger  for  those 
things. 

Q.    Don't  you  have  a  commission  agency  contract  for  the 

4  binders  and  mowers? 

A.  We  order  in  what  we  think  we  can  dispose  of,  but  I 
mean  the  settlement  is  not  the  same  way. 

Q.  You  have  a  commission  agency  contract  for  the  bind- 
ers and  mowers? 

A.    Yes,  sir. 

Q.    And  you  order  in  what  you  can  sell? 

A.    Yes,  sir. 

Q.  Don't  you  do  the  same  thing  in  repairs?  You  order 
in  what  you  can  sell  of  repairs,  don't  you? 

A.  We  do  not  order  more  of  the  mowers  unless  we  have  a 
positive  sale  on  them.    It  is  only  on  rakes  we  order  any  sur- 
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plus,  and  we  carry  repairs  on  hand— quite  a  good  stock  of  re-  i 
pairs. 

Q.  You  carry  them  in  stock  in  your  store  and  you  sell  them 
on  a  commission  agency  basis? 

A.    Yes,  sir. 

Q.  And  you  sell  your  binders  and  mowers  on  a  commis- 
sion agency  basis,  too,  don't  you? 

A.  Maybe  I  don't  just  understand  you.  We  consider  when 
we  order — 

Q.  I  am  not  asking  what  you  consider;  I  am  asking 
you  whether  you  do  not  have  the  regular  commission  agency 
contract.  2 

A.    We  do;  yes,  sir. 

Q.    On  binders  and  mowers? 

A.    Yes,  sir. 

Q.  Then,  you  sell  them  on  a  commission  agency  basis, 
don't  you,  if  you  are  a  commission  agent? 

A.  We  consider  when  we  order  a  binder  that  we  have 
bought  it,  because  we  do  not  intend  to  carry  one  in  stock; 
but  in  the  repair  goods  we  do  intend  to  carry  a  supply  to  take 
care  of  our  customers. 

Q.    Then,  it  is  you  who  are  taking  care  of  your  customers  r, 
when  you  have  your  repairs  on  hand;  isn't  it? 

A.     With  the  aid  of  their  furnishing  us  the  repairs. 

Q.    How  far  are  you  from  Batavia? 

A.  I  should  say  it  must  be  60  miles,  maybe  70;  we  are 
quite  a  distance.  It  is  thirty  some  miles  to  Rochester,  and  35 
miles  from  there  to  Batavia. 


R.  M.  NORTON,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Mr.  Norton,  you  live  at  Waterville,  New  York? 

A.    Waterville,  New  York. 

Q.  And  are  engaged  in  the  agricultural  implement  busi- 
ness? 

A.    Yes,  sir. 

Q.  Under  what  firm  or  corporate  name  is  your  business 
carried  on? 

A.     It  is  under  my  own  name — R.  M.  Norton. 
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28  R.  M.  Norton,  Direct  Examination. 

Q.    How  long  have  you  been  engaged  in  that  business 

there  ? 
A.    I  have  been  engaged  alone  about  seven  years,  and  with 

my  father  nearly  20  years. 

Q.    What  is  the  amount  of  your  annual  business? 

A.    About  $50,000. 

Q.  How  much  of  that  is  in  agricultural  implements,  vehi- 
cles, and  twine? 

A.    About  $25,000. 

Q.  What  amount  of  that  business  is  in  International  har- 
vester goods? 

A.    About  $1,500. 

Q.  How  much  business  do  you  do  in  harvesting  machinery 
and  twine,  per  year? 

A.    I  should  think  about  $4,000  or  $5,000. 

Q.  What  lines  of  binders  and  other  harvesting  machines 
and  twine  do  you  handle  and  sell? 

A.  I  handle  the  Johnston  and  the  Walter  A.  Wood ;  have  a 
contract  with  the  John  Deere. 

Q.    Do  you  handle  any  International? 

A.     Any  International  what? 

Q.     Binders,  mowers,  or  rakes? 

A.     I  handle  the  Deering. 

Q.    How  long  have  you  handled  the  Deering  line? 

A.  About  the  last  six  years;  we  had  handled  it  15  or  16 
years,  but  dropped  it. 

Q.    How  long  have  you  handled  the  Johnston? 

A.    About  three  years,  I  should  think,  or  four  years. 

Q.     And  how  long  the  Wood? 

A.    This  is  the  second  year. 

Q.  How  long  did  you  handle  the  Adriance-Platt?  You 
said  you  handled  that  at  one  time,  as  I  understood  you. 

A.  Well,  handled  it  about  30  years  in  all,  but  I  was  not 
there — 

Q.  I  mean  to  your  own  knowledge,  during  your  experi- 
ence. 

A.    About  15  years. 

Q.  Do  you  handle  other  machines,  other  farm  tools,  be- 
sides these  we  have  mentioned,  made  by  companies  other  than 
the  International?    Do  you  have  a  general  line? 

A.    I  have  a  general  line  of  everything. 

Q.    And  of  machines  not  made  by  the  International? 

A.    Yes,  sir. 

Q.    What  has  been  the  course  of  prices  of  binders  and 
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mowers  during  the  past  10  or  15  years,  as  compared  with  the  i 
prices  of  other  agricultural  implements  and  wagons "? 

A.    The  advancement  has  not  been  as  much. 

Q.  Who  fixes  the  prices  at  which  you  sell  International 
goods? 

A.    I  do. 

Q.  Any  difference  in  the  matter  of  their  prices,  as  to  who 
fixes  them,  as  compared  with  any  other  goods  you  handle? 

A.    None  that  I  know  of. 

Q.  Has  any  representative  of  the  International  ever  tried 
to  coerce  your  purchases  of  its  goods  or  of  any  competitor's 
goods?  2 

A.    No,  sir. 

Q.    Or  control  them? 

A.    No,  sir. 

Q.  If  any  International  representative  should  say  to  you 
that  you  had  to  handle  less  competitive  goods  or  more  Inter- 
national goods  or  you  could  not  handle  the  Deering  line,  what 
would  be  the  result? 

A.    I  would  not  handle  the  Deering  line,  that  is  all. 

Q.     How  have  you  found  the  service  in  these  International 
lines  in  the  last  10  years  as  compared  with  the  service  in  o 
other  lines  or  in  the  Deering  line  prior  to  the  last  10  years  ? 

A.    I  can't  say  that  I  see  much  difference. 

Q.    How  is  it — satisfactory,  or  not? 

A.    I  have  always  had  good  service. 

Q.  Have  you  any  other  business  than  that  carried  on  at 
Waterville? 

A.  I  have  a  business  in  Utica,  under  the  name  of  J.  B. 
Norton  Company;  it  is  incorporated. 

Q.    What  business  is  carried  on  there? 

A.  Badger  gasoline  engines  and  Papec  ensilage  cutters 
and  blowers.  4 

Q.    Where  are  these  engines  made  that  you  job? 

A,    Milwaukee. 

Q.  Are  they  sold  and  do  you  sell  them  in  competition  with 
International  Harvester  Company  engines? 

A.    I  do. 

Q.    Through  what  territory? 

A.     Northeast  and  south  of  Syracuse. 

Q.     How  long  have  you  been  engaged  in  that  business? 

A.    In  the  engines,  two  years. 

Q.  State  whether  or  not  you  find  the  competition  on  en- 
gines with  the  International  fair,  businesslike  and  honorable. 


30  Henry  P.  Butts,  Direct  Examination. 

1  A.    They  never  bother  me  any.    They  are  as  good  competi- 
tion as  any  of  them. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Watervillef 

A.  There  are  two  dealers  there. 

Q.  Besides  yourself? 

A.  No ;  there  is  one  besides  myself. 

Q.  What  is  that  man's  name? 

2  A.  W.  G.  McLean  Company. 

Q.     Do  they  handle  the  McCormick  lines? 

A.    They  handle  the  McCormick. 

Q.  Isn't  there  a  man  named  J.  E.  Tyler  there  who  han- 
dles the  Milwaukee  lines? 

A.  Well,  he  might.  You  would  not  know  he  was  in  busi- 
ness from  the  amount  of  implement  business  he  does.  I  think 
if  any  one  wants  it  he  sends  and  gets  it  for  him. 

Q.     How  many  Johnston  binders  did  you  sell  in  1912? 

A.    I  sold  four  or  five. 

Q.    And  how  many  Deering? 

3  A.    One. 

Q.    How  many  Wood? 

A.    None. 

Q.    How  far  are  you  from  Batavia? 

A.    20O  miles. 

Q.  What  are  the  leading  t3^pes  of  binders  and  mowers  in 
your  territory? 

A.  The  McCormick,  Deering,  Johnston,  some  Walter  A. 
Wood,  and  some  Adriance. 

Q.    How  many  of  these  engines  have  you  sold  from  Utica? 

4  A.    Probably  sold  200  in  1912. 

Q,    You  are  not  a  very  large  factor  in  the  engine  business 
as  yet? 
A.    We  job  them. 

HENRY  P.  BUTTS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Bancroft. 

Q.    You  live  at  Sodus,  New  York? 
A.    Yes,  sir. 
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Q.     And  are  engaged  in  the  implement  and  hardware  busi-   1 
ness  there? 

A.    Yes,  sir. 

Q.    Under  what  firm  or  corporate  name? 

A.    It  is  Butts,  Danford  &  Company. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.    10  years. 

Q.  What  is  the  amount  of  your  annual  business,  in  all 
lines? 

A.    About  $50,000. 

Q.     How  much  of  that  is  in  farm  implements,  wagons,  and  2 
twine? 

A.    About  $10,000. 

Q.    And  how  much  in  International  goods? 

A.    About  $2,500. 

Q.     How  much  in  binders  and  mowers  and  rakes? 

A.    About  $1,200. 

Q.  What  lines  of  binders  and  mowers  and  twine  do  you 
sell  and  handle? 

A.    Of  the  Int^national? 

Q.    Of  any.  g 

A.    We  handle  Luzon  twine. 

Q.    And  the  McCormick  binders  and  mowers? 

A.    Yes. 

Q.    Who  makes  the  Luzon  twine? 

A.  We  buy  it  from  the  George  Worthington  Company,  of 
Cleveland,  Ohio. 

Q.  What  binders,  mowers,  and  twine  besides  those  made 
by  the  International  are  sold  in  your  town? 

A.  The  Walter  A.  Wood,  the  Johnston,  and  the  Adriance- 
Platt. 

Q.    Do  you  handle  a  general  line  of  farm  implements?         4 

A.    Yes,  sir. 

Q.    Other  than  those  made  by  the  International? 

A.    Yes,  sir. 

Q.    And  sold  in  competition  with  its  goods? 

A.    Yes.    We  handle  no  other  harvesting  machinery. 

Q.  You  handle  no  other  harvesting  machinery,  but  you 
handle  other  agricultural  implements? 

A.    Yes. 

Q.  Has  any  representative  of  the  International  endeav- 
ored to  coerce  your  purchases  of  its  goods  or  the  goods  of  its 
competitors? 


32  Eenry  P.  Butts,  Cross-Examination. 

A.     No,  sir. 

Q.  If  it  did  say  to  you  that  you  could  not  handle  its  Mc- 
Cormick  lines  or  any  of  its  harvesting  linesunless  you  bought 
more  of  its  goods  or  less  of  some  competitor's  goods,  what 
would  be  the  result? 

A.    We  would  turn  them  down. 

Q.  What  has  the  course  of  prices  been  in  the  last  ten 
years,  while  you  have  been  engaged  in  business,  in  binders 
and  mowers? 

A.     There  has  been  a  little  advance. 

Q.  How  has  the  advance  in  binders  and  mowers  com- 
pared with  the  course  of  prices  in  other  farm  implements? 

A.     I  do  not  think  it  has  been  as  much. 

Q.  And  what  has  been  the  advance  in  other  farm  imple- 
ments, in  drills  and  wagons,  in  your  neighborhood,  in  the  last 
ten  years? 

A.    Wagons  have  advanced  more  than  drills — 15  per  cent. 

Q.  What  has  been  the  service  in  repairs  and  experting, 
and  so  forth,  which  you  have  received  from  the  Interna- 
tional? 

A.     It  has  been  prompt,  and  improved. 

Q.  And  has  there  been  an  improvement  in  any  way,  while 
you  have  been  in  business,  in  that  respect? 

A.     There  has,  yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    The  International  makes  wagons,  doesn't  it? 

A.     Yes,  sir. 

Q.  So  that,  in  spite  of  the  fact  that  the  International 
makes  wagons,  prices  have  advanced  in  wagons? 

A.    Yes. 

Q.  As  a  matter  of  fact,  Mr.  Butts,  wagons  are  made 
largely  of  lumber,  are  they  not? 

A.     A  great  deal. 

Q.  And  lumber  has  gone  up  tremendously  in  the  last  10 
years;  is  not  that  the  fact? 

A.    Yes,  sir. 

Q.  Whereas,  binders  and  mowers  are  made  of  different 
material,  namely,  iron  and  steel;  is  not  that  right? 

A.     Tliat  is  right. 

Q.     And  the  International  makes  drills,  too,  doesn't  it? 

A.     Yes,  sir. 
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Q.  What  is  the  other  article  you  named  as  having  ad- 
vanced in  price? 

A.     Cultivators,  shovels. 

Q.    The  International  makes  cultivators? 

A.    I  am  not  sure  of  that. 

Q.  Do  you  know  whether  the  International  has  had  any- 
thing to  do  with  causing  the  advance  in  these  other  articles 
you  have  named,  all  of  which  the  International  makes? 

A.    I  do  not. 

Q.    How  many  dealers  are  there  in  Sodus? 

A.    There  are  three. 

Q.    How  near  are  you  to  Batavia? 

A.  We  are  30  miles  east  of  Eochester.  I  do  not  know  how 
far  Eochester  is  from  Batavia. 

Q.    You  have  to  go  to  Eochester,  do  you? 

A.    Yes,  sir. 

Q.    That  will  make  you  about  60  miles? 

A.    Yes. 

Q.  How  many  Deering  binders  or  McCormick  binders  did 
you  sell  in  1912? 

A.    I  think  we  sold  six. 

Q.  What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 

A.  The  McCormick,  the  Deering,  the  Wood,  and  the  John- 
ston. 

JOHN  SHULTZ,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Eooamination  by  Mr.  Bancroft. 

Q.  Where  do  you  live? 

A.  Skaneateles,  New  York. 

Q.  What  is  your  business? 

A,  Eetail  dealer  in  implements,  fertilizer,  lumber,  coal, 
and  a  wholesaler  in  the  handling  of  farm  produce. 

Q.  How  long  have  you  been  engaged  in  that  business  there  ? 

A.  About  20  years. 

Q.  And   have   handled   agricultural  implements   all  that 

time? 
A.    Yes,  sir. 

Q.    What  is  the  total  amount  of  yonr  annual  business? 
A.    Approximately  $300,000  a  year. 
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1  Q.     And  how  much  of  it  is  in  farm  implements,  vehicles 
and  twine? 

A.    From  $15,000  to  $20,000. 

Q.    And  how  much  in  International  Harvester  goods? 

A.    About  $5,000. 

Q.  What  lines  of  harvesting  machinery  and  twine  do  you 
handle? 

A.  At  the  present  time  we  are  handling  the  McCormick 
and  Deering  machines  and  twine,  but  have  handled  other  lines 
in  previous  years. 

Q.    What  other  lines  have  you  handled  in  the  last  ten 

2  years? 

A.  The  Johnston  machine,  the  John  Deere  tillage  imple- 
ments, the  Bateman  Manufacturing  Company's  goods,  the 
American  Seeding  Machine  Company's,  and  Burch  &  Sons. 

Q.  Do  you  handle  now  any  other  harvesting  lines  and 
goods  of  these  other  manufacturers? 

A.  Yes,  sir,  outside  of  the  Johnston  Harvester  Company. 
We  do  not  handle  those  now. 

Q.    You  do  not  handle  those  now? 

A.    No. 
q      Q.    Whose  make  of  engines  and  harrows  and  discs  do  you 
"^  sell? 

A.    The  International  and  the  John  Deere  Plow  Company. 

Q.     In  all  those  lines? 

A.    Yes,  sir. 

Q.     Whose  cultivators? 

A.  The  Bateman  Manufacturing  Company,  the  Planet 
.Junior  Manufacturing  Company — I  think  it  is  S.  L.  Allen  & 
Company  who  manufacture  the  Planet  Junior ;  and  the  Buck- 
eye cultivator  manufactured  by  the  American  Seeding  Ma- 
chine Company. 
4      Q.     Whose  manure  spreaders? 

A.     The  International  and  the  John  Deere. 

Q.     Whose  wagons? 

A.    The  Milburn  farm  wagon. 

Q.     Whose  drills — seeders? 

A.  American  Seeding  Machine  Company  and  the  Inter- 
national now — the  Empire. 

Q.  Who  fixes  the  retail  prices  on  the  International  goods 
that  you  handle? 

A.     Our  firm. 

Q.  Has  the  International  ever  attempted  to  control  or  fix 
those  prices? 

A.    They  have  not. 
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Q.     Have  they  tried  to  control  your  purchases   of  their  1 
goods  or  of  competitors'  goods  in  any  way? 

A.    No,  sir. 

Q.  Tf  they  should  undertake  to  say  that  you  could  not 
handle  the  Deering  or  the  McCotmick  lines  of  harvesting 
machinery  unless  you  bought  certain  other  goods  of  theirs, 
or  refused  to  buy  goods  of  some  competitor,  what  would 
be  the  result? 

A.    We  would  discontinue  the  buying  of  their  goods. 

Cross-Examination  by  Mr.  Grosvenor.  2 

Q.  You  are  very  largely  in  the  produce  and  lumber  and 
coal  business,  are  you  not? 

A.    Yes,  sir. 

Q.  Those  are  the  items  that  make  up  your  $300,000  of 
business  ? 

A.     They  are  the  larger  part  of  it. 

Q.     How  many  dealers  are  there  in  Skaneateles  ? 

A.  In  Skaneateles  proper  there  are  two  now;  there  have 
been  many  more. 

Q.    What  harvesting  implements   does   the   other  dealer  3 
carry? 

A.    The  Johnston. 

Q.    How  far  are  you  from  Batavia? 

A.  In  the  neighborhood  of  100  to  110  miles,  I  would  say; 
it  is  80  miles  to  Eochester,  and  I  think  it  is  30  miles  from 
Rochester  to  Batavia,  maybe  a  little  more. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.  The  McCormick  and  the  Deering  are  the  largest  number 
in  use.  a 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.  As  a  produce  dealer  you  come  in  contact  with  the  farm- 
ers of  your  countrv  pretty  generally,  do  you? 

A.    We  do. 

Q.  And  their  preference  seems  to  be  for  the  Deering  and 
the  McCormick  machines? 

A.     I  think  so;  yes,  sir. 

Q.  Are  the  Wood  and  the  Adriance-Platt  machines  also 
sold  in  your  neighborhood,  in  your  vicinity? 
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A.  The  Adriance-Platt  is  now,  and  the  "Wood  has  been, 
and  is  in  an  adjoining  town. 

Q.    Is  in  an  adjoining  town;  how  far  away? 

A.     10  to  20  miles. 

Q.  So  that  the  quantity  of  goods  sold  of  a  particular  line, 
of  any  sort  of  agricultural  implements,  depends  upon  what 
the  farmer  prefers  in  that  particular  neighborhood? 

A.     I  think  so ;  yes,  sir. 


W.  H.  MOREHOUSE,  being  duly  sworn  as  a  witness  on  be- 

2  half  of  the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Bancroft. 

Q.  You  live  at  Waterloo,  New  York,  and  are  engaged  in 
the  business  of  handling  farm  tools  and  fertilizers  there  ? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business? 

A.  12  years. 

Q.  Before  that  what  business  were  you  engaged  in? 

3  A.  Farmer. 
Q.  Where? 

A.  Junus,  New  York. 

Q.  Junus  is  near  Waterloo? 

A.  Yes,  sir. 

Q.  How  many  years  did  you  farm? 

A.  All  my  lifetime. 

Q.  What  is  the  amount  of  your  total  business  at  Water- 
loo? 

A.  About  $10,000. 

Q.  And  how  much  of  that  is  in  farm  tools  and  implements? 

4  A.  About  $8,000. 

Q.    And  how  much  in  International  harvester  goods? 

A.    About  $3,000. 

Q.  What  does  your  business  in  binders,  mowers,  and  rakes 
amount  to  annually? 

A.    About  $1,200. 

Q.  What  lines  of  harvesting  tools  do  you  handle,  and  what 
twine  ? 

A.    The  Deering. 

Q.    How  long  have  you  handled  that  line? 

A.    12  years. 
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Q.    What  other  brands  of  those  machines,  other  than  those  i 
made  by  the  International,  are  sold  in  Waterloo? 

A.    The  Johnston  and  the  Walter  A.  Wood. 

Q.  What  lines  of  machinery  other  than  the  International 
do  you  handle  ? 

A.  I  handle  the  American  Seeding  Machine  Company's 
goods,  the  John  Deere,  and  several  different  kinds  of  cultiva- 
tors, and  wagons. 

Q.    How  long  have  you  handled  these  other  lines'? 

A.    Four  or  five  years. 

Q.  Who  fixes  the  price  on  the  International  goods  that  you 
sell?  2 

A.    I  do. 

Q.  Has  there  ever  been  any  attempt  by  the  International  to 
make  those  retail  prices? 

A.    No,  sir. 

Q.  Who  decides  and  determines  what  lines  of  goods  you 
will  buy? 

A.    I  do. 

Q.  Has  the  International  ever  attempted  to  control  that 
matter? 

A.    No,  sir.  o 

Q.    Could  it  if  it  tried?  •  ^ 

A.    No,  sir. 

Q.    If  it  tried,  what  would  be  the  result  to  it? 

A.    I  think  I  would  hand  them  back  their  contract. 

Q.  What  has  been  the  course  of  prices  in  harvesting  lines 
with  you  during  the  past  ten  or  twelve  years  ? 

A.    They  have  been  about  the  same. 

Q.  In  other  lines,  in  farm  tools  other  than  the  harvesting 
lines,  has  there  been  any  advance? 

A.    There  has. 

Q.    Have  you  noticed  any  improvements  in  the  Interna-  4 
tional  binders  and  mowers  in  the  last  ten  years? 

A.    I  have. 

Q.  How  has  its  service  been  in  the  matter  of  repairs  and 
help? 

A.    Very  satisfactory. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  Please  name  all  the  things  you  buy  from  the  Interna- 
tional. 
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1  A.    I  buy  manure  spreaders,  binders,  mowers,  rakes,  cream 
separators. 

Q.  Wagons? 

A.  Wagons,  and  twine. 

Q.  Tillage  tools? 

A.  Yes,  sir. 

Q.  Harrows  ? 

A.  Yes,  sir. 

Q.  Cultivators? 

A.  Yes,  sir ;  that  is,  one-horse  cultivators ;  that  is  all  they 
handle,  I  think. 

2  Q.  Drills? 
A.  Yes,  sir. 
Q.  Twine? 
A.  Yes,  sir. 
Q.  Repairs? 
A.  Yes,  sir. 

Q.  So  that  when  you  talked  about  advances  in  prices  of 
agricultural  implements,  on  direct  examination,  you  were  re- 
ferring to  many  of  these  things  which  the  International  has 
made  and  is  making? 

3  A.    Yes,  that  is  what  I  had  reference  to. 

Q.  Does  the  International  hold  any  of  your  notes  ? 

A.  Yes;  they  have  two. 

Q.  When  did  you  give  those  notes? 

A.  Early  in  the  winter. 

Q.  At  settlement  time? 

A.  No,  it  was  after  settlement  time.  They  were  for  wag- 
ons. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 

your  territory? 

A.  The  Deering  and  the  McCormick. 

4  Q.  How  far  are  you  from  Batavia? 

A.    It  must  be  60  or  65  miles ;  I  am  not  positive. 

Q.  What  per  cent,  of  the  grain  binders  sold  in  your  terri- 
tory are  of  International  make? 

A.    I  should  say  75  per  cent,  of  them. 

Q.    What  per  cent,  of  the  mowers? 

A.    About  the  same. 

Q.    What  per  cent,  of  the  corn  binders,  if  any  are  sold? 

A.  I  should  say  90  per  cent,  of  the  corn  binders  are  Inter- 
national. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional ? 
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A.    Oh,  75  per  cent.  1 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  manure  spreaders  are  Interna- 
tional? 

A.    About  60  per  cent.,  I  should  say. 

Q.    Do  you  sell  International  tedders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    I  should  say  65  or  70  per  cent,  of  them. 

Q.    What  per  cent,  of  the  wagons  are  International? 

A.    75  per  cent.  2 

Q.  What  per  cent,  of  the  cream  separators  are  Interna- 
tional? 

A.    Not  over  50  per  cent. 

Q.    About  50  per  cent.  ? 

A.    About  that,  I  should  say. 

Q.    What  per  cent,  of  the  harrows  are  International? 

A.    75. 

Q.    What  per  cent,  of  the  one-horse  cultivators? 

A.    10  per  cent. 

Q.    And  that  is  about  the  only  item  that  the  International  o 
does  not  have  more  than  half  the  business  in? 

A.    Yes,  sir. 

Q.  How  many  years  have  you  been  doing  business  at  Wa- 
terloo, or  around  there? 

A.    12  years. 

Q.  When  the  International  was  organized,  ten  years  ago, 
the  only  things  in  which  it  did  more  than  half  of  the  business 
were  binders,  mowers  and  rakes;  is  not  that  right? 

A.    I  think  that  is  right. 

Q.    And  in  the  last  ten  years  it  has  expanded  its  business 
to  such  a  degree,  in  your  territory,  that  it  has  more  than  half  4 
of  the  business  in  all  these  other  things  you  have  named? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  twine  business  does  the  Interna- 
tional have? 

A.    I  should  judge  about  60  per  cent. 

Re-direct  Examination  hy  Mr.  Bancroft. 

Q.  Has  this  increase  in  business  on  the  part  of  the  Inter- 
national goods  been  a  benefit  or  a  detriment  to  the  trade  and 
farmers  in  your  neighborhood? 
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A.    It  has  been  a  betterment — a  benefit  to  them. 

Q.    How? 

A.    Well,  we  get  better  service. 

Q.    How  about  the  goods  ? 

A.    The  goods  are  all  right. 

Q.  Could  the  International  have  gotten  this  trade  except  on 
the  merits  of  its  goods? 

A.    No,  sir. 

Q.  Could  it  hold  that  trade  to-day  except  on  the  merits  of 
its  service  and  its  goods? 

A.    No,  sir. 

Q.  Anybody  could  take  it  away  who  made  better  goods  and 
gave  better  service? 

A.    Why,  sure. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Morehouse,  when  the  International  was  organized, 
ten  years  ago,  and  got  more  than  half  of  those  lines — mow- 
ers, binders,  and  rakes,  let  me  ask  you :  was  there  any  other 
manufacturer  of  any  line  of  agricultural  implements  doing 
business  in  your  territory  that  controlled  more  than  half  of 
the  business  in  three  or  four  lines? 

A.    I  do  not  think  so. 

Q.  So  that  from  the  day  the  International  secured  control 
of  two  or  three  lines  in  your  territory,  it  has  gradually  ex- 
panded and  acquired  the  control  of  these  other  lines? 

A.  Yes,  but  one  reason  for  that  is  they  have  got  more 
agents  now  through  that  territory. 

Q.    The  International  has  more  agents? 

A.    Yes,  sir. 

Q.  They  distribute  their  different  lines  among  the  differ- 
ent dealers,  don't  they? 

A.    Yes,  sir. 

Q.  That  is  to  say,  they  give  to  one  dealer  their  McCormick 
lines? 

A.    Yes,  sir. 

Q.    To  another  dealer  they  give  the  Deering  lines? 

A.    Yes,  sir. 

Q.  And  to  still  another  dealer  they  give  the  Milwaukee 
lines? 

A.    Yes,  sir. 

Q.  And  if  the  dealers  hold  out,  they  will  give  another  deal- 
er the  Osborne,  and  another  the  Champion? 


W.  H.  Morehouse,  Re-re-direct  Examination.  41 

A.    That  is  about  the  size  of  it. 

Q,  So,  the  result  is  they  fill  up  every  dealer  with  their  har- 
vesting lines;  is  not  that  right? 

A.    Yes,  sir. 

Q.  Now  has  not  that  been  of  great  assistance  to  them  in 
pushing  and  expanding  into  these  other  lines,  after  they  have 
gotten  their  harvesting  lines  in  with  the  dealers? 

A.    It  certainly  has. 

Q.    That  has  been  the  one  factor  that  has  enabled  them  to 
expand  so  rapidly  in  your  territory? 
■  A.    Yes,  sir. 

Q.    Is  not  that  the  fact? 

A.    Yes,  sir. 

Re-re-direct  Examination  by  Mr.  Bancroft. 

Q.  Every  dealer  is  free  to  take  either  an  International  line 
of  goods,  or  a  Johnston,  or  an  Adriance-Platt,  or  a  Walter 
A.  Wood,  isn't  he? 

A.    Yes,  sir. 

Q.  And  his  choice  is  his  own  free  choice,  as  to  which  the 
farmers  prefer  or  which  he  can  sell  the  better? 

A.    That  is  it,  exactly. 

Q.  Has  the  International  Harvester  Company  any  control 
of  this  business  except  as  the  farmer  prefers  the  goods? 

A.    No,  sir. 

Q.  Has  it  any  more  control  of  the  business  it  has  than  any 
of  its  competitors— Johnston,  or  Adriance-Platt,  or  Walter 
A.  Wood — have  of  their  business? 

A.    I  think  not. 

Q.  Those  goods  are  all  manufactured  in  the  state  of  New 
York,  are  they  not? 

A.    Yes,  sir. 

Q.    And  are  known  to  the  farmers  generally  in  that  state  ? 

A.    Yes,  sir. 

Q.  And  they  have  an  opportunity  in  your  neighborhood  to 
get  those  goods  if  they  want  them? 

A.    Yes,  sir. 

Q.  And  if  all  the  International  Harvester  binders  and  mow- 
ers— all  those  brands — were  put  in  the  hands  of  one  agent  in  a 
town,  would  that  be  better  for  the  farmer,  or  worse  for  the 
farmer,  for  his  interests? 

A.    Well,  it  would  be  according  to  the  local  man. 

Q.     Is  there  or  not  in  your  observation  competition  be- 
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tween  the  different  local  dealers  who  handle  different  brands 
of  International  lines'? 

A.    There  certainly  is,  yes,  sir. 

Q.    And  the  farmer  gets  the  benefit  of  that! 

A.    Yes,  sir. 

Q.  That  would  not  exist  if  all  those  binders  and  mowers 
were  sold  by  one  local  dealer,  would  it? 

A.    No,  sir. 


C.  L.  BABB,  being  duly  sworn  as  a  witness  on  behalf  of  the 
2       defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Mr.  Babb,  where  do  you  live  ? 

A.    Xenia,  Ohio. 

Q.    What  is  your  business  1 

A.    Hardware,  agricultural  implements,  buggies,  harness, 
and  so  forth ;  and  I  am  also  in  the  banking  business. 

Q.     How  long  have  you  been  engaged  in  the  implement 
Q  business  there? 

A.    28  years. 

Q.    What  does  your  business  in  those  lines  amount  to? 

A.    The  total  business? 

Q.    Yes,  annually. 

A.    About  $50,000  per  year. 

Q.    And  in  farm  implements  and  vehicles  and  twine  what 
does  it  amount  to  annually? 

A.    I  expect  $24,000. 

Q.     In  International  Harvester  goods  how  much  is  your 
business? 
4      A.    About  $7,000  or  $8,000. 

Q.    And  how  much  business  is  done  by  you  in  harvesting 
machines,  binders,  mowers,  and  rakes,  annually? 

A.    From  $3,000  to  $4,000. 

Q.    What  brand  of  binders,  mowers,  and  twine  do  you  sell? 

A.    The  International  Harvester  Company— the  Deering. 

Q.    How  long  have  you  handled  the  Deering  line? 

A.    Since  1893,  I  believe. 

Q.    What  has  been  the  course  of  prices  in  those  lines  in  the 
last  15  or  16  years? 

A.    In  reference  to — 

Q.    Binders  and  mowers — the  Deering  line. 
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A.    There  has  been  a  slight  advance  during  that  time— 6  1 
or  7  per  cent.,  perhaps. 

Q.  Has  any  other  general  line  of  farm  implements  ad- 
vanced less  than  that,  in  that  time? 

A.    I  think  not. 

Q.    Most  of  them  have  advanced? 

A.    Most  of  them  have  advanced  more  than  that. 

Q.   Who  fixes  the  retail  prices  on  these  International  goods? 

A.    Oh,  we  fix  the  price. 

Q.  Any  difference  in  fixing  the  price  of  International  and 
fixing  the  price  on  any  other  goods  you  sell? 

A.    No  difference,  no,  sir.  2 

Q.  Any  difference  in  the  purchase  of  International  goods 
and  that  of  any  other  lines  you  handle,  as  to  whether  you  con- 
trol what  you  shall  buy  or  not? 

A.    No,  none  whatever. 

Q.  You  are  just  as  free  to  buy  or  to  refuse  to  buy  Interna- 
tional goods  as  you  are  any  other  goods? 

A.    Yes,  sir. 

Q.  Could  the  International  control  or  coerce  you  in  respect 
to  those  matters  at  all? 

A.    They  could  not.  o 

Q.    And  never  have  tried  to? 

A.    And  never  have  tried  to. 

Q.  What  other  lines  besides  International  do  you  handle, 
in  wagons? 

A.    Studebaker  and  Milburn. 

Q.    Do  you  handle  any  International  wagons? 

A.    No,  sir. 

Q.    Cream  separators;  what  lines  do  you  handle? 

A.    We  handle  the  Cleveland. 

Q.    What  plows? 

A.    The  Oliver  Chilled  Plow  Company.  4 

Q.    What  cultivators? 

A.  The  Oliver  Chilled  Plow  Company,  and  the  Long  &  All- 
statter  Company,  located  at  Hamilton,  Ohio. 

Q.    AVhat  gas  engines? 

A.  Principally  the  International.  We  have  sold  some  other 
makes. 

Q.    What  other  makes  have  you  handled? 

A.  Handled  the  Foos,  and  occasionally  one  of  some  other 
make. 

Q.    What  harrows  and  discs? 

A.    The  Long  &  AUstatter  Company  disc  harrows ;  the  In- 
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ternational  disc  harrows;  the  Brown  Manufacturing  Com- 
pany peg-tooth  harrows. 

Q.  What  has  been  the  course  of  prices  in  binders  and  mow- 
ers in  the  last  10  or  15  years? 

A.    There  has  been  a  slight  advance. 

Q.  Has  there  been  any  other  important  line  of  agricul- 
tural implements  in  which  the  advance  has  been  less,  that  you 
know  of? 

A.    I  think  not. 

Q.    Most  of  them  have  been  more,  have  they  not? 

A.    Most  of  them  have  been  more,  yes,  sir. 

Q.    In  the  last  ten  years? 

A.    Yes,  sir. 

Q.  How  is  the  service  which  you  have  received  from  the 
International  in  the  last  ten  years  compared  with  any  other 
service  you  have  ever  received  from  anybody,  in  the  matter 
of  repairs,  and  so  forth? 

A.  I  think  it  is  equally  as  good.  I  do  not  know  that  it  is 
any  better.  It  is  equally  as  good.  We  have  always  had  very 
satisfactory  service  in  the  way  of  repairs,  and  so  forth. 

Q.  Has  there  been  anything  in  the  way  in  which  the  Inter- 
national has  handled  its  business  in  respect  to  repairs  and 
machines,  and  so  forth,  with  which  you  are  familiar,  that  has 
been  to  the  detriment  of  the  dealer  or  the  farmer? 

A.    I  know  of  none. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Babb,  how  many  implement  dealers  are  there  in 
Xenia? 

A.    Three,  at  the  present  time. 

Q.  Is  one  of  the  other  dealers  the  Greene  County  Hard- 
ware Company? 

A.    Yes,  sir. 

Q.    They  handle  the  McCormick  lines? 

A.    Yes,  sir. 

Q.    Is  the  other  dealer  Eacer  &  Glossinger? 

A.    Yes,  sir. 

Q.    And  they  handle  the  Osborne  lines  ? 

A.    Yes,  sir. 

Q.  So  that  each  of  the  three  dealers  in  your  city  handles 
one  of  the  International  harvesting  lines? 

A.    Yes,  sir. 
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Q.    Then,  I  suppose  the  International  lines — Deering  and  i 
McCormick  and  th^  Osborne  lines — are  the  leading  ones  in 
your  territory? 

A.     They  are ;  yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make,  which  includes  not  only  Deering  and 
McCormick,  and  Osborne,  but  also  the  Milwaukee,  the  Piano, 
and  the  Champion? 

A.    90  per  cent,  at  least,  I  would  think. 

Q.  And  what  per  cent,  of  the  mowers  in  your  territory  are 
of  International  make? 

A.     75  or  80  per  cent.  2 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.  I  think  almost  all  of  the  corn  binders  that  are  sold  are 
International. 

Q.    99  per  cent.? 

A.    Pretty  nearly  all  of  them ;  90  per  cent,  or  more. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    You  speak  of  our  city,  or  of  the  county? 

Q.    I  am  speaking  of  the  territory  in  which  you  sell  twine. 

A.    50  to  60  per  cent. 

Q.    What  per  cent,  of  the  sulky  hay  rakes  are  International?  o 

A,    Possibly  50. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    About  half  of  it,  I  should  judge. 

Q.    Do  you  sell  International  tedders? 

A.    Yes,  sir, 

Q.    What  per  cent,  of  the  tedders  are  International  ? 

A.    I  expect  60  or  65  per  cent. 

Q.    What  else  do  you  buy  from  the  International  ?  4 

A.    Binder  twine  and  gasoline  engines. 

Q.  Does  the  International  do  half  of  the  business  in  engines 
in  your  territory? 

A.    I  expect  they  do. 

Q.    Do  you  buy  any  tillage  tools  from  the  International? 

A.    No,  sir,  we  do  not. 

Q.  Before  the  International  was  organized  what  harvest- 
ing lines  did  you  buy?     The  Deering? 

A,    The  Deering. 

Q.  You  got  good  repair  service  and  expert  service  from  the 
Deerings  in  those  years,  didn't  you? 

A.    Oh,  yes ;  yes,  sir. 
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Re-direct  Examination  by  Mr.  Bancroft. 

Q.  What  influence  has  most  led  to  the  general  use  of 
manure  spreaders  or  the  increased  use  of  manure  spreaders 
in  your  country!     What  has  developed  that  business  I 

A.  I  think  the  International  Harvester  Company  possibly 
had  more  to  do  with  developing  the  business  in  the  sale  ot 
manure  spreaders  than  any  other  concern. 

Q.    That  is  a  benefit  to  the  farmer,  decidedly,  isn  t  lU 

A.     Oh,  decidedly;  yes,  sir. 

Q.    And  incidentally  a  benefit  to  the  dealer? 

A.    Yes,  sir ;  no  question  about  that. 

Q.    And  a  detriment  to  no  one  that  you  know  of? 

A.     No,  I  think  not ;  no  one  that  I  know  of. 

Q.  Gasoline  engines:  within  your  knowledge  and  experi- 
ence, what  has  been  the  chief  influence  in  introducing  and  ex- 
tending the  use  by  the  farmer  of  the  gasoline  engine? 

A.  The  International  Harvester  Company  have  had  a  good 
deal  to  do  with  introducing  the  gasoline  engines. 

Q.  Has  that  been  a  good  thing  or  a  bad  thing  for  the 
farmer? 

A.    A  good  thing,  decidedly. 

Q.    And  also,  incidentally,  to  the  dealer? 

A.    Yes,  sir. 

Mr.  Grosvenor:  And  still  more  incidentally  to  the  Inter- 
national. 

Q,  It  all  depends  on  whether  the  dealer's  profit  is  larger 
or  less  than  the  International's,  doesn't  it? 

A.     Well,  I  presume  it  would ;  yes,  sir. 

Q.  The  pioneering  work  in  both  of  those  farm  tools,  has 
been  very  largely  done  by  the  International  Company,  hasn't 
it? 

A.  It  developed  a  sale  for  a  line  of  goods  that  would  not 
otherwise  have  been  sold,  or  at  least  so  many,  by  the  dealers — 
giving  them  a  business ;  it  has  increased  their  business. 

Q.  And  that  has  also,  has  it  not,  increased  the  business  of 
the  International  competitors  in  those  two  lines — the  exploit- 
ing of  the  business? 

A.    Yes,  sir,  it  has. 

Q.  Do  you  know  of  any  influence  that  controls  the  per- 
cents  which  you  have  given  of  the  business  which  is  done  in 
your*  territory  in  International  goods,  except  the  merits  of 
the  goods  and  of  the  service? 
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A.  The  merits  of  the  goods  and  the  service  has  had  all  to 
do  with  it. 

Q.  What  other  machines,  what  other  binders  and  mowers, 
are  offered  for  sale  in  your  territory  in  competition  with  Inter- 
national binders  and  mowers  ? 

A.    What  other  binders  and  mowers  do  you  say? 

Q.    Yes;  what  others?    Is  the  Johnston  or  the — 

A.    There  have  been  a  few  Johnston  machines. 

Q.    Where  are  they  offered  for  sale? 

A.    At  Cedarville. 

Q.    That  is  how  far  from  Xenia  ? 

A.    About  nine  miles. 

Q.  Is  there  any  other  place  near  Xenia  where  they  are 
offered? 

A.    I  think  they  have  been  offered  at  Jamestown,  too. 

Q.    How  far  is  that? 

A.    About  10  miles. 

Q.    And  is  there  an  agency  also  at  New  Jasper? 

A.    Near  New  Jasper,  yes,  sir. 

Q.    How  far  is  that? 

A.    About  six  miles. 

(A  recess  was  here  taken  until  2:00  o'clock  P.  M.) 


GEOEGE  W.  BAKEE,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Please  state  your  name,  residence,  and  business. 

A.  George  W.  Baker;  Batavia,  New  York;  assistant  sales 
manager  of  the  Johnston  Harvester  Company. 

Q.  How  long  have  you  been  assistant  sales  manager  of  the 
Johnston  Harvester  Company  at  Batavia,  New  York? 

A.    Since  1900. 

Q.  What  part  of  their  business  in  the  United  States  have 
you  been  acquainted  with  during  that  time? 

A.     That  portion  east  from  Indiana. 

Q.     That  has  been  under  your  particular  charge,  has  it? 

A.    Well,  not  all  of  that  time. 

Q.  During  how  much  of  the  time  has  that  portion  been 
under  your  particular  charge? 

A.    For  the  last  five  years. 

Q.    What  has  been  your  acquaintance  and  is  your  acquaint- 
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1  aiice  with  the  business  of  the  Johnston  Harvester  Company 
in  the  other  portions  of  the  United  States  during  the  past  10 
or  12  years! 

A.  Well,  I  have  been  making  frequent  trips  in  the  territory 
west  of  Indiana. 

Q.     On  the  business  of  the  Johnston  Company? 

A.     Yes,  sir. 

Q.  And  in  that  way  have  you  become  in  a  general  way  ac- 
quainted with  their  business  in  the  rest  of  the  United  States — 
to  the  west? 

A.     Yes,  sir. 

2  Q.  The  Johnston  Harvester  Company  makes  only  harvest- 
ing machinery  in  the  United  States,  does  it? 

A.  Until  about  the  first  of  last  January;  then  we  added 
some  lines. 

Q.  Some  other  lines.  How  have  those  goods,  during  the 
past  12  years,  been  marketed  in  the  United  States  ? 

A.    Marketed  through  local  dealers. 

Q.  In  your  territory  have  you  had  to  do  with  the  securing 
of  those  local  dealers  to  handle  their  goods? 

A.    Yes,  sir. 
o      Q.    During  the  past  ten  years  have  you  had  any  trouble  or 
difficulty  in  getting  local  dealers  to  handle  the  Johnston  har- 
vesting line  in  your  territory? 

A.     No,  sir. 

Q.  What  has  determined  the  quantity  of  binders  and  mow- 
ers and  rakes  of  the  Johnston  brand  sold  in  your  territory 
during  the  past  eight  or  ten  years,  since  you  have  been  in 
charge  ? 

A.  The  number  that  the  managers  of  the  business  would 
allot  for  the  American  trade. 

Q.     Could  you  or  not  easily  have  obtained  other  agents  and 
4  have  sold  more  of  those  machines  if  it  had  been  the  policy 
fo  expand  in  that  direction? 

A.     Yes,  sir. 

Q.  Your  machines  have  been  sold  during  all  that  period  in 
the  United  States  in  competition  with  like  machines  of  the 
International? 

A.    Yes,  sir. 

Q.  State  whether  or  not  the  competition  of  the  Interna- 
tional had  been  fair  and  businesslike. 

A.    Yes ;  I  should  say  fair  and  businesslike. 

Q.  You  are  familiar  with  the  trade  in  agricultural  imple- 
ments, and  especially  harvesting  lines,  and  with  the  local  deal- 
ers in  different  parts  of  the  United  States? 
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A.    Yes,  sir. 

Q.  In  your  knowledge  and  judgment  and  experience,  would 
it  be  practicable  or  beneficial  for  any  company  dealing  in 
such  goods  to  attempt  to  coerce  the  local  dealer,  either  by  try- 
ing to  compel  him  to  buy  lines  other  than  the  harvester  line, 
or  to  compel  him  not  to  handle  any  competitive  goods  of  any 
sort? 

A.    I  should  say  no. 

Q.  What  would  be  the  effect  of  such  an  attempt,  in  your 
knowledge  and  experience? 

A.     Detrimental,  I  should  say. 

Q.    To  the  company  that  tried  it? 

A.    Yes,  sir. 

Q.  The  Massey-Harris  Company,  of  Canada,  is  now  a  large 
holder  of  the  stock  of  your  company,  is  it  not? 

A.    Yes,  sir. 

Q.  When  did  it  become  a  prominent  factor  in  the  conduct 
of  the  Johnston  Harvester  Company's  business? 

A.    Nearly  two  years  ago. 

Q.  Since  that  time  what,  if  any,  change  has  been  made  in 
the  capacity  of  the  plant  of  the  Johnston  Harvester  Company 
at  Batavia? 

A.    Doubled  in  capacity. 

Q.  What  do  you  say  as  to  the  location  of  Batavia  for  the 
export  trade?    Does  the  Johnston  do  an  export  trade  also? 

A.    Yes,  sir;  the  greater  part  of  our  business. 

Q.    And  what  do  you  say  of  that  location  for  that  business  ? 

A.    Very  favorable. 

Q.  In  your  territory  do  local  dealers  who  handle  goods 
made  by  the  International  Company  also  handle  your  prod- 
ucts? 

A.    A  few  instances  of  that  kind. 

Q.  Do  you  find  that  any  obstruction  to  your  business,  or 
interference  with  it? 

A.     No,  sir. 

Q.  How  many  years  have  you  been  familiar  with  the  har- 
vesting machine  business  in  the  United  States? 

A.     Since  1877. 

Q.  Have  you,  at  the  request  of  the  defendant  Harvester 
Company,  prepared  a  list,  or  had  prepared  under  your  direc- 
tion a  list,  of  towns  west  of  Pennsylvania  in  which  your  goods 
are  sold  ? 

A.    Yes,  sir. 

Q.  And  excluding  the  Pacific  Coast  and  the  portions  of  the 
countrv  where  it  is  handled  by  jobbers? 
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A.    Yes,  sir. 

Q.  I  think  I  neglected  to  ask  yon:  in  your  territory  the 
business  is  all  conducted  through  local  dealers,  is  it? 

A.    Yes,  sir. 

Q.     On  the  Pacific  Coast  it  is  conducted  how? 

A.     By  jobbers. 

Q.     And  in  what  other  territory  is  it  conducted  by  jobbers? 

A.  Wisconsin,  Minnesota,  the  Dakotas,  Nebraska,  and  some 
little  in  the  south ;  in  Texas  and  Georgia  there  is  a  little. 

Q.  How  many  local  dealers  handle  the  Johnston  harvest- 
ing line  in  Pennsylvania?  Pennsylvania  is  not  included  in 
the  list  you  made?  - 

A.    No. 

Q.     How  many  are  there  there  ? 

A.     400  anyway. 

Q.    And  how  many  are  there  in  New  York? 

A.     500. 

Q.  Will  you  let  me  have  the  list  of  towns  in  which  John- 
ston harvesting  machines  are  being  sold? 

(The  witness  hands  papers  to  Mr.  Bancroft.) 

Q.  This  is  a  correct  list  of  the  towns  in  the  states  of  Illi- 
nois, Indiana,  Iowa,  Kansas,  Michigan,  Missouri,  and  Ohio,  in 
which  the  Johnston  Harvester  Company  has  agencies  for  the 
sale  of  its  goods,  or  has  dealers  who  handle  them? 

A.     This  season,  yes,  sir ;  taken  from  our  contract  record. 

Mr.  Bancroft:  I  offer  the  list  in  evidence  and  ask  that  it 
be  copied  into  the  record. 

Mr.  Grosvenor :  I  reserve  the  right  to  make  objection  until 
I  have  seen  it  and  have  had  an  opportunity  to  cross-examine. 

Mr.  Bancroft :     You  may  cross-examine  now. 

(The  list  produced  by  the  witness  appears  in  a  separate 
volume  of  Defendant's  Exhibits.    See  index.) 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Baker,  how  long  have  you  been  with  the  Johnston 
Company  ? 

A.     Since  1896,  the  second  time. 

Q.  That  is,  you  have  been  continuously  with  the  company 
since  1896? 

A.     Yes,  sir. 

Q.  And  you  have  charge  today  of  the  sales  of  that  com- 
pany? 

A.    As  assistant  sales  manager. 


George  W.  Baker,  Cross-Examination.  51 

Q.    Who  is  the  sales  manager? 

A.    Mr.  A.  P.  Campbell. 

Q.  Then,  assisting  the  gentleman  you  have  named,  you 
have  charge  of  the  sales  of  your  company  both  in  this  coun- 
try and  abroad? 

A.    No,  sir. 

Q.    Where? 

A.    Domestic  sales  only. 

Q.     Do  you  have  any  connection  with  the  foreign  business? 

A.    None  whatever. 

Q.    That  is  handled  from  the  same  office,  is  it  not  ? 

A.    Yes,  sir. 

Q.    Who  has  charge  of  that? 

A.    Mr.  L.  D.  Collins,  Treasurer. 

Q.    Who  is  your  foreign  exiport  agent  in  New  York  City? 

A.     We  have  none,  only  as  forwarders. 

Q.    Who  are  your  forwarders  in  New  York  City? 

A.    Williams  &  Terhune. 

Q.  Are  you  able  to  state  whether  or  not  Williams  &  Ter- 
hune are  also  forwarding  agents  for  the  International  Har- 
vester Company's  goods? 

A.    I  could  not. 

Q.    You  do  not  know  whether  that  is  or  is  not  the  fact? 

A.    I  do  not  know. 

Q.  How  are  your  goods  shipped  across  the  ocean?  In 
whose  lines  of  steamers? 

A.    That  I  could  not  say. 

Q.  Are  you  able  to  state  whether  or  not  they  are  shipped 
for  export  in  the  same  steamers  as  are  shipped  the  goods  of 
the  International? 

A.    I  am  not. 

Mr.  Bancroft :  As  counsel  for  the  Government  is  objectine: 
to  the  time  taken  in  putting  in  the  defendants'  case,  and  for 
that  reason  only,  I  object  to  this  line  of  examination,  because 
it  is  not  cross-examination. 

Mr.  Grosvenor:  The  purpose  of  this  cross-examination  is 
to  show  that  the  Johnston  Company  and  the  International 
Harvester  Company  have  business  relations  with  each  other, 
and  therefore  that  the  testimony  of  the  witness  may  be  preju- 
diced, and  comes  under  the  fundamental  rule  of  cross-exam- 
ination that  bias  or  prejudice  or  interest  may  be  shown  on 
the  part  of  the  witness  or  the  company  on  behalf  of  which  he 
testifies 

Q.  Mr.  Baker,  are  you  able  to  state  whether  these  ships, 
in  which  your  export  business  is  done,  are  owned  or  controlled 
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1  by  a  shipping  company  which  is  controlled  through  stock  own- 
ership by  the  International  Harvester  Company? 

A.    No,  sir,  I  am  not. 

Q.  Are  you  able  to  state  whether  or  not  you — your  com- 
pany—and the  International  Harvester  Company  have  the 
same  forwarding  agents? 

A.    No,  sir,  I  do  not  know. 

Q.  Your  company  has  made  several  e'fforts  to  sell  out  to 
the  International  Harvester  Company,  has  it  not,  in  the  past 
eight  or  nine  years? 

A.    Not  to  my  knowledge. 

2  Q.  Do  you  have  a  position  with  the  company  which  would 
enable  you  to  know  of  your  own  knowledge  whether  or  not 
such  had  been  the  case? 

A.     I  think  I  would  be  advised. 

Q.  Why  would  you  not  be  advised  of  or  why  do  you  not 
know  the  name  of  your  forwarding  agent  in  New  York  City? 
You  have  named  him,  but  I  mean  why  do  you  not  know  whether 
or  not  that  forwarding  agent  also  acts  for  the  International 
Harvester  Company? 

A.  I  have  not  had  any  occasion  to  desire  that  information. 
„  Q.  You  are  answering  me  frankly  when  you  say  you  do 
not  know  whether  or  not  your  company  ships  in  the  same 
boats  or  boats  controlled  and  owned  by  the  International  Har- 
vester Company? 

A.     I  certainly  am.    I  am  answering  you  truthfully. 

Q.  And  you  are  unable  to  state  whether  or  not  your  com- 
pany has  endeavored  to  sell  out  to  the  International  in  the 
last  eight  or  nine  years  ? 

Mr.  Bancroft:  I  object  to  this  repetition  of  questions  of 
counsel.  They,  have  been  asked  and  answered.  If  counsel 
is  so  desirous  to  shorten  the  taking  of  evidence  it  would  seem 
4  tli.at  once  asking  a  question  would  be  sufiScient. 

Mr.  Grrosvenor :  Mr.  Examiner,  will  you  read  the  question 
to  the  witness,  please? 

(The  Examiner  read  the  pending  question.) 

Mr.  Grrosvenor:     Please  answer  the  question. 

Mr.  Bancroft :    As  many  times  as  he  asks  it. 

A.     Yes. 

Q.  Now,  Witness,  it  is  a  fact,  is  it  not,  that  all  of  your 
general  agencies  for  local  business,  that  is,  for  domestic  busi- 
ness, are  located  east  of  the  Mississippi  River,  other  than  the 
agency  you  have  at  St.  Louis? 

A.  Yes.  Well,  other  than  the  agencies  at  St.  Louis  and 
Kansas  City. 
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Q.    How  long  have  you  had  an  agency  at  Kansas  City? 

A.  I  started  the  business  in  Kansas  City  in  1896;  since 
that  time. 

Q.  How  many  general  agencies  or  branch  houses  have  you 
in  the  United  States? 

A.    Nine  branch  offices. 

Q.    Where  are  those  located? 

A.  Batavia,  New  York;  Albany,  New  York;  Harrisburg, 
Pennsylvania ;  Richmond,  Virginia ;  Columbus,  Ohio ;  Lansing, 
Michigan ;  Indianapolis,  Indiana ;  St.  Louis,  Missouri ;  Kansas 
City,  Missouri. 

Q.  Then,  the  large  bulk  of  your  domestic  business  is  done 
east  of  the  Mississippi? 

A.    Yes,  sir. 

Q.  And  was  that  the  fact  in  1901  and  1902,  when  the  Inter- 
national was  organized ;  that  is,  was  the  bulk  of  your  business 
at  that  time  in  the  territory  east  of  the  Mississippi? 

A.     Yes,  east  from  Indiana,  at  that  time. 

Q.  You  were  not  doing  any  business  at  the  time  the  Inter- 
national was  organized,  to  speak  of,  west  of  Indiana? 

A.     No,  sir;  that  is,  direct  business. 

Q.    Whatever  business  you  were  doing  west  of  Indiana  was  ^ 
through  jobbers? 

A.    Through  jobbers,  yes,  sir. 

Q.  Now,  you  have  produced  a  list  giving  the  names  of 
towns  in  Illinois,  Indiana,  Iowa,  Michigan,  Kansas,  Missouri, 
and  Ohio.  Are  these  towns  all  handled  directly  from  the 
general  agencies? 

A.    Yes,  sir. 

Q.    And  not  through  jobbers? 

A.    And  not  through  jobbers. 

Q.    Are  you  able  to  state  whether  or  not  it  is  the  fact  that 
in  1901  and  1902,  when  the  International  was  organized,  the  < 
businesses  of  the  Adriance-Platt  Company  and  also  of  the 
Walter  A.  Wood  Company  were  also  largely  confined  to  the 
territory  east  of  Illinois? 

A.  Only  hy  hearsay.  I  have  no  personal  knowledge  of 
their — 

Q.    Well,   what   was   your  knowledge   gained   from   your 
observation  of  trade  conditions? 
A.    I  should  say  Adriance-Platt  east  from  Ohio. 

Q.    Yes ;  and  the  Walter  A.  Wood  east  from — 
A.    Well,  that  I  really  would  not  be  able  to  say ;  that  I  do 
not  know. 
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1  Q.  Do  you  have  contracts  with  the  dealers  in  these  towns, 
or  are  they  simply  the  names  of  towns  where  there  are  persons 
to  whom  you  ship  your  goods  on  order? 

A.     Contracts  for  the  season  of  1913. 

Q.  With  how  many  of  these  dealers  did  you  have  contracts 
in  the  year  1912? 

A.     That  I  made  no  comparison  of. 

Q.  You  have  a  good  many  more  contracts  for  1913  than 
you  had  for  1912,  have  you  not? 

A.     No,  sir. 

Q.     It  is  about  the  same? 

2  A.     It  is  about  the  same. 

Mr.  Bancroft :     Q.     Your  business,  then,  has  expanded  into 
the  central  west  since  the  International  was  organized? 
A.     Yes,  sir. 

(The  witness  was  recalled  later,  and  examined  as  follows:) 

Mr.  Bancroft:  When  did  your  present  sales  manager  be- 
come such? 

A.     March  1,  1912. 

3  Q.  Was  he  connected  with  the  Johnston  Company  before 
I  hat? 

A.     No,  sir. 

Mr.  Grosvenor :     Q.     What  is  the  name  of  your  sales  man- 
ager? 
A.    A.  P.  Campbell. 
Q.    Where  did  he  come  from? 
A.    He  came  from  Canada. 
Q.    By  whom  was  he  employed  over  there? 
A.     The  Massey-Harris. 
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B.  A.  PHALEN,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  B.  A.  Phalen,  and  you  are  in  the  imple- 
ment and  automobile  business  at  Newark,  Ohio? 
A.     Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 
A.     Nearly  nine  years  now. 
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Q.    Taking  the  last  three  or  four  years,  what  is  your  fair  \ 
average  annual  business,  including  everything  you  sell! 

A.    About  $60,000. 

Q.  How  much  of  that  is  in  implements  and  farm  vehicles 
other  than  automobiles? 

A.    About  $50,000. 

Q.  How  much  of  that  $50,000  is  represented  in  sales  of 
goods  of  the  International  Harvester  Company? 

A.    In  the  last  three  years? 

Q.    Three  or  four  years. 

A.    Oh,  probably  $18,000  a  year. 

Q.    What  binders  and  mowers  do  you  handle?  2 

A.    The  Deering  and  the  Milwaukee. 

Q.    What  twine? 

A.    The  Deering. 

Q.  Can  you  estimate  about  what  your  average  annual 
business  in  the  last  three  or  four  years  is  in  binders,  mowers, 
rakes,  and  repairs ;  that  is,  repairs  for  the  harvester  line  ? 

A.    Oh,  probably  $4,000. 

Q.  Please  name  the  binders  and  mowers,  other  than  those 
of  International  Harvester  Company  make,  sold  at  Newark, 
Ohio.  q 

A.    The  Johnston  is  the  only  one  sold  in  our  town. 

Q.    Are  you  speaking  of  binders? 

A.    Of  binders. 

Q.    And  the  Johnston  mower  also  is  sold  there? 

A.    Yes,  sir. 

Q.    And  the  Johnston  rakes? 

A.    Yes,  sir. 

Q.  Do  you  know  whether  the  Thomas  or  Crown  mowers 
are  sold  there? 

A.     Well,  there  have  been  a  very  few. 

Q.     You  do  not  know  whether  they  are  offered  for  sale  4 
this  year  or  not? 

A.     I  do  not  know  whether  they  are  this  year  or  not. 

Q.  Now,  near  Newark,  in  towns  with  which  you  come  in 
competition,  what  binders  and  mowers  are  handled  other 
than  of  International  make? 

A.  The  Johnston,  the  Adriance,  the  Walter  A.  Wood,  and 
the  Thomas  mower. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  the  harvester  line? 

A.    Yes,  sir. 

Q.    Do  you  handle  a  general  line  of  farm  implements 
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1  which  are  sold  in  competition  with  similar  implements  of  the 
International  Harvester  Company? 

A.  Yes,  sir. 

Q.  State  briefly  what  lines  you  handle? 

A.  The  Gale  Manufacturing  Company — 

Q.  What  goods  of  that  company? 

A.  Corn  planters,  harrows,  cultivators,  tillage  tools. 

Q.  What  cream  separators? 

A.  The  DeLaval. 

Q.  What  wagons  ? 

A.  The  Tiffin. 

2  Q.  What  gas  engines? 

A.    Practically  all  International. 

Q.    What  drills? 

A.    The  Superior. 

Q.  Who  fixes  the  prices  on  the  goods  of  the  International 
which  you  handle — the  prices  to  the  farmers? 

A.    We  fix  them  ourselves. 

Q.  Has  the  International  ever  attempted  to  dictate  that 
price  or  state  at  what  price  you  should  sell  to  the  farmer? 

A.  No,  sir. 
o  Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  force  you  by  threat,  or  intimation  that  unless  you 
bought  more  goods  of  them  you  could  not  handle  their  binders 
and  mowers,  either  to  increase  your  purchases  from  the  In- 
ternational or  to  diminish  your  purchases  from  competitors? 

A.    No,  sir. 

Q.     Could  they  force  you? 

A.    No,  sir;  they  could  not. 

Q.  You  have  observed  the  binders  as  they  have  come  out 
from  year  to  year  during  the  last  nine  years,  have  yon? 

A.    Yes,  sir. 
4      Q.    Will  you  please  state  whether  in  your  judgment  the 
International  binders  have  improved  in  quality  and  dur- 
ability. 

A.    Yes,  I  think  they  have. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  long  have  you  known  about  binders,  Mr.  Phalen 
— been  familiar  with  their  use? 

A.     Probably  23  years. 

Q.  They  have  been  improving  right  along  during  that 
period,  haven't  they? 
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A.    Yes,  sir. 

Q.    The  name  of  your  firm  is  Phalen  &  Cunningham? 

A.    Yes,  sir. 

Q.    How  many  dealers  are  there  in  Newark? 

A.    There  are  four. 

Q.  What  harvesting  lines  do  the  other  three  dealers 
carry? 

A.    The  Osborne,  Johnston,  and  the  McCormick. 

Q.  So  that  three  of  the  four  dealers  carry  International 
Harvesting  lines? 

A.    Yes,  sir. 

Q.  The  International  lines,  the  McCormick  and  the  Deer- 
ing  and  the  Osborne,  are  the  leading  types  of  binders  and 
mowers  in  your  territory? 

A.  Well,  I  would  say  that  the  Deering  and  the  McCormick 
are. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make,  which  includes  not  only  the  Deer- 
ing and  the  McCormick,  but  as  you  know,  of  course,  the  Os- 
borne, the  Milwaukee,  the  Piano,  and  the  Champion? 

A.    I  would  think  in  binders  75  per  cent. 

Q.    What  per  cent,  of  the  mowers? 

A.    About  the  same. 

Q.    What  per  cent,  of  the  corn  binders? 

A.    I  would  say  probably  on  corn  binders  75  per  cent. 

Q.    What  per  cent,  of  the  sulky  hay  rakes?   • 

A.    65. 

Q.    What  per  cent,  of  the  twine? 

A.  I  would  think  possibly,  from  what  I  knowr,  from  our 
own  town,  about  35  per  cent. 

Q.    Do  you  handle  the  International  spreaders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  spreaders  are  International? 

A.    About  35  per  cent,  in  our  town;  probably  40. 

Q.    Do  you  handle  International  tedders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    I  would  think  55  per  cent,  probably. 

Q.    What  else  do  you  buy  from  the  International? 

A.  I  guess  it  has  all  been  mentioned;  gasoline  engines 
and  disc  harrows,  binders  and  mowers,  hay  rakes  and  hay 
tedders. 

Q.  Does  the  International  hold  any  of  your  notes  or  of 
the  notes  of  your  firm? 
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1  A.     Nothing  that  is  due. 

Q.    Do  they  hold  some  notes  that  are  not  yet  due? 
A.     They  hold  some  not  yet  due. 

Re-direct  Examination  by  Mr.  Remy. 

Q.     These  notes  were  given  in  the  ordinary  course  of  busi- 
ness? 
A.     Yes,  sir. 
Q.     And  do  you  know  ^whether  it  is  customary  in  the  imple- 

2  ment  business  to  settle  at  the  end  of  the  year  and  give  notes 
for  goods  that  are  carried  over? 

A.  Well,  those  were  not  goods  that  were  carried  over. 
They  were  bought  after  our  yearly  settlement,  to  be  settled 
for  by  a  note  at  such  a  time. 

Q.     And  that  was  pursuant  to  the  terms  of  the  contract? 

A.     That  was  the  contract. 

Q.  And  such  contracts  are  common  and  usual  and  cus- 
tomary in  the  implement  business? 

A.    They  are  in  our  case,  anyhow. 
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JOSIAH  TURNER,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  Josiah  Turner,  and  you  live  at  Marys- 
ville,  Ohio? 

A.  .  Yes,  sir. 

Q.    What  business  are  you  engaged  in? 

A.     The  buggy  and  implement  business. 

Q.  How  long  have  you  been  familiar  with  the  implement 
business? 

A.    Four  years  this  coming  September. 

Q.  What  is  your  total  annual  business,  including  every- 
thing you  sell? 

A.    About  $35,000. 

Q.  How  much  of  that  $35,000  is  in  agricultural  implements 
and  farm  vehicles  and  twine? 

A.    About  $30,000;  something  near  that. 

Q.  You  do  business  with  the  International  Harvester 
Company? 

A.    Yes,  sir. 
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Q.    How  much  of  the  $30,000  is  represented  by  sales  of  the  i 
implements  of  the  International  Harvester  Company? 

A.  I  could  not  say  as  to  that.  I  would  judge  possibly 
half. 

Q.    Of  the  $30,000? 

A.  Yes;  not  quite  that,  possibly.  Maybe  it  would  not  be 
that  strong.    From  $10,000  to  $12,000. 

Q.    From  $10,000  to  $12,000  out  of  $30,000? 

A.  Yes.  That  would  include  twine,  binders,  mowers, 
engines,  and  wagons. 

Q.  What  binders  and  mowers  are  handled  at  MarysAdlle 
other  than  of  International  make?  2 

A.  There  has  been  the  Johnston.  I  do  not  know  what 
there  is  this  year. 

Q.  You  do  not  know  whether  it  is  going  to  be  handled 
there  this  year  or  not? 

A.    No,  sir. 

Q.    Was  it  handled  there  last  year? 

A.    The  Johnston  was. 

Q.    So  far  as  you  know,  is  it  to  be  handled  there  this  year? 

A.    I  think  so.     I  think  they  have  a  contract. 

Q.    In  the  vicinity  of  Marysville,  in  the  towns  with  which 
you  come  in   competition,  what  binders  and  mowers  other  '' 
than  of  International  make  are  sold? 

A.  The  Wood  and  the  Johnston,  and  there  has  been  some 
Adriance  sold  until  this  season. 

Q.    The  Adriance  has  also  been  sold  there? 

A.    Up  until  this  season. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments ? 

A.    Yes,  sir. 

Q.    Do  you  handle  a  general  line  of  agricultural  imple- 
ments sold  in  competition  with  like  implements  of  the  Inter-  ^ 
national  Harvester  Company? 

A.    Yes,  sir, 

Q.    State  briefly  what  those  implements  are. 

A.  We  handle  the  Ohio  Cultivators,  disc  harrows;  we 
handle  the  Brown-Manly  plows  and  cultivators,  drag  har- 
rows; Oliver  plows  and  Oliver  cultivators. 

Q.    What  corn  planters? 

A.    The  Gale  and  the  Rock  Island. 

Q.    What  cream  separators? 

A.    The  Sharpies. 

Q.    What  wagons  ? 

A.    The  Milburn,  the  Studebaker,  and  the  Buckeye. 
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1  Q.    Has  the  International  ever  attempted  to  fa  the  price 
at  which  you  should  sell  your  goods  to  the  farmer? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
or  intimated  to  you  that  you  could  not  handle  their  binders 
and  mowers  unless  you  bought  more  goods  of  them  or  bought 
less  goods  of  their  competitors'? 

A.     No,  sir. 

Q.  Suppose  they  should  try  to  force  you  by  threat  to 
carry  more  of  their  line  or  to  reduce  the  line  of  their  com- 
petitors, what  would  you  do? 

2  A.    We  would  not  stand  for  it  for  a  minute. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  You  say  that  about,  or  a  little  less  than,  one-half  of 
your  implement  business  is  with  the  International? 

A.  It  would  be  less  than  one-half,  yes.  I  could  not  say 
just  what  per  cent.  It  varies.  Possibly  a  third.  Some- 
where in  that  neighborhood.     I  would  not  say  for  sure. 

Q.     And  has  as  large  a  per  cent,  as  that  been  your  business 

3  with  the  International  in  the  four  years  you  have  been  in 
business? 

A.    No ;  that  is  in  the  last  two  years. 

Q.  So  that  your  account  with  the  International  is  larger 
the  last  two  years  than  it  was  when  you  started? 

A.     Yes,  sir. 

Q.  It  has  not,  then,  in  your  case  been  necessary  for  the 
International  to  coerce  you  in  order  to  persuade  you  to  take 
on  their  lines? 

A.    We  just  bought  what  we  saw  fit. 
.       Q.    I  say  it  has  not  been  in  your  case  necessary  to  coerce 
you,  because  you  have  been  quite  willing  to  extend  and  ex- 
pand your  business  with  them? 

A.    Yes,  sir. 

Q.  Please  name  all  the  things  you  buy  from  the  Interna- 
tional. 

A.  We  buy  disc  harrows,  binders,  mowers,  rakes,  tedders, 
gasoline  engines,  wagons,  cultivators — a  few,  not  many;  a 
few  drag  harrows;  and  we  have  handled  some  traction  en- 
gines. 

Q.    Twine? 

A.     Twine,  and  hay  presses. 

Q.     Spreaders  1 
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A.    Spreaders.  1 

Q.    Cream  separators? 

A.    One  only. 

Q.    DriUs? 

A.    One  only. 

Q.    When  did  you  take  on  their  drills'? 

A.    Last  fall;  it  was  late. 

Q.    And  the  cream  separators,  too? 

A.    No,  the  separator  we  bought  a  year  ago,  possibly. 

Q.    And  corn  binders? 

A.    Feed  grinders,  yes,  sir. 

Q.    Corn  binders?  2 

A.    Yes,  sir. 

Q.    Sulky  rakes? 

A.    Yes,  sir. 

Q.  You  buy  nearly  everything  that  the  International 
makes  ? 

A.  Well,  I  don't  know  as- to  that.  We  buy  a  good  deal  of 
stuff  from  them;  yes,  sir. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  They  are  holding  one  now  for  three  corn  binders  only, 
to  be  settled  for  this  fall.  „ 

Q.  When  you  settled  last  fall  did  the  International  hold, 
at  that  time,  notes  of  yours  which  you  had  given  the  preced- 
ing year? 

A.    No,  sir. 

Q.  So  that  the  present,  or  the  period  dating  from  your 
last  settlement,  is  the  first  period  in  which  the  International 
has  held  your  notes? 

A.    Yes,  sir. 

Q.    How  many  dealers  are  there  in  Marysville? 

A.    Three. 

Q.    How  many  of  the  other  two  dealers  carry  International  4 
harvesting  lines? 

A.    Both  of  them. 

Q.  So  that  each  of  the  three  dealers  in  your  town  handles 
different  harvesting  lines  made  by  the  International? 

A.    Yes,  sir. 

Q.  The  International  lines  are  the  leading  lines  in  your 
territory? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  made  by  the  International? 

A.    Well,  it  would  be  pretty  big. 

Q.    90  per  cent.? 
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1  A.    Yes ;  I  expect  more  than  that. 
Q.    95  per  cent.? 

A.    I  would  judge  so. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.     How  far  out  do  we  extend  this  question? 

Q.  Well,  you  know  better  than  I  do.  I  am  asking  you  to 
give  the  per  cent,  in  the  territory  in  which  you  do  business. 

A.     In  our  town? 

Q.  In  the  territory  in  which  you  sell  goods  in  competition 
with  the  dealers  in  your  town  and  whatever  other  dealers 
may  come  in  competition  with  you. 

2  A.    Well,  I  would  judge  90  per  cent,  anyway ;  maybe  more 
than  that. 

Q.    Perhaps  95? 

A.     Well,  I  would  not  be  surprised. 

Q.  What  per  cent,  of  the  mowers  are  International  in  the 
same  territory? 

A.     Pretty  big  per  cent. 

Q.     95  per  cent.? 

A.     Hardly.     75  or  80  per  cent.,  along  there  somewhere. 
I  never  stopped  long  enough  to  figure  it  out. 
o       Q.    What  per  cent,  of  the  sulky  hay  rakes  would  you  say 
are  International? 

A.     Probably  50  per  cent. 

Q.     Are  there  many  side-delivery  rakes  sold  there? 

A.     Not  a  great  many. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     I  would  doubt  if  it  is  50. 

Q.     What  per  cent,  of  the  tedder  business  is  International? 

A.    I  could  hardly  say.    Those  things  I  do  not  keep  track 
of.     50,  60,  or  70  per  cent.,  somewhere  along  there.     There 
are  three  or  four  different  makes  sold  in  and  around  there. 
4      Q.    What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    Possibly  60  to  70  per  cent. 

Q.    Do  you  sell  International  wagons  ? 

A.     A  few,  yes,  sir;  the  Buckeye. 

Q.     Is  the  Weber  wagon  sold  in  your  town? 

A.     Yes,  sir. 

Q.    And  the  Columbus  wagon? 

A.    It  is  the  Buckeye  we  sell. 

Q.  The  Buckeye  is  another  name  for  the  Columbus,  isn't 
it? 

A.  Yes.  Well,  that  is  the  only  one  outside  of  the  Weber, 
that  I  know  of. 
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Q.    The  Buckeye  is  International,  is  it?  1 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  wagons  sold  in  your  territory 
are  International? 
A.    Very  small,  I  would  think. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    Mr.  Turner,  have  you  ever  bought  any  goods  from  the 
International  under  threat  of  compulsion? 

A.    How  is  that?  2 

Q.    Have  you  ever  been  forced  to  buy  from  the  Interna- 
tional any  goods  that  you  did  not  want? 

A.    No,  sir. 

Q.    Why  have  you  increased  your  trade  with  them? 

A.    There  has  been  a  demand  for  them. 

Q.    And  that  is  what  determines  you  in  your  purchases? 

A.    To  be  sure. 

Q.    Is  that  the  only  thing  that  determines  you  in  your 
purchases  ? 

A.    We  work  to  that  point  as  much  as  anything  else,  be- 
cause it  is  good  stuff  and  we  get  plenty  of  good  help.  3 

Q.    Those  notes  were  given  in  the  regular  course  of  busi- 
ness? 

A.    Yes,  sir. 

Q.    Not  yet  due? 

A.    No,  sir. 

Q.    You  are  familiar  with  the  implement  business  around 
your  territory? 

A.    Fairly  so;  yes,  sir. 

Q.    And    you    testified    to    the    percentages.    Now    state 
whether  or  not  the  percentages  represent  the  choice  of  the  a 
farmers  as  to  the  machines  offered  for  sale  around  there. 

A.    Yes,  sir. 


JOHN  O'EORKE,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  John  0  'Rorke,  and  you  are  in  the  imple- 
ment business  at  Mansfield,  Ohio? 
A.    Yes,  sir. 
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Q.     How  long  have  you  been  in  business? 

A.    11  years.  .  . 

Q.  What  is  your  total  annual  business  m  tarm  imple- 
ments, vehicles,  and  twine? 

A.    Without  the  other  goods? 

Q.  Yes;  of  all  kinds  of  farm  implements,  vehicles,  and 
twine. 

A.     Oh,  it  will  run  from  $30,000  to  $35,000. 

Q.  How  much  of  that  $30,000  to  $35,000  is  represented  by 
sales  of  goods  of  the  International  Harvester  Company? 

A.     From  $10,000  to  $12,000. 

Q.    What  binders  and  mowers  do  you  handle? 

A.     The  McCormick. 

Q.  What  binders  and  mowers  are  handled  at  Mansfield 
other  than  those  of  International  make? 

A.     The  Walter  A.  Wood. 

Q.  Is  the  Johnston  Harvester  Company  handled  in  towns 
near  Mansfield? 

A.     I  understand  the  Johnston  is  handled  at  Butler. 

Q.    The  Johnston  binders  and  mowers  and  rakes? 

A.     Yes,  sir. 

Q.    Is  the  Adriance-Platt  handled  near  Mansfield? 

A.    At  Shelby. 

Q.    How  far  is  Shelby? 

A.    12  miles. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments ? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments made  and  sold  in  competition  with  like  implements  of 
the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.    State  briefly  what  lines  you  handle. 

A.  We  handle  the  Ohio  Rake  Company,  the  Kraus  culti- 
vator, the  Iron  Age  implements,  Bucher  &  Gibbs  Plow  Com- 
pany, and  the  Burch  plow;  that  is  all. 

Q.    Discs? 

A.    We  handle  some  Bucher  &  Gibbs  discs. 

Q.    What  wagons? 

A.    We  handle  the  Tiffin  and  the  Weber. 

Q.    What  engines? 

A.    We  handle  the  International  and  the  Fairbanks-Morse. 

Q.     What  side-delivery  rakes? 

A.  We  handle  some  of  the  Ohio  Bake  Company,  the  In- 
ternational, and  the  C,  B.  &  Q. 
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Q.  WIio  fixes  the  prices  at  which  you  sell  your  implements 
to  the  farmer? 

A.    I  fix  those  myself. 

Q.  Has  the  International  Harvester  Company  ever  inti- 
mated or  attempted  to  fix  that  price  for  you? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
or  intimated  to  you  that  if  you  did  not  handle  more  of  their 
goods  or  discontinue  handling  goods  of  their  competitors  you 
could  not  handle  their  binders  and  mowers? 

A.    No,  sir,  they  have  not. 

Q.  Have  they  ever  attempted  to  restrain  your  free  choice 
in  the  purchase  of  goods? 

A.    No,  sir. 

Q.    Or  to  force  you  to  buy  from  them  exclusively? 

A.    No,  sir. 

Q.    Could  they  if  they  tried? 

A.    No,  sir,  they  could  not. 

Q.  Have  you  observed  the  prices  of  agricultural  imple- 
ments in  the  last  ten  years? 

A.    Yes,  sir. 

Q.  And  have  you  observed  the  changes  in  binders  and 
mowers  in  the  last  ten  years? 

A.    Yes,  sir. 

Q.  From  your  experience  and  knowledge  in  the  trade,  I 
will  ask  you  if  you  know  of  any  staple  that  has  improved 
more  in  quality  and  increased  less  in  price  than  the  binder 
in  the  last  ten  years? 

A.    No,  sir,  I  do  not. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  O'Rorke,  how  many  dealers  are  there  in  Mansfield? 

A.    Three. 

Q.    What  harvesting  lines  do  the  other  two  dealers  carry? 

A.  One  carries  the  Deering  and  the  Osborne,  and  the  other 
the  Milwaukee  and  the  Walter  A.  Wood. 

Q.  Are  the  leading  types  of  binders  sold  in  your  territory 
the  Deering  and  the  McCormick  and  the  Osborne? 

A.  The  McCormick  and  the  Osborne.  The  Deering  is  sold 
very  little. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
International,  that  is,  McCormick,  Osborne,  Deering,  Mil- 
waukee, Piano,  and  Champion? 
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A.    I  should  say  75  per  cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    About  the  same. 

Q.    What  per  cent,  of  the  corn  binders? 

A.  I  should  judge  about  half ;  there  are  not  many  of  them 
sold. 

Q.    Who  sells  corn  binders  besides  the  International? 

A.    The  Walter  A.  Wood. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    I  should  judge  it  would  run  from  50  to  60  per  cent. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    60  or  65  per  cent. 

Q.  Please  name  all  the  things  you  buy  from  the  Interna- 
tional. 

A.  Binders,  mowers,  wagons,  tedders,  hay  rakes,  harrows, 
spring-tooth  harrows,  disc  harrows,  cream  separators,  and 
engines. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    It  holds  one. 

Q.    When  was  that  given — at  settlement  time  last  fall? 

A.    Yes,  sir. 

Q.  Did  the  International  hold  your  note  for  the  preceding 
season? 

A.    No,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    Is  the  note  due? 

A.    No,  sir,  it  is  not.    It  was  for  a  binder. 

Q.    Was  the  note  given  in  the  ordinary  course  of  business? 

A.    Yes,  sir. 

Q.  Is  it  the  general  custom  of  the  trade  to  give  notes  in 
payment  of  agricultural  implements? 

A.    Yes,  sir. 

Q.    Always  has  been  the  custom,  since  you  have  been  in  it? 

A.    Yes,  sir. 

Q.  Do  you  feel  under  particular  obligations  to  the  Inter- 
national because  they  took  your  note? 

A.    No,  sir,  I  do  not. 

Q.  Would  the  fact  that  they  hold  your  note,  under  the  terms 
of  their  contract,  a  note  not  yet  due,  in  anywise  determine 
your  choice  as  to  from  whom  you  purchase  your  goods  ? 

A.    No,  sir. 
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I 
S.  M.  SELLERS,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Where  do  you  live,  Mr.  Sellers? 

A.    South  Charleston,  Ohio. 

Q.    What  is  your  business? 

A.    I  am  a  member  of  The  Houston  Company. 

Q.    Engaged  in  what  business  ?  « 

A.  Our  business  is  almost  general.  We  have  a  general 
store,  I  might  say,  with  the  exception  of  drygoods,  with  the 
addition  of  the  grain  business  and  the  lumber  business,  and 
a  wool  business. 

Q.    You  handle  agricultural  implements? 

A.  I  have  handled  them  at  South  Charleston  since  being 
connected  with  this  firm,  three  years  January  last;  I  have 
been  in  the  implement  business  continuously  sinpe  1884,  in 
some  capacity. 

Q.  At  what  other  place  have  you  been  engaged  in  the  im- 
plement business?  3 

A.  I  traveled  from  1905,  perhaps,  until  I  went  with  The 
Houston  Company,  for  the  Syracuse  Plow  Company;  and 
from  1897  to  that  time  for  the  Moline  Plow  Company  and  the 
Eastern  Moline  Plow  Company  together— that  was  a  branch. 
Prior  to  that  I  was  with  J.  W.  Lingo  at  Lebanon;  and  back 
of  that  with  The  Houston  Company  of  South  Charleston, 
then  Houston  Bros. 

Q.    Selling  goods  in  what  territory  most  of  the  time? 

A.  My  traveling  was  done  in  Ohio,  Indiana,  eastern  Ken- 
tucky, and  through  Michigan,  as  a  general  traveler  for  the 
Moline;  I  never  had  any  territory  there.  4 

Q.    What  is  the  total  business  of  your  company? 

A.  Our  sales  will  average  about  $150,000,  that  is,  of  mer- 
chandise. That  does  not  take  into  account  grain  or  wool  or 
field  seeds.    Possibly  $100,000  of  that  would  be  conservative. 

Q.  And  in  the  merchandising  branch  of  the  business  how 
much  is  in  agricultural  implements,  annually? 

A.  It  will  run  between  $15,000  and  $18,000  a  year,  on  an 
average,  in  implements  and  vehicles. 

Q.    What  amount  of  the  business  is  in  International  Har- 
vester Company  goods,  annually? 
A.    Approximately  $3,000. 
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Q.  And  about  what  is  your  annual  business  in  the  harvest- 
ing line — binders,  mowers,  and  rakes  ? 

A,  Two-thirds  of  the  amount  is  that,  I  should  say.  $2,000 
of  theirs.    We  sell  some  other  goods  in  competing  lines. 

Q.    What  harvesting  lines  do  you  handle? 

A.  We  handle  the  McCormick  line  and  the  Adriance-Platt 
line. 

Q.    And  what  twine? 

A.    The  Plymouth  and  the  McCormick. 

Q.  What  harvesting  lines  are  sold  in  your  territory  in  com- 
petition with  the  International  binders  and  mowers? 

A.  In  our  town  we  have  but  one  other  agency — the 
Deering ;  within  about  four  or  five  miles  of  us  there  is  a  John- 
ston agency,  at  Florence  Switch — at  least  it  was  in  existence 
last  year ;  and  in  the  neighborhood  of  Springfield,  in  a  suburb 
of  Springfield,  an  agency  of  the  Johnston  existed  last  year; 
I  can't  state  as  to  this  year. 

Q.  How  far  is  that  from  you?  That  is  in  your  territory, 
is  it? 

A.    It  is  possibly  10  or  12  miles  by  road  to  this  man 's  place. 

Q.    That  is  in  your  territory? 

A.    We  compete  to  a  certain  extent;  yes,  sir. 

Q.    You  handle  a  general  line  of  agricultural  implements? 

A.    Yes,  sir. 

Q.    Lines  made  by  competitors  of  the  International? 

A.    Yes,  sir. 

Q.  What  are  the  principal  lines  which  you  handle  other 
than  International? 

A.  It  would  be  necessary  to  go  over  the  implements  in  de- 
tail possibly  to  answer  that. 

Q.    What  wagons  do  you  handle? 

A.    We  handle  the  Brown  and  the  Milburn. 

Q.    You  handle  no  International  wagons? 

A.    None  whatever. 

Q.    What  manure  spreader? 

A.  Our  stock  at  this  time  is  John  Deere,  with  the  exception 
of  one  Clover  Leaf  that  we  have  had  on  hand  for  a  bit  of 
time. 

Q.    What  cream  separators? 

A.    We  sell  the  DeLaval  and  the  Simplex. 

Q.    What  cultivators? 

A.  We  scatter  a  good  deal.  The  Ohio  Cultivator  Companv 
is  our  principal  cultivator.  We  handle  some  Brown,  and  "a 
few  Avery;  some  odds  and  ends  in  addition. 
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Q.    What  in  gas  and  kerosene  engines'? 

A.    The  Associated. 

Q.    That  is  the  only  line? 

A.    The  only  line,  yes,  sir. 

Q.    That  is  the  Waterloo? 

A.    That  is  the  Waterloo,  Iowa,  engine. 

Q.    What  rakes? 

A.  The  most  of  our  sulky  rake  business  is  Adriance-Platt. 
We  handle  some  McCormicks.  Our  revolving  rakes  are  made 
by  the  Ohio  Kake  Company.  Our  sweep  or  bull  rakes,  as  we 
term  them,  are  International. 

Q.    What  harrows? 

A.  Spike-tooth  harrows  are  bought  from  Brown  and 
Brown-Manly;  those  two  principally. 

Q.    What  discs? 

A.  The  larger  per  cent,  of  them  are  bought  of  the  Ohio 
Cultivator  Company,  with  some  from  Bucher  &  Gibbs,  and 
some  from  the  Long  &  AUstatter  Company — a  single  disc  of 
Long  &  AUstatter  of  Hamilton. 

Q.    What  corn  planters? 

A.  We  have  John  Deere,  Black  Hawk,  Avery,  and  some  of 
the  Moline  Plow  Company, 

Q.   What  drills?  ' 

A.  The  Superior  principally,  with  a  few  Buckeye,  and  in 
the  past  three  years  I  think  two  all  together  of  the  Hoosier. 
We  have  no  contract  with  the  Hoosier  at  present. 

Q.  Who  fixes  the  prices  on  the  International  goods  that  you 
sell? 

A.    Huh!    Well,  I  do-I  think. 

Q.  There  has  been  no  attempt  on  the  part  of  the  Interna- 
tional to  fix  your  prices? 

A.    Oh,  no,  no ;  none  whatever. 

Q.    Or  to  control  your  purchases,  of  any  sort? 

A.    No,  sir. 

Q.    Could  they  do  it  if  they  tried? 

A.    They  could  not. 

Q.    And  if  they  tried  what  would  be  the  result? 

A.  I  would  drop  the  line  if  they  made  an  attempt  that 
meant  an  attempt.  They  might  jolly  me  at  it,  but  if  they 
made  it  in  earnest  I  would  drop  them  cold. 

Q.  How  is  the  service  furnished  by  the  International  on 
its  harvesting  lines? 

A.  Very  satisfactory.  We  have  no  trouble  whatever.  We 
do  not  call  for  much  assistance,  understand  me.    There  is  no 
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occasion  for  that.  The  shipments  have  been  as  good  or  bet- 
ter than  the  average  implement  shipments,  I  think. 

Q.    And  your  repair  supplies,  parts,  and  all  that? 

A.     No  complaint. 

Q.  You  do  not  &ad  much  getting  out  of  repair  in  the 
binder  line? 

A.  No ;  it  takes  a  good  deal  less  expert  assistance  than  it 
did  in  years  gone  by,  to  take  care  of  the  binder  business. 

Q.  That  is  due,  in  your  experience  and  observation,  to 
what? 

A.  Oh,  the  machines  are  simplified  very  materially,  from 
the  time  when  we  had  forty  parts  in  a  knotter,  when  I  first 
went  into  the  business,  down  to  seven  or  eight  now. 

Q.  Have  you  noticed  other  improvements  in  the  Interna- 
tional machines  and  binders? 

A.  Oh,  yes.  They  have  kept  pace  with  other  manufac- 
turers; that  is  about  all.  I  hardly  feel  like  attempting  to 
detail  it.    I  could,  I  guess,  if  necessary. 

Q.  Well,  they  have  not  quit  improving  these  machines 
since  the  International  was  organized,  in  your  observation? 

A.  No,  I  think  not.  I  have  not  seen  anything  that  indi- 
cated that.  They  have  bettered  the  mower  by  more  truck 
capacity,  in  the  past  few  years;  decidedly  improved  it. 

Q.  When  you  were  selling  the  Syracuse  plow  or  selling 
goods  for  the  Syracuse  Plow  Company,  between  1904  and 
1910,  were  you  competing  in  any  lines  with  the  goods  of  the 
International  ? 

A.  Yes,  some  of  our  lines  were  competing  lines;  not  to  a 
large  extent. 

Q.    What  were  they? 

A.  The  Syracuse  was  not  a  strong  concern  on  disc  har- 
rows, but  were  particularly  strong  on  spring-tooth  harrows. 
That  was  a  competing  line.  And  they  also  made  a  line  of 
five-shovel  cultivators  that  was  a  competing  line. 

Q.    How  were  your  goods  marketed  then? 

A.     Through  dealers. 

Q.    Practically  as  the  International  markets  its  goods? 

A.  Except  we  sold  straight  out  always;  no  consignments 
at  all. 

Q.  And  did  you  sell  to  dealers  who  handled  International 
goods  ? 

A.    Ye's,  sir. 

Q.  Did  you  find  the  fact  that  they  were  handling  Interna- 
tional goods  any  impediment  to  your  dealing  with  them? 
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A.  No.  Only  when  some  fellow  had  a  strong  enough  holt 
that  I  couldn't  get  hold;  that  was  always  troublesome. 

Q.    Well,  was  there  competition — fair  and  square? 

A.  Oh,  yes ;  there  was  nothing  unfair  about  it.  They  had 
dealers  that  I  could  not  reach  that  I  would  like  to  reach; 
and  that  was  true  with  other  lines  as  well,  understand, 

Q.  Every  manufacturer  has  dealers  who  are  particularly 
devoted  to  his  line  ? 

A.    Oh,  yes,  that  is  true. 

Q.    And  the  other  manufacturers  can  not  get  them  always  ? 

A.    No,  sir. 

Q.  There  is  not  any  difference  in  that  respect  between 
the  International  dealer  and  the  John  Deere  dealer  or  the 
Oliver  dealer,  is  there,  that  you  noticed? 

A.  I  think  not.  I  think  perhaps  the  Oliver  has  got  them 
a  little  harder — quite  a  bit  harder,  than  anybody  else  in  the 
world,  when  it  comes  down  to  brass  tacks. 

Q.  How  was  the  business  of  the  Syracuse  Plow  Company 
in  the  lines  you  have  mentioned,  during  the  six  years  you 
were  with  them? 

A.  Just  to  say  what  the  analysis  of  that  is,  I  would  not 
state  that  under  oath.  Our  business  as  a  general  proposi- 
tion grew  in  the  territory  I  controlled, 

Q.    It  grew  steadily? 

A.  Yes.  I  would  not  attempt  to  detail  what  the  different 
items  were,  because  I  do  not  recall  it ;  I  have  no  way  of  know- 
ing that  now. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Sellers,  if  a  manufacturer  has  one  strong  line,  for 
instance  binders,  it  is  very  helpful  to  him  in  selling  other 
articles  to  the  dealer? 

A.    I  think,  sir,  that  would  be  true. 

Q.  And  harvesting  machinery  forms  a  class  of  agricul- 
tural implements  that  as  a  general  rule  the  dealer  will  carry ; 
is  not  that  the  fact? 

A.  Most  dealers  will  carry  some  harvesting  machines.  A 
good  many  dealers,  however,  do  not  touch  the  binder, 
although  they  handle  the  mower. 

Q.    Are  you  speaking  of  the  Central  West? 

A.  I  am  speaking  of  the  territory  with  which  I  am  famil- 
iar; I  do  not  care  to  go  out  of  that. 

Q.    "What  territory  is  that? 
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A.  Ohio,  Indiana,  southern  and  central  Michigan,  and 
central  and  eastern  Kentucky.  . 

Q.  Is  there  any  other  class  of  agricultural  implements  m 
which  one  company  holds  as  large  a  percentage  of  the  total 
production  as  is  held  by  the  International  Harvester  Com- 
pany in  harvesting  implements? 

A.  Probably  not  unless  the  new  thresher  combination 
does,  and  I  am  not  able  to  say  as  to  that. 

Q.  The  sale  of  threshers  is  very  small  compared  with  the 
sale  of  binders  and  mowers;  is  that  not  the  fact? 

A.  In  numbers  sold,  yes,  sir ;  in  volume  of  trade  it  comes 
perhaps  well  towards  it. 

Q.    How  many  dealers  are  there  at  South  Charleston  1 

A.    Two. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.  The  Deering,  I  think,  exclusively,  sir ;  I  know  of  noth- 
ing else. 

Q.  And  you  handle  the  McCormick  and  the  Adriance- 
Platt? 

A.     Yes,  sir. 

Q.     How  many  Adriance  binders  did  you  sell  in  1912? 

A.     I  think  three  of  them. 

Q.     How  many  McCormick? 

A.     About  a  dozen  of  the  binders,  sir. 

Q.     How  many  Adriance  mowers? 

A.  Well,  that  would  be  guessing,  because  I  have  not 
looked,  but  I  should  say  eight  or  ten. 

Q.    How  many  McCormick? 

A.    Probably  15;  a  little  more  or  a  little  less. 

Q.  The  McCormick  and  the  Deering  lines  are  the  leading 
lines  in  your  territory? 

A.  No,  I  hardly  think  so.  I  think  the  McCormick  and  the 
Adriance  in  our  immediate  town  are  the  leading  lines. 

Q.    You  have  sold  only  three  Adriance? 

A.  I  think  I  have  sold  more  of  the  Adriance  than  the 
other  fellow  sold  of  the  Deering,  at  that. 

Q.    Your  store  does  a  general  merchandising  business? 

A.    Yes,  sir. 

Q.    Do  you  sell  groceries? 

A.    We  do. 

Q.    Tobacco? 

A.    Yes,  sir. 

Q.    Oil? 

A.    Yes,  sir;  everything  but  whisky  and  cigarettes. 
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Q.    Does  the  International  hold  any  notes  of  The  Houston  i 
Company'? 

A.    They  do  not — nor  anybody  else. 

Q.  You  state  that  positively.  Does  it,  in  your  opinion, 
bring  the  dealer  under  the  domination  of  a  manufacturer  if 
the  manufacturer  holds  the  notes  of  the  dealer  from  season 
to  season? 

A.  He  would  possibly  have  a  leverage  over  him  if  he  had 
notes  he  was  not  able  to  pay;  he  certainly  would  if  the  dealer 
was  not  able  to  make  his  payments  at  maturity. 

Q.    In  other  words,  if  the  dealer  buys  a  lot  of  wagons, 
more  than  he  can  sell  in  one  season;  then  at  settlement  time  2 
he  gives  the  manufacturer  a  note  for  those  wagons,  or  if  he 
gives  a  note  before  settlement  time — 

A.    You  are  getting  two  questions  now. 

Q.  Let  us  change  it,  then.  Was  it  the  custom  to  give  a 
note  when  you  got  the  wagons,  or  to  give  a  note  at  settle- 
ment time  ? 

A.  The  ordinary  proposition  would  be  to  give  the  note 
when  you  get  the  wagons,  if  you  give  a  note  at  all,  yes,  sir. 

Q.  Now,  if  the  dealer  has  taken  more  wagons  than  he  can 
sell,  the  manufacturer  has  a  leverage  through  the  ownership 
or  the  holding  of  that  note;  is  that  what  you  mean?  " 

A.  The  manufacturer  has  to  take  those  notes ;  he  has  got 
a  dealer  in  a  position  where  he  would  have  to  ask  for  favors 
if  he  could  not  pay  his  paper,  certainly,  if  it  was  overdue; 
that  is  true  of  any  merchandise. 

Q.  So  your  company,  for  that  reason,  does  not  give 
notes? 

A.    We  do  not  give  any  notes. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.    You  prefer  to  take  the  discount? 

A.    We  certainly  do,  whenever  it  equals  the  interest. 

Q.  And  that  is  the  difference  between  giving  notes  and 
not  giving  notes,  is  it  not? 

A.    Yes,  sir. 

Q.  Does  the  giving  of  a  note  in  the  usual  course  of  busi- 
ness, according  to  the  custom  of  the  trade,  put  the  buyer  un- 
der any  obligations,  so  long  as  he  is  solvent? 

A.  Not  so  long  as  he  is  solvent  and  takes  care  of  his 
notes  without  asking  for  special  extension. 
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Q.  It  is  customary  in  the  trade,  in  lines  other  than  har- 
vesting implements,  to  sell  and  take  notes? 
A.  Certainly;  contracts  all  bear  that  proviso. 
Q.  And  that  really  has  no  significance  whatever  with  re- 
spect to  the  relation  between  the  manufacturer  and  the  local 
dealer,  whether  he  happens  to  hold  a  note  or  not,  if  the  note 
is  not  due? 

A.    Not  if  the  note  is  not  due ;  I  should  say  it  had  not. 

Q.  What  determines  the  extent  of  business  which  any 
manufacturer  has  in  the  harvesting  lines  today,  in  your  ter- 
ritory, so  far  as  you  are  familiar  with  them?  Anything  be- 
sides the  merit  of  the  goods  and  the  service  rendered? 

A.  Well,  the  only  thing  in  addition  to  that,  that  could 
affect  any  trade,  would  be  the  ability  with  which  it  is  pre- 
sented to  the  retail  dealer;  that  is  always  the  fact — the  in- 
telligence with  which  the  salesman  places  his  wares  before 
the  dealer. 

Q.  Is  there  any  difference  in  that  respect  between  the  sale 
to  the  retail  dealer  and  the  sales  of  the  retail  dealer  to  the 
farmer? 

A.     No,  I  think  not ;  that  is  true  no  matter  how  it  is  done. 

Q.  The  purchases  of  the  local  dealer  are  determined  by 
the  demands  of  his  trade,  if  he  is  intelligent? 

A.     Yes,  sir. 

Q.     And  that  is  all  he  consults? 

A.     Yes,  sir. 


C.  D.  MARTENS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  C.  D.  Martens,  and  you  are  in  the  imple- 
ment and  hardware  business  in  Lancaster,  Ohio? 

A.     Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.    About  20  years. 

Q.  During  the  last  3  or  4  years  about  what  has  been  your 
average  annual  business  in  implements  and  hardware? 

A.     Between  $100,000  and  $125,000. 

Q.  How  much  of  that  has  been  in  agricultural  implements, 
vehicles  and  twine? 

A.    About  $25,000. 
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Q.  How  much  of  that  $25,000  is  represented  by  sales  of 
goods  of  the  International  Harvester  Company? 

A.  I  should  judge  about  $10,000. 

Q.  What  binders  and  mowers  do  you  handle  1 

A.  The  McCormick. 

Q.  AVhat  rakes? 

A.  The  Hocking  Valley  and  the  Thomas. 

Q.  Are  any  binders  and  mowers  and  rakes  other  than 
those  of  the  International  Harvester  Company  sold  at  Lan- 
caster? 

A.  Yes,  sir. 

Q.  What  are  sold  there? 

A.  The  Ohio,  the  Wood,  and  the  Milwaukee  (Interna- 
tional), 

t  Q.  Do  you  handle  a  general  line  of  farm  implements? 

A.  Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  sold 
in  competition  with  like  implements  of  the  International  Har- 
vester Company? 

A.  Yes,  sir. 

Q.  Briefly,  what  lines  of  farm  implements  do  you  handle? 

A.  We  handle  drills. 

Q.  What  make? 

A.  The  Thomas  Manufacturing  Company. 

Q.  What  wagons? 

A.  The  Brown  and  the  Weber;  mostly  Browns. 

Q.  What  manure  spreaders? 

A.  The  John  Deere  and  the  International. 

Q.  What  cultivators? 

A.  The  Oliver  and  the  Brown. 

Q.  Do  you  handle  any  listers? 

A.  The  Black  Hawk. 

Q.  Please  state  what  the  lister  is  used  for? 

A.  The  lister  makes  a  furrow  for  the  planter. 

Q.  What  harrows  have  you  got? 

A.  Brown,  Brown-Manly,  and  International. 

Q.  What  gas  engines? 

A.  Fairbanks-Morse, 

Q.  What  disc  harrows  ? 

A.  Brown,  Bucher  &  Gibbs,  and  International. 

Q.  What  planters? 

A.  Black  Hawk  only. 

Q.  The  Black  Hawk  is  Sechler  &  Company? 

A.  Yes,  sir. 

Q.  What  shellers? 
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1       A.     Hocking  Valley. 

Q.     What  ensilage  cutters? 

A.    The  Star  Manufacturing  Company  and  the  Hocking 
Valley. 

Q.  Who  fixes  the  prices  at  which  you  sell  your  farm  im- 
plements to  the  farmer? 

A.    We  do. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  or  regulate  that  price? 

A.     No,  sir. 

Q.    Has  the  International  Harvester  Company  ever  ob- 
2  jected  to  your  handling  these  Hocking  Valley  and  Thomas 
rakes  ? 

A.     No,  sir. 

Q.  Has  the  International  ever  attempted  to  force  you  to 
buy  goods  of  them  that  you  did  not  want,  by  threat  or  in- 
timidation, that  if  you  did  not  buy  them  you  could  not  han- 
dle their  binders  and  mowers? 

A.    No,  sir. 

Q.     Could  they  do  that  if  they  tried? 

A.    No,  sir,  I  should  say  not. 
g      Q.    If  they  tried  to  do  that  what  would  happen? 

A.     We  would  pick  our  own  line. 

Q.  You  have  observed  the  changes  on  binders  and  mow- 
ers in  the  last  ten  years,  of  the  International  make? 

A.    Yes,  sir ;  we  think  for  the  best. 

Q.    Have  those  changes  resulted  in  improvements  or  not? 

A.    Yes,  I  think  they  have. 

Cross-Examination  by  Mr.  Grosvenor. 

.       Q.    How  many  dealers  are  there  in  Lancaster? 
^      A.    Three. 

Q.    What  harvesting  lines  do  the  other  two  dealers  carry? 

A.     The  Milwaukee  and  the  Wood. 

Q.  What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 

A.  Mostly  the  Milwaukee  and  the  McCormick. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 

A.  I  judge  75  per  cent. 

Q.  What  per  cent-  of  the  mowers? 

A.  About  the  same. 

Q.  What  per  cent,  of  the  corn  binders? 
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A.    There  is  very  little  of  either.  1 

Q.    There  is  not  much  corn  binder  business  there? 

A.    No,  sir. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    I  should  judge  about  50  per  cent. 

Q.  Please  name  all  the  things  you  buy  from  the  Interna- 
tional. 

A.  Binders,  mowers,  some  spreaders  and  disc  harrows,  a 
few  wagons ;  I  guess  that  is  about  all. 

Q.    Cream  separators? 

A.    Cream  separators. 

Q.    Twine?  2 

A.    Yes,  sir. 

Q.    Engines? 

A.    Yes,  sir. 

Q.    Do  you  handle  International  tedders? 

A.    No,  sir. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No,  sir. 

Q.    Did  you  hear  the  testimony  of  Mr.  Sellers? 

A.    Yes,  sir. 

Q.    Do  you  agree  in  the  opinion  he  expressed  respecting  „ 
the  leverage  held  by  a  manufacturer  who  holds  the  notes  of 
a  dealer? 

A.  I  did  not  hear  that.  I  was  talking  to  another  man,  I 
guess,  at  that  time. 

Q.  Do  you  think  it  gives  a  manufacturer  a  leverage  on 
the  dealer  when  the  manufacturer  holds  the  notes  of  the 
dealer? 

A.    We  never  had  any  of  that  experience. 

Q.  You  never  had  the  experience;  you  never  gave  your 
notes? 

A.    No,  sir.  4 

Q.  Is  that  because  you  feel  it  would  give  the  manufac- 
turer a  leverage? 

A.  No,  I  do  not  think  it  would ;  I  would  give  notes  if  I  had 
occasion,  if  it  would  do  me  any  good. 

Q.    That  is,  it  would  depend  on  circumstances? 

A.    Yes,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  If  you  gave  your  note  to  a  manufacturer  and  that  note 
were  not  due,  would  that  give  the  manufacturer  a  leverage 
on  you? 
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A.     I  should  say  not. 

Q.  State  the  reason  why  you  do  not  give  notes  to  manu- 
facturers. 

A.    Because  I  would  rather  have  the  discount. 

Q.  State  whether  or  not  the  percentages  you  have  given 
represent  the  farmers'  choice  of  the  machines. 

A.     Sure;  that  is  what  we  try  to  handle. 

Q.  The  choice  of  the  farmer  determines  the  per  cent,  of 
what  particular  machine  is  sold,  in  that  neighborhood? 

A.     It  does,  in  a  way. 


THOMAS  J.  DWYER,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.     Your  name  is  Thomas  Dwyer  1 

A.    Yes,  sir. 

Q.  And  you  are  in  the  agricultural  implement  business  at 
London,  Ohio? 

A.     Yes,  sir. 

Q.  Do  you  sell  implements,  hardware,  and  furniture 
there? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.  '  25  years. 

Q.  What  is  your  average  annual  business, including  every- 
thing you  sell?    What  has  it  been  in  the  last  3  or  4  years? 

A.     It  will  vary  from  $50,000  to  $60,000. 

Q,    How  much  of  that  is  in  implements  and  farm  wagons? 

A.     And  twine? 

Q.     Yes,  and  twine. 

A.    $18,000  to  $20,000,  possibly;  I  could  not  say  exactly. 

Q.  How  much  of  that  $18,000  to  $20,000  is  represented  by 
sales  of  goods  of  the  International  Harvester  Company? 

A.    Possibly  $4,000  to  $5,000. 

Q.  Can  you  estimate  how  much  of  that  $20,000  is  repre- 
sented by  sales  of  binders,  mowers,  rakes,  and  twine? 

A.  We  do  not  sell  very  much  of  the  International,  outside 
of  that.  Possibly  that  would  take  in  over  half  of  the  Inter- 
national sales. 

Q.     That  would  be  about  $2,500? 

A.     $2,500,  something  like  that. 
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Q.    What  binders   and  mowers   are  handled   at   London  i 
other  than  those  of  International  make? 

A.    I  think  some  Johnstons  were  sold  there  last  year. 

Q.    And,  so  far  as  you  know,  are  to  be  sold  there  this  yeart 

A.    I  think  so. 

Q.  What  binders  and  mowers  other  than  those  of  Inter- 
national make  are  sold  around  London,  from  towns  near  by, 
and  that  come  in  competition  with  the  goods  you  sell? 

A.    Some  Wood  and  Johnston,  and  Thomas  mowers. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments? 

A.    Yes,  sir.  2 

Q.  Sold  in  competition  with  like  implements  of  the  Inter- 
national Harvester  Company? 

A.    Yes,  sir. 

Q.    What  wagons  do  you  handle? 

A.    The  Troy. 

Q.    What  manure  spreaders? 

A.    The  International  and  the  Deere. 

Q.    What  cultivators? 

A.    The  Deere  and  the  Brown-Manly. 

Q.    What  gas  engines?  o 

A.  The  International,  the  Associated  Manufacturers,  and 
a  few  Deere. 

Q.    What  drag  harrows? 

A.    The  Brown-Manly. 

Q.    What  disc  harrows? 

A.    The  Deere. 

Q.    What  planters? 

A.    The  Deere  and  the  Avery. 

Q.  You  have  noticed  the  prices  of  binders  and  mowers 
and  other  agricultural  implements  in  the  last  ten  years? 

A.    Yes,  sir.  4 

Q.  State  whether  or  not  binders  and  mowers  have  ad- 
vanced as  much  as  the  prices  of  other  agricultural  imple- 
ments, if  there  has  been  an  advance  in  either. 

A.  Why,  about  the  same,  I  guess ;  about  the  same  as  other 
implements. 

Q.    Who  fixes  the  price  at  which  you  sell  to  the  farmer? 

A.    We  do. 

Q.    Did  the  International  ever  attempt  to  fix  that  price? 

A.    No,  sir. 

Q.    Or  tell  you  what  you  should  sell  your  goods  at? 

A.    No,  sir. 

Q.    Has  the  International  ever  attempted  to  force  you  to 
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1  buy  more  goods  of  them,  by  stating  or  intimating  that  you 
could  not  handle  their  binders  and  mowers  unless  you  bought 
other  implements  of  them? 

A.     No,  sir. 

Q.  Have  they  ever,  by  like  methods,  attempted  to  induce 
you  to  diminish  your  purchases  from  competitors? 

A.    No,  sir. 

Q.     Could  they  in  any  way  interfere  with  the  exercise  of 

your  free  choice  as  to  from  whom  you  should  purchase  your 

goods,  and  retain  you  as  a  customer? 

^    A.    No,  sir. 
2 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  London? 

A.    4. 

Q.    One  of  them  is  Anderson  &  Holm? 

A.     Yes,  sir. 

Q.     And  they  handle  the  Milwaukee? 

A.    They  did  sell  the  Milwaukee;  I  am  not  sure  whether 
they  do  now. 
3       Q.     Do  they  carry  the  Champion? 

A.     Yes,  they  sell  the  Champion. 

Q.     There  is  another  dealer,  named  Fred  Bostwick? 

A.     Yes,  sir. 

Q.     He  carries  the  Osborne? 

A.     The  Osborne,  yes,  sir. 

Q.    What  is  the  name  of  the  Deering  agent? 

A.     Peacemaker  Sons. 

Q.     And  you  carry  the  McCormick? 

A.     The  McCormick,  yes,  sir. 
.       Q.     Are  there  any  other  dealers? 
*      A.     That  is  all. 

Q.  Then,  the  International  lines  of  binders  and  mowers 
are  the  leading  lines  in  your  territory? 

A.     Yes,  sir. 

Q.  As  each  of  the  four  dealers  in  your  town  handles  one 
of  the  International  lines. 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.    I  would  say  possibly  90  per  cent. 

Q.  What  per  cent,  of  the  mowers  in  the  same  territory 
are  International? 
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A.  Possibly  not  quite  so  much;  possibly  75  per  cent.  1 

Q.  What  per  cent,  of  the  corn  binders  is  International  I 

A.  There  is  none  sold. 

Q.  Are  there  any  tedders  sold  there? 

A.  A  very  few. 

Q.  Are  there  many  sulky  rakes'? 

A.  A  few. 

Q.  More  sweep  rakes,  or  more  side-delivery? 

A.  Very  few  side-deliveries. 

•  Q.  Are  many  hay  loaders  sold? 

A.  No. 

Q.  Wliat  per  cent,  of  the  twine  is  International?  2 

A.  Possibly  75  per  cent. 

Q.  Do  you  handle  the  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreaders  are  International? 

A.  Possibly  75  per  cent. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  In  giving  this  estimate  of  percentages  did  you  take 
into  consideration  the  sales  made  in  the  surrounding  towns?  3 

A.  Well,  not  so  much,  because  I  don't  know  anything 
about  what  is  sold  from  other  towns. 

Q.  So,  these  percentages  merely  represent  the  sales  of 
your  own  town? 

A.    Yes,  right  close. 

Q.     And  not  from  the  outside  towns? 

A.     No,  sir. 


C.  S.  SAPP,  being  duly  sworn  as  a  witness  on  behalf  of  the  a 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Sapp,  you  are  engaged  in  the  agricultural  imple- 
ment business  at  Mount  Vernon,  Ohio? 

A.     Yes,  sir. 

Q.  And  you  have  been  in  that  business  for  about  30  years, 
have  you? 

A.     Yes,  sir. 

Q.  Please  state  what  is  your  annual  average  business  in 
agricultural  implements,  farm  wagons,  and  twine. 
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1  A.    Our  full  amount  of  sales  in  vehicles  and  automobiles 
is  about  $50,000  to  $60,000. 

Q.    Now   eliminating   the   automobiles,  how  much  would 
your  implement  and  twine  and  farm  wagon  business  be? 
A.     That  does  not  include  the  buggies,  does  it? 
Q.    Include  buggies  insofar  as  your  sales  of  buggies  are  to 

A.    I  would  say  it  would  be  $35,000  to  $40,000. 
Q.     About  how  much  of  that  $35,000  to  $40,000  is  repre- 
sented by  sales  of  International  Harvester  Company  goods? 
A.    About  $15,000  to  $18,000,  I  suppose. 

2  Q.     What  binders  and  mowers  do  you  handle? 
A.     The  Champion. 

Q.     How  long  have  you  handled  the  Champion? 
A.     Three  years;  this  is  the  fourth  season. 
Q.     What  binders  and  mowers  are  handled  in  towns  near 
Mount  Vernon,  other  than  the  International  Harvester  Com- 
pany's goods? 

A.     I  think  the  Johnston  and  the  Walter  A.  Wood. 
Q.    What  wagons  do  you  handle? 
A.     The  Brown  and  the  Columbus. 
o       Q.    What  cultivators? 
^       A.     The  Brown. 
Q.     What  harrows? 
A.    The  Brown. 
Q.    What  planters? 

A.     The  Black  Hawk,  the  Gale,  and  the  International. 
Q.    The  Black  Hawk  is  made  by  the  Sechler  Company? 
A.    Yes,  sir. 

Q.    What  rakes  do  you  carry? 

A.    The  Champion,  and  a  wood  rake  made  by  Hughes  & 
Smyth,  at  Galena,  Ohio. 
4      Q.    You  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional? 
A.    Yes,  sir. 

Q.    What  threshers  do  you  handle? 
A.    The  Emerson-Brantingham — the  Peerless. 
Q.     The  Emerson-Brantingham  makes  them? 
A.    That  is  the  style  of  the  new  concern ;  it  used  to  be  the 
Geyser  Company. 
Q.    What  tractors  do  you  handle? 
A.     The  International. 

Q.    Who  fixes  the  price  at  which  you  sell  your  goods  to  the 
farmers  ? 
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A.     We  do. 

Q.     Has  the  International  ever  attempted  to  fix  that  price? 

A.     No,  sir;  that  is  our  business. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted in  any  way,  by  threat  or  intimidation,  to  force  you 
to  increase  your  purchases  from  it? 

A.     No,  sir. 

Q.  Have  they  ever  stated  or  intimated  to  you  that  if  you 
did  not  buy  this,  and  that,  or  the  other  thing  from  them,  and 
diminish  your  purchases  from  other  concerns,  you  could  not 
handle  their  binders  and  mowers? 

A.    No,  sir. 

Q.  in  making  up  your  stocks  of  goods  for  a  season,  what 
governs  your  choice  as  to  what  manufactures  you  shall  buy? 

A.    The  goods  that  will  sell  the  best. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted in  any  way  to  interfere  with  the  freedom  on  your 
choice? 

A.    No,  sir. 

Q.     Could  they  if  they  tried? 

A.     No,  sir. 

Q.    Were  you  familiar  with  the  Champion  binder  in  1902? 

A.    No,  sir;  only  in  a  general  way. 

Q.  Were  you  sufficiently  familiar  to  compare  the  present 
Champion  binder  with  that  of  1902,  as  to  efficiency  and  dura- 
bility? 

A.  I  would  say  the  binder  they  build  today  is  a  far  better 
binder  than  that  built  in  1902. 

Q.  Do  you  know  of  any  staple  farm  implement  that  has 
improved  more  in  quality  than  the  Champion  binder,  in  the 
last  ten  years? 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Sapp,  have  you  handled  binders  for  30  years? 

A.  About  30  years.  I  think  it  was  in  1880  we  made  our 
first  contract  on  binders,  and  we  were  in  the  trade  then ;  been 
in  the  trade  continuously  with  the  exception  of  about  six 
years. 

Q.     You  handled  the  first  twine  knotters  that  came  out? 

A.     Yes,  sir,  the  first  that  were  made. 

Q.  There  have  been  many  improvements  made  in  those 
binders  ? 

A.     Oh,  yes. 
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Q.  A  great  many  of  those  impro-vements  were  made  in 
the  first  20  years? 

A.    Yes,  sir. 

Q.  So  it  was  not  necessary  for  the  dealer  to  wait  until 
the  International  was  organized  for  improvements  in  bind- 
ers, was  it! 

A.  They  were  constantly  trying  to  improve  them,  all  the 
time. 

Q.    How  many  dealers  are  there  in  Mount  Vernon? 

A.     There  are  three  of  us. 

Q.    "What  harvesting  lines  do  the  other  two  dealers  carry? 

A.  One  of  them  carries  the  Deering  and  the  other  the  Mc- 
Cormick  and  the  Milwaukee. 

Q.  In  1901  and  1902,  just  before  the  International  was  or- 
ganized, what  different  types  of  binders  were  being'  sold  at 
Mount  Vernon  or  in  the  territory  around  there,  and  that  were 
known  to  the  dealers? 

A.  The  McCormick  was  the  leader.  There  were  a  few 
Deering  sold,  and  possibly  a  few  Osbornes. 

Q.     Some  Champions? 

A.    Yes,  a  few  Champions. 

Q.     Any  Pianos? 

A.    And  a  few  Pianos,  yes. 

Q.    And  a  few  Milwaukees? 

A.  Yes,  a  few  Milwaukees.  I  think  they  were  all  sold — 
a  few  of  them. 

Q.  Those  six  types  of  binders  which  were  being  sold  in 
your  territory  in  1902  went  into  the  International? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  around  Mount  Ver- 
non today,  in  the  territory  in  which  you  do  business,  are  of 
International  make? 

A.    I  would  suppose  85  or  90  per  cent,  of  them. 

Q.     What  per  cent,  of  the  mowers  are  International? 

A.     About  the  same. 

Q.     About  90  per  cent.,  or  85  per  cent.? 

A.    About  85  per  cent.,  somewhere  along  there ;  yes,  sir. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.  That  is  a  pretty  hard  question  for  a  man  to  answer. 
From  what  I  know  I  would  say  75  per  cent,  would  be  Inter- 
national.   Now  that  is  somewhat  of  a  guess. 

Q.  That  is  your  estimate  based  on  your  information  of 
the  conditions  in  the  territory  in  which  you  sell  and  have  sold 
rakes  for  the  last  30  years? 
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A.  Yes. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  I  suppose  about  50  per  cent. 

Q.  Are  any  corn  binders  sold  there? 

A.  Very  few. 

Q.  Are  any  tedders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  I  would  say  75  per  cent. 

Q.  Do  you  handle  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreaders  are  International? 

A.  50  per  cent. 

Q.  Do  you  handle  International  wagons? 

A.  A  few. 

Q.  Not  many  hay  balers  and  hay  presses  are  sold  there? 

A.  We  sell  a  few  hay  balers  and  a  few  hay  presses  for  the 
International.  I  think  we  sold  one  gasoline  outfit  and  two 
or  three  horse  balers  last  year. 

Re-direct  Examination  hy  Mr.  Remy. 

Q.  Did  you  testify  on  cross-examination  that  the  McCor- 
mick  was  the  leading  machine  in  1902? 

A.    Yes. 

Q.    And  is  it  the  leading  machine  now? 

A.    No,  sir.     , 

Q.    What  do  you  consider  the  leading  machine  now? 

A.    The  Champion. 

Q,  So  that  the  Champion  has  been  improved  until  it  com- 
pares favorably  with  the  McCormick,  yes? 

A.    Yes. 

Q.  Mr.  Grosvenor  said  that  you  stated  there  were  only  six 
types  of  mowers  sold  in  1902  around  there,  namely,  the  Mc- 
Cormick, the  Deering,  the  Piano,  the  Milwaukee,  and  the  Os- 
borne.   Were  any  others  sold  there? 

A,  There  might  have  been  others.  I  do  not  remember,  you 
know. 

Q.  Then,  so  far  as  you  know,  those  were  the  only  ma- 
chines sold  there  at  that  time? 

A.    Yes. 

Q.  And  those  machines  taken  together  made  about  100 
per  cent,  of  the  business  ? 

A.    Yes. 
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Q.  And  now  the  Wood  and  the  Johnston  do  15  per  cent,  of 
that  business? 

A.    From  10  to  15  per  cent. 

Q.  Do  you  know  what  company  was  the  first  generally  to 
introduce  the  manure  spreader  for  use  on  the  farm? 

A.  The  Kemp  people,  I  believe,  made  the  first  spreader, 
and  then  it  was  a  very  slow  implement ;  we  did  not  sell  many 
manure  spreaders  until  the  International  got  hold  of  it. 

Q.    And  they  pushed  them? 

A.     They  pushed  the  sale  on  those. 

Q.  State  whether  or  not  since  then  they  have  been  in  gen- 
eral use  on  the  farms  around  there. 

A.     Yes,  sir. 

Q.  In  your  judgment  has  the  introduction  by  the  Inter- 
national of  the  manure  spreader  and  the  general  use  of  it  on 
the  farm  opened  up  a  field  for  other  manufacturers  in  the 
sale  of  manure  spreaders? 

Mr.  Grrosvenor:  I  object  to  the  question  as  stating  some- 
thing the  witness  has  not  testified.  The  witness  testified  that 
Kemp  introduced  the  spreader,  and  not  the  International. 

Mr.  Eemy:    The  record  shows  what  the  witness  said. 

A.     Oh,  yes. 

Q.  Do  you  know  whether  the  Adriance-Platt  is  sold  in  and 
around  Mount  Vernon  and  near  there? 

A.  I  do  not  know  whether  they  have  an  agency  this  year 
or  not. 

Q.    Did  they  last  year? 

A.    I  think  they  did,  but  I  am  not  positive. 

Re-cross  Examination  by  Mr.  Grosvenor, 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    Yes,  sir. 

Q.    When  were  those  notes  given? 

A.    After  our  last  settlement  time. 

Q.  And  has  the  International  held  notes  of  yours  from 
time  to  time  in  the  last  7  or  8  years  ? 

A.    No,  sir. 

Q.    Is  that  the  first  note  they  have  had? 

A.    Yes,  sir,  that  is  the  first  note. 

Q.  And  nearly  one-half  of  your  business  is  with  the  Inter- 
national? 

A.    Yes,  sir. 


George  B.  Brophy,  Direct  Examination.  87 

Be-re-direct  Examination  by  Mr.  Bemy. 

Q.  You  have  had  experience  in  paying  for  your  goods 
without  the  International  holding  any  of  your  notes? 

A.  I  could  explain  why  they  hold  that  note  now,  if  you 
wish. 

Q.    Well,  that  is  true,  is  it? 

A.    Yes. 

Q.  The  -note  was  given  in  the  ordinary  course  of  busi- 
ness? 

A.    Yes,  sir.  2 

Q.  Does  the  fact  that  you  gave  the  note  make  you  feel  that 
you  are  under  the  domination  of  the  company,  any  more  than 
before  you  gave  the  note? 

A.  No.  This  note  is  subject  to  a  discount  when  it  is  due, 
just  the  same  as  if  it  were  an  open  account. 

Q.    And  it  is  not  due  yet? 

A.    It  is  not  due  yet. 

Mr.  Grosvenor:     Q.    What  was  it  given  on? 

A.    On  some  wagons;  and  one  note  on  two  hay  rakes. 

3 

GEORGE  B.  BROPHY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Bemy. 

Q.  Mr.  Brophy,  you  are  a  farmer  near  Oneida,  New  York?. 

A.  Yes,  sir. 

Q.  How  long  have  you  been  farming? 

A.  I  have  always  farmed;  farmed  for  myself  about  23 
years — ^myself  and  brothers.  4 

Q.  How  many  acres  do  you  farm? 

A.  The  farm  now  lias  about  190  acres. 

Q.  What  binders  and  mowers  do  you  use  on  that  farm? 

A.  We  are  using  the  McCormick  now. 

Q.  When  did  you  buv  your  McCormick  binder? 

A.  I  think  we  bought  the  McCormick  binder  in  1905. 

Q.  What  binder  had  you  previous  to  that? 

A.  We  had  the  McCormick. 

Q.  When  did  you  buy  that  binder? 

A.  In  1896,  I  think;  something  like  that. 

Q.  1896? 

A.  Yes. 
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1  Q.    You  are  acquainted  with  the  way  these  two  different 
binders  operated? 

A.    Yes,  sir. 

Q.  Will  you  please  state  as  to  which  machine,  in  your 
judgment,  was  the  more  efficient? 

A.     The  last  machine. 

Q.    And  in  what  way  as  regards  its  operation? 

A.  It  works  more  perfect;  it  works  easier;  it  has  no  side 
draft. 

Q.  Is  your  farm  of  the  same  character,  as  to  the  crops 
you  raise,  as  those  of  your  neighbors? 

2  A.    About  the  same,  yes. 

Q.    What  crops  do  you  raise? 

A.  We  raise  oats,  peas  for  the  canning  factory,  sweet 
com,  yellow  corn;  have  raised  some  wheat;  potatoes,  hops; 
and  dairying. 

Q.  And  those  crops  are  similar  to  those  raised  in  that 
part  of  the  country? 

A.    Yes,  sir. 

Q.    When   you   bought    this    McCormick   did   you    know 
whether  or  not  there  were  Johnston  or  Wood  machines  on 
sale  in  your  vicinity,  near  where  you  live? 
'^      A.    Yes,  there  were  some. 

Q.  I  hand  you  a  list  and  ask  you  to  look  at  it  and  state 
whether  it  enumerates  the  machines  you  have  in  use  on  your 
farm,  and  the  prices  you  paid  for  them. 

A.    It  does,  yes,  sir. 

Q.    Do  you  use  all  these  machines  in  operating  your  farm? 

A.    Yes,  sir. 

Q.    Do  you  need  them  all? 

A.    Yes,  sir. 

Q.    Will  you  please  read  the  list  into  the  record? 
4      A.     The  list  is  as  follows : 

List  of  Farm  Tools  Used  by  G.  B.  Brophy  on  His  Farm  of 

190  Acres. 

Purchase 
Price. 
Farm  Wagon,  Lansing  $55.00  Gear 

Local  Smith,  Oneida,  N.  Y.  50.00 

Spring  Wagon,  Verona  40.00 

Buggy  or  Surrey,  Local  smith,  Oneida  75.00 
Walking  Plow,  Munsville  11.00 

Syracuse  13.00 

Disc  Harrow,  Johnston,  2nd  hand  15.00 
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Peg  Harrow,  Syracuse,  2nd  hand  7.50 

Corn  Cultivator,  Kraus  35.00 

Grain  Drill,  Empire  85.00 

Grain  Binder,  MeCormick  $100.00  and  old 

Mc.  Bdr.  $125.00 
2  yrs.tinae. 
Corn  Binder,  HcCormick  115.00 

2  Mowing  Machines,  MeCormick  90.00 

Hay  Eake,  MeCormick  21.00 

Hay  Eack — made  by  self 
Manure  Spreader,  Corn  King  100.00 

Cream  Separator,  Dairy  Maid  75.00 

Land  Roller,  Munsville  20.00 

Small  Tools — hoes,  shovels,  wheel- 
barrows, etc.  50.00 


$631.50      $326.00 

Q.  Have  you  obtained  repairs  for  International  machines 
in  the  last  ten  years? 

A.    Some;  yes,  sir. 

Q.    Did  you   obtain   repairs   for   International  machines  q 
prior  to  1902?  ^ 

A.    Yes,  sir. 

Q.    State  the  character  of  the  repair  service  since  1902. 

A.    Very  satisfactory. 

Q.  And  how  did  it  compare  with  the  service  you  had  prior 
to  1902? 

A.  Our  service  prior  to  that,  with  the  machine  we  had, 
was  very  poor. 

Q.  And  the  machine  you  had  before  1902  was  what  ma- 
chine? 

A.    It  was  a  MeCormick.  4 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  Have  you  ever  been  in  the  employ  of  the  International 
Harvester  Company? 

A.    I  have  not. 

Q.  Have  you  ever  been  a  dealer  handling  on  a  commis- 
sion basis  some  of  their  implements? 

A.    No,  sir. 

Q.    Always  have  been  a  farmer? 

A.    Yes,  sir. 
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1  Q.    Did  you  at  one  time  have  a  larger  farm  than  190 
acres  ? 

A.    We  had  a  few  acres;  we  sold  off  a  few  acres. 

Q.    How  many  acres? 

A.    I  should  think  between  7  and  8.  _ 

Q.  Have  you  any  relatives  who  are  in  the  implement  busi- 
ness at  Oneida? 

A.    No,  sir. 

Q.  Now,  taking  your  farm,  please  state  what  your  crops 
are  and  the  number  of  acres  you  have  devoted  to  each  crop. 

A.    I  do  not  know  as  I  can  do  that  without  putting  it  down. 

2  Q.    How  much  small  grain  have  you,  on  an  average? 

A.  My  brother  and  I  have  10  acres  of  peas  for  the  can- 
ning factory. 

Q.    Let  us  start  with  the  small  grain — wheat,  oats. 

A.     I  have  no  wheat  this  year. 

Q.  How  many  acres  of  oats  do  you  have,  on  an  average,  or 
barley  or  rye? 

A.    We  have  this  year  25  acres  of  oats,  I  should  imagine. 

Q.    And  10  acres  of  peas? 

A.    Yes. 

Q.    How  much  hay? 

3  A.    I  could  not  tell  that. 

Mr.  Eemy:    Q.    Do  you  usually  raise  some  wheat? 
A.    We  do  not  make  a  practice  of  raising  wheat  every 
year,  but  we  have  raised  it. 

(The  hearing  was  here  adjourned  until  the  morning  of 
Wednesday,  June  4,  1913,  at  10:00  o'clock.) 
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1 

Eoom  309,  Federal  Building,  Pittsburgh,  Pa., 
Wednesday,  June  4,  1913,  10 :00  A.  M. 

The  hearing  was  resumed  before  the  Special  Examiner, 
Robert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special  Assistant  to  the  Attorney  General,  and  Jo-  2 
seph  E.  Darling,  Esq. 

On  behalf  of  the  defendants :  Edgar  A.  Bancroft,  Esq., 
Victor  A.  Eemy,  Esq.,  and  F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 


W.  H.  HUNTER,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

3 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Where  do  you  live,  Mr,  Hunter? 

A.    Mechanicsburg,  Ohio. 

Q.    What  is  your  business? 

A.    Hardware  and  implements. 

Q.  How  long  have  you  been  engaged  in  the  hardware  and 
implement  business  there? 

A.    About  20  years. 

Q.  What  is  the  amount  of  your  annual  business,  in  all 
lines?  4 

A.    An  average  of  about  $35,000. 

Q.  How  much  of  that  is  in  agricultural  implements,  vehi- 
cles, and  twine  ? 

A.    I  suppose  about  $12,000. 

Q.  And  how  much  of  that  is  in  International  Harvester 
Company  goods? 

A,    From  $1,500  to  $2,000. 

Q.    What  lines  of  harvesting  machmery  do  you  sell? 

A.    The  Deering. 

Q.    And  the  Deering  twine? 

A.     And  the  Deering  twine. 
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1  Q.    How  long  have  you  handled  the  Deering  binder  and 
mower? 

A.    About  15  years. 

Q.  What  other  binders  and  mowers  are  handled  in  your 
town? 

A.  The  McCormick,  the  Osborne,  and  the  Johnston,  and 
I  might  say  the  Walter  A.  Wood.  The  Walter  A.  Wood  peo- 
ple have  an  agent  who  lives  about  sir  miles  from  my  town. 

Q.    What  town? 

A.  Near  Catawba,  and  the  Johnston  people  have  an  agent 
at  Irwin,  Ohio,  the  Irwin  Hardware  Company,  that  is  five 

2  miles  from  my  town.    The  Walter  A.  Wood  Company  is  at 
Catawba,  too. 

Q.     And  also  at  Irwin? 

A.     The  Johnston  is  at  Irwin. 

Q.  You  handle  a  general  line  of  agricultural  implements, 
do  you? 

A.    Yes,  sir. 

Q.  Machines  and  implements  made  by  other  manufactur- 
ers than  the  International  Harvester  Company? 

A.    Yes,  sir. 
g      Q.    What  has  been  the  general  course  of  prices  in  the  har- 
vesting machinery  which  you  handle  as  compared  with,  the 
course  of  prices  in  other  agricultural  implements,  in  the  last 
15  years  ? 

A.    There  has  been  some  advance  in  all  lines. 

Q.  How  is  the  advance  in  the  harvesting  line  as  compared 
with  the  advance  in  other  agricultural  implements? 

A.    About  the  same. 

Q.    How  is  it  as  to  wagons? 

A.    There  has  been  a  greater  advance  on  wagons,  I  think, 
than  most  any  other  kind  of  tools. 
4      Q.    Have  you  noticed  any  improvements  in  the  Deering 
binders  since  you  have  been  handling  ttiem,  say  in  the  last  10 
years? 

A.  Yes,  there  is  some  improvement.  They  are  a  better 
binder  than  they  were  ten  years  ago. 

Q.    What  are  the  improvements  you  have  noticed? 

A.  Ten  years  ago  they  had  a  folding  platform  machine; 
they  now  have  a  solid  platform  machine,  which  is  much  better. 
There  are  quite  a  few  minor  improvements;  I  don't  know 
just  what  they  are. 

Q.  Who  fixes  the  prices  on  the  machines  of  International 
make  which  you  sell? 
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A.    My  selling  price?  1 

Q.    Yes;  who  fixes  the  retail  price? 

A.    I  do. 

Q.  Any  difference  in  the  matter  of  fixing  prices  on  Inter- 
national machines  than  on  any  other  that  you  handle? 

A.     No  difference. 

Q.    You  fix  them  all? 

A.    Yes,  sir. 

Q.  Has  the  International  ever  tried  to  control  your  retail 
price  or  to  fix  it? 

A.    They  never  have. 

Q.    Has  the  International  ever  tried  to  coerce  you  into  2 
buying  other  lines  of  its  manufacture  as  a  condition  to  your 
handling  the  Deering  line  of  harvesters? 

A.    They  never  did. 

Q.    Could  they  if  they  tried? 

A.    They  could  not. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Hunter,  how  many  dealers  are  there  in  Mechanics- 
burg?  3 

A.    Three. 

Q.  Does  one  of  the  other  dealers  carry  the  McCormick 
lines  ? 

A.    Yes,  sir. 

Q.    And  the  third  dealer  carries  the  Osborne  lines  ? 

A.  He  carries  the  Osborne  line  and  the  Johnston  line. 
This  other  dealer  also  has  (I  did  not  mention  that)  the 
Thomas  line ;  he  sells  some  of  the  Thomas  mowers. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.     Well,  I  don't  know;  they  are  all  about  the  same.  "* 

Q.  I  don't  know  that  you  understand  what  I  mean.  What 
types  of  binders  are  sold  mostly  in  your  vicinity  and  terri- 
tory— the  McCormick  and  the  Deering? 

A.    The  McCormick  and  the  Deering. 

Q.  So  that  the  bulk  of  the  business  is  in  the  International 
lines? 

A.  Yes,  it  is.  The  McCormick  dealer  and  myself  are  the 
old  dealers  in  Mechanicsburg.  The  other  dealer  is  a  newer 
dealer;  he  does  not  do  as  much  business  as  we  do. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 
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1       A.  I  could  hardly  say  that ;  I  do  not  know. 

Q.  80  per  cent.? 

A.  Perhaps  80  per  cent. 


T.  C.  McCORMICK,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Wliere  do  you  live,  Mr.  McCormick? 

A.     Kings  Ferry,  New  York. 

Q.     What  is  your  business? 

A.     Machine  business  and  hardware. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.    24  years. 

Q.    What  is  the  amount  of  your  annual  business? 

A.    $10,000  or  $11,000  a  year. 

Q.  And  how  much  of  that  is  in  farm  implements  and 
twine? 

A.    About  $4,000. 

Q.    And  of  that  how  much  is  in  International  goods? 

A.  Most  of  it  is  in  International,  about  $3,000  to  $4,000; 
$3,500 ;  or  something  like  that. 

Q.    Of  International  goods? 

A.    Yes. 

Q.'    Of  all  kinds. 

A.    Yes. 

Q.    What  lines  of  harvesting  machinery  do  you  handle? 

A.  I  sell  the  McCormick,  the  Walter  A.  Wood,  the  John- 
ston, the  Adriance-Platt,  and  the  John  Deere — the  Dain 
mower. 

Q.    The  Dain  mower,  sold  by  John  Deere? 

A.    Yes,  sold  by  John  Deere. 

Q.    You  have  pretty  near  all  of  them,  then? 

A.     I  have  quite  a  number  of  them. 

Q.    How  long  have  you  been  handling  these  various  lines? 

A.  The  Walter  A.  Wood,  I  think  I  have  handled  10  or  11 
years;  I  do  not  know  just  exactly;  and  the  Adriance  about 
the  same,  and  the  Johnston  about  the  same,  and  the  Dain 
(John  Deere)  this  year. 

Q.  You  handle  all  these  goods  in  order  to  meet  the  wishes 
of  your  farmer  customers,  do  you? 
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A.     I  do,  yes,  sir. 

Q.  And  you  have  no  trouble  in  getting  such  machines  to 
sell  as  you  desire  to  sell,  have  you? 

A.    No,  sir ;  no  trouble  at  all. 

Q.  Has  the  International  ever  intimated  to  you,  or  threat- 
ened you,  that  you  could  not  handle  the  McCormick  line  if 
you  handled  any  of  these  others  ? 

A.    No,  sir. 

Q.  What  would  be  the  effect  if  it  did  try  to  make  you 
throw  out  these  competitive  lines,  or  any  of  them? 

A.  I  would  drop  their  line  just  as  quick  as  I  would  any 
other. 

Q.  What  other  lines  in  agricultural  implements  do  you 
handle  besides  the  International? 

A.  The  Milburn  wagon,  the  Capital  wagon;  that  is,  this 
season  I  have  got  the  Milburn  and  the  Capital. 

Q.    And  in  manure  spreaders? 

A.    The  John  Deere. 

Q.    In  gasoline  engines? 

A.     The  Waterloo. 

Q.    What  cultivators? 

A.  The  Childs,  Utica;  and  one  made  in  Ohio — Kraus,  I 
think,  or  Kraus  Junior,  I  think  it  is. 

Q.    What  lines  of  rakes? 

A.    The  McCormick  and  the  Walter  A.  Wood. 

Q.    What  planters? 

A.    The  Eureka  planter. 

Q.    What  drills? 

A.    The  Superior,  Farmers'  Favorite,  and  the  Empire. 

Q.  How  has  the  course  of  prices  of  the  binders  and  mow- 
ers been  in  the  last  10  or  15  years  compared  with  the  course 
of  prices  in  other  farm  implements?  Which  have  advanced 
the  more? 

A.    I  think  the  wagons  have  advanced  the  most. 

Q.    And  after  them  what? 

A.    The  binders  have  advanced  a  little. 

Q.  How  are  the  binders  as  compared  with  plows  and  cul- 
tivators? 

A.  Cultivators  have  advanced  but  a  very  little ;  and  plows 
have  advanced  some. 

Q.  Who  fixes  the  price  at  which  you  sell  International 
goods? 

A.    I  do,  myself. 

Q.    Has  the  International  ever  tried  to  fix  those  prices? 

A.    No,  sir. 
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Q.     Or  interfered  with  them  in  any  way? 

A.    No,  sir. 

Q.  Do  you  notice  any  improvement  in  service  or  ma- 
chines, in  the  last  10  years,  of  International  make? 

A,    Yes,  sir. 

Q.  As  much  as  or  more  than  in  any  other  lines  of  ma- 
chines that  you  handle  ? 

A.  I  think  they  have  got  more  maybe  than  the  Walter  A, 
Wood  or  the  Johnston  has,  on  their  mowers;  and  also  on 
their  binders. 

Q.  Is  there  any  farm  implement  that  you  handle  of  a 
staple  character  and  which  has  been  in  use  for  20  years  or 
more,  that  has  improved  more  in  the  last  10  years  than  the 
International  binders  and  mowers? 

A.     No,  there  is  not. 


^1 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  McCormick,  you  say  that  $3,500  out  of  $4,000  of 
your  implement  business  is  with  the  International? 

A.     Along  in  there ;  yes,  sir. 

Q.  So  that  about  7/8ths  of  your  business  is  with  the  In- 
ternational? 

A.     Yes,  something  like  that. 

Q.    How  many  Wood  binders  did  you  sell  in  1912? 

A.     Not  any. 

Q.    How  many  Wood  mowers  did  you  sell? 

A.    One. 

Q.  How  many  Adriance-Platt  binders  did  you  sell  in 
1912? 

A.     Not  any. 

Q.     How  many  Adriance-Platt  mowers? 

A.     One. 

Q.    How  many  Johnston  binders  in  1912? 

A.     Not  any  binders. 

Q.    How  many  Johnston  mowers? 

A.    Just  one  mower  last  year. 

Q.    How  many  John  Deere  binders  did  you  sell  in  1912? 

A.     Did  not  sell  any. 

Mr.  Bancroft :  You  did  not  have  the  contract  last  year,  as 
I  understand  you? 

The  Witness :    No,  I  did  not  have  the  contract  last  year. 

Q.     You  have  taken  on  the  contract  this  year? 

A.    This  year. 


T.  C.  McCormick,  Cross-Examination.  97 

Q.    How  many  Dain  mowers  did  you  sell  last  year?  1 

A.    Not  any. 

Q.    How  many  McCormick  binders  did  you  sell  last  year? 

A.    16  or  17,  I  think;  I  think  ahout  17. 

Q.  You  are  not  a  very  live  agent  for  the  Adriance-Platt 
or  the  Johnston  or  the  Wood,  are  you? 

A.    I  let  the  farmers  pick  out  themselves  what  they  want. 

Q.  Why  do  you  carry  those  lines  and  say  you  are  the 
agent,  when  you  do  not  sell  any? 

A.     To  satisfy  the  farmers,  if  they  want  them. 

Q.    In  1911  how  many  Johnston  binders  did  you  sell? 

A.    Not  any.  2 

Q.    How  many  Adriance-Platt? 

A.    Not  any. 

Q.    How  many  Wood? 

A.  Not  any  binders.  I  sold  mowers  most — every  year  a 
few. 

Q.    One  or  two? 

A.    Yes,  something  like  that. 

Q.    How  many  McCormick  mowers  did  you  sell  in  1912? 

A.    I  think  it  was  seven ;  I  would  not  say  positively. 

Q.    Does  the  International  hold  any  of  your  notes?  o 

A.    Nothing  only  what  they  take  on  contract. 

Q.    The  International  does  hold  some  of  your  notes,  then? 

A.    Yes,  sir. 

Q.    When  did  you  give  these  notes? 

A.    In  settlement  for  some  wagons. 

Q.    Last  fall? 

A.    This  spring — this  winter. 

Q.  Is  this  the  first  time  the  International  has  held  any  of 
your  notes? 

A.    No,  sir. 

Q.    They  generally  hold  some  of  your  notes?  4 

A.     Some  of  my  notes  on  contract ;  they  are  not  due  yet. 

Q.  Is  the  fact  that  the  International  holds  your  notes  one 
of  the  reasons  that  you  push  these  McCormick  lines  and  do 
not  sell  any  of  the  Johnston,  the  Adriance,  or  the  Wood 
binders  ? 

A.    No,  sir. 

Q.    How  many  dealers  are  there  in  Kings  Ferry? 

A.    Two. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.     The  Osborne  and  the  Emerson. 

Q.  He  does  not  sell  any  Emerson  binders?  You  mean 
Emerson  mowers? 
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A.  I  do  not  know  whether  they  make  a  binder  or  not. 
They  have  just  got  their  line  in  this  spring. 

Q.    He  has  not  sold  any  in  the  past,  then? 

A.     This  is  the  first  year. 

Q.  Then,  practically  all  the  binders  that  are  sold  in  your 
territory  are  International? 

A.     Yes,  in  my  territory. 

Q.     95  per  cent,  would  be  International? 

A.     I  think  so;  from  90  to  95  per  cent. 

Q.    What  per  cent,  of  the  mowers  would  be  International? 

A.     I  don't  know  what  the  Osborne  sells  in  my  territory. 

Q.     The  Osborne  is  International,  you  imderstand. 

A.  Yes.  But  I  do  not  know  how  much  they  sell.  It 
might  be  60  or  70  per  cent.,  anyway — not  more,  in  mowers. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    About  half. 

Q.    Do  you  handle  International  spreaders? 

A.    I  do. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    About  even. 

Q.    That  is,  half  of  it? 

A.    Yes. 

Q.  Are  you  related  to  a  defendant  in  this  suit  named 
Cyrus  H.  McCormick? 

A.    No,  sir. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.  The  sale  of  binders  which  you  make  is  determined  by 
the  choice  of  the  farmers,  isn't  it? 

A.     Yes,  sir. 

Q.  Do  you  deal  as  fairly  and  as  squarely  with  the 
Adriance-Platt  and  the  Johnston  lines  as  you  do  with  the 
McCormick  line? 

A.    Yes,  sir,  I  do. 

Q.  And  you  would  be  glad  to  sell  these  other  lines  if  you 
could  sell  them,  and  you  do  sell  them  when  you  can? 

A.     When  the  farmer  wants  them  I  sell  them. 

Q.    And  that  is  what  you  have  them  in  your  place  for! 

A.     That  is  what  I  have  them  in  my  place  for. 

Q.     And  for  no  other  purpose? 

A.    And  for  no  other  purpose. 
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Q.    And  that  is  tlie  same  reason  vou  have  the  McCormick  1 
there? 

A.    The  same  reason. 

Q.  Is  there  any  reason  within  your  knowledge  for  the 
large  per  cent,  of  business  that  is  done  in  the  McCormick  or 
International  lines,  which  you  have  referred  to,  except  the 
preference  of  the  farmer  for  their  machines  and  their  service! 

A.    Nothing.     The  farmer  wants  that  machine. 

Re-cross  Examination  by  Mr.  Grosvenor. 

.2 

Q.    How  long  is  it  since  you  have  sold  a  Johnston  binder! 

A.    I  think  it  is  three  years  ago  this  summer. 

Q.  How  many  years  is  it  since  you  have  sold  an  Adriance 
binder? 

A.    Two  years  ago  this  summer  I  sold  the  Johnston. 

Q.    How  many  years  is  it  since  you  sold  an  Adriance? 

A.    I  think  three  or  four — four. 

Q.  How  many  years  is  it  since  you  have  sold  a  Wood 
binder? 

A.  I  think  it  is  three  or  four  years ;  I  could  not  say  exactly 
as  to  the  year.  3 


J.  0.  GOODING,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.  You  live  at  Lewis  Center,  Ohio,  Mr.  Gooding? 

A.  Yes,  sir. 

Q.  How  long  have  you  lived  there  ? 

A.  About  all  my  life. 

Q.  You  are  in  the  grain  and  implement  business  there,  are 
you? 

A.  Yes. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.  18  years. 

Q.  What  is  the  total  amount  of  your  annual  business? 

A.  It  runs  from  $50,000  to  $70,000 ;  I  suppose  an  average 
of  $55,000  or  $60,000. 

Q.  And  how  much  of  that  is  in  farm  implements,  vehicles, 

and  twine? 
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A.    About  $5,000,  I  think. 

Q.  And  of  that  what  portion  or  amount  is  in  International 
goods? 

A.    In  International  goods,  I  would  think  $2,000  to  $2,500. 

Q.  What  line  or  lines  of  harvesting  machinery  do  you 
handle? 

A.    I  am  handling  the  Champion  line. 

Q.    What  binder  twine? 

A.  I  handle  some  International  twine,  and  I  handle  some 
Plymouth  twine. 

Q.    Do  you  handle  a  general  line  of  farm  tools? 

A.    Pretty  complete  line;  yes,  sir. 

Q.    What  lines  other  than  International  do  you  deal  in! 

A.     You  mean — 

Q.  In  farm  implements;  all  kinds  that  the  International 
makes. 

A.  In  wagons  we  handle  the  Troy  and  the  Lansing;  we 
handle  Oliver  plows  and  Gale  plows;  Brown-Manly  cultiva- 
tors; Gale  cultivators;  in  harrows  we  handle  the  Brown- 
Manly. 

Q.    What  discs? 

A.    I  have  been  handling  the  McCormiek  disc. 

Q.    What  corn  planters  and  drills? 

A.    I  handle  the  Gale  planter  now  entirely. 

Q.     What  drills  and  seeders? 

A;     The  Superior,  principally. 

Q.    What  seeders? 

A.  We  handle  some  National  hand  seeders;  I  don't  know 
where  they  are  made. 

Q.  Who  fixes  the  retail  prices  on  your  goods.  International 
and  others? 

A.    I  do. 

Q.  Any  difference  in  the  matter  of  retail  prices  in  Inter- 
national goods  and  others,  as  to  who  fixes  them? 

A.    No. 

Q.  Has  the  International  ever  tried  to  fix  the  retail  price 
for  you  on  its  goods  ? 

A.    No,  sir. 

Q.  Has  the  International  ever  tried  to  control  the  amount 
of  goods  or  character  of  goods  you  should  buy  from  its  com- 
petitors ? 

A.     No,  sir. 

Q.  Or  to  force  you  to  buy  from  it  other  of  its  lines  as  a 
condition  to  your  handling  the  McCormiek  binder  line? 

A.    No. 
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Q.    Could  it  if  it  tried? 

A.    No,  sir. 

Q.  How  is  the  service  in  the  matter  of  repairs  and  help, 
in  the  last  ten  years? 

A.    It  has  been  very  good. 

Q.  Ever  any  better  while  you  have  been  in  business  than 
it  has  been  in  the  last  ten  years? 

A.    No ;  no,  it  is  kept  up. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Lewis  Center? 

A.    I  am  the  only  one.    It  is  a  small  town. 

Q.  And  the  only  harvesting  implements  you  handle  are 
those  of  the  International? 

A.    The  only  binders  and  mowers  that  I  handle,  yes. 

Q.  And  nearly  one-half  of  your  business  in  implements  is 
with  the  International? 

A.  Well,  along  toward  one-half;  I  do  not  think  it  is  one- 
half;  I  think  perhaps  it  is  40  or  45  per  cent. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.  In  my  territory,  the  McCormick,  the  Champion,  and 
the  Deering,  the  Adriance,  and  the  Walter  A.  Wood;  those 
are  about  the  binders  that  are  sold. 

Q.  What  per  cent,  of  the  business  is  in  the  International 
lines  ? 

A.  I  would  say  85  to  90  per  cent,  of  the  binders  and  per- 
haps 75  per  cent,  of  the  mowers  are  International. 

Q.    Do  you  handle  International  spreaders? 

A.    Yes. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    In  the  territory  I  cover  I  would  say  50  to  60  per  cent. 

Q.  What  per  cent,  of  the  twine  is  International,  in  the 
same  territory? 

A.    About  50  per  cent. 

Q.    Are  any  corn  binders  sold  around  there? 

A.    Very  few. 

Q.    Are  there  many  sulky  hay  rakes? 

A.    Yes,  quite  a  good  many. 

Q.    Do  you  handle  the  International  sulky  rakes? 

A.    Yes,  principally. 
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1      Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.  I  would  think  75  per  cent. 

Q.  Do  you  sell  tedders  there? 

A.  Yes. 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  65  or  75  per  cent. 

E.  D.  HALSTEAD,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bemy. 

Q.  Your  name  is  E.  D.  Halstead? 

A.  Yes,  sir. 

Q.  And  you  farm  near  Savannah,  New  York? 

A.  Nearly  all  my  lifetime. 

Q.  Where  is  Savannah,  in  what  part  of  the  state? 

A.  It  is  up  in  the  north  central  part  of  the  state. 

Q.  You  are  farming  there? 

3  A.  Yes,  sir. 

Q.    And  do  you  run  a  farm  with  your  father? 
A.     Yes,  sir. 

Q.    How  large  is  the  farm? 
A.     163  acres. 

Q.    How  much  of  that  farm  is  under  cultivation? 
A.     Between  140  and  145  acres. 

Mr.  Grosvenor:  Are  you  near  Syracuse,  or  near  Water- 
town? 

The  Witness :    I  am  35  miles  west  of  Syracuse. 

Q.    Does  the  list  I  hand  you  correctly  state  the  implements 

4  you  have  on  that  farm  and  the  prices  you  paid  for  them? 

A.    Yes,  sir,  it  does. 

Q.  Do  you  use  on  your  farm  all  the  implements  that  you 
have  listed  here? 

A.    I  do;  yes,  sir. 

Q.  Do  you  need  them  for  the  proper  operation  of  your 
farm? 

A.    Yes,  sir. 

Q.    What  kind  of  crops  do  you  raise? 

A.  Barley,  oats,  corn,  wheat,  hay,  tobacco,  potatoes;  that 
is  about  the  average. 

Q.     Is  the  character  of  crops  you  raise  on  your  farm  simi- 
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lar  to  the  crops  raised  on  farms  in  your  neighborhood? 
A.    Yes,  sir. 

Q.    Please  read  this  list  into  the  record. 
A.    The  list  is  as  follows: 

List  of  Farm  Tools  Used  by  E.  D.  Halstead,  Savannah,  N.  Y., 
On  His  Farm  of  163  Acres  (140  under  cultivation). 


Purchase 

Price 

2  Farm  Wagons,  Bettendorf 

$62.50 

Eemer 

70.00 

1  Surrey,  Flint 

115.00 

Syracuse 

3  Walking  Plows,  2  Munnsville, 

38.00 

1  Sulky  Plow,  Syracuse 

50.00 

1  Peg  Harrow,  Syracuse 

12.00 

2  Corn  Cultivators,  Kraus 

50.00 

1  Grain  Drill,  Empire 

90.00 

1  Grain  Binder,  Osborne 

$115.00 

1  Corn  Binder,  Deering 

120.00 

1  Mowing  Machine,  Deering 

45.00 

1  Hay  Eake,  McCormick 

23.00 

1  Tedder,  Thomas 

38.00 

1  Hay  Eack,  Home-made 

12.00 

1  Manure  Spreader,  I.  H.  C.  Clover  Leaf 

120.00 

1  Corn  Sheller,  Seneca  Falls 

10.00 

1  Land  EoUer,  Ohio 

25.00 

Small  Tools — hoes,  shovels. 

wheelbarrows,  etc. 

50.00 

Q.  You  have  International  harvesting  machines  on  your 
farm? 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  during  the  last  10  years  to 
have  repair  or  expert  service  for  these  machines? 

A.    Yes,  sir. 

Q.  State  whether  or  not  the  repair  service  has  been 
prompt. 

A.    Always  very  prompt. 

Q.    It  has  been  efficient? 

A.    Certainly. 

Q.    Has  it  cost  you  anything? 

A.    Not  a  cent. 

Q.    Were  you  farming  before  1902? 

A.    Yes,  sir. 
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1  Q.    And  used  harvesting  machines? 
A.     Yes,  sir. 

Q.  How  does  the  repair  service  that  you  have  received 
since  1902  compare  with  the  repair  service  you  received 
before  1902? 

A.    It  compares  better. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    You  buy  your  repairs  from  the  dealer,  don't  you? 

2  A.    Yes,  sir. 

Q.    Just  as  you  buy  a  machine  from  him? 
A.    I  buy  my  repairs  from  the  dealer,  you  say? 
Q.    Yes. 

A.    I  generally  go  for  my  repairs  to  Auburn,  at  head- 
quarters. 
Q.    The  Auburn  headquarters? 
A.    Yes. 

Q.    How  near  are  you  to  the  Auburn  headquarters? 
A.    I  am  18  miles. 
Q.    Do  most  of  the  farmers  in  your  territory  have  manure 

3  spreaders? 

A.    But  very  few  of  them. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    Do  you  know  from  your  observation  as  to  whether  or 

not  the  manure  spreader  is  coming  more  into  use  each  year? 

A.  It  certainly  is. 

Q.     Is  it  or  is  it  not? 

A.     It  is. 
4 

•T.  E.  HOTT,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  J.  R.  Hott? 

A.  Yes,  sir. 

Q.  And  you  are  farming  at  Ashville,  Ohio? 

A.  Yes,  sir. 

Q.  How  many  acres  of  land  do  you  farm? 
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A.    About  200.  I 

Q.    How  long  have  you  been  farming  there  1 

A.    30  years. 

Q.    What  are  the  principal  crops  you  raise? 

A.     Corn  and  wheat  and  clover. 

Q.    What  binders  and  mowers  have  you  got  on  your  farm  I 

A.    McCormick. 

Q.  When  did  you  purchase  the  McCormick  binder  you  are 
now  using? 

A.    In  1906, 1  think. 

Q.    What  binder  did  you  have  before  that? 

A.    The  McCormick.  2 

Q.     When  did  you  buy  that? 

A.     I  think  it  was  in  1894  or  1895. 

Q.  Have  you  noticed  any  change  in  the  McCormick  binder 
you  bought  in  1905  from  the  binder  you  bought  in  1894  or 
1895? 

A.    Yes,  sir. 

Q:  State  wrhether  or  not  that  change  was  an  improve- 
ment. 

A.     Certainly. 

Q.  And  as  to  the  working  of  the  machine,  which  works  the 
better — the  first  or  the  second  binder?  " 

A.     The  second  one. 

Q.    In  what  way? 

A.  Well,  there  are  a  few  improvements  over  the  old 
binder,  of  course. 

Q.    How  about  the  side  draft? 

A.    There  is  no  side  draft  at  all  on  the  new  machine. 

Q.  Will  you  please  examine  this  list  and  state  whether 
it  is  a  correct  list  of  the  implements  you  have  on  your  farm? 

A.    Yes,  sir. 

Q.    I  notice  that  you  have  no  sulky  hay  rakes.    What  do  ^ 
you  use  instead  of  the  regular  sulky  hay  rake? 

A.    I  use  the  wooden  revolving  rake. 

Q.    Do  you  need  all  of  these  implements  on  your  farm? 

A.    Yes,  sir. 

Q.    And  you  use  them  in  the  operation  of  it? 

A.    Yes,  sir. 

Q.    Please  read  the  list  into  the  record. 

A.    The  list  is  as  follows : 
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1  List  of  Farm  Tools  Used  by  J.  E.  Hott,  Ashville,  0.,  B.  D.  4, 

On  His  Farm  of  200  Acres. 

Purchase 
Price 

2  Farm  Wagons,  1  Troy  $65.00 

1  Studebaker  65.00 

3  Buggies  and  1  Surrey,  1  Troy  130.00 

3  Colonial  at  $120  360.00 

3  Walking  Plows,  1  Dayton,  Aughe  18.00 

2  Oliver  at  $17  34.00 
1  Sulky  Plow,  Oliver  35.00 

2  1  Disc  Harrow,  International  (Deering)  45.00 

1  Corn  Planter,  Gale  50.00 

2  Corn  Cultivators,  John  Deere,  at  $16  32.00 
2  Grain  Drills,  1  Superior  85.00 

1  Empire  90.00 

1  Grain  Binder,  McCormick,  8-ft.  150.00    $150.00 

1  Mowing  Machine,  McCormick,  6-ft.  45.00       45.00 

1  Eevolving  Eake  4.00 
1  Manure  Spreader,  International 

(Corn  King)  120.00 

3  1  Feed  Grinder,  Star  Mill  25.00 
1  Cream  Separator,  DeLaval  75.00 
1  Corn  Sheller,  Hocking  Valley  7.00 
1  Land  EoUer  (don't  know  make)  25.00 
Small  Tools — hoes,  shovels, 

wheelbarrows,  etc.  50.00 

(Buy  good  many  of  each  kind) 

Q.    Is   the  character  of  crops  you  raise   on  your  farm 
similar  to  the  character  of  the  crops  raised  on  farms  in  your 
neighborhood? 
.       A.    Yes,  sir. 

"*      Q.     State  whether  or  not  many  of  your  neighbors  have 
revolving  rakes  instead  of  sulky  hay  rakes. 

A.     Some  use  the  sulky  and  some  use  the  revolving  rakes. 

Q.    And  about  what  is  the  proportion?    About  the  same 
number  use  one  as  use  the  other? 

A.    I  should  judge  so,  yes. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Hott,  you  have  been  a  farmer  for  30  years? 
A.     Yes,  sir. 
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Q.     When  did  you  use  your  first  binder? 

A.  When  I  was  large  enough  to  sit  on  one  and  drive  it, 
I  guess. 

Q.    That  was  about  30  years  ago? 

A.    Well,  before  that  time,  I  guess. 

Q.  There  have  been  a  great  many  improvements  in  the 
entire  period  during  which  you  have  known  of  binders  I 

A.    Yes,  sir. 

Q.  And  lots  of  improvements  were  made  before  the  In- 
ternational Harvester  Company  was  organized,  10  years 
ago;  is  not  that  the  fact? 

A.     I  should  judge  so ;  yes,  sir. 

Q.  Do  all  the  farmers  in  your  territory  have  manure 
spreaders? 

A.    Nearly  all ;  yes,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  State  what  the  fact  is  as  to  whether  or  not  the  manure 
spreader  is,  comparatively  speaking,  a  new  implement  in  use 
on  farms. 

A.    No,  sir. 

Q.    Not  in  your  country? 

A.    No,  sir. 

Q.  State  whether  or  not  it  is  being  used  more  each  year 
in  your  neighborhood. 

A.    Yes,  sir;  more  each  year. 

Q.  About  when  did  the  manure  spreader  come  into  general 
use  on  the  farms  in  your  part  of  the  country? 

A.    It  has  been  in  general  use  there  for  several  years. 

Q.    What  do  you  mean  by  "several"? 

A.     Oh,  10  or  12  years,  I  judge. 


JONAS  M.  NEUHAUSEE,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Mr.  Neuhauser,  where  do  you  live? 

A.  I  live  in  Bird-in-Hand,  Lancaster  County,  Pennsyl- 
vania. . 

Q.  You  are  engaged  in  the  agricultural  implement  busi- 
ness there? 
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1  A.    Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.    About  18  years. 

Q.    What  is  the  amount  of  your  business  annually? 

A.    I  presume  it  would  average  from  $70,000  to  $75,000. 

Q.  How  much  of  that  is  in  farm  implements,  vehicles,  and 
twine  ? 

A.  I  have  never  divided  our  business;  I  would  have  to 
guess  on  that.    It  might  be  25  per  cent. 

Q.     What  proportion  of  your  business  in  agricultural  im- 

2  plements,  vehicles  and  twine  is  in  International  Harvester 
goods  ? 

A.  If  I  remember,  our  account  in  1912  was  along  about 
$3,000  or  $4,000. 

Q.     What  lines  do  you  handle  in  harvesting  implements? 

A.  We  handle  the  Deering.  You  are  referring  to  this 
year  now,  are  you? 

Q.    Yes. 

A.     The  Deering  line. 

Q.    What  lines  have  you  at  any  time  handled,  in  the  last 
ten  years? 
«*      A.    We  did  handle  the  Walter  A.  Wood. 

Q.    When?    For  how  long? 

A.    About  seven  years. 

Q.     Between  what  years  ? 

A.  We  handled  the  Walter  A.  Wood  exclusively  from — 
what  year  was  the  International  formed? 

Q.     1902. 

A.  From  about  1905,  I  think,  we  handled  the  Wood  exclu- 
sively for  several  years. 

Q.    And  did  you  at  any  time  handle  the  Deering  and  the 
^  Wood  together? 

A.    Yes,  we  did;  in  the  last  two  years. 

Q.     The  last  two  years? 

A.    Yes,  sir. 

Q.    How  large  a  place  is  Bird-in-Hand? 

A.    It  is  just  a  small  country  village ;  we  have  about  250. 

Q.  What  twine  have  you  handled  during  the  past  ten 
years,  and  what  do  you  handle  now? 

A.    We  handle  the  Fitler  twine. 

Q.  What  other  harvesting  implements  are  sold  in  competi- 
tion with  you,  that  are  made  by  other  companies  than  the 
International? 

A.    You  mean  binders  and  mowers? 
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Q.    Binders  and  mowers.  i 

A.    Well,  there  are  not  many  sold;  there  are- a  few  Adri- 
ance-Platt  and  a  very  few  Johnston. 

Q.    Where  are  they  offered  for  sale? 

A.     The  Adriance-Platt  is  at  New  Holland. 

Q.     How  far  is  that  from  your  town? 

A.    Eight  miles. 

Q.    And  where  is  the  Johnston  offered  for  sale? 

A.  There  is  no  Johnston  agent  in  the  neighborhood,  that 
I  know  of.    Their  traveling  man  has  been  selling  a  few. 

Q.  Your  territory  is,  then,  canvassed  for  these  other  com- 
petitive harvesting  lines?  2 

A.    Yes,  sir. 

Q.    And  has  been  during  the  past  ten  years? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments? 

A.    Yes,  sir. 

Q.    Besides  those  made  by  the  International? 

A.    Yes,  sir. 

Q.    And  in  competition  with  International  goods? 

A.    Yes,  sir.  o 

Q.  What  are  the  principal  lines,  other  than  International, 
which  you  handle?    For  example,  what  wagons  do  you  handle? 

A.    We  handle  the  Columbia  wagon. 

Q.    Only? 

A.    Only,  yes,  sir. 

Q.    And  what  manure  spreaders? 

A.  We  handle  the  New  Idea,  the  Rude,  the  Great  Western, 
and  the  International. 

Q.    What  cream  separators? 

A.    We  handle  the  Sharpies. 

Q.    What  cultivators?  4 

A.  The  Hench  &  Dromgold,  and  the  Farquhar,  and  the 
Iron  Age. 

Q.    What  engines? 

A.  We  handle  the  Chore  Boy,  manufactured  by  the  Asso- 
ciated Manufacturers  Company,  the  Stover,  the  Domestic,  and 
the  International. 

Q.    What  rakes? 

A.    We  have  been  handling  the  Wood  and  the  Deering. 

Q.    What  harrows? 

A.  We  handle  the  Hench  &  Dromgold  and  the  Interna- 
tional. 

Q,    What  discs? 
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1  A.     The  Deering  and  the  Imperial. 

Q.  What  has  the  course  of  prices  in  binders  and  mowers 
been  as  compared  with  the  course  of  prices  in  other  farm 
implements  in  the  past  10  or  12  years? 

A.  The  binders  and  mowers  have  not  advanced  as  much 
as  the  other  lines ;  they  have  advanced  some ;  there  has  been 
some  little  variation. 

Q.  How  are  the  improvements  in  the  binders  and  mowers 
you  have  handled  of  the  International  line  compared  with 
improvements  in  any  other  and  all  other  farm  implements? 
Have  they  been  as  great,  or  greater,  or  less? 

2  A.     They  are  just  as  great. 

Q.  Who  fixes  the  prices  at  which  you  have  been  selling, 
during  these  years,  the  International  goods? 

A.    We  do  ourselves. 

Q.  Has  any  attempt  been  made  to  fix  those  prices  for  you 
by  the  International  or  anybody  else? 

A.     No,  sir. 

Q.     Any  attempt  to  control  or  coerce  you  in  the  amount  of 
your  purchases  of  International  goods,  or  of  any  other  goods, 
by  International  people? 
o      A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    You  are  the  only  dealer  in  Bird-in-Hand,  are  you? 

A.    Yes,  sir. 

Q.  Are  the  leading  types  of  binders  and  mowers  in  your 
territory  those  of  International  make? 

A.    Yes,  they  are. 

Q.    Most  of  the  business  is  in  those  lines? 
.       A.     In  the  harvesting  machine  line,  yes. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International,  that  is,  Deering,  McCormick,  Osborne, 
Piano,  Champion,  and  Milwaukee? 

A.    There  are  very  few  others  sold. 

Q.    It  would  be  90  to  95  per  cent.  International? 

A.    In  the  last  year  or  two. 

Q.    It  would  be  95  per  cent.  International? 

A.    I  suppose  so,  yes. 

Q.    What  per  cent,  of  the  mowers  have  been  International? 

A.     I  presume  it  would  be  the  same. 

Q.    95  per  cent? 

A.    Yes. 
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Q.    What  per  cent,  of  the  sulky  hay  rakes  are  Interna-  1 
tional? 

A.  Well,  not  as  great  a  percentage.  There  are  more  dif- 
ferent hay  rakes,  I  think,  on  the  territory  than  there  are  in 
the  harvesting  machine  line.  I  do  not  think  the  per  cent. 
would  be  as  great  in  hay  rakes. 

Q.     Is  80  per  cent,  of  the  hay  rakes  International? 

A.    Possibly  so;  I  really  could  not  tell  exactly. 

Q.     What  per  cent,  of  the  corn  binders  are  International? 

A.     There  are  very  few  corn  binders  sold  there. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     That  I  do  not  know.    We  do  not  handle  International  2 
twine.    We  handle  the  Fitler  exclusively. 

Q.     Are  any  tedders  sold  in  your  country? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.  I  think  most  of  them  are ;  there  are  some  other  tedders 
sold. 

Q.    90  to  95  per  cent,  are  International? 

A.    I  would  not  think  they  have  that  much. 

■Q.    I  couldn't  hear  you. 

A.    I  would  not  presume  they  have  that  much  of  it.  g 

Q.    Well,  would  it  be  85  per  cent? 

A,    Possibly. 

Q.    Do  you  sell  International  spreaders? 

A.     Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.  We  sold  two  International  this  year,  and  I  think  about 
12  of  the  other  makes. 

Re-direct  Examination  by  Mr.  Bancroft.  ^ 

Q.    What  per  cent,  of  the  twine  is  Fitler,  in  your  territory? 

A.  In  our  immediate  territory  the  larger  portion  of  the 
twine  is  Fitler. 

Q.    About  what  per  cent?    70  per  cent? 

A.    At  least,  yes. 

Q.     80  per  cent.,  maybe? 

A.    Possibly. 

Q.  The  per  cent,  of  trade  any  particular  implement  has  in 
a  neighborhood  or  community  depends  upon  what,  from  your 
experience  and  observation?  , 
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A.  It  depends  upon  the  wishes  of  the  farmer.  We  dealers 
try  to  sell  what  the  farmer  wants,  you  know. 

Q.  Do  you  think  it  is  any  indication  of  unfair  treatment 
of  dealer  or  farmer  that  any  particular  line  is  sold  more  in 
a  neighborhood  than  another  line? 

A.  No,  sir,  not  in  our  neighborhood.  I  know  that  from 
experience. 

Q.    Your  experience  has  taught  vou  that? 

A.    Yes. 

Q.  But  your  judgment  would  be,  if  any  of  these  lines  you 
have  mentioned  have  a  predominant  percentage  of  the  trade, 
that  it  is  due  to  the  merits  of  the  goods,  and  the  service? 

A.     Yes,  sir — positive. 

Q.  So  far  as  you  know,  are  any  of  the  percents  you  have 
mentioned  due  to  anything  else,  in  your  neighborhood? 

A.     No,  sir. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  In  1901  and  1902,  before  the  International  was  organ- 
ized, what  were  the  types  of  binders  sold  in  your  territory? 
Was  the  McCormick  sold  there? 

A.     Yes,  sir. 

Q.    And  the  Deering? 

A.     Yes,  sir. 

Q.    And  the  Osborne? 

A.     Yes,  sir. 

Q.    And  some  Pianos? 

A.     I  think  there  were  a  very  few. 

Q.    And  some  Champions? 

A.     And  some  Champions;  yes,  sir. 

Q.     And  some  Milwaukees? 

A.  Possibly  a  few.  The  Milwaukee  came  into  the  territory 
late.    It  may  not  have  been  on  the  territory  then. 

Q.  Then,  there  were  those  six  different  types  of  binders 
being  sold  in  your  community  just  before  the  International 
was  organized? 

A.  The  Adriance  sold  quite  a  few  at  that  time.  The  Adri- 
ance  had  quite  a  big  trade  on  binders. 

Q.     Then,  there  were  those  seven  types  of  binders  sold? 

A.    Yes ;  and  a  very  few  Wood. 

Q.  Now,  it  was  not  the  service  rendered  the  farmer,  or 
anything  of  that  nature,  that  brought  those  six  types  of  bind- 
ers into  one  company?    You  do  not  want  your  testimony  on 
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direct  examination  to  be  understood  as  giving  that  impres- 
sion, do  you? 

A.  No,  I  don't  suppose  that  that  would  be  the  cause,  but 
I  do  know  that  the  cause  of  the  larger  per  cent,  of  them 
being  sold  now  is  due  to  that. 

Q.  Yes ;  but  at  that  time  there  were  those  seven  different 
types  of  binders  being  sold,  and  one  company  acquired  six 
of  the  seven  types? 

A.    I  believe  so. 

Q.  So  that  from  the  time  it  acquired  those  six  types  of 
binders,  one  company  had  from  90  to  95  per  cent,  of  the 
binder  business  in  your  territory? 

A.    From  that  time,  you  say? 

Q.    Yes. 

A.  Yes;  and  prior  to  that  time  I  think  those  companies 
had  possibly  the  same  percentage. 

Q.    Yes,  but  they  were  six  distinct  companies? 

A.    Yes. 

Mr.  Bancroft :  Q.  Do  you  know  of  any  disadvantage  that 
has  resulted  to  the  farmers  of  your  neighborhood  from  the 
fact  that  the  International  Harvester  Company  of  America 
is  selling  these  five  or  six  types  here? 

A.    No,  I  do  not. 


GEOEGE  T.  SELLERS,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Sellers,  you  live  at  Gap,  Lancaster  County,  Penn- 
sylvania? 

A.    Yes,  sir.  4 

Q.  And  are  engaged  in  the  implement  and  hardware  busi- 
ness there? 

A.    Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.    About  30  years. 

Q.     What  is  the  total  amount  of  your  annual  business? 

A.    It  averages  about  $100,000  a  year. 

Q.  And  how  much  of  that  is  in  farm  implements,  vehicles 
and  twine? 
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A.  That  includes  traction  engines,  tliresliers,  and  every- 
thing pertaining  to  the  farm  machinery  end  of  it? 

Q.    ,Yes. 

A.    I  suppose  $50,000  to  $60,000. 

Q.  And  how  much  of  the  business  in  these  farm  imple- 
ments and  machinery  is  in  International  Harvester  goods? 

A.  My  account  with  them  runs  from  $4,000  to  $7,000  a 
year. 

Q.  What  lines  of  binders  and  mowers  and  rakes  do  you 
handle? 

A.  We  handle  the  Deering  binder,  the  Deering  mower, 
the  Ohio  rake,  and  the  Deering  rake. 

Q.    What  twine  do  you  sell? 

A.     We  handle  the  Fitler  and  the  Deering.  • 

Q.  How  long  have  you  handled  Ohio  rakes  and  Fitler 
twine? 

A.    The  last  15  years. 

Q.  What  binders  or  mowers  not  made  by  the  International 
are  sold  in  your  neighborhood  in  competition  with  Interna- 
tional harvesting  lines? 

A.     The  Adriance. 

Q.    Where  is  it  sold? 

A.    At  New  Holland. 

Q.     How  far  from  Gap  is  that? 

A.    About  12  miles. 

Q.    What  else? 

A.     And  the  Johnston  and  the  Wood. 

Q.     Where  are  they  sold? 

A.    At  Kinzers. 

Q.    How  far  is  that  from  Gap? 

A.     Three  miles. 

Q.  Do  you  handle  a  general  line  of  agricultural  imple- 
ments ? 

A.    Yes,  sir. 

Q.    What  wagons  do  you  handle? 

A.  We  handle  the  Milburn  almost  exclusively,  and  a  few 
Buckeyes. 

Q.     What  manure  spreaders? 

A.  We  handle  the  Success,  made  by  the  John  Deere 
people  and  the  20th  Century,  and  formerly  we  sold  a  few 
International  Corn  Kings. 

Q.    You  are  not  handling  them  now? 

A.     No,  sir. 

Q.  About  what  per  cent,  of  the  manure  spreaders  in  your 
territory  are  other  than  International? 
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A.     I  should  say  90  to  9'5  per  cent.  1 

Q.    What  cultivators  do  you  handle? 

A.  We  handle  the  Bateman,  commonly  called  the  Iron 
Age,  and  the  Heneh  &  Dromgold  machine. 

Q.    What  engines? 

A.  In  the  steam  engine  we  handle  the  Emerson-Branting- 
ham,  called  the  Geiser,  made  at  Waynesboro. 

Q.     That  is  a  steam  engine? 

A.     That  is  a  steam  engine. 

Q.     That  goes  with  a  threshing  outfit? 

A.    Yes. 

Q.    What  gasoline  engines  do  you  handle?  2 

A.  We  handle  the  Emerson-Brantingham,  the  John  Deere, 
and  the  International. 

Q.    What  hay  rakes? 

A.    The  Ohio  and  the  Deering. 

Q.    What  harrows? 

A.  In  the  spring-tooth  we  handle  the  Hench  &  Dromgold 
and  the  Deering,  and  in  disc  harrows  we  handle  the  Deering. 

Q.  Who  fixes  the  price  at  which  you  sell  International 
goods  ? 

A.    I  do.  g 

Q.  Have  the  International  people  ever  attempted  to  con- 
trol that  price  or  fix  it  for  you? 

A.    No,  sir. 

Q.  How  has  the  course  of  prices  in  the  last  10  or  15  years, 
in  the  binder  and  mower  line,  compared  with  the  course  of 
prices  during  the  same  period  in  other  farm  implements  and 
wagons?     Which  lines  have  advanced  the  more  in  price? 

A.  Binders  and  mowers  have  advanced  very  little,  if  any, 
other  machinery  has  advanced  anywhere  from  10  to  20  per 
cent.,  particularly  wagons. 

Q.    How  have  the  binders  and  mowers  of  the  Deering  line,  4 
which  you  handle  and  have  bought  from  the  International 
the  last  10  years,  compared  with  the  machines  that  were 
made  and  sold  under  the  Deering  brand  prior  to  that  time? 

A.    You  mean  in  quality? 

Q.    Yes.    Are  the  machines  better? 

A.  Well,  they  are  still  getting  them  better.  They  do  the 
work  better  than  they  did;  they  handle  our  heavy  grain 
throughout  Lancaster  Coianty  better  than  they  used  to.  We 
used  to  handle  what  the  Deei'ing  people  call  their  pony  binder, 
which  was  too  light  and  frail  for  our  heavy  grain  throughout 
Lancaster  County ;  and  then  came  the  folding  platform,  which 
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was  a  machine  not  as  durable  as  the  machine  they  are  making 
today. 

Q.  Have  the  improvements  in  these  International  binders 
been  as  great  as  in  any  other  staple  farm  machinery  that  you 
know  of? 

A.     I  think  so. 

Q.  Do  you  know  of  any  machine  that  has  improved  as 
much  in  the  last  10  years  and  has  increased  in  price  as  little  1 
I  mean  general  staple  farm  machines? 

A.    No,  sir,  I  do  not. 

Q.  Has  the  International,  or  any  representative,  ever  at- 
tempted to  compel  you  to  buy  more  of  its  goods  as  a  condition 
to  your  handling  its  binder  line? 

A.    No,  sir. 

Q.     Could  it  coerce  you  in  that  respect  if  it  tried? 

A.    No,  sir. 

Q.  Has  it  ever  tried  to  prevent  your  buying  competitive 
goods  in  any  line  that  it  sells? 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Sellers,  how  long  have  you  been  in  business? 

A.    About  30  years. 

Q.  You  commenced  handling  the  twine  binder  shortly 
after  it  came  out? 

A.  Yes,  sir ;  I  think  we  handled  the  first  twine  binders  that 
came  into  that  territory. 

Q.    That  was  in  the  early  eighties? 

A.    Yes,  sir. 

Q.  Do  you  recall  what  you  paid  for  the  first  twine  binder 
you  bought? 

A.     I  could  not  tell  you  exactly,  but  around  $140. 

Q.  And  the  price  of  binders  decreased  in  the  years  from 
the  time  you  bought  the  first  binder  down  to  1902,  didn't  it? 

A.     I  think  so. 

Q.  So  that  whereas  the  price  of  the  binder  has  remained 
pretty  nearly  even  or  gone  up  a  little  since  1902,  when  the 
International  was  organized,  as  a  matter  of  fact  in  the  period 
prior  thereto  the  prices  of  the  binders  had  decreased  from 
time  to  time?    Is  not  that  true? 

A.    Yes. 

Q.  Improvements  were  made  in  binders  before  the  Inter- 
national was  organized? 
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A.    Yes.  I 

Q.  A  great  many  improvements  were  made  over  the  first 
twine  knotter  that  you  bought  in  the  early  eighties,  down  to 
1902? 

A.  There  has  been  very  little  radical  improvement  in  the 
binder  attachment  on  the  Deering  binder. 

Q.    You  mean  in  the  last  30  years  ? 

A.    Yes,  sir. 

Q.  You  are  speaking  of  the  period  since  1902  as  well  as 
prior  to  1902? 

A.    Yes,  sir. 

Q.    You  think  it  was  a  good  instrument  or  implement,  then,  2 
many  years  ago,  do  you? 

A.    Yes,  sir. 

Q.  It  was  a  good  implement  many  years  before  the  Inter- 
national got  it? 

A.    Yes,  sir. 

Q.    iHow  many  dealers  are  there  in  Gap? 

A.    None  but  myself. 

Q.  Are  the  leading  types  of  binders  and  mowers  in  your 
territory  the  McCormick  and  the  Deering? 

A.    Yes,  I  think  they  are.  o 

Q.  What  other  types  are  sold — the  Osborne  and  the  Mil- 
waukee ? 

A.  The  Osborne,  and  the  Adriance-Platt,  and  the  Wood, 
and  the  Johnston. 

Q.  What  per  cent,  of  the  binders  sold  around  there  are  of 
International  make,  which  includes  of  course  the  McCormick, 
the  Deering,  the  Osborne,  the  Champion,  the  Piano,  and  the 
Milwaukee? 

A.  I  could  not  tell  you  that.  The  greater  portion  of  them 
of  course  are  International  machines. 

Q.    It  would  be  at  least  80  per  cent.  International,  would  4 
it  not? 

A.    I  presume  so. 

Q.    And  would  the  same  per  cent,  apply  to  the  mowers? 

A.    Yes. 

Q.  What  per  cent,  of  the  corn  binders,  if  any  are  sold, 
are  of  International  make? 

A.  Very  few  corn  binders  are  sold  in  my  territory,  of 
any  make. 

Q.    Are  any  tedders  sold  there? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    Not  over  50  per  cent,  of  them. 
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Re-direct  Examination  by  Mr.  Bancroft. 

Q.  How  long  before  1902  did  binders  strike  their  lowest 
point? 

A.  I  do  not  believe  I  can  answer  that,  but  when  we  were 
dealing  directly  with  what  we  call  the  Deering  Harvester 
Company  we  paid  about  the  same  for  binders  as  we  are  pay- 
ing now. 

Q.     And  what  years  1 

A.    I  do  not  recall  what  years  it  was. 

Q.     But  it  was  before  the  International  was  organized? 

A.     It  was  before  the  International  was  organized. 

Q.     How  many  years  before,  that  you  are  sure  of? 

A.    Well,  possibly  three  or  four  years. 


FRANCIS  BAKER,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Baker,  you  are  engaged  in  the  implement,  hard- 
ware, and  fertilizer  business  at  Everett,  Pennsylvania? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  engaged  in  that  business  there? 

A.    In  the  neighborhood  of  nine  years. 

Q.    What  is  the  total  volume  of  your  business  annually? 

A.    From  $18,000  to  $20,000. 

Q.  How  much  of  that  is  in  farm  implements,  wagons,  and 
twine  ? 

A.  Including  buggies  and  farm  implements,  in  the  neigh- 
borhood of  $8,000  to  $10,000. 

Q.    If  you  left  buggies  out,  how  much  would  it  reduce  it? 

A.  I  sell  about  three  carloads  of  buggies,  which  would  av- 
erage $1,000. 

Q.    What  amount  is  done  by  you  in  International  goods? 

A.    I  run  from  $4,000  to  $6,000. 

Q.    What  line  or  lines  of  binders  do  you  sell? 

A.    The  McCormick  and  the  Johnston. 

Q.    How  long  have  you  sold  those  two  lines  there? 

A.  I  have  sold  the  McCormick  ever  since  I  have  been  in 
business.  The  Johnston  mower  I  have  sold  for  about  five 
years,  and  the  Johnston  binder  for  about  three  years. 

Q.    What  other  binders  or  mowers  have  been  sold  in  your 
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town  while  you  have  been  in  business  there,  or  are  sold  there  i 
now? 

A.    The  Deering  and  the  Osborne  in  the  town ;  and— 

Q.  I  mean  in  that  neighborhood,  in  competition  with  your 
business. 

A.  A  few  Champions  have  been  sold  in  the  same  district, 
in  the  country. 

Q.  And  other  binders  or  mowers,  made  by  other  compa- 
nies than  the  International,  in  that  neighborhood? 

A.    There  have  been  a  few  scattering  Pianos. 

Q.    The  Piano  is  International? 

A.    Yes.  2 

Q.  Have  there  been  any  Wood  or  Adriance-Platt  or  John- 
ston? 

A.  Yes,  the  Wood;  the  Wood  has  been  sold  there — not 
very  extensively. 

Q.    In  your  town? 

A.    In  our  town. 

Q.    How  about  the  Adriance? 

A.    No  Adriance  sold. 

Q.    Any  agents  for  it  in  the  town? 

A.  No  agent  that  I  know  of,  except  in  the  rural  district.  „ 
There  was  one  agent,  about  ten  miles  away,  who  sold  or  was  " 
offering  the  Adriance. 

Q.  You  handle  the  Johnston  and  the  McCormick  lines  also 
in  rakes  and  harrows,  do  you? 

A.    Yes,  sir. 

Q.    Both  lines? 

A.    Both  lines. 

Q.  And  in  other  lines  of  implements  you  handle  goods 
similar  to  the  International's,  not  made  by  the  International, 
do  you? 

A.  Yes,  sir;  I  handle  the  Oliver  plow  and  the  Imperial  ^ 
plow. 

Q.    You  fix  your  own  prices,  do  you? 

A.    Yes,  sir. 

Q.    And  decide  for  yourself  what  you  will  buy? 

A.    Yes,  sir. 

Q.    And  how  you  will  handle  your  business? 

A.    Yes,  sir.    I  regulate  my  own  business. 

Q.  The  International  has  not  tried  to  control  your  action 
in  either  respect? 

A.    No,  sir. 

Q.    And  it  could  not  if  it  tried,  I  take  it? 

A.    I  think  not. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Baker,  how  many  dealers  are  there  in  Everett? 

A.  At  present  there  are  two ;  there  have  been  three  for  tlie 
last  ten  years. 

Q.  What  harvesting  implements  does  the  other  dealer  han- 
dle? 

A.  One  handles  the  Deering  exclusively,  and  one  did  han- 
dle the  Walter  A.  Wood  up  until  the  last  two  years. 

Q.  Why  are  you  so  anxious  to  bring  in  the  past?  I  asked 
you  how  many  dealers  are  there  to-day,  and  you  said  two. 

A.    Yes. 

Q.  Now  I  ask  you  what  harvesting  lines  does  the  other 
dealer  handle? 

A.  The  other  two  dealers,  to-day,  handle  nothing  but  the 
Deering  and  the  Osborne,  in  the  immediate  vicinity,  right  in 
the  town. 

Q.    How  many  dealers  are  there  there? 

A.    In  the  town? 

Q.    Yes,  in  all.    Three  dealers? 

A.  It  is  a  little  hard  to  tell.  There  is  one  man  going  out 
of  business  and  another  starting  up.  I  don't  know  just  what 
the  third  man  does,  but  we  really  speak  of  two  dealers  at  the 
present  time. 

Q.    Two  dealers  including  yourself,  or  besides  yourself? 

A.    Including  myself. 

Q.    You  handle  the  McCormick?. 

A.    Yes,  sir. 

Q.    The  other  dealer  handles  the  Deering? 

A.    Yes,  sir. 

Q.    Who  is  handling  this  Osborne  line? 

A.    A.  M.  McClure  was  the  other  man. 

Q.    Is  he  the  man  who  has  gone  out  of  business? 

A.    Yes,  sir. 

Q.  Are  the  Deering,  the  McCormick,  and  the  Osborne  the 
leading  types  of  binders  sold  in  your  territory? 

A.    I  rather  think  so. 

Q.    You  know  they  are,  don't  you? 

A.  They  have  been  sold  for  the  past  number  of  years.  I 
can  illustrate  to  you :  I  sold  last  year  ten  McCormick  binders 
and  probably  six  or  seven  Johnston  binders. 

Q.  You  sold  as  many  as  six  or  seven  Johnston  binders  last 
year? 

A.    Yes,  sir,  but  that  was  the  first  year. 
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Q.    That  was  the  first  year  you  handled  the  Johnston  bind-  1 
er? 

A.  No,  the  first  year  I  sold  that  many.  I  never  sold  but 
one  or  two  previous  to  that. 

Q.  Would  75  or  80  per  cent,  represent  the  binder  business 
that  has  been  International,  on  an  average,  in  the  last  four  or 
five  years? 

A.    Yes,  I  think  so, 

Q.  And  would  the  same  per  cent,  apply  to  the  mower  busi- 
ness of  the  International? 

A.  I  sold  last  year  about  20  McCormick  mowers,  and  in 
the  neighborhood  of  eight  Johnston.  2 

Q.    Are  any  corn  binders  sold  around  there? 

A.    Very  few. 

Q.    Are  any  tedders  sold  there? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.  No  one  sells  any  other  tedder  outside  of  the  Interna- 
tional, except  myself.  I  sell  about  half  Johnston  and  half 
McCormick. 

Q.    Then  75  per  cent,  of  the  tedder  business  is  Interna- 
tional when  you  take  into  account  what  the  other  dealers  ban-  o 
die?  "^ 

A.  Yes,  previous  to  the  last  year.  Last  year  I  sold  half 
Johnston  tedders,  and  the  other — 

Q.  I  am  not  asking  you  about  your  business.  Are  there 
not  other  dealers  there  selling  tedders  ? 

A.    Yes,  sir. 

Q.    And  you  say  last  year  they  sold  International  tedders? 

A.    So  far  as  I  know. 

Q.    And  you  sold  half  International  tedders  last  year? 

A.    Yes,  sir. 

Q.    What  per  cent,  does  that  make  of  International  ted-  4 
ders  in  your  town,  for  the  last  year? 

A.    Well,  that  would  make  two-thirds  International. 

Q.    At  least  two-thirds? 

A.    Yes. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No,  sir;  not  that  I  know  of. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.  The  Johnston  business  in  binders  and  mowers  has  been 
growing  in  your  neighborhood? 
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A.    With  me  it  has. 

Q.    You  had  no  trouble  in  selling  the  Johnston  mowers? 

A.    No,  sir. 

Q.    Or  binders? 

A.    No,  sir. 

Q.  There  was  not  any  difference  in  trying  to  sell  a  John- 
ston mower  or  a  McCormick  mower,  or  a  Johnston  binder  or 
a  McCormick  binder,  except  as  you  happened  to  strike  the 
wishes  of  the  farmer? 

A.    There  was  no  distinction  made  whatever. 

Q.  Who  is  the  competitor  who  you  think  perhaps  sells  In- 
ternational tedders? 

A.    H.  F.  Gump. 

Q.  Are  you  sure  that  he  sells  any  International  tedders  at 
all? 

A.  I  wouldn  't  be  so  positive.  That  is,  he  handles  the  Deer- 
ing  line  so  far  as  I  know.    He  may  not. 

Q.  You  do  not  know  that  he  has  sold  a  single  Deering  ted- 
der, do  you,  in  the  last  two  years,  or  in  the  last  year? 

A.  Well,  to  see  the  tedder  and  really  know  it,  no.  Last 
year  one  man  bought  one  that  he  said  was  a  Deering.  I  did 
not  see  the  tedder  to  know  it  was  a  Deering. 

Q.,  And  that  is  the  only  one  you  have  even  been  told  about, 
of  the  Deering  tedders,  last  year,  is  it? 

A.  That  is  the  only  one,  yes,  that  I  know,  that  the  man 
spoke  of  as  being  a  Deering;  my  impression  is  that  he  sells 
the  Deering  tedder,  but  I  do  not  know  it  to  be  the  fact. 

Q.  But  as  to  how  many  he  sold  you  have  no  information 
except  as  you  conclude — last  year? 

A.    I  do  not  know. 


4  EDWARD  BUPP,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Bancroft. 

Q.  Mr.  Bupp,  you  are  engaged  in  the  agricultural  imple- 
ment business  at  York,  Pennsylvania? 
A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business  there? 

A.  11  years. 

Q.  What  is  the  amount  of  your  business  there  annually? 

A.  About  $35,000. 
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Q.     And  what  is  the  amount  of  business  you  do  in  farm  1 
implements,  wagons,  and  twine? 

A.    About  $33,000. 

Q.    How  much  business  do  you  do  annually  in  International 
goods  ? 

A.    About  $15,000. 

Q.    What  line  of  binders  or  mowers  do  you  sell! 

A.    The  Deering. 

Q.    How  long  have  you  sold  that  line? 

A.    Ten  years. 

Q.    In  both  the  binders  and  the  mowers? 

A.    Yes,  sir.  2 

Q.    What  other  lines  of  binders,  not  made  by  the  Interna- 
tional, if  any,  are  sold  in  your  town? 

A.     The  Johnston  and  the  Walter  A.  Wood.     The  Walter 
A.  Wood  agent  is  not  quite  in  town ;  he  lives  out  of  town. 

Q.    How  far  from  York  is  that  agency? 

A.    About  seven  miles. 

Q.    At  what  town? 

A.    Near  Dover. 

Q.     Is  the  Johnston  offered  for  sale  in  other  towns  near 
York?    If  so,  where?  o 

A.    At  Dallastown. 

Q.    How  far  is  Dallastown? 

A.    About  seven  miles. 

Q.    Where  else? 

A.    At  LaPorte. 

Q.    And  how  far  is  LaPorte? 

A.    About  eight  or  nine  miles.  ' 

Q.    Do  you  handle  other  lines  of  farm  tools  made  and  sold 
in  competition  with  the  International  goods? 

A.    Yes,  sir. 

Q.    What  lines,  generally?    What  principal  lines?  4 

A.    I  handle  wagons. 

Q.    Whose  wagons? 

A.     The  Columbia,  Columbia,  Pennsylvania;  and  the  Mil- 
burn. 

Q.    And  what  manure  spreaders? 

A.    The  John  Deere,  in  connection  with  the  International. 

Q.    Those  two? 

A.    Yes. 

Q.    What  cream  separators? 

A.     The  Sharpies  and  the  I.  H.  C. 

Q.    What  cultivators? 
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I      A.     The   Buckeye   cultivator,   Hench   &   Dromgold,   John 
Deere,  and  the  Oliver. 
Q.    What  harrows'? 

A.    The  Syracuse  harrow,  made  by  the  John  Deere;  and 
the  I.  H.  C. 
Q.    What  hay  rakes? 
A.    The  Deering  hay  rakes. 
Q.    What  drills? 

A.    The  Superior  and  the  Ontario. 

Q.    How  do  you  find  the  binders  which  you  have  been  sell- 
ing— well,  your  experience  does  not  go  back  much  beyond 
!  the  International,  does  it? 
A.    No. 

Q.    Have  you  noticed  improvements  even  during  that  time 
in  International  binders  and  mowers! 
A.    Yes,  there  are  some  improvements. 
Q.    Who  fixes  the  prices  at  which  you  sell  International 
goods? 
A.    I  fix  them  myself. 

Q.    Any  attempt  made  by  the  International  to   control 
them? 
A.    No,  sir. 

Q.    Any  attempt  made  by  the  International  to  control  your 
purchases  of  International  goods  or  competitive  goods? 
A.    No,  sir. 

Q.    Ever  been  any  such? 
A.    No,  sir. 

Q.    If  any  such  attempt  were  made,  what  would  be  the 
result  to  the  International  lines? 
A.    I  would  not  do  business  that  way. 
Q.    You  would  not  do  business  with  people  who  tried  that 
sort  of  thing? 
A.    No,  I  could  not. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  large  a  city  is  York,  Pennsylvania? 

A.  About  50,000. 

Q.  There  is  very  fine  agricultural  country  around  the  city, 
is  there  not? 

A.  Yes,  sir. 

Q.  What  is  the  principal  crop? 

A.  Principally  wheat,  hay,  oats,  and  corn. 

Q.  Do  you  sell  many  grain  binders? 
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A.    Yes,  sir.  1 

Q.    And  the  only  kind  you  sell  are  the  Deering? 

A.    The  Deering. 

Q.  Is  the  name  of  your  company  the  Samuel  Smith  Com- 
pany? 

A.    Mr.  Smith  was  my  partner  for  the  last  ten  years. 

Q.     What  is  the  name  of  your  company  today? 

A.  J.  E.  Smith.  I  am  just  working  for  J.  E.  Smith.  The 
last  ten  years  I  was  a  partner  with  him. 

Q.    Your  firm  used  to  be  Edward  Bupp  &  Company? 

A.    Yes,  sir. 

Q.     Then,  in  mentioning  the  amount  of  your  business  with  2 
the  International  you  have  reference  to  this  J.  E.  Smith  Com- 
pany? 

A.    Yes,  up  to  1912,  to  last  January  1st. 

Q.    Up  to  January  1st,  it  was  your  own  business? 

A.    Yes. 

Q.  During  the  time  that  you  were  doing  business  with 
the  International  what  per  cent,  of  your  implement  business 
was  with  the  International? 

A.    Implement  business  and  twine  and  all? 

Q.    Yes.  g 

A.    About  35  or  40  per  cent. 

Q.  Did  you  sell  your  business  to  this  J.  E.  Smith  Com- 
pany? 

A.    Yes,  sir — Smith. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  They  hold  one  note  for  a  binder  and  a  mower  that  were 
carried  over. 

Q.  That  note  was  given  when  you  were  conducting  busi- 
ness in  your  own  name? 

A.    Yes. 

Q.    What  are  the  leading  types  of  binders  and  mowers  in  4 
your  territory,  Mr.  Bupp? 

A.    The  Deering  and  the  McCormick. 

Q.  What  per  cent,  of  the  business  in  binders  in  your 
territory  is  in  International  make,  which  includes,  besides 
the  Deering  and  the  McCormick,  the  other  types  which  have 
been  named  this  morning? 

A.    Well,  maybe  90  per  cent. 

Q.     And  what  per  cent,  of  the  mowers? 

A.    I  should  judge  about  80  per  cent. 

Q.    Are  any  corn  binders  sold  there? 

A.     There  are  a  few. 

Q.    Are  those  mostly  International? 
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1  A.    Yes;  what  we  sold  were  International. 

Q.    It  would  be  90  per  cent.,  then,  of  the  corn  binders  sold? 

A.  There  were  Johnston  com  binders  sold  there.  About 
70  per  cent,  of  the  corn  binders  may  be  International. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.     That  may  be  about  75  per  cent. 

Q.    And  what  per  cent,  of  the  tedders? 

A.    About  60  per  cent.    You  mean  in  the  community? 

Q.    Yes,  I  refer  to  the  territory  in  which  you  sell. 

A.    Yes,  about  60  per  cent. 

2  Q.    How  many  dealers  are  there  in  York? 
A.    Five. 

Q.  One  of  the  other  dealers  handles  the  McCormick  lines, 
and  one  handles  the  Osborne  lines? 

A.    No,  the  Osborne  is  not  handled  in  town. 

Q.     What  are  the  other  lines  handled? 

A.  The  Johnston  and  the  Milwaukee.  I  do  not  believe 
the  Wood  is  handled  there  at  the  present  time. 

Q.     Is  the  Champion  there? 

A.     No ;  there  is  no  Champion  agent  there  that  I  know  of. 
Q      Q.    Then,  three  of  the  four  dealers  handling  harvesting 
implements  have  the  International  lines? 

A.    Yes,  sir.  "; 


SAMUEL  BOOK,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    You  are  engaged  in  the  agricultural  implement  busi- 
ness at  Quarryville,  Pennsylvania? 

A.     Yes,  sir. 

Q.     What  is  your  firm  name? 

A.     The  firm  name  is  S.  Book  &  Bros. 

Q.    How  long  have  you  been  engaged  in  business  there? 

A.    20  years  this  spring. 

Q.     What  is  the  amount  of  your  annual  business? 

A.    From  $50,000  to  $60,000. 

Q.     How  much  is  the  business  in  farm  implements,  wagons 
and  twine? 

A.    I  should  say  about  one-half. 

Q.     And  how  much  do  you  do  in  those  lines  in  International 
goods? 
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A.    From  $5,000  to  $6,000.  1 

Q.    "What  line  of  binders  and  mowers  do  you  handle? 

A.    The  McCormick. 

Q.    What  twine  do  you  sell? 

A,    We  sell  McCormick  twine  and  Fitler  twine. 
_  Q.    What  other  binders  and  mowers  are  sold  in  competi- 
tion with  the  International,  in  your  territory? 

A.     We  have  a  Johnston  agent  there. 

Q.     In  your  town? 

A.  Not  in  our  town  exactly;  it  is  outside  about  a  mile  or 
a  mile  and  a  half. 

Q.    And  who  else?  2 

A.    And  the  Walter  A.  Wood. 

Q.    Where  is  that  agent? 

A.     About  four  miles  out. 

Q.  Are  there  any  more,  other  than  the  Johnston  and  the 
Wood  binders  and  mowers  ? 

A.     The  Standard  mower  is  sold  there. 

Q.    Where  is  that  sold? 

A.     The  same  agent  sells  that  who  sells  the  Johnston. 

Q.     He  has  the  Standard  mower? 

A.     Yes,  sir.  „ 

Q.  You  handle  other  lines  of  farm  tools — a  general  line  of 
farm  tools? 

A.    Yes,  sir. 

Q.  That  embraces  farm  tools  made  by  manufacturers 
other  than  the  International? 

A.     Yes,  sir. 

Q.     Sold  in  competition  with  International  goods  ? 

A.    Yes,  sir. 

Q.  Has  the  International  ever  attempted  to  coerce  your 
purchases  either  of  competitive  goods  or  of  their  goods  in 
any  way?  4 

A.    No,  sir. 

Q.     Could  they  if  they  tried? 

A.    No,  indeed. 

Q.    If  they  attempted  it,  what  would  be  the  result? 

A.    They  would  get  turned  down,  certainly. 

Q.  Who  fixes  the  prices  at  which  you  sell  International 
goods? 

A.    T  do  that  myself. 

Q.     That  is  true  of  all  the  goods  you  handle,  is  it? 

A.    Yes,  sir. 

Q.  What  has  been  the  course  of  prices  in  binders  and 
mowers  in  the  last  10  or  15  years,  in  your  experience  there? 
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A.     I  don't  know  whether  I  get  that. 

Q.  What  has  been  the  course  of  prices  in  binders  and  mow- 
ers that  you  have  handled  there  in  the  last  10  or  15  years? 

A.  Oh,  there  has  been  a  very  trifling  change  in  the  price. 
It  might  be  a  trifle  higher. 

Q.    For  the  binder  and  the  mower? 

A.    Yes,  sir. 

Q.  How  has  it  been  in  other  implements  during  the  same 
period?  Have  they  advanced  more  or  less  than  the  binders 
and  the  mowers? 

A.    I  do  not  see  much  difference. 

Q.    There  has  been  a  slight  advance? 

A.    A  slight  advance  all  round,  I  would  say. 

Q.    How  about  wagons? 

A.    Wagons  have  advanced  more  than  anything  else. 

Q.  For  how  many  years  have  the  binders  and  mowers  been 
about  at  the  present  price,  to  your  knowledge? 

A.     About  12  years;  14  possibly. 

Q.     12  or  14  years? 

A.    Yes,  sir. 

Q.     The  same  now  as  it  was  12  or  14  years  ago  ? 

A.    Yes,  sir. 

Q.  How  have  the  improvements  been  in  the  last  ten  years 
in  the  binders  and  mowers  you  have  handled? 

A.  They  have  been  improved;  they  have  been  very  much 
lightened;  everything  is  more  simple. 

Q.  They  do  better  work,  do  they,  as  you  learn  from  the 
farmers  ? 

A.    Yes,  sir. 

Q.  And  how  about  the  call  for  repairs  and  expert  help 
now  as  compared  with  prior  to  1902?    Is  it  more,  or  less? 

A.     Very  much  less. 

Q.  Do  you  know  of  any  farm  tool  or  machine  in  general 
use  for  the  last  15  years  that  has  been  improved  more  in  the 
last  10  years  than  the  binders  you  have  been  handling? 

A.    No. 

Q.  Has  anything  else,  that  has  been  in  use  for  10  years, 
improved  more  than  the  binder? 

A.  I  would  not  know  of  it;  I  do  not  know  what  it  would 
be. 

Q.  Is  there  any  that  has  advanced  less  in  price  in  the 
last  10  years? 

A.    No,  sir. 
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Cross-Examination  by  Mr.  Grosvenor.  ^ 

Q.     How  many  dealers  are  there  in  your  town? 

A.     I  am  the  only  one  in  the  town.    We  have  a  dealer 
about  a  mile  and  a  half  out  of  town. 

Q.    How  large  a  place  is  Quarry ville  ? 

A.     About  900  people — a  small  town. 

Q.     What  are  the  leading  binders  in  your  territory? 

A.     The  MeCormick  and  the  Deering. 

Q.    iWhat.per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make?  o 

A.     I  should  say  about  75  per  cent. 

Q.     That  is  a  conservative  estimate,  isn't  it? 

A.    Yes,  sir. 

Q.     What  per  cent,  of  the  mowers  are  International? 

A,     I  should  say  less;  possibly  65  per  cent. 

Q.    What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.    About  50  per  cent. 

Q.    Are  any  corn  binders  sold  there? 

A.     Very  few;  we  sell  a  few  McCormicks. 

Q.     What  per  cent,  of  the  tedders  are  International?  3 

A.    Possibly  60  per  cent. 

Q.    How  long  have  you  been  in  business  ? 

A.    20  years, 

Q.    Improvements  were  made  in  harvesting  implements 
before  the  International  was  organized? 

A.     Oh,  yes;  there  are  always  improvements  on  the  ma- 
chines, but  I  think  not  as  much  as  in  the  last  few  years. 

Q.     The  International  did  not  invent  the  idea  of  making 
improvements  in  farm  machinery,  did  it? 

A.     No,  I  could  not  say  that. 

Q.    Improvements  have  been  made  in  all  kinds  of  agricul-  "* 
tural  implements  in  the  time  you  have  been  in  business? 

A.    More  or  less,  yes;  changes  at  least — not  always  im- 
provements. 

Q.    Does  the  International  hold  any  of  your  notes  ? 

A.    .No,  sir. 
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H.  L.  LINDNER,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Lindner,  yon  are  engaged  in  the  agricultural  im- 
plement business  at  Milton,  Pennsylvania? 

A.     Yes,  sir. 

Q.    Under  what  firm  name? 

A.     H.  L.  Lindner. 

Q.     Is  the  business  one  that  you  have  succeeded  to  1 

A.    Yes,  sir. 

Q.    Who  carried  it  on  before? 

A.     F.  W.  Lindner,  my  father. 

Q.    How  long  was  your  father  engaged  in  business  there? 

A.    About  26  years. 

Q.    How  long  have  you  been  in  charge  of  the  business? 

A.     Seven  years. 

Q.    What  is  the  annual  amount  of  your  business? 

A.    Between  $45,000  and  $50,000. 

Q.  And  what  is  the  amount  in  agricultural  implements, 
wagons  and  twine? 

A.    Well,  that  is  practically  our  line. 

Q.  How  much  is  the  business  you  do  annually  in  the  goods 
of  International  Harvester  make  ? 

A.    Between  $6,000  and  $8,000. 

Q.    What  lines  of  binders  and  mowers  do  you  handle? 

A.    The  Deering. 

Q.     And  Deering  twine  also? 

A.    Yes,  sir. 

Q.    How  large  a  place  is  Milton? 

A.    About  10,000.  _ 

Q.  What  other  binders  or  mowers  are  sold  in  Milton  or 
in  adjoining  places  in  competition  with  your  business? 

A.  There  is  nothing  sold  in  Milton,  right  in  the  town,  but 
what  I  sell ;  there  is  no  other  dealer  there. 

Q.    You  are  the  only  dealer  there? 

A.  I  am  the  only  dealer  in  the  town,  but  four  miles  east 
of  Milton  there  is  a  Johnston  agent,  and  three  miles  north 
there  is  another  Johnston  agent. 

Q.     Is  the  Wood  or  the  Adriance  sold? 

A.     The  Adriance  is  not  sold  in  the  vicinity  at  all,  I  think 

Q.    Is  the  Walter  A.  Wood? 
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A.     The  Walter  A.  Wood  is  sold  at  Mossdale,  about  10  or  j 
11  miles  away. 

Q.     That  is  within  the  range  of  your  territory? 

A.     Yes ;  they  work  our  trade. 

Q.  This  implement  business,  especially  in  the  harvester 
lines,  is  not  an  indoor  job,  is  it? 

A.    No. 

Q.    It  is  almost  exclusively  the  outdoor  life? 

A.    Yes,  sir. 

Q.  You  handle  a  general  line  of  agricultural  implements, 
do  you? 

A.    Yes,  sir.  2 

Q.  And  lines  other  than  those  made  by  the  International, 
of  course  as  shown  by  the  amount  of  your  business? 

A.    Yes,  sir. 

Q.  Has  the  International  ever  tried  to  coerce  you  into 
buying  other  of  its  goods  as  a  condition  of  your  handling 
its  harvesting  line? 

A.    ,No,  sir. 

Q.  Or  to  coerce  you  into  throwing  out  some  competitors' 
goods  as  a  condition  of  your  having  its  harvester  lines? 

A.    No,  sir.  _ 

Q.    If  it  should  attempt  to  do  that,  what  would  be  the  re-  " 
suit? 

A.    I  would  not  handle  their  goods,  that  is  all. 

Q.  Who  fixes  the  prices  at  which  you  sell  International 
goods? 

A.    I  do. 

Q.    Just  as  you  do  with  the  other  goods  you  handle? 

A.    Yes ;  the  same  as  everything  else. 

Q.  All  these  brands  of  harvesting  machinery  you  have 
mentioned  the  farmers  are  solicited  to  buy  in  your  territory, 
are  they?  4 

A.    I  presume  they  are;  they  are  working  all  the  time. 

Q.  You  see  them  there  working.  How  is  the  service  in 
the  International  lines  of  harvesting  machinery  since  you  have 
been  in  business? 

A.    It  has  been  very  good. 

Q.  Does  that  assist  you  in  your  business  of  working  your 
territory,  to  some  extent? 

A.     Yes,  it  does;  it  helps  to  hold  trade. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.  Did  you  work  for  your  father  before  you  started  in 
business  yourself? 

A.     Yes,  sir,  some. 

Q.  So,  you  have  been  familiar  with  the  business  for  a  long 
period? 

A.     Practically  all  my  life ;  that  is  all  I  ever  did. 

Q.  And  have  you,  throughout  that  period,  handled  the 
Deering  lines? 

A.     Yes,  sir. 

Q.  I  suppose  the  Deering  Company  gave  you  good  service 
before  the  International  was  organized? 

A.     They  have  always  been  very  good  to  us ;  yes,  sir. 

Q.  How  many  binders  would  you  sell  in  the  course  of  a 
season  up  there? 

A.     We  are  not  doing  much  in  the  binder  business  of  late. 

Q.     Is  that  a  wheat  country? 

A.    There  is  some  wheat  raised  there;  yes,  sir. 

Q.     What  is  the  principal  crop? 

A.     Corn,  oats,  and  potatoes. 

Q.  What  are  the  leading  binders  and  mowers  in  your 
territory  ? 

A.     The  McCormick  and  the  Deering. 

Q.  What  per  cent,  of  the  binders  sold  are  of  International 
make? 

A.    I  presume  about  75  per  cent. 

Q.    What  per  cent,  of  the  mowers? 

A.     Probably  a  like  amount. 

Q.     And  what  per  cent,  of  the  sulky  hay  rakes? 

A.     That  is  not  quite  as  high;  probably  60  per  cent. 

Q.     Are  any  corn  binders  sold  there? 

A.    No ;  very  few. 

Q.     What  per  cent,  of  the  tedders  are  International? 

A.     Probably  a  half  of  them ;  it  is  divided  some  in  tedders. 

Q.    Do  you  handle  the  International  spreaders? 

A.    Not  very  many. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.    Whose  spreader  do  you  sell  the  most  of? 
A.    We  sell  the  New  Idea  and  the  Fearless. 
Q.    What  per  cent,  of  the  spreader  business  in  your  terri- 
tory has  the  International? 
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A.  They  have  a  very  small  per  cent,  of  it;  not  over  15 
or  20  per  cent. 

Q.  How  long  has  the  New  Idea  spreader  been  on  the 
market? 

A.  We  have  been  handling  it  ever  since  I  have  been  there ; 
I  do  not  know  how  long  prior  to  that. 

Q.    Seven  years? 

A.    Yes. 

Q.  /You  say  you  have  been  handling  the  business  seven 
years.  How  many  years  back  of  that  were  you  familiar  with 
your  father's  business! 

A.  I  was  connected  with  it  there;  I  worked  with  him 
around  the  place,  you  know ;  right  along  all  the  time. 

Q.     We  have  not  got  in  the  record  how  old  you  are. 

Mr.  Grosvenor :    And  we  do  not  have  your  picture. 

Q.  I  am  trying  to  steer  away  from  that,  you  see.  About 
how  long  before  that  were  you  familiar  with  your  father's 
business? 

A.    I  would  say  about  15  years. 

Q.  Then,  you  are  able  to  compare  the  machines  and  the 
service  when  you  were  buying  from  the  Deering  Company 
and  the  machines  and  the  service  since  you  have  been  buying 
the  same  brand  from  the  International,  are  you? 

A.    Eegarding  the  service  I  could  say,  yes. 

Q.     Have  the  machines  and  the  service  improved? 

A.     The  machines  have  improved  since  that  time;  yes,  sir. 

Q.     And  the  service  is  as  good  as  it  ever  was? 

A.     I  think  so. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Lindner,  farmers  know  how  to  use  binders  now 
where  they  did  not  15  or  20  years  ago ;  is  not  that  the  fact  ? 

A.     Oh,  yes,  they  are  becoming  educated  in  their  use  now. 

Q.     So,  they  do  not  need  much  expert  service  today? 

A.  They  do  not  require  the  expert  service  they  did  years 
back,  that  is  all;  the  machines  are  very  much  improved. 

Q.  Isn't  it  also  very  largely  because  the  farmer  knows 
how  to  use  the  implements? 

A.    He  has  grown  to  learn  how  to  use  them,  certainly. 

Q.  How  many  experts  did  you  have  last  year  on  binders 
only? 

A.    I  think  but  one. 

Q.    How  many  days  did  he  work? 
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1  A.    He  was  there  only  one  day. 

Q.    And  that  is  all  the  expert  service  you  had? 

A.  That  was  all  the  expert  service  required  last  year  on 
binders. 

Q.  The  expert  service  on  binders  is  not  a  very  important 
factor  in  the  business,  is  it? 

A.  I  should  say  that  if  you  give  a  farmer  service  it  helps 
to  hold  the  trade. 

Q.  But  the  necessity  for  it  does  not  come  up  very  often 
now? 

A.    Binders  are  so  improved  today  that  they  do  not  require 

2  much  expert  service. 

Re-re-direct  Examination  by  Mr.  Bancroft. 

Q.  When  expert  service  is  required,  though,  it  is  import- 
ant that  the  farmer  get  it  at  once? 

A.    Yes. 

Q.  If  the  crop  is  ripe  and  anything  happens  to  his  ma- 
chine, that  is  when  he  needs  an  expert? 

A.    Yes,  indeed. 

3  Q.    And  that  is  the  value  of  the  service — to  be  able  to  get 
it  when  you  need  it? 

A.    When  you  need  it,  yes. 

Mr.  Grrosvenor :    Q.    You  got  experts  when  you  were  buy- 
ing from  the  Deerings,  didn't  you? 
A.    Yes,  sir. 


C.  D.  GILLAN,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Gillan,  you  are  engaged  in  the  agricultural  imple- 
ment business  at  Chambersburg,  Pennsylvania? 

A.     Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business 
there? 

A.     On  the  road  and  retailing  together,  about  20  years. 

Q.    In  that  line  of  business? 

A.     Yes,  sir,  in  that  line  of  business. 

Q.    In  what  name  is  the  business  carried  on? 

A.    At  the  present  time? 
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Q.  Yes.  1 

A.  C.  D.  Gillan. 

Q.  And  how  long  has  it  been  carried  on  in  your  name  T 

A.  It  is  now  going  on  the  eighth  year. 

Q.  And  before  that  in  what  name  was  it  carried  on? 

A.  In  the  name  of  Gillan  &  Eice. 

Q.  You  being  the  Gillan? 

^  A.  Yes,  sir, 

Q.  (About  what  is  the  amount  of  business  which  you  are 
now  doing? 

A.  It  runs  along  about  $35,000. 

Q.  And  that  is  all  in  implements,  is  it?  2 

A.  Implements  only. 

Q.  And  farm  tools? 

A.  Yes,  sir. 

Q.  And  twine? 

A.  Yes,  sir. 

Q.  How  much  of  that  is  in  International  goods? 

A.  I  suppose  it  runs  along  about  $9,000. 

Q.  What  line  of  International  binders  and  mowers  do  you 
handle? 

A.  The  Deering.  o 

Q.  How  long  have  you  been  handling  the  Deering  line? 

A.  That  is,  when  T  was  a  salesman  and  all? 

Q.  Yes;  all  the  time  you  have  known  it. 

A.  Ever  since  I  started  to  work  for  them. 

Q.  20  years? 

A.  Yes,  sir. 

Q.  What  twine  do  you  sell? 

A.  The  Deering. 

Q.  How  long  have  you  sold  that? 

A.  Ever  since  I  have  been  with  them. 

Q.  What  binders  and  mowers  other  than  those  of  Inter-  4 
national  make  are  sold  in  competition  with  you? 

A.  In  Chambersburg,  in  my  home? 

Q.  In  the  neighborhood  in  which  you  serve, 

A.  The  McCormick  and  the  Osborne  are  right  in  my  home 

town,  and  then  there  are  some  little  agents  out  over  the 
country,  where  the  Standard  mower  is  being  sold,  and  the 
Johnston. 

Q.  The  Johnston  binder? 

A,  Yes,  sir. 

Q.  And  the  Johnston  mower? 

A.  Yes.    It  is  sold  at  Scotland,  about  five  miles  out,  and 
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1  Mr.   Hoover,   at   East   Fayetteville,   handles   the    Standard 
mower. 

Q.    How  far  is  that  from  Chambersburg'J 
A.    That  would  be  about  seven  miles. 
Q.    The  Johnston,  you  said,  is  handled  at  Scotland? 
A.    Yes,  sir. 

Q.    Where  else  in  your  territory? 

A.    The  Walter  A.  Wood  is  handled  at  Altenwald  by  Mr. 
Daniel  Yoeke. 
Q.    How  far  is  that? 
A.    That  is  about  10  miles.    And  Mr.  Ed  Deal,  at  Lemas- 

2  ters  Station  handles  the  Standard — that  is  about  14  or  15 
miles,  I  suppose,  up  there. 

Q.    How  far  is  Greencastle  ? 

A.  Greencastle  is  11  miles,  and  there  H.  E.  Peterie  handles 
the  Johnston. 

Q.    What  agent,  if  any,  is  there  at  Duffield? 

A.    Daniel  Hulsinger;  he  handles  the  Johnston. 

Q.     They  all  canvass  your  territory,  do  they? 

A.    Oh,  yes, 

Q.    You  handle  other  lines  of  goods  that  are  sold  in  com- 
q  petition  with  the  International  brands? 

A.    Yes,  sir. 

Q.  Has  the  International  ever  tried  to  coerce  you  into 
buying  more  of  their  goods,  or  less  of  their  competitors' 
goods? 

A.    No,  sir. 

Q.     Could  they  if  they  tried? 

A.     No,  sir. 

Q.  Who  fixes  the  price  on  the  International  goods  that 
you  handle? 

A.    I  do,  myself. 
4       Q.     How  has  the  course  of  prices  in  binders  and  mowers 
which  you  handle  compared  with  the  course  of  prices   in 
other  farm  implements,  in  the  last  15  years? 

A.  There  has  been  a  slight  change  in  the  price  of  binders 
in  the  last  few  years,  they  have  raised  them  a  little  more,  but 
they  have  improved  their  binder  largely. 

Q.     They  have  improved  the  binder? 

A.     Yes,  sir. 

Q.  How  has  the  price  in  other  agricultural  implements 
been?     What  has  been  its  course? 

A.  They  are  up  about  10  to  15  per  cent.,  something  like 
that. 
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Q.  Has  the  increase  in  the  other  lines  been  as  great  or 
greater  than  in  binders  and  mowers'? 

A.     I  fully  think  it  has. 

Q.  You  spoke  of  improvements.  What  improvements 
have  been  made  in  the  Deering  binder  in  the  last  10  years? 

A.  If  the  binder  did  not  have  the  word  "Deering"  on  it 
today,  you  would  not  recognize  it  as  the  binder  of  10  years 
ago ;  they  do  not  look  like  each  other. 

Q.  A  man  would  not  recognize  the  Deering  binder  of  to- 
day as  being  like  the  one  of  ten  years  ago  ? 

A.  He  would  not  recognize  it  as  being  the  one  he  bought 
at  all,  as  made  by  that  company. 

Q.    What  are  the  improvements? 

A.  They  have  got  a  rigid  platform  and  a  truck  arrange- 
ment that  is  very  convenient  for  the  machine;  they  have 
short  stub  axles  where  they  had  long  axles  before;  the  re- 
moval of  the  tongue  is  another  improvement.  The  reel  is 
better,  stronger,  more  durable,  gets  down  better.  The  ele- 
vators are  wider.  They  have  got  canvas  tighteners  on  which 
they  did  not  have  before^^canvas  tighteners  on  the  elevators. 
They  have  a  better  knotter,  I  think,  than  they  used  to  have 
years  ago. 

Q.    It  has  fewer  pieces? 

A.  Yes,  sir,  fewer  pieces;  and  they  have  got  the  bundle 
carrier  hung  better,  and  those  things,  together  with  the  but- 
ter and  a  great  many  other  different  things  on  the  binder, 
make  it  much  better. 

Q.  Do  these  improvements  make  it  easier  to  operate  and 
to  keep  in  order? 

A.     Oh,  yes. 

Q.     How  about  the  Deering  mower? 

A.  There  is  a  big  change  in  that,  too — a  very  big  change. 
It  has  got  less  neck  weight,  a  better  foot  trip  or  lift,  and 
better  balance,  and  everything  like  that. 

Q.  How  has  the  service  been  in  the  last  ten  years  as  com- 
pared with  the  service  on  these  machines  before  that  time? 

A.    You  mean — 

Q.     The  repair  and  expert  service,  and  so  forth. 

A.    It  takes  less  at  the  present  time. 

Q.    Do  you  get  it  when  you  need  it? 

A.    Yes,  sir. 

Q.  And  how  about  the  supplies  of  repairs  that  are  furn- 
ished and  on  commission  with  the  dealer? 

A.  Very  good;  mine  have  been  very  good — I  must  say 
that. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  experts  did  you  need  last  year  for  binders! 

A.    Well,  I  set  up  my  own  binders. 

Q.    Did  you  have  any  experts  on  the  International  last 
year,  on  binders? 

A.     To  the  best  of  my  knowledge  I  do  not  tbink  I  did.    I 
do  not  tbink  I  was  out  to  see  one  binder  out  of  twenty  odd. 

Q.    I  beg  your  pardon? 

A.    I  do  not  tbink  after  they  were  set  up  I  went  to  see  one 
I  binder. 

Q.    You  set  them  up  yourself? 

A.    No,  sir,  not  me,  myself,  but  I  had  my  own  men. 

Q.  You  did  not  get  any  expert  service  at  all  from  the 
International  last  year,  did  you? 

A.    I  might  say  no. 

Q.    Did  you  the  year  before? 

A.  Well,  the  year  before  we  might  have  had  one  or  two 
men. 

Q.    For  one  day  or  so? 

A.    Yes,  something  like  that. 

Q.  Now,  this  talk  about  the  importance  of  expert  service 
from  the  International  is  mostly  buncombe,  isn't  it? 

A.  Well,  I  was  pretty  nearly  always  master  of  my  own 
machines. 

Q.  You  have  never  been  dependent  on  having  expert  serv- 
ice, have  you? 

A.  No,  except  on  gasoline  engines,  or  something  like  that, 
or  some  few  manure  spreaders,  that  I  did  not  have  time  to 
go  and  attend  to  myself. 

Q.  You  used  to  be  sheriff  in  your  county,  did  you  not, 
Mr.  Gillan? 

A.    Yes,  sir. 

Q.    Were  you  a  salesman  for  the  Deering  lines  at  one  time? 

A.    Yes,  sir. 

Q.    How  long  ago  was  that? 

A.  Well,  let  me  see.  I  was  25  years  old  when  I  came  off 
the  farm,  and  I  went  to  work  for  Mr.  Young  right  away,  in 
Harrisburg,  and  I  worked  for  them  on  the  road  possibly 
about  10  years. 

Q.  Then  did  you  work  for  the  International  before  you 
started  in  business  yoiirself  ? 

A.    Oh,  yes. 

Q.    How  long  were  you  a  salesman  for  the  International? 
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A.  Well,  they  have  been  called  the  International  about  10 
years.    I  worked  for  the  International  possibly  a  year  or  bo. 

Q.    For  the  International? 

A.    Yes,  sir. 

Q.  And  since  you  have  been  in  business  you  have  not 
handled  any  harvesting  implements  except  those  of  the  Inter- 
national have  yout 

A.    No,  sir. 

Q.  Are  there  other  dealers  in  your  town  of  Chambers- 
burg? 

A.    Yes,  sir. 

Q.  And  each  one  of  those  handles  one  of  the  International 
harvesting  machines? 

A.    Yes,  sir. 

Q.    And  no  other  machines? 

A.    No,  sir. 

Q.  Most  of  your  competition  is  from  the  dealers  in  your 
own  town,  is  it  not? 

A.    Yes,  sir. 

Q.  You  have  named  a  large  number  of  dealers  in  surround- 
ing towns  ? 

A.    Yes,  sir. 

Q.  As  a  matter  of  fact,  the  dealers  in  your  own  town  are 
the  dealers  who  mostly  compete  with  you? 

A.    Those  are  the  ones. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.    I  judge  along  about  90  to  95  per  cent. 

Q.  What  per  cent,  of  the  mowers  would  you  say  are  Inter- 
national, in  your  territory? 

A.     I  would  judge  it  would  run  about  the  same. 

Q.  And  would  the  same  per  cent,  be  an  accurate  statement 
of  the  proportion  of  International  hay  rakes  that  are  sold 
there? 

A.     Yes,  sir. 

Q.  What  per  cent,  of  the  tedders  are  International,  if  you 
sell  any? 

A.  We  sell  some.  I  think  it  would  run  about  the  same  on 
the  tedder  question. 

Q.  What  per  cent,  of  the  corn  binders,  if  any  are  sold,  are 
International? 

A.    I  would  say  about  80  per  cent. 

Q.    Do  you  sell  International  twine  ? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  twine  is  International? 
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A.    All  of  it— that  is,  that  I  sell  individually,  understand. 

Q.     I  mean  in  your  territory. 

A.    Oh,  well,  of  course  there  is  Plymouth  twine  sold  there. 

Q.  Would  75  per  cent,  be  a  true  statement  of  the  Interna- 
tional twine? 

A.    Yes,  sir,  I  suppose  it  would  be. 

Q.    What  else  do  you  buy  from  the  International? 

A.    We  get  a  few  small  cultivators  and  disc  harrows. 

Q.  What  per  cent,  of  the  business  in  disc  harrows  is  done 
by  the  International,  in  your  territory? 

A.  My  territory  is  not  very  large  in  the  disc  harrow  trade ; 
I  have  sold  only  a  couple  of  them. 

Re-direct  Eaximination  by  Mr.  Bancroft. 

Q.    Is  there  much  trade  in  corn  binders? 

A.     Not  a  big  lot;  no,  sir. 

Q.     It  doesn't  amount  to  anything? 

A.     No,  sir. 

Q.  This  competition  in  your  own  town;  is  that  active  and 
real? 

A.    Yes,  sir. 

Q.  How  does  it  differ  from  the  competition  that  was  car- 
ried on  there  between  those  lines  prior  to  1902? 

A.  Well,  I  don't  know.  I  think  it  is  a  little  sharper  just 
at  the  present  time ;  it  is  done  through  the  local  dealer,  though. 

Q.  There  is  a  real,  actual,  active  competition  between  those 
various  lines  of  International  binders  in  your  town? 

A.     Yes,  sir. 

Mr.  Grosvenor :  Q.  You  mean  that  today  the  local  dealers 
compete  with  each  other  in  selling  these  different  makes  of  the 
International  ? 

A.     Yes,  sir. 

Q.  Whereas,  before  1902  the  manufacturers  competed  in 
selling  those  types  to  the  dealers? 

A.    Yes,  sir. 

Q.    Is  that  what  you  mean? 

A.     Yes,  sir. 

Mr.  Bancroft:  Q.  Is  there  any  difference,  so  far  as  the 
farmer  is  concerned? 

A.     No. 

Q.     That  you  know  of? 

A.     No ;  not  that  I  know  of. 

Q.    And  you  knew  both  conditions  ? 
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A.    Yes,  sir.  1 

Q.  Now,  is  it  true  that  the  expert  service  of  the  Interna- 
tional is  mere  "bunk",  as  the  learned  representative  of  the 
Government  said? 

A.    It  has  not  been  with  me. 

Mr.  Grosvenor:  I  didn't  say  "bunk";  I  said  "buncombe". 
I  said  the  talk  about  expert  service  is  buncombe. 

Q.  Is  the  talk  about  the  expert  service  "buncombe",  in 
your  experience  ? 

A.     No,  I  never  heard  the  word  used  up  there. 

Q.    Only  in  the  Government  service  you  first  heard  it? 

A.    That  is  all.  2 

Q.  As  a  matter  of  fact,  expert  service  is  very  essential  in 
the  harvesting  machine  trade,  isn't  it? 

A.    Yes,  sir. 

Q.  And  in  particular  cases  you  were  able  to  render  it  your- 
self because  you  had  formerly  been  an  expert  for  the  Deering 
Company? 

A.     Yes,  sir. 

Q.    That  is  the  reason,  isn't  it? 

A.     Yes,  sir,  that  is  right. 

Q.    And  the  man  who  refers  to  the  expert  service  as  bun-  o 
combe  is  mistaken,  is  he  ? 

A.  Well,  I  never  heard  the  word  used  up  there — buncombe. 
I  know  what  you  mean. 

Q.    You  know  what  I  mean  ? 

A.    Yes. 

Q.    The  expert  service  is  a  valuable  service,  isn't  it? 

A.     Sure  it  is. 

Q.  And  the  reference  to  it  in  the  harvester  trade  is  a  rea- 
sonable and  proper  reference? 

A.    Yes,  sir. 

4 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  How  many  experts  did  these  other  two  dealers  in  your 
town  have  last  year  for  binders  and  mowers  ?  I  am  not  talking 
about  spreaders  or  engines  or  the  new  things,  but  I  am  talking 
about  binders  and  mowers. 

A.  Last  year  we  did  not  need  any  on  the  McCormick  end. 
We  sold  only  one. 

Q.    So,  you  did  not  have  any  expert? 

A.    No. 
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Q.  Take  the  third  man :  how  many  experts  did  he  have  on 
binders  and  mowers  ? 

A.     Well,  Brother,  I  didn't  watch  his  end  of  it  at  all.    . 

Q.  As  far  as  you  know,  there  was  not  an  International 
expert  in  your  town  to  handle  or  fix  up  binders  or  mowers  last 
year,  was  there? 

A.  Well,  he  did  some,  I  know,  but  I  do  not  know  just  how 
long. 

Q.    Was  it  half  a  day? 

A.    Yes. 

Q.     Was  it  more  than  half  a  day? 

A.  Yes.  As  one  gentleman  said,  he  furnished  22  meals 
for  an  International  man  to  keep  one  binder  running. 

Q.     Was  that  expert  working  on  just  one  binder  ? 

A.  Yes,  sir,  just  one  binder ;  and  he  got  disgusted  with  it 
and  told  me  to  take  it  in,  and  I  sold  it  for  the  high  dollar.  He 
told  me  to  sell  it  for  the  high  dollar. 

Q.     What  does  the  "high  dollar"  mean? 

A.    All  I  could  get  for  it. 

(A  recess  was  here  taken  until  2:00  o'clock  P.  M.) 
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J.  W.  TAYLOR,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Where  do  you  live,  Mr.  Taylor? 

A.     Reedsville,  Pennsylvania. 

Q.     How  long  have  you  lived  there? 

A.    All  my  life. 

Q.    What  is  your  business? 

A.  I  was  a  farmer  before  I  took  up  International  goods, 
and  then  I  continued  to  live  on  the  farm,  too. 

Q.  When  did  you  take  up  the  agricultural  implement  busi- 
ness? 

A.  I  was  connected  with  the  McCormick  one  year  before 
the  combine. 

Q.    Before  1902? 

A.     Yes,  sir;  one  year. 

Q.  And  since  then  you  have  been  engaged  in  the  agricul- 
tural implement  business? 

A.    Yes,  sir. 
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Q.    At  Eeedsville? 

A.     Yes,  sir. 

Q.  What  is  the  amount  of  your  annual  business,  on  an 
average? 

A.     In  International,  or  all  told? 

Q.  In  all  goods,  in  all  the  business  in  which  you  are  en- 
gaged. 

A.    About  $15,000. 

Q.     And  the  amount  in  farm  implements? 

A.    About  $3,000. 

Q.  And  in  International  goods  how  much  business  do  you 
do? 

A.     In  the  neighborhood  of  $1,200. 

Q.    What  lines  of  binders  and  mowers  do  you  handle? 

A.  I  am  now  agent  for  the  McCormick  and  also  for  the 
Johnston. 

Q.     How  long  have  you  been  agent  for  the  McCormick? 

A._  Since  1901. 

Q.    And  how  long  for  the  Johnston? 

A.     Two  years. 

Q.  Have  you  any  competitor  in  the  harvesting  implement 
business  in  your  town  or  in  neighboring  towns? 

A.  There  is  a  Johnston  agent  located  at  Milroy,  about 
2%  miles  from  my  home,  and  there  is  also  a  Deering  man 
and  an  Osborne  man  in  Reedsville. 

Q.  Do  you  handle  other  agricultural  implements  of  the 
kinds  made  by  the  International? 

A.     Yes,  sir. 

Q.    That  are  not  made  by  it? 

A.    Yes,  sir. 

Q.  Has  anybody  of  the  International  endeavored  to  force 
you  to  buy  more  of  their  goods  or  less  of  competitive  goods  ? 

A.    No,  sir. 

Q.     On  the  threat  of  withdrawing  the  harvester  line? 

A.    No,  sir. 

Q.  What  would  happen  if  they  did  inipose  that  condition 
on  your  handling  their  harvesing  line  ? 

A.    I  would  get  another  line. 

Q.  Who  fixes  the  prices  at  which  you  sell  International 
goods  ? 

A.    I  do. 

Q.  Have  there  been  any  improvements  in  the  McCormick 
binders  or  mowers  since  you  have  been  handling  them? 

A.     Yes,  sir;  more  particularly  on  the  binders. 

Q.    What  are  they,  briefly? 


144  J.    W.   Taylor,  Cross-Examination. 

A.  The  reel  support,  the  folding  divider,  and  a  decided  im- 
provement in  the  knotter,  too,  since  I  first  handled  it. 

Q.    And  what  else  ? 

A.  And  also  in  the  shaft  that  takes  up  the  slack  in  the 
bevel  gear;  that  is  rather  a  new  improvement  too.  There 
are  some  other  minor  ones  that  I  can't  just  recall. 

Q.  How  is  the  service  in  repairs  furnished  you  by  the 
International  1 

A.    It  is  very  good. 

;  Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  your  town  handling 
harvesting  and  all  lines  of  agricultural  implements? 

A.    Just  one  besides  myself. 

Q.     What  harvesting  lines  does  the  other  dealer  handle? 

A.     The  Osborne  and  the  Deering. 

Q.  Are  the  International  lines  of  binders  the  leading  types 
of  binders  in  your  territory? 

A.    They  have  the  majority  of  the  trade,  yes,  sir. 

Q.    And  the  same  thing  is  true  of  the  mowers? 

A.     Yes,  sir. 

Q.  What  per  cent,  of  the  binders  in  your  territory  are  of 
International  naake? 

A.    I  presume  70  per  cent.;  between  60  and  70. 

Q.    What  per  cent,  of  the  mowers? 

A.     Probably  about  the  same. 

Q.    How  many  Johnston  binders  did  you  sell  in  1912? 

A.     I  did  not  sell  any. 

Q.    How  many  McCormick? 

A.    None. 

Q.  What  sort  of  territory  is  that?  Is  it  a  small-grain  ter- 
ritory? 

A.  Yes,  it  is  rather  a  small  territory,  and  the  agents  are 
close,  too. 

Q.    There  are  a  lot  of  agents  there? 

A.  Yes,  sir;  that  is,  in  our  valley.  It  is  rather  a  small  val- 
Ify-  .^^^^f  1^  9^^  ^"  Milroy— a  Johnston  man,  and  one  in 
BellviUe,  there  is  one  m  Eohrerstown,  which  is  only  a  short 
distance,  about  six  miles. 


L.  H.  Lightcap,  Direct  Examination.  145 


L.  H.  LIGHTCAP,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Where  do  you  live,  Mr.  Lightcap  ? 

A.     Columbus,  Ohio. 

Q.    What  is  your  business? 

A.  Assistant  general  agent  of  the  International  Har- 
vester Company. 

Q.  How  long  have  you  been  assistant  general  agent 
there? 

A.    Two  years. 

Q.  Have  you  made  an  investigation  to  learn  the  names  of 
the  dealers,  locations,  and  the  general  lines  of  agricultural 
implements  handled,  in  a  portion  of  your  territory? 

A.    Yes,  sir. 

Q.    What  territory? 

A,     Consisting  of  12  counties.    Shall  I  name  the  counties? 

Q.    Yes. 

A.  Union,  Champaign,  Logan,  Hardin,  Wyandot,  Craw- 
ford, Marion,  Eichland,  Morrow,  Knox,  Licking  and  Cohoc- 
ton. 

Q.  How  many  counties  are  there  in  that  general  agency 
in  all? 

A.  24,  except  an  upper  tier  of  townships  in  three  of  the 
counties.  There  are  21  complete  counties  and  parts  of  three 
others;  practically  24  counties. 

Q.  Is  that  territory  divided  in  its  operation,  in  your  gen- 
eral agency,  into  blocks? 

A.    Yes,  sir. 

Q.    How  many  blocks? 

A.     Six. 

Q.  And  which  blocks  embrace  the  12  counties  which  you 
first  named? 

A.    Blocks  3,  4,  and  5. 

Q.  Have  you  prepared  written  lists,  upon  blanks  fur- 
nished, of  the  goods  which  each  dealer  in  those  12  counties 
is  handling? 

A.    Yes,  sir. 

Q.    And  those  three  blocks? 

A.    Yes,  sir. 

Q.    How  were  they  prepared  by  you? 
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A.  We  called  personally,  and  the  dealers  gave  us  the  lists 
of  goods. 

Q.    You  mean  gave  you?  ■ 

A.  Yes,  gave  me  the  list  of  goods  that  they  handled,  and 
signed  the  statement— with  a  few  exceptions;  for  instance, 
when  the  dealers  would  be  away,  or  when  it  was  next  to  im- 
possible for  me  to  get  to  them  on  account  of  the  flood,  the 
roads  being  washed  out.  Those  instances,  however,  are 
noted  on  the  different  blanks. 

Q.  And  in  those  instances  what  steps  did  you  take  to 
learn  what  goods  such  dealers  handle? 

A.     I  talked  to  the  dealers. 

Q.     I  mean  where  they  were  absent. 

A.  Where  they  were  absent — either  by  seeing  the  goods 
offered  for  sale  or  by  the  advertising  signs  at  the  dealer's 
place  of  business. 

Q.  Were  there  any  cases  where  you  communicated  with 
the  dealer  by  telephone,  owing  to  your  inability  to  see  him 
personally,  either  on  account  of  flood  conditions  or  other- 
wise? 

A.    Yes,  sir. 

Q.  Are  all  of  these  exceptional  cases,  where  the  dealer 
does  not  himself  sign  the  statement,  indicated  on  the  papers 
which  you  have? 

A.    Yes,  sir. 

Q.  And  the  statements  on  those  papers  are  correct,  are 
they? 

A.    Yes,  sir. 

Q.    To  your  personal  knowledge? 

A.     Yes,  sir. 

Q.    Derived  in  the  manner  in  which  you  have  stated? 

A.     Yes,  sir. 

Q.  From  these  statements  and  this  investigation  have  you 
prepared  a  recapitulation  of  the  facts  contained  in  the  state- 
ments? 

A.    Principally  so. 

Q.  How  was  that  recapitulation  prepared  and  what  does 
it  contain,  speaking  generally? 

A.  It  was  given  by  direct  dictation  of  five  of  the  principal 
makes  or  Imes  of  machines  that  each  dealer  handled.  There 
is  a  smaller  number  than  five  in  some  cases,  but  there  are 
not  to  exceed  five. 

Q.  And  from  the  statements  which  you  prepared  and 
which  you  have  here? 

A.    Yes,  sir. 
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Q.  And  the  recapitulation  correctly  represents,  in  tabu- 
lated form,  the  information  in  those  original  statements'? 

A.    Yes,  sir. 

Q.  The  statements  which  you  here  produce  in  these  three 
bundles  are  how  arranged? 

A.     Alphabetically  by  towns,  by  blocks. 

Q.  The  first  one  which  I  shall  offer  in  evidence  repre- 
sents the  statements  of  towns,  arranged  alphabetically,  in 
what  block? 

A.    In  block  3. 

Mr.  Bancroft:  I  offer  those  statements  in  evidence,  but 
the  same  need  not  be  copied  into  the  record. 

Mr.  Grosvenor:  Those  are  the  detailed  statements  of 
each  dealer — not  the  recapitulation? 

Mr.  Bancroft:     Yes. 

The  Witness:     Yes. 

(The  volume  of  statements  was  marked  Defendants'  Ex- 
hibit 48.) 

Q.  Mr.  Bancroft:  The  next  one  which  I  offer  (and  which 
also  need  not  be  copied  into  the  record)  is  marked  De- 
fendants' Exhibit  49,  and  contains  the  statements  in  what 
block? 

The  Witness :    In  Block  4. 

Mr.  Bancroft :  And  the  next  one  which  I  offer  in  evidence 
(and  which  also  need  not  be  copied  into  the  record),  and  which 
I  ask  the  Examiner  to  mark  Defendants'  Exhibit  50,  con- 
tains the  statements,  alphabetically  arranged,  in  Block  5;  do 
they  not? 

The  Witness:    Yes,  sir. 

Q.  In  preparing  the  recapitulations  have  you  followed  the 
order  contained  in  these  three  exhibits  which  you  have  just 
identified? 

A.    Yes,  sir,  with  one  exception,  which  is  noted? 

Mr.  Grosvenor:    You  mean  the  order  of  towns? 

Mr.  Bancroft:    The  arrangement. 

Q.  So  that  each  block  is  separately  dealt  with  in  the  tabu- 
lation? 

A.    Yes,  sir,  with  the  one  exception  as  noted. 

Q.    And  the  towns  are  arranged  alphabetically? 

A,    Yes,  sir. 

Q.    The  one  exception  is  what? 

A.  That  of  Butler,  which  is  marked  on  Block  5-A.  It 
should  appear  on  Block  4,  where  the  notation  is  made,  as 
Insert  A. 

Q.    That  is  the  only  exception  to  the  statement? 
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A.     That  is  the  only  exception,  yes,  sir. 

Q.  Look  at  this  bunch  of  papers  which  I  will  ask  the  M/k.- 
aminer  to  mark  Defendants'  Exhibit  51,  and  state  if  that  is 
a  correct  recapitulation,  as  already  stated,  of  the  facts  m  re- 
lation to  Block  3. 

A.    It  is. 

Mr.  Bancroft:    I  offer  Defendants'  Exhibit  51  in  evidence. 

(Defendants'  Exhibit  51  appears  in  a  separate  volume  of 
exhibits.) 

Q.  And  is  this  other  bunch  of  papers  the  recapitulation 
of  the  statements  in  relation  to  the  dealers  in  Block  4? 

A.    It  is. 

Mr.  Bancroft:  I  offer  the  same  in  evidence,  and  ask  that 
it  be  marked  Defendants'  Exhibit  52. 

(Defendants'  Exhibit  52  appears  in  a  separate  volume  of 
exhibits.) 

Mr.  Grosvenor:  I  reserve  my  right  of  objection  until 
after  I  have  had  an  opportunity  to  cross-examine. 

Mr.  Bancroft:     Certainly. 

Q.  And  does  this  third  bunch  of  papers  correctly  repre- 
sent the  recapitulation  of  the  statements  covering  Block  5? 

A.    Yes,  sir. 

Mr.  Bancroft:  I  offer  the  same  in  evidence  and  ask  that 
they  be  marked  Defendants '  Exhibit  53. 

.(Defendants'  Exhibit  53  will  appear  in  a  separate  volume 
of  exhibits.) 

Mr.  Bancroft:    That  is  all. 

Mr.  Grosvenor:  I  will  not  cross-examine  the  witness  un- 
til I  have  had  an  opportunity  to  look  at  these.  I  have  not  had 
copies  of  these  given  to  me  heretofore. 

Mr.  Bancroft:     Yes,  you  have. 

Mr.  Grosvenor:     Are  these  the  ones  given  at  Chicago? 

Mr.  Bancroft :     They  were  served  on  counsel. 

Mr.  Grosvenor:  Judge  McHugh  stated  to  me  at  Chicago 
that  all  of  those  general  agents  whose  lists  were  produced  at 
Chicago  would  be  examined  at  Chicago  at  the  next  hearing, 
and  therefore  I  have  not  brought  my  copies  with  me.  They 
are  being  examined  at  Chicago.  But  if  this  witness  does  not 
want  to  come  to  Chicago,  I  can  cross-examine  him  tomorrow. 

Mr.  Bancroft:     That  will  be  more  convenient. 

Mr.  Grosvenor:     That  will  be  more  convenient  to  you? 

The  Witness:     Yes,  sir. 

Mr.  Grosvenor:  So  I  will  look  over  these  tonight  and 
cross-examine  you  tomorrow. 
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Mr.  Bancroft:     That  is  entirely  satisfactory. 
(The  witness  was  then  withdrawn  for  the  present.) 


J.  H.  SCHIBLEY,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Schibley,  you  are  doing  an  agricultural  implement 
business  under  what  corporate  name?  f, 

A.    The  Amherst  Supply  Company,  at  Amherst,  Ohio. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.     About  two  years  and  a  half. 

Q.  What  other  lines  beside  agricultural  implements  do 
you  deal  in? 

A.  Lumber,  grain,  flour,  feed,  building  supplies,  and  farm 
implements. 

Q.    What  amount  of  business  do  you  do  annually? 

A.    About  $100,000. 

Q.  And  how  much  annually  in  farm  tools,  wagons,  and 
twine  ?  3 

A.    About  $15,000. 

Q.    And  about  how  much  of  that  is  in  International  goods? 

A.    About  40  per  cent. 

Q.  What  line  of  binders,  mowers,  and  twine  do  you  han- 
dle? 

A.    The  McCormick. 

Q.  What  other  lines  not  made  by  the  International,  if 
any,  are  handled  in  your  town  or  vicinity?  , 

A.    Not  any  that  I  know  of. 

Q.    None  in  your  town? 

A.    No,  sir.  4 

Q.    Any  in  your  vicinity  that  you  compete  with? 

A.  I  should  say  Elyria,  and  that  is  7  miles  from  our 
place. 

Q.    What  line  of  binders  and  mowers  are  handled  there? 

A.     The  Adriance-Platt. 

Q.    What  lines  of  wagons  do  you  handle? 

A.     The  Weber  and  the  Turnbull. 

Q.    What  cream  separators? 

A.    The  Great  Western  and  the  Dairy  Maid. 

Q.    What  cultivators? 

A.    The  Yale,  the  Eoderick  Lean,  and  the  Kraus. 


150  J.  H.  ScUhley,  Cross-EoMmination. 

Q.    What  harrows  and  discs? 
A.    The  McCormick. 
Q.    What  drills? 
A      Tlip  SuT)Grior 

Q."  Who  fixes  the  retail  prices  on  the  International  goods 
that  you  sell? 

A.       I  do.  ,        -r    .  ^-  1 

Q.  Has  there  ever  been  any  attempt  by  International  peo- 
ple to  coerce  you  as  to  prices  or  purchases  of  agricultural  im- 
plements? 

A.    No,  sir. 

Q.     Could  they  control  you  in  either  of  those  matters  it 

they  tried? 

A.     Absolutely  not. 

Q.  How  is  the  service  that  you  get  with  respect  to  sup- 
plies of  repairs  and  experts,  if  they  are  wanted? 

A.    Very  good. 

Q.  So  far  as  you  know,  is  there  any  better  service  fur- 
nished in  agricultural  implement  lines? 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     How  many  dealers  are  there  in  Amherst? 

A.     We  are  the  only  ones  in  the  implement  business. 

Q.  Did  you  buy  out  some  one  who  had  been  selling  the 
McCormick  lines? 

A.     No,  sir. 

Q.  How  long  have  the  McCormick  lines  been  handled 
there? 

A.     Two  years  and  a  half,  as  near  as  I  could  tell  you. 

Q.  Who  was  doing  business  there  before  you  went  there? 
Wasn't  there  any  one? 

A.  The  McCormick  binder  was  sold  by  a  farmer;  he  was 
the  only  agent  that  I  know  of. 

Q.  What  are  the  leading  types  of  binders  in  the  territory 
in  which  you  do  business,  basing  your  answer  upon  the  knowl- 
edge you  have  gained  being  two  years  in  business? 

A.  The  McCormick  and  the  Adriance-Platt,  are  the  only 
ones  that  have  been  there. 

Q.  You  say  40  per  cent,  of  your  business  is  with  the  Inter- 
national? 

A.     I  should  think,  off-hand,  about  40  per  cent. 

Q.     Does  the  International  hold  any  of  your  notes  ? 

A.    Yes,  sir. 


H.  M.  Brown,  Direct  Examination.  151 

Re-direct  Examination  by  Mr.  Bancroft.  ^ 

Q.  Notes  taken  in  the  usual  course  of  business  and  not 
yet  due? 

A.  "Well,  they  will  take  a  note — suppose  we  are  carrying 
over  some  machinery  from  last  year  into  this  year :  we  settle 
by  note  without  interest. 

Q.    And  those  notes  are  not  due? 

A.    No,  sir. 

Q.    And  they  hold  no  note  of  yours  that  is  due? 

A.    No,  sir.  2 

Q.     That  is  usual  in  the  implement  trade,  is  it? 

A.     Yes,  sir. 


H.  M.  BROWN,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendant,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Where  do  you  live,  Mr.  Brown? 

A.  Ashtabula,  Ohio.  3 

Q.  You  are  engaged  in  the  agricultural  implement  busi- 
ness there? 

A.  Yes,  sir. 

Q.  And  have  been  for  how  many  years? 

A.  I  have  been  in  business  there  17  years,  though  I  have 
not  handled  implements  all  the  time. 

Q.  How  many  years  have  you  handled  implements? 

A.  Perhaps  12  years  out  of  that  time. 

Q.  About  what  is  your  total  annual  business? 

A.  About  $18,000.  . 

Q.  How  much  of  that  is  in  agricultural  implements,  wag- 
ons, and  so  forth? 

A.  Between  $7,000  and  $8,000,  including  wagons. 

Q.  How  much  of  it  is  in  International  Harvester  goods? 

A.  About  $3,000. 

Q.  What  line  of  binders  and  mowers  do  you  handle? 

A.  The  Deering. 

Q.  How  long  have  you  handled  that  line? 

A.  Since  1905. 

Q.  What  line  did  you  handle  before  that? 

A.  I  had  an  agency  for  the  Adriance-Platt. 


152  H.  M.  Brown,  Cross-Examination. 

1  Q.     What  other  lines  than  International,  of  binders  -and 
mowers,  are  sold  in  competition  with  you? 

A.    The  Adrianee-Platt  and  the  Johnston. 

Q.    Do  you  handle  a  general  line  of  farm  tools? 

A.     Yes,  sir. 

Q.  And  tools  of  the  kind  the  International  makes  but  made 
by  other  manufacturers  ? 

A.    Yes,  sir. 

Q.  Has  the  International  at  any  time  tried  to  compel  you 
to  buy  less  of  some  competitor's  goods  or  more  of  its  goods 
on  threat  that  you  could  not  handle  the  Deering  unless  vou 

2  did  that? 

A.     No,  sir. 

Q.  If  any  such  attempt  were  made  what  would  be  the  re- 
sult? 

A.  I  could  not  tell  you ;  it  would  depend  on  how  bad  they 
bore  on. 

Q.    Would  they  succeed  in  any  such  attempt? 

A.  No.  They  would  not  try  it — I  know  they  would  not, 
really. 

Q.  Who  fixes  the  prices  on  the  International  goods  you 
o  sell? 

A.    The  retail  prices  ? 

Q.    Yes. 

A.    I  do. 

Q.  Does  the  International  ever  try  to  dictate  those  prices 
in  any  way? 

A.    I  do  not  remember  that  they  ever  did. 

Q.  How  is  the  service  on  repairs  and  help  that  you  get  from 
the  International? 

A.    It  is  very  good. 

4 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Ashtabula,  Mr.  Brown? 
A.    Three. 

Q.    Does  either  of  the  other  dealers  handle  International 
lines? 
A.     Yes,  sir. 
Q.     How  many  of  them? 
A.    One. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.    The  McCormick  and  the  Deering. 
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Q.  What  per  cent,  of  the  business  is  in  the  International  i 

lines,  in  binders  ? 

A.  Up  till  this  year  I  think  perhaps  75  per  cent. 

Q.  The  season  has  not  opened  for  this  year,  has  it? 

A.  They  are  working  at  it  now  very  hard. 

Q.  What  per  cent,  of  the  mowers  are  International? 

A.  About  the  same. 

Q.  Are  there  any  corn  binders  sold  around  there? 

A.  Very  few. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.  75  to  80  per  cent.  2 

Q.  What  per  cent,  of  the  tedders  are  International? 

A  About  the  same. 

Q.  75  to  80? 

A.  Yes. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.  You  said  up  to  this  year  the  Internatioiial's  per  c^nt. 
was  about  75. 

A.    Yes,  sir. 

Q.    Is  it  more  this  year,  or  less?  " 

A.    It  will  be  less  this  year. 

Q.    How  much  less  ? 

A.  I  can't  tell  you  exactly,  but  I  think  they  will  break 
about  even  this  year  with  the  Johnston  line.  The  Johnston 
line  is  being  worked  very  hard  there. 

Q.  The  question  of  per  cent,  in  your  territory  depends  on 
the  salesmanship,  does  it? 

A.    Yes,  sir. 

Q.    And  the  merit  of  the  goods? 

A.    The  merit  of  the  goods  and  the  salesmanship.  a 

Q.    What  wagons  do  you  sell? 

A.    The  Lansing. 

Q.  These  per  cents,  you  give  are  estimates,  I  suppose; 
you  have  not  any  accurate  knowledge  of  what  your  competi- 
tor is  doing? 

A.    No,  sir,  not  a  bit. 

Q.  They  are  the  best  estimates  you  can  form  of  what  your 
competitors  are  doing,  and  you  know  what  you  are  doing? 

A.    Yes,  sir. 

Q.  Of  course,  you  do  not  know  as  accurately  what  your 
competitors  are  doing  as  you  know  what  you  are  doing  your- 
self? 
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A.     No,  I  do  not. 

Q.  A  man  generally  thinks  that  the  business  he  knows 
particularly  about  is  better  than  the  business  he  does  not 
know  particularly  about,  where  the  other  business  is  com- 
petitive, doesn't  he?    That  is  human  nature? 

A.    Yes.    He  generally  has  all  he  can  do  to  attend  to  Ms 


own. 


Re-cross  Examination  by  Mr.  Grosvenor. 


Q.    What  was  that  last  testimony  you  gave? 

A.    Just  now? 

Q.    Yes. 

A.  I  said  a  man  had  pretty  near  all  he  could  do  to  attend 
to  his  own  business. 

Q.    What  was  the  question  you  answered  "yes"  to? 

A.    That  it  was  very  hard  to  answer. 

Q.  Do  you  understand  that  long  question  that  you  said 
"yes"  to? 

A.    I  do  not. 

Q.    You  don't  know  what  it  was  you  testified  to,  do  you? 

A.    No,  I  don't  understand  that  last  question. 

Q.  Well,  why  did  you  say  "yes" — just  because  the  ques- 
tion was  framed  in  a  leading  manner? 

A.    I  couldn't  tell  you. 

Q.  Now  can  you  state  approximately  what  the  question 
was  or  what  testimony  you  intended  to  give  when  you  said 
"yes"? 

A.  I  understood  that  he  asked  me  if  I  did  not  think  that 
a  man  had  about  all  he  could  do  to  attend  to  his  own  line  in- 
stead of  his  competitor's  line.  I  understood  the  question — 
to  get  the  meaning  of  it  about  the  same  as  that. 

Re-re-direct  Examination  by  Mr.  Bancroft. 

Q.  You  didn't  understand  it.  Now  let  me  state  it  and  see 
if  you  do  understand  it,  and  then  you  answer.  Is  a  man  apt  to 
think  that  he  has  a  larger  per  cent,  in  a  business  in  which  he 
is  engaged  than  his  competitor,  because  he  knows  what  he  is 
doing  and  he  does  not  know  what  his  competitor  is  doing,  or 
not?    What  is  your  judgment  on  that  as  a  dealer? 

A.     Is  a  man  apt  to  know? 

Q.  Yes ;  is  he  apt  to  think  that  he  knows  that  his  business 
is  larger  than  his  competitor's,  because  he  knows  his  own 
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business  but  he  does  not  know  his  competitor's?    Do  you  get  1 
that? 

A.  I  get  it,  but  I  don't  see  how  a  man  would  know,  or 
whether  he  would  be  apt  to  think  so. 

Q.  Well,  just  take  a  simple  case,  in  your  business.  You 
do  not  sell  any  International  wagons,  do  you? 

A.    No,  sir. 

Q.  What  other  wagons  are  sold  in  your  town  than  Inter- 
national? 

A.     Studebaker,  Tiffin,  and  Birdsell. 

Q.  Now,  what  per  cent,  do  you  think,  of  the  wagons  in 
your  town  are  International  wagons?  2 

A.    Not  5. 

Q.  Take  cultivators;  you  do  not  sell  any  International 
cultivators,  do  you? 

A.    No,  sir. 

Q.  What  per  cent,  of  the  cultivators  do  you  think  are  In- 
ternational, in  your  town? 

A.    None. 

Q.    Take  drills:  you  do  not  sell  any  International  drills? 

A.    No. 

Q.  What  per  cent,  of  the  drills  do  you  think  the  Interna- 
tional sells  in  your  neighborhood,  in  your  country?  " 

A.  They  sell  a  few  within  10  miles  of  me,  but  not  near 
town. 

Q.  Now  take  the  territory  in  which  you  work:  what  per 
cent,  do  you  suppose,  do  you  think,  the  International  sells  of 
drills  in  that  territory? 

A.    About  15. 

Q.    What? 

A.     15  per  cent. 

Mr.  Bancroft:     That  is  all. 


H.  E.  EIDDLEMOSEE,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.    Mr.  Eiddlemoser,  you  are  engaged  in  the  farming  busi- 
ness and  live  at  McKnightstown,  Pennsylvania? 
A.    Yes,  sir. 

Q.    How  long  have  you  been  farming? 
A.    About  33  years. 
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Q.  During  the  time  you  have  been  farming  have  you  had 
occasion  to  buy  farm  implements! 

A.    Yes,  sir. 

Q.  What  has  been  your  experience  generally  in  purchas- 
ing farm  implements  in  the  last  20  years  ? 

A.  The  first  binder  I  bought,  32  years  ago,  was  a  Deering 
— the  first  that  was  sold  in  Adams  county. 

Q.    Have  you  bought  binders  since  that  time? 

A.    Yes,  sir. 

Q.    How  many  binders  have  you  bought  since  that  time? 

A.  That  binder  I  used  18  years,  and  I  bought  about 
three — I  suppose  I  bought  about  five  or  six  different  binders. 

Q.     Since  that  time? 

A.     Since  that  time,  yes,  sir. 

Q.    Have  you  bought  any  binders  since  1902? 

A.    Yes. 

Q.    How  many  binders  have  you  purchased  since  1902? 

A.    About  three. 

Q.    When  did  you  buy  your  last  binder? 

A.    The  last  binder  I  bought  in  last  MarcL 

Q.    What  make  of  binder  was  that? 

A.    A  Deering. 

Q.    When  did  you  buy  a  binder  before  last  March? 

A.    I  bought  one  two  years  ago. 

Q.    What  make  of  binder  was  that? 

A.     That  was  a  Johnston. 

Q.    And  when  did  you  buy  a  binder  prior  to  that  time? 

A.    I  bought  one  about  a  year  or  two  before  that. 

Q.    What  make  of  binder  was  it? 

A.    That  was  a  McCormick. 

Q.  When  did  you  buy  your  last  binder  immediately  prior 
to  1902? 

A.  It  was  a  few  years  before  that,  that  I  bought  about 
two  binders. 

Q.    Four  or  five  years  before,  or  two  or  three  years? 

A.    Yes,  about  three  years  before,  I  guess. 

Q.    For  how  many  farms  do  you  buy  farm  implements? 

A.    I  bought  for  about  four  or  five  farms. 

Q.    How  many  farms  have  you? 

A.    One. 

Q.  And  for  whom  did  you  buy  the  implements  for  the 
other  farms? 

A.    For  my  father-in-law. 

Q.    Any  person  else? 

A.    No. 
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Mr.  Grosvenor:    I  object  to  this  as  immaterial.  1 

Q.  In  the  purchase  of  these  binders  and  in  the  use  of  the 
binder  did  you  become  familiar  with  the  quality  and  charac- 
ter of  the  binders — the  last  Deering  binder  you  bought,  as 
compared  with  the  quality  and  character  of  the  binders  you 
bought  before  1902? 

A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  the  binders  you  bought 
since  1902,  of  the  Deering  line,  are  better  than  the  binders 
you  bought  prior  to  1902? 

A.    Yes,  sir. 

Q.    They  were  better?  2 

A.    Yes,  sir. 

Q.  Had  you  had  occasion  to  purchase  repairs  for  your 
farming  implements  before  1902?  ^ 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  to  purchase  repairs  from  the 
International  Harvester  Company  for  lines  of  machinery 
since  1902? 

A.    Yes,  sir. 

Q.    Are  you  able  to  state  whether  the  repair  service  fur- 
nished since  1902  by  the  International  is  better  than  the  re-  o 
pair  service  which  was  furiiished  by  the  other  companies 
prior  to  1902? 

A.    Yes,  sir. 

Q.    Now,  what  is  that  service?    Better,  or — 

A.  They  pay  a  little  more  attention  to  their  customers 
than  the  other  agents  do. 

Q.  But  as  compared  with  the  service  which  was  furnished 
prior  to  1902,  how  is  the  repair  service  today? 

A.  It  is  better  than  it  has  ever  been — a  good  deal  better, 
on  account  that  we  have  telephones  and  all  that  sort  of  thing. 
Within  a  very  few  hours  you  can  get  anything  you  want.  4 

Q.  You  always  find  some  man  at  the  other  end  of  the  tele- 
phone ready  to  listen  to  you  and  to  send  you  repairs  upon 
your  request? 

A.    Yes,  sir. 

Q.  I  hand  you  a  list  and  ask  you  if  that  is  a  list  of  the 
farm  machinery  which  you  have  on  your  250-acre  farm,  and 
the  prices  paid  therefor. 

A.    Yes,  sir. 

Q.  Do  you  find  all  those  implements  necessary  for  the 
use  and  operation  of  your  farm? 

A.    Yes,  sir. 

Q.    You  may  refresh  your  recollection  from  the  list  and 
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1  state  the  machinery  you  use  on  your  farm  and  the  prices 
paid  for  the  same. 

A.     The  list  is  as  follows: 

List  of  Farm  Tools  Used  by  H.  E.  Riddlemoser,  Gettysburg, 
Pa.,  on  250  Acres. 

Purchase 
Price. 
5  Farm  Wagons,  2  Studebaker  $173.00 

1  Columbia  60.00 

1  Champion  60.00 

2  1  Home  Made  100.00 
2  Spring  Wagons,  1  Home  Made  60.00 

1  Home  Made  40.00 

2  Buggies  or  Surreys  225.00 
5  Walking  Plows,  Syracuse  60.00 

2  Peg  Harrows,  International  18.00 

2  Corn  Planters,  Keystone,  1-row  25.00 

2  Corn  Cultivators,  1  Albright  25.00 

1  Hench  &  Dromgold  25.00 

2  Grain  Drills,  Ontario,  2nd  hand  36.00 

Buckeye  60.00 

3  1  Grain  Binder,  Deering,  7-ft.  118.00 
1  Mowing  Machine,  Deering,  5-ft.  40.00 
1  Hay  Eake,  Deering  22.00 

1  Tedder,  Deering  38.00 

2  Hay  Packs  (local  make)  45.00 

2  Hay  Forks  50.00 

3  Gasoline  Engines,  2    6  H.  P.  Novo  320.00 

1    Aermotor  37.00 

3  Feed  Grinders,  1  Sprout-Waldron  250.00 

2  Peerless  50.00 
.   1  Corn  Sheller  (make  not  known)  25.00 

I  Ensilage  Cutter,  Tornado  35.00 
1  Land  Roller  25.00 
1  Fanning  Mill,  Aermotor  25.00 
Blacksmith  Outfits- 
Small  Tools — hoes,  shovels,  wheelbarows,  etc.  150.00 


$2,187.00 


Q.  Have  you  purchased  any  mowers  since  1902'? 

A.  Yes,  sir. 

Q.  What  make  of  mower  have  you  purchased? 

A.  The  Deering, 
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Q.    When  did  you  buy  the  Deering  mower?  1 

A.    About  five  years  ago. 

Q.  Had  you  ever  used  any  Deering  mower  purchased  by 
you  prior  to  1902? 

A.    Yes,  sir. 

Q.  Are  you  able'  to  state  whether  or  not  the  mower  which 
you  purchased  after  1902  is  a  better  mower  than  the  one  you 
purchased  before  1902? 

A.    Yes,  sir. 

Q.     And  is  it  so? 

A.    Yes,  sir. 

Q.    When  you  bought  your  last  Deering  binders  could  you  2 
have  bought  makes  of  binders  other  than  those  made  by  the 
International? 

A.    Yes,  sir. 

Q.  And  what  makes  of  binders  could  you  have  purchased 
at  that  time? 

A.  Well,  we  have  no  International  agent  in  our  town  at 
all;  we  have  a  Johnston  agent,  and  an  Osborne  agent  close 
by,  and  a  Wood  binder  agent  close  by. 

Q.     So  that  your  purchase  of  the  Deering  binder  was  a 
matter  of  choice,  and  not  because  you  could  not  get  any  other  q 
make  of  binder? 

A.    Yes,  sir. 

Q.  How  is  the  farmer  served  today  in  the  matter  of  ob- 
taining farming  machinery  and  repairs  as  compared  with  the 
time  prior  to  1902? 

A.    Well,  he  is  served  better. 

Q.  Taking  into  consideration  the  experience  you  have  had 
in  buying  farming  machinery,  and  your  knowledge  of  farm- 
ing machinery  in  general,  what  would  you  say  as  to  whether 
or  not  the  price  you  paid  for  your  binder  was  a  fair  and  a 
reasonable  price?  4 

Mr.  Grosvenor :  I  object  to  this  on  the  ground  heretofore 
stated. 

A.  It  was  a  fair,  reasonable  price,  more  so  than  the  price 
of  other  makes  of  the  same  quality  of  binder. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    What  was  the  type  of  binder  that  you  bought  for  your 
father-in-law? 
A.    A  Walter  A.  Wood. 
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Q.  That  Walter  A.  Wood  is  just  as  good  a  binder  as  the 
International  binder,  is  it  not? 

A.     No,  sir. 

Q.    What  is  that? 

A.    No,  sir. 

Q.  Then,  yon  bought  for  members  of  your  family  binders 
not  as  good  as  those  that  you  bought  for  yourself? 

A.  Well,  that  was  on  account  of  an  agent  living  right 
there  and  insisting  so  hard,  but  we  did  not  keep  it  very  long 
until  we  sold  that  binder  and  got  a  Deering. 

Q.     The  Deering  you  bought  for  yourself? 

A.    Yes,  sir.    I  bought  a  Johnston  for  myself,  too. 

Q.  Improvements  have  been  made  throughout  the  entire 
period  of  32  years  that  you  have  been  using  binders;  is  not 
that  the  fact? 

A.    Yes,  sir. 

Q.  You  mentioned  the  telephone.  Is  not  that  the  conven- 
ience that  assists  you  more  than  any  other  in  getting  repairs 
more  quickly  today  than  15  years  ago? 

A.    Yes,  sir,  that  is  a  big  help. 

Q.  Is  there  any  other  one  thing  that  contributes  as  niuch 
to  your  service,  in  getting  quick  service,  as  the  telephone? 

A.    Well,  that  has  a  big  thing  to  do  with  it  of  course. 

Q.    How  many  acres  have  you,  Mr.  Eiddlemoser? 

A.    About  240  acres. 

Q.  Are  any  of  the  implements  named  on  this  list  used  on 
the  other  farms  that  belong  to  members  of  your  family? 

A.    No,  sir. 

Q.    Do  you  do  any  contract  work? 

A.     For  other  people? 

Q.    Yes. 

A.     No,  sir. 

Q.    How  many  cattle  have  you  on  your  place? 

A.  I  have  got  three  cows,  at  the  present  time.  I  just  fed 
a  lot  of  cattle  and  they  went  away  a  week  ago. 

Q.    You  are  in  the  business  of  feeding  cattle,  are  you? 

A.    Yes,  sir. 

Q.     How  many  will  you  have  in  a  season? 

A.    I  feed  about  20  or  25  head  of  cattle— that  is,  steers. 
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1 
GEORGE  W.  BAKER,  recalled  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Baker,  have  you,  at  the  request  of  defendants' 
counsel,  produced  copies  of  the  contracts  of  the  Johnston 
Harvester  Company  which  they  have  used  since  and  includ- 
ing the  year  1902  and  down  to  the  year  1913? 

A.    Yes,  sir.  2 

Q.    Are  these  the  contracts?  (Handing  papers  to  witness.) 

A.    Yes,  sir. 

Q.  Those  are  the  forms  of  contract  in  use  in  those  years 
by  the  Johnston  Harvester  Company  in  selling  their  har- 
vester lines? 

A.    Yes,  sir. 

Mr.  Bancroft:  I  offer  them  in  evidence  as  exhibits,  con- 
secutively numbered,  but  not  to  be  copied  into  the  record. 

(The  papers  were  marked  Defendants'  Exhibits  54  to  65, 
inclusive.) 

3 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Have  you  ascertained,  Mr.  Baker,  since  you  were  last 
on  the  stand,  whether  or  not  your  company  has  the  same  for- 
warding agent  in  New  York  City  as  has  the  International 
Harvester  Company? 

A.    I  have  not. 


C.  H.  HABECKER,  being  duly  sworn  as  a  witness  on  behalf  4 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  You  are  a  farmer,  Mr.  Habecker? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  farming? 

A.  Since  1873. 

Q.  And  where  is  your  farm? 

A.  Lancaster  County,  Pennsylvania. 

Q.  Near  what  town? 
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A.  Near  Eohrerstown,  about  two  miles  west  of  the  city  of 
Lancaster. 

Q.    How  many  acres  in  your  farm? 

A.    15t). 

Q.    How  many  acres  in  cultivation? 

A.    About  100  acres. 

Q.    What  do  you  raise,  principally? 

A.    I  raise  tobacco,  corn,  oats,  wheat,  potatoes. 

Q.  What  binders  and  mowers  have  you  ever  used  on  your 
farm? 

A.  The  first  binder  I  used  was  a  Champion  binder;  the 
second  binder  I  used  was  a  Whitely,  and  the  third  binder, 
which  I  have  npw,  is  a  Deering. 

Q.    When  did  you  buy  the  Deering? 

A.    I  bought  it  in  1903. 

Q.    What  mowers  have  you  used  on  your  farm? 

A.  I  have  two;  the  first  mower  I  had  was  the  Champion 
shuttle  mower,  the  other  one  was  the  Whitely,  and  the  two 
mowers  I  have  now  are  the  Champion  and  the  Deering. 

Q.  What  is  the  best  of  all  the  mowers  you  have  ever  had? 
What  is  the  best  one? 

A.    The  Deering. 

Q.    What  is  the  best  binder  you  have  ever  had? 

A.    The  Deering. 

Q.  That  is,  the  last  ones  you  bought  have  been  better  than 
any  of  the  others? 

A.    Yes,  sir. 

Q.  Any  special  improvements  that  you  have  noticed  in 
the  binder  or  mower? 

A.  The  first  binder  was  much  heavier — it  weighed  about 
1,500  pounds,  and  the  last  binder  does  not  weigh  that  much; 
and  the  general  machinery  is  more  improved. 

Q.     They  work  better,  do  they? 

A.     They  work  better. 

Q.    That  is  what  they  are  bought  for? 

A.    Yes,  sir. 

Q.  Do  you  know  of  any  farm  tool  or  machine  in  general 
use  during  the  past  20  years  that  has  improved  any  more 
than  these  Deering  binders  and  mowers  that  you  use — the 
last  ones  you  bought? 

A.     No,  sir. 

Q.  Do  you  know  of  any  farm  tool  or  machine  that  has  in- 
creased in  price  less  in  the  last  10  years  than  those  machines? 

A.     No,  I  do  not. 

Q.    What  kind  of  service  do  you  get  in  your  neighborhood 
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in  the  way  of  repairs  and  attention  to  your  requests,  if  any- 
thing is  the  matter  with  your  machines? 

A.  Well,  I  get  my  repairs  from  Harrisburg  for  the  binder 
and  the  mower. 

Q.     Good  service,  or  poor? 

A.    Good  service. 

Q.  As  good  as  it  ever  was  ?  Is  it  as  good  as  you  ever  had, 
or  is  it  better? 

A.    It  is  as  good  as  we  have  ever  had,  yes,  sir. 

Q.     Is  it  any  better? 

A.    It  is  better;  it  is  closer. 

Q.  What  other  binders  and  mowers  not  made  by  the  In- 
ternational are  offered  for  sale  in  your  neighborhood? 

A.  The  Johnston,  sold  by  Miller  &  Bushong,  in  our  town; 
and  the  Walter  A.  Wood  is  sold  by  the  Farmers'  Association. 

Q.    What  is  the  Farmers'  Association? 

A.  It  is  an  organization  that  we  in  the  county  have  among 
ourselves,  as  farmers. 

Q.    For  what  purpose? 

A.    For  the  purpose  of  buying  machinery  and  buying  feed. 

Q.    For  cooperative  buying? 

A.    Yes,  for  cooperative  buying. 

Q,    And  they  handle  harvesting  machinery,  do  they? 

A.    Yes,  they  handle  harvesting  machinery. 

Q.    ,What  lines  do  they  sell? 

A.    They  sell  the  Walter  A,  Wood. 

Q.    Do  you  have  an  interest  in  that  association? 

A.    I  am  a  member ;  yes,  sir. 

Q.    You  are  just  a  member  of  it? 

A.    I  am  a  member;  I  have  a  little  stock. 

Q.  Why  did  you  buy  the  Deering  instead  of  the  Walter  A. 
Wood  when  your  Association  is  pushing  the  Walter  A. 
Wood? 

A.    I  knew  it  was  a  better  machine. 

Q.  You  think  that  the  quality  of  the  machine,  one  day 
with  another,  coupled  with  good  attention,  sells  it,  do  you? 

A.    Yes,  sir. 

Mr.  Grosvenor:  I  object  to  that;  it  does  not  make  any 
difference  what  this  witness  thinks. 

Q.    That  is  your  experience? 

A.  That  is  my  experience,  yes,  sir.  I  have  been  handling 
them  for  40  years. 

Q.    What  is  it? 

A.     I  have  been  handling  machinery  for  40  years. 

Q.    You  are  a  machinery  dealer  yourself  in  a  way,  are  you? 
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A.    No,  sir;  just  on  the  farm. 

Q.    Oh,  on  the  farm? 

A.    Yes. 

Q.     So  that  you  know  what  machinery  is  and  what  it  vn\\  do  ? 

A.    Yes,  sir. 

Q.  You  do  not  think  that  a  company  can  get  and  hold  a 
large  percentage  of  the  trade  unless  it  has  the  best  goods  and 
the  best  service,  do  you? 

A.    No,  sir,  I  do  not. 

Q.  Have  you  prepared  a  list  of  the  tools  and  implements 
used  on  your  farm? 

A.    Yes,  sir. 

Q.    And  is  that  it?    (Handing  paper  to  witness.) 

A.    Yes,  sir. 

Q.  Does  that  correctly  state  the  machines  on  your  farm, 
and  what  they  cost? 

A.    Yes,  sir. 

Q.  Are  they  needed  in  the  operation  of  that  farm,  to  carry 
it  on  well? 

A.    Yes,  sir. 

Q.    Is  yours  about  an  average  farm  in  your  neighborhood  ? 

A.    Yes. 

Q.    In  the  crops  raised? 

A.    Yes,  sir. 

Q.  You  may  refresh  your  memory  from  the  list  and  state 
what  the  tools  are  that  are  used  on  your  farm. 

A.     The  list  is  as  follows : 

List  of  Farm  Tools  Used  by  Christian  H.  Habecker,  Eohrers- 
town,  Pa.,  on  His  Farm  of  115  Acres. 

Purchase 

Price. 

3  Farm  Wagons  (local  make)  $205.00 

3  Farm  Trucks  (self  made)  30.00 

5  Spring  Wagons,  1  Columbia  )  401.00 

4     -   local  ) 
1  Buggy  or  Surrey,  Hackerdy  130.00 

3  Walking  Plows,  Wiard  33.00 

1  Disc  Harrow,  International  45.00 

1  Peg  Harrow,  Home  Made  5.00 
3  Corn  Planters,  1  Burch           ) 

1  Mountville  )  34.00 

1  Tiger  ) 

2  Corn  Cultivators,  1  Iron  Age       ) 

1  Hench  &  D.  )  75.00 
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1  Grain  Drill,  Pennsylvania  16.00  i 

1  Grain  Binder,  Deering  $130.00 

2  Mowing  Machines,  1  Deering  ) 

1  Champion,  second  hand)  45.00 

2  Hay  Rakes,  1  Deering        ) 

1  Old  Keeler  )  49.00 

1  Tedder,  BuUard  60.00 

1  Hay  Loader,  Keystone  '         55^00 

1  Side  Del.  Eake,  Keystone,  second  hand  5.00 

1  Hay  Rack  (local  make)  50.00 
-L  x^Grn  -tiUD^sr,  trS.niiGy  400.00 

2  Gasoline  Engines,  1  Gearless   )  2 

1  Labanon    )  30.00 

1  Portable  Engine,  Farquhar  170.00 

1  Feed  Grinder,  Nordyke  &  Marmon  85.00 

2  Corn  Shellers,  1  Mountville  ) 

1  Cannon       )  35.00 

1  Ensilage  Cutter,  Silvan  &  Deming  60.00 

1  Land  Roller,  Mountville  17.00 

1  Shredder,  Janney  425.00 

1  Wind  Mill,  Stover  (second  hand)  5.00 
Small  Tools — ^hoes,  shovels, 

wheelbarrows,  etc.,  potato  planter  200.00  ^ 

$2,401.00 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  Mr.  Habecker,  has  this  Farmers'  Association  that  han- 
dles the  Wood  binders  tried  to  get  any  of  the  International 
binders  to  handle? 

A.    I  am  not  able  to  tell  you  that. 

Q.    You  don't  know,  then,  whether  or  not  it  is  the  fact  that  ^ 
the  International  may  have  declined  to  make  the  Association 
one  of  its  agents  ? 

A.    No,  I  am  not  able  to  say. 

Q.    You  do  not  know? 

A,  No.  We  have  a  manager  there.  He  would  know,  but 
I  am  unable  to  say. 

Q.  Improvements  have  been  made  in  binders  during  the  40 
years  that  you  have  been  handling  agricultural  implements 
and  have  known  about  them;  is  not  that  the  fact? 

A.    Well,  the  binder  has  not  been  in  vogue  40  years. 

Q.    You  did  not  use  the  wire  binder  40  years  ago  ? 

A.    No.    I  saw  it  but  I  did  not  use  it  myself. 
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Q.  Did  you  see  it  often  enough  to  become  familiar  with  its 
use  and  the  type  of  the  machine? 

A.  The  second  farm  from  mine— they  had  that  wire  binder. 
It  was  a  machine  that  picked  up  the  grain  and  bound  it.  It 
was  not  connected  with  a  cutting  device. 

Q.  Well,  ever  since  that  day  there  have  been  constant  im- 
provements made  in  the  binders,  have  there  not? 

A.    Yes,  sir. 

Q.     Do  you  do  any  contract  work  with  this  corn  husker? 

A.     Not  very  much. 

Q.     You  do  a  little  for  your  neighbors  ? 

A.    Very  little. 

Q.  In  the  40  years  you  have  been  farming  you  have  ac- 
cumulated more  implements  than  are  found  on  the  average 
farm  in  your  parts? 

A.  Well,  I  have  some  that  are  discarded  there,  around  the 
place. 

Q.    Are  some  on  this  list  discarded  implements? 

A.     No.    Well,  there  is  one  there — an  old  wire  rake. 

Q.  How  many  of  your  neighbors  have  a  corn  husker  cost- 
ing $400? 

A.  There  are  a  few  in  the  neighborhood,  but  I  do  not  think 
they  cost  that  much.    They  are  smaller  machines. 

Q.    How  many  of  them  have  shredders  costing  $425? 

A.     Shredders? 

Q.    Yes. 

A.     I  have  no  shredder,  $425. 

Q.    Well,  perhaps  this  implement  is  listed  twice  here. 

A.     That  is  what  it  is. 

Q.  There  is  one  shredder  costing  $425  and  a  husker  cost- 
ing $400,  and  each  of  them  having  the  name  "Janney"  op- 
posite it. 

A.    Well,  this  was  put  in  since. 

Q.    That  was  put  in  by  some  one  not  yourself? 

A.     I  did  not  put  that  in. 

Q.    Do  you  recognize  the  handwriting? 

A.     No,  sir ;  I  don 't  know  it. 

Q.  Then,  the  most  valuable  implement  on  that  list  has  been 
put  down  at  its  full  value  twice  ? 

A.  Yes,  sir.  This  is  the  one  I  gave— Janney,  $425— that 
IS  what  I  paid  for  it  myself.  And  then  we  were  speaking  in 
the  ofBce  up  here  about  a  husker— about  the  husker;  he 
thought  that  was  not  on,  and  he  asked  me,  and  I  had  a  corn 
husker,  but  it  is  the  same  machine,  and  he  put  it  on— this 
gentleman  here — ^by  mistake. 
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Q.     Then,  so  far  as  this  list  states  the  same  implement  1 
twice  it  is  inaccurate?    I  mean  you  would  correct  it  to  thkt 
extent,  Mr.  Habecker? 

A.    Yes.    I  see  that  that  is  on  there  twice. 

Q.    How  many  acres  of  small  grain  do  you  have  ? 

A.     Of  wheat,  you  mean? 

Q.    Yes ;  on  an  average  1 

A.    About  35  acres. 

Q.    Does  most  every  farmer  having  35  acres  of  wheat,  or 
small  grain,  in  your  neighborhood  have  a  binder? 

A.    Yes,  he  has. 

Mr.  Bancroft:     Q.     Please  correct  that  list,  if  it  is  er-  2 
roneous.    Look  it  over  and  just  erase  whatever  is  on  there 
that  should  not  be. 

A.    Yes,  it  was  a  mistake  when  I  told  him. 

(The  list  was  corrected  accordingly.) 


JOSEPH  KHjMOEE,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.  You  are  a  farmer,  Mr.  Kilmore? 

A.  Yes,  sir. 

Q.  Where  is  your  farm! 

A.  Cumberland  County. 

Q.  Near  what  town? 

A.  Bowmansdale. 

Q.  In  Pennsylvania? 

A.  Yes. 

Q.  •  How  large  is  the  farm? 

A.  81  acres. 

Q.  How  many  acres  under  cultivation? 

A.  78. 

Q.  What  are  your  principal  crops? 

A,  Wheat,  oats,  corn,  potatoes. 

Q.  Do  you  use  a  binder  and  mower  on  your  farm? 

A.  Yes,  sir. 

Q.  How  long  have  you  used  such  implements  on  your  farm  ? 

A.  Since  1889. 

Q.  How  many  years  have  you  been  farming? 

A.  Since  1872,  but  not  on  that  farm  all  the  time. 

Q.  But  on  other  farms? 
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A.  Yes. 

Q.  How  many  years  on  that  farm? 

A.  24  years. 

Q.  What  kind  of  binder  and  mower  have  you  used  on  that 
farm? 

A.  On  the  farm  I  live  on  now? 

Q.  Yes. 

A.  Deering  and  Buckeye. 

Q.  Did  you  ever  use  any  other  binder? 

A.  No,  sir. 

Q.  The  Buckeye  was  made  by  what  company? 

A.  The  Buckeye  Company. 

Q.  Of  Ohio? 

A.  I  think  so. 

Q.  Is  that  the  old  Whitely  Company,  the  old  Whitely  Buck- 
eye? 

A.  That  I  couldn't  tell  you. 

Q.  You  don't  know? 

A.  No,  sir. 

Q.  How  many  years  ago  did  you  buy  the  Buckeye? 

A.  In  1889. 

Q.  How  long  have  you  had  the  Deering  binder? 

A.  The  first  Deering  I  got  in  1903. 

Q.  Have  you  bought  another  one  since? 

A.  I  bought  one  last  year. 

Q.  Last  year? 

A.  Yes,  sir,  1912. 

Q.  What  is  the  best  binder  you  have  ever  owned? 

A.  The  Deering. 

Q.  Which  one? 

A.  Well,  the  last  one  is  the  best  now,  because  it  is  lighter 
draft  and  more  adjustable. 

Q.  How  about  mowers? 

A.  I  have  a  Deering  mower. 

Q.  That  is  the  best  you  have  ever  had,  is  it? 

A.  Yes,  sir. 

Q.  And  it  is  an  improvement  over  all  the  others? 

A.  Yes,  sir. 

Q.  How  have  you  been  cared  for  in  the  matter  of  repairs 
and  help  in  the  last  10  years? 

A.  Good. 

Q.  As  good  or  better  than  prior  to  10  years  ago? 

A.  Yes,  sir ;  better. 

Q.  Do  you  know  of  any  farm  implement  of  general  use. 
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that  has  been  in  use  for  20  years,  that  has  increased  in  price  i 
less  than  the  binder  in  the  last  10  years? 

A.    Increased? 

Q.    That  has  increased  less, 

A.    No,  sir. 

Q.  Is  there  any  other  implement  on  your  farm  that  is 
cheaper  than  the  binder? 

A,    No,  I  don't  think  there  is, 

Q,  Is  there  any  that  has  improved  more  in  the  last  10 
years? 

A,    No,  sir, 

Q.    Why  did  you  buy  the  Deering  binder?    Was  that  the  2 
only  kind  you  could  get? 

A,  No,  sir;  I  could  have  got  others,  but  that  was  my 
preference. 

Q.  What  others  could  you  have  gotten  if  you  had 
wanted  to  ? 

A,    I  could  have  gotten  the  Adriance-Platt  Company, 

Q.    Where  was  that  offered  for  sale? 

A.    A  man  from  Camp  Hill,  Cumberland  County, 

Q,  You  do  not  have  to  go  around  and  hunt  for  binders; 
the  sellers  come  to  you,  do  they?  „ 

A,    Sometimes  they  do,  and  sometimes  what  I  want  I  go  '^ 
after;  that  is  the  way  I  did  the  last  time. 

Q,  What  other  binder  could  you  have  bought  besides  the 
Adriance  ? 

A.  I  could  have  bought  the  Osborne;  the  man  was  there 
to  see  me,  but  I  told  him  I  did  not  want  it, 

Q.  Could  you  have  bought  the  Johnston,  too,  if  you  had 
wanted  to? 

A.    I  guess  I  could  if  I  went  after  it. 

Q.    You  never  were  solicited  on  the  Johnston? 

A,    No,  sir.  4 

Q.  Look  at  the  paper  I  hand  you  and  state  if  that  is  a  list 
of  the  farm  tools  on  your  farm  and  correctly  states  the  cost 
price  of  them, 

A,    That  is  correct, 

Q.  Are  they  reasonably  necessary  and  in  use  on  your 
farm? 

A.    Yes,  sir. 

Q.  Eefreshing  your  memory  by  the  list,  you  may  state 
what  those  tools  are,  and  their  prices. 

A.    A  good  many  of  these  I  bought  at  sales,  second  hand. 

Q.    But  you  put  the  price  in  there  that  you  paid? 

A.    Yes — not  new;  what  I  paid.    The  list  is  as  follows: 
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List  of  Farm  Tools  Used  by  Joseph  Kilmore,  Shepherds- 
town,  Pa.,  on  His  Farm  of  81  Acres. 

Purchase 
Price. 

1  Farm  Wagon,  Home  Made  $71.00 

1  Farm  Truck,        "        "  30.00 

1  Spring  Wagon,    "        "  60.00 

1  Buggy  or  Surrey,  Shippensburg  75.00 

1  Walking  Plow,  Buckeye  30.00 

1  Peg  Harrow,  I.  H.  C.  9.25 

1  Corn  Planter,  Spangler  14.00 

1  Corn  Cultivator  22.00 

1  Grain  Drill,  Superior  67.50 

1  Grain  Binder,  I.  H.  C.  115.00 

1  Mowing  Machine,  I.  H.  C.  40.00 

1  Hay  Eake,  Houck  3.00 

1  Tedder,  I.  H.  C.  22.00 

2  Hay  Eacks  15.00 
1  Fanning  Mill,  second  hand  6.50 
1  Cream  Separator,  I.  H.  C.  75.00 
1  Corn  Sheller,  Keystone  18.00 
1  Land  Eoller,  Home  Made  12.00 
Small  Tools— hoes  15.00 

shovels,  wheelbarrows,  etc.  10.00 

$530.25 

Q.  Is  your  farm,  in  the  matter  of  crops,  and  so  forth, 
about  an  average  one  in  your  part  of  the  country? 

A.    Yes,  sir,  according  to  its  size. 

Q.  Do  the  farms  there  usually  average  larger  or  smaller 
than  yours? 

A.    There  are  some  smaller  and  some  larger, 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Do  you  have  any  other  business  besides  that  of  being 
a  farmer? 

A.    No,  sir. 

Q.  Do  you  have  any  business  in  harvester  time,  or  in  the 
spring,  or  in  the  summer,  other  than  that  of  a  farmer? 

A.    No,  sir. 

Q.    iDo  you  sell  any  twine  in  the  summer? 

A.    I  sell  a  little  twine,  along  with  my  other  work. 
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Q.    Do  you  sell  the  International  Harvester  Company's  i 
twine  in  the  summer? 

A.    Yes,  sir. 

Q.  Then,  you  do  have  some  business  besides  being  a 
farmer  in  the  summer,  don't  you? 

A.    Yes,  sir. 

Q.  What  twine  other  than  International  Harvester  Com- 
pany twine  do  you  sell  in  the  summer? 

A.  iWhy,  because  I  was  disappointed  in  a  man  selling 
Walter  A.  Wood  twine,  about  17  years  ago.  He  said  he  would 
have  it  ready  for  me  at  the  time  I  wanted  it,  and  when  I  come 
there  he  was  not  there,  nor  the  twine.  2 

Q.  You  did  not  understand  my  question,  Mr.  Kilmore. 
Try  to  address  your  attention  to  it.  I  said  what  do  you  sell 
in  the  summer  time  besides  the  International  Harvester 
Company  twine? 

A.    Nothing  but  the  products  off  of  the  farm. 

Q.  iThen,  the  only  business  which  you  have  outside  of 
your  farming  business  is  to  sell  some  twine  made  by  the  In- 
ternational Harvester  Company? 

A.    Yes,  sir. 

Q.    How  did  you  pay  for  that  grain  binder  which  you 
bought  last  year  from  the  International?    Did  you  give  notes  3 
in  part? 

A.    I  gave  them  a  check  for  it. 

Q.    You  paid  in  cash,  in  full,  did  you? 

A.    Yes,  sir. 

Q.  Are  you  going  to  sell  International  twine  this  year 
also? 

A.    I  will  sell  some — ^what  people  want  me  to  get  for  them. 

Q.    (Are  there  not  any  International  agents  around  there? 

A.    No,  sir. 

Q.    You  testified  on  direct  examination,  in  reply  to  this  a 
question:  "Is  there  any  implement  on  your  farm  that  is 
cheaper  than  the  binder?     Answer:     No,  sir."     Now,  how 
much  did  you  pay  for  your  binder  last  year? 

A.    $115. 

Q.  Please  look  at  this  list  of  implements  which  you  have 
identified  as  being  the  list  of  implements  in  use  on  your  farm, 
and  state  for  what  implement  on  that  list  you  paid  more  than 
$115. 

A.  There  is  none  that  I  paid  more  than  that  for,  but  that 
was  the  best  machine  I  had. 

Q.  There  is  not  any  machine  on  your  farm  for  which  you 
paid  more  than  $115,  is  there? 
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1      A.    No. 

Q.  Is  there  any  machine  on  your  farm  for  which  you  paid 
as  much  as  $115,  other  than  the  binder? 

A.    No,  sir. 

Q.  Do  you  know  anything  about  the  cost  of  manufactur- 
ing binders? 

A.    No,  sir,  I  do  not. 

Q.  Do  you  know  anything  about  the  cost  of  manufactur- 
ing any  of  the  implements  which  are  named  here? 

A.    No. 

Q.    Then,  what  do  you  mean  by  testifying  on  direct  exam- 

2  ination  in  response  to  the  question,  "Is  there  any  implement 
on  your  farm  that  is  cheaper  than  the  binder?  Answer:  No, 
sir  "  ?    Why  did  you  so  answer  that  question  ? 

A.  Well,  because  it  did  not  cost  me  as  much  money  as  the 
other  machinery,  because  I  bought  nearly  all  second  handed 
except  the  binder  and  the  mower. 

Q.  Is  there  any  machine  on  that  list  which  if  you  bought 
at  first  hand  and  not  second  hand  would  cost  more  than  $115? 

A.    No. 

Q.     There  is  not,  is  there? 

3  A.  There  was  one  wagon  that  would  have  cost  me  more; 
they  sent  me  a  wagon  that  would  have  cost  me  over  $125  now. 

Q.  Then,  the  only  thing  on  that  list  of  implements  in  use 
on  your  farm  that  you  can  state  would  have  cost  more  than 
the  binder  if  you  had  bought  it  new,  is  a  wagon? 

A.    Yes,  sir. 

Q.  Is  that  the  only  explanation  you  can  make  of  your  testi- 
mony in  answer  to  the  question,  "Is  there  any  implement  on 
your  farm  that  is  cheaper  than  the  binder?  Answer:  No, 
sir"? 

Mr.  Bancroft :  Counsel  is  not  correctly  reading  the  question. 
\.  A.  No,  there  is  nothing  that  cost  me  as  much  as  the  binder, 
because  I  bought  them  second  handed. 

Mr.  Grosvenor :  Will  you  go  back,  Mr.  Examiner,  and  read 
that  question  on  direct  examination.  I  think  it  is  as  I  took  it 
down. 

(The  following  question  and  answer  were  read  by  the  Ex- 
aminer: "Q.  Is  there  any  other  implement  on  your  farm 
that  is  cheaper  than  the  binder?  A.  No,  I  don't  think  there 
is.") 

Q.     That  is  the  same  answer  that  I  have  just  given,  is  it  not? 

(No  response.) 

Q.     Now,  if  there  is  any  doubt  about  it,  let  me  ask  you  this : 
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Is  there  any  implement  on  your  list  of  implements  that  is 
dearer  or  more  expensive  than  the  binder? 

A.    The  wagon,  if  I  had  bought  that  new,  would  have  been. 

Q.    That  is  the  only  one? 

A.    Yes,  sir. 

Q.  Now,  Mr.  Kilmore,  did  the  fact  that  you  are  handling 
International  twine  have  any  influence  in  inducing  you  to  give 
the  answer  which  you  gave  on  direct  examination  and  which  I 
have  read? 

A.    No  influence  at  all. 

Q.    Are  you  in  the  dairy  business  at  all? 

A.     Not  more  than  making  butter  for  the  market. 

Re-direct  Eosamination  hy  Mr.  Bancroft. 

Q.  Mr.  Kilmore,  you  understand  from  the  counsel's  ques- 
tion that  he  is  asking  you  about  the  price  of  those  machines  ? 

A.    Yes,  sir. 

Q.  If  you  did  not  understand  me  before,  I  will  state  my 
question  again.  Is  there  any  machine  on  that  list  or  on  your 
farm  that,  in  proportion  to  its  price  and  use  and  value  to  you, 
is  as  cheap  as  the  binder? 

A.  Not  the  way  I  bought  them,  but  if  I  had  bought  that  big 
wagon  new  it  would  have  cost  me  a  good  bit  more  money,  but 
I  bought  it  second  handed. 

Q.  Comparing  the  price  with  the  usefulness  of  the  article, 
relatively,  what  is  the  cheapest  thing  in  proportion  to  its  cost? 
That  is  what  I  mean. 

A.  Well,  I  think  the  binder  at  the  price  I  paid  was  cheaper 
yet  than  the  wagon,  what  I  paid  for  it  at  the  time. 

Q.     In  proportion  to  the  cost? 

A.    Yes,  sir. 

Re-cross  Examination  hy  Mr.  Grosvenor. 

Q.    Were  you  ever  in  Pittsburgh  before? 

A.     No. 

Mr.  Bancroft:    Ever  been  in  Washington? 

The  Witness :    No,  sir. 

Q.    Who  asked  you  to  come  to  Pittsburgh  to  testify? 

A.    Mr.  Young. 

Q.    Who  is  Mr.  Young? 

A.     The  general  agent  at  Harrisburg. 
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Q.     And  did  he  ask  yon  to  come  at  Harrisburg? 

A.     Yes,  sir. 

Q.  Did  you  go  in  to  see  Mm  from  your  farm,  at  his  office, 
before  coming  down  here? 

A.    Yes,  sir. 

Q.  And  he  went  over  matters  with  you  as  to  what  you 
should  testify  here? 

A.  Yes,  sir.  Not  what  I  was  to  testify,  more  than  what  I 
had  on  that  paper. 

Q.  And  he  said  he  or  they  would  pay  your  expenses  from 
the  farm  to  come  here  to  testify? 

A.     Yes,  sir. 


H.  B.  RIEGEL,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.    Mr.  Eiegel,  you  live  at  Lebanon,  Pennsylvania? 

A.     Yes,  sir. 

Q.    And  you  are  engaged  in  what  business? 

A.     The  hardware  and  implement  business. 

Q.     Under  what  firm  or  corporate  name? 

A.     The  Lebanon  Hardware  Company. 

Q.    Are  you  an  officer  or  manager  of  that  company? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  that  business  there? 

A.  We  have  been  in  the  hardware  business  for  ten  years, 
and  about  five  years  in  the  implement  business. 

Q.     About  what  is  your  total  annual  business? 

A.     The  last  few  years  it  averaged  about  $86,000. 

Q.  And  how  much  of  that  was  in  agricultural  tools  and 
wagons  ? 

A.     Approximately  $50,000. 

Q.  And  how  much  of  that  was  in  International  Harvester 
goods? 

A.     Between  $16,000  and  $18,000. 

Q.     What  line  of  binders  and  mowers  do  you  handle  ? 

A.     The  Deering. 

Q.  What  other  binders  or  mowers  are  sold  in  competition 
with  that? 

A.  In  binders  and  mowers  we  have  the  McCormick,  and  we 
have  the  Johnston,  the  Adriance-Platt,  and  the  Osborne,  and 
the  Standard  mower. 
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Q.  Do  you  handle  a  general  line  of  farm  tools  1  1 

A.  Yes,  sir. 

Q.  Other  than  those  made  by  the  International? 

A.  Yes,  sir. 

Q.  And  sold  in  competition  with  the  International? 

A.  Yes,  sir. 

Q.  What  wagons  do  you  sell? 

A.  We  sell  the  Columbia  and  the  Swab. 

Q.  What  manure  spreaders? 

A.  We  have  sold  the  Success  and  the  International. 

Q.  Do  you  handle  them  both  now? 

A.  The  International  now.  ^ 

Q.  The  International  now? 

A.  Yes. 

Q.  You  formerly  sold  the  Success? 

A.  Yes,  the  Success. 

Q.  What  gasoline  engines? 

A.  The  International,  and  the  Triumph  made  by  the  John 
Deere  Plow  Company. 

Q.  What  rakes? 

A.  Hay  rakes? 

Q.  Yes.  3 

A.  The  Deering. 

Q.  What  harrows? 

A.  The  Hench  &  Dromgold,  the  International,  and  the 
Syracuse. 

Q.  And  what  in  discs? 

A.  The  Deere  and  the  International — Deering. 

Q.  Has  the  International  ever  tried  to  coerce  your  pur- 
chases of  competitive  goods? 

A.  They  have  not. 

Q.  Or  purchases  of  its  goods  beyond  the  binder  line? 

A.  No,  sir.  4 

Q.  Or  in  any  way  to  control  what  goods  you  should  buy  or 
sell? 

A.  No,  sir. 

Q.  Could  it  do  so  if  it  tried? 

A.  I  do  not  think  so. 

Q.  Who  fixes  the  prices  at  which  you  sell  your  goods  at 
retail? 

A.  I  fix  the  price. 

Q.  That  embraces  the  International  just  as  it  does  other 
makes,  does  it? 

A.  Yes,  sir. 
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Cross-Eoc-amination  hy  Mr.  Grosvenor. 

Q.  Have  you  in  the  last  9  or  10  years  sold  any  harvest- 
ing machinery  other  than  the  International! 

A.    Harvesting  machinery? 

Q.    Yes.    Binders  and  mowers. 

A.     No,  sir. 

Q.  It  has  not  beennecessary  for  the  International  to  coerce^ 
you,  then,  in  order  to  induce  you  to  confine  your  purchases  of 
harvesting  machinery  to  it? 

A.     No. 

Q.    How  many  dealers  are  there  in  Lebanon? 

A.  There  is  one,  and  possibly  two.  There  were  two  up  to 
this  year,  and  I  am  not  sure  about  the  one. 

Q.     What  harvesting  lines  did  this  other  dealer  handle? 

A.  The  one  that  I  am  not  sure  of ;  he  had  the  Johnston,  and 
the  other  dealer  had  the  McCormick. 

Q.    The  regular  dealer  carried  the  McCormick  lines  ? 

A.     Yes,  sir. 

Q.  And  the  one  you  are  not  sure  about  carried  the  John- 
ston? 

A.     Carried  the  Johnston. 

Q.  But  you  can  not  be  sure  about  that  because  you  are  not 
sure  about  the  dealer,  are  you  ? 

A.     Not  sure  for  this  year. 

Q.  Then,  the  leading  types  of  binders  and  mowers  in  your 
territory  are  the  McCormick  and  the  Deering? 

A.    In  the  City  of  Lebanon  they  are,  what  are  sold  there.    . 

Q.  Well,  are  they  not  the  leading  types  of  binders  in  the 
territory  in  which  you  do  business? 

A.     I  can't  say  that. 

Q.    How  large  is  Lebanon? 

A.    We  have  a  radius  of  about  8  miles. 

Q.    What  is  the  population  of  Lebanon? 

A.     About  22,000. 

Q.  How  many  binders  do  you  sell  in  the  course  of  a  sea- 
son? 

A.    We  sold  9  or  10  last  year. 

Q.  Aren't  you  able  to  answer  the  question  whether  or  not 
the  Deering  and  the  McCormick  binders  and  mowers  are  the 
leading  binders  and  mowers  in  the  territory  in  which  you 
sell  binders  and  mowers? 

A.     There  seems  to  be  the  greatest  demand  for  them. 
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Q.  If  there  is  the  greatest  demand  for  them,  then  they  are 
the  leading  binders  and  mowers  in  that  territory? 

A.    Well,  likely  so. 

Q.    It  is  so,  isn't  it? 

A.    Yes,  I  guess  it  is. 

Q.     Does  the  International  hold  any  of  yonr  notes'? 

A.    At  times  they  do. 

Q.  I  am  not  asking  you  about  "at  times".  I  say  does  the 
International  hold  any  of  your  notes? 

A.     Yes,  sir — one. 

Q.    And  they  hold  them  today? 

A.     One 

Q.     Who  is  the  general  agent  in  your  district? 

A.    Mr.  Young. 

Q.    Is  he  in  the  court-room? 

A.     Yes,  sir. 

Q.  Does  the  fact  that  the  International  holds  your  note, 
or  holds  a  note  of  yours,  and  that  the  general  agent  of  the 
International  in  whose  agency  you  are  a  local  agent,  is  in  the 
court-room,  have  any  influence  upon  you  in  making  you  re- 
luctant to  answer  the  question  as  to  whether  or  not  the  Deer- 
ing  and  the  McCormick  binders  and  mowers  are  the  leading 
binders  and  mowers  in  your  territory? 

A.    No,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make,  which  includes  not  only  the  Deer- 
ing  and  the  McCormick,  but  the  Osborne,  the  Milwaukee,  the 
Piano,  and  the  Champion? 

A.  Do  you  mean  of  all  the  binders  that  come  into  the  ter- 
ritory? 

Q.  You  sell  within  a  radius  of  8  miles  of  Lebanon,  I  think 
you  testified? 

A.    Yes,  sir. 

Q.    How  many  years  have  you  been  in  business? 

A.     About  10  years;  5  years  in  the  implement  business. 

Q.  In  selling  to  the  farmers  in  that  teritory,  within  the 
radius  you  have  named,  have  you  had  occasion  to  observe 
what  sales  of  other  types  of  binders  have  been  made  in  your 
territory? 

A.    Yes,  sir. 

Q.  Have  you  from  that  information  gained  a  knowledge 
which  enables  you  to  state  what  per  cent,  of  the  binders  sold 
in  that  territory  are  of  International  make? 

A.     I  would  estimate  that  about,  probably,  60  per  cent. 

Q.    What  per  cent,  of  the  mowers? 
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A.  The  mowers,  not  over  40  per  cent. 

Q.  Are  any  corn  binders  sold  there? 

A.  Very  few. 

Q.  Any  tedders  ? 

A,  "y^s  sir 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  I  should  judge  not  over  between  30  and  40  per  cent. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.  Is  your  note  held  by  the  International  due? 

A.  No,  sir. 

Q.  It  is  for  goods  recently  purchased,  is  it? 

A.  Recently  purchased ;  yes,  sir. 

Q.  And  given  in  the  usual  course  of  business? 

A.  At  the  time  of  settlement. 


H.  L.  STULTZ,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Bancroft. 

Q.  Mr.  Stultz,  you  are  in  the  implement  business  at  Hol- 
lidaysburg,  Pennsylvania? 

A.  Yes,  sir. 

Q.  Doing  business  under  what  firm  or  corporate  name? 

A.  H.  L.  Stultz,  at  Hollidaysburg,  Pa. 

Q.  How  many  years  have  you  been  engaged  in  that  busi- 
ness there? 

A.  About  30  years. 

Q.  What  is  the  total  amount  of  your  business  annually? 

A.  It  runs  from  $25,000  to  $30,000  a  year. 

Q.  And  how  much  of  it  is  in  farm  implements  and  wagons? 

A.  Farm  implements  and  wagons,  probably  $15,000  worth. 

Q.  And  how  much  is  International  Harvester  goods? 

A.  About  $3,000,  I  would  think. 

Q.  What  line  of  harvesting  machinery  do  you  handle? 

A.  The  Deering. 

Q.  How  long  have  you  handled  that  line? 

A.  Ever  since  I  have  been  in  business. 

Q.  What  other  line  of  harvesting  machinery  is  sold  in 
competition  with  you? 

A.  The  Johnston  and  the  Osborne. 


B.  L.  Stultz,  Direct  Examination.  179 

Q.  At  HoUidaysburg?  1 

A.  Yes.    Well,  the  Osborne  is  at  Frankstown,  a  few  miles 

from  me,  but  the  Johnston  is  sold  in  HoUidaysburg. 

Q.  In  your  town? 

A.  Yes. 

Q.  What  other,  if  any  other,  are  sold  in  your  neighbor- 
hood, of  competitive  machines? 

A.  There  is  no  other,  that  I  know  of. 

Q.  Is  the  Adriance  sold  anywhere  near  you? 

A.  Not  that  I  know  of,  at  this  time. 

Q.  Has  it  been  in  years  past? 

A.  Yes.  2 

Q.  Where? 

A.  About  three  miles  from  our  place,  at  Newry. 

Q.  For  how  many  years  was  it  sold  there  ? 

A.  It  was  sold  probably  8  or  10  years. 

Q.  During  the  last  10  or  12,  was  it? 

A.  Well,  it  has  not  been  sold,  that  I  know  of,  for  a  couple 
of  years. 

Q.  Do  you  handle  other  farm  implements  made  by  compet- 
itors of  the  International? 

A.  Yes,  sir.  „ 

Q.  Whose  wagons  do  you  handle? 

A,  I  handle  the  Conklin  and  the  Kramer. 

Q.  Whose  cultivators? 

A.  I  handle  the  Buckeye  and  the  Brown  and  the  Oliver. 

Q.  Whose  harrows  and  discs? 

A.  The  Imperial. 

Q.  Who  makes  the  Imperial? 

A,  The  Bucher  &  Gibbs  Plow  Company,  of  Canton,  Ohio. 

Q.  And  what  drills? 

A.  The  Pennsylvania. 

Q.  Who  fixes  the  prices  on  the  International  goods  you  4 
handle? 

A.  I  do,  myself. 

Q.  The  selling  prices  ? 

A.  Yes,  sir. 

Q.  Has  the  International  ever  attempted  to  control  those? 

A.  No,  they  never  did. 

Q.  Has  the  International  or  any  representative  ever  at- 
tempted to  coerce  you  into  buying  other  of  its  goods  as  a  con- 
dition of  your  handling  the  Deering  line? 

A.  No,  they  never  have. 

Q.  Could  they  succeed  in  any  such  attempt? 

A.  No ;  I  would  not  say  so. 


.180  E.  L.  Stults,  Cross-Examination. 

Q.    None  was  ever  made  ? 

A.    No,  none  was  ever  made. 

Q.  Did  they  ever  say  to  you  that  unless  you  handled  more 
of  their  other  goods  or  less  of  some  competitor 's,  they  would 
take  the  Deering  away? 

A.     Oh,  no. 

Q.     Or  anything  of  that  kind? 

A.     No,  they  never  did  that. 

Q.  How  has  the  course  of  prices  in  binders  and  mowers, 
which  you  have  handled,  compared  with  the  course  of  prices 
in  other  farm  implements  during  the  past  10  or  12  years? 

A.  I  do  not  think  there  is  much  difference,  if  any ;  I  think 
it  is  about  the  same. 

Q.  If  there  is  any  difference,  which  way  is  it  ?  Which  lines 
have  advanced  the  more  ? 

A.  It  might  be  that  some  of  the  smaller  implements  have 
advanced  a  little  more  in  proportion. 

Q.    How  about  wagons? 

A.  Well,  wagons  have — quite  a  little  bit  more;  probably 
10  per  cent.  more. 

Q.  Is  there  any  staple  tool  used  on  the  faj"m  in  the  last 
twenty  years  that  has  advanced  in  price  less  than  the  binder 
and  mower  in  the  last  10  or  15  years? 

A.    I  do  not  know  that  there  is,  except  the  wagons. 

Q.    I  say  that  has  advanced  less  in  price. 

A.    No,  I  do  not  know  that  there  is. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Hollidaysburg? 

A.  Just  the  two. 

Q.  And  the  other  dealer  handles  the  Johnston  lines? 

A.  Yes,  sir. 

Q.  Does  he  handle  any  of  the  International  lines? 

A.  I  do  not  think  he  does. 

Q.  You  have  handled  the  Deering  lines  for  30  years  con- 
tinuously, have  you? 

A.  Yes,  sir. 

Q.  Has  that  become  one  of  the  important  parts  of  your 
business? 

A.  No,  I  can't  say  that  it  has. 

Q.  Is  there  much  binder  trade  in  your  territory? 

A.  There  is  a  fair  amount  of  it. 
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J.  F.  HARTMAN,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Hartman,  you  are  engaged  in  the  agricultural  im- 
plement business? 

A.    Yes,  sir. 

Q.    At  Gettysburg,  Pa.f 

A.    Yes,  sir. 

Q.    Under  what  name  is  the  business  carried  on?  2 

A.     Gettysburg  Department  Store. 

Q.    And  you  are  the  manager? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  engaged  in  that  business? 

A.     Asa  department  store,  for  the  last  six  years. 

Q.  How  long  have  you  been  engaged  in  handling  or  deal- 
ing in  agricultural  implements  ? 

A.     About  25  years. 

Q.  Take  the  business  of  the  Gettysburg  Department  Store ; 
about  how  much  does  it  amount  to  all  together,  annually?       o 

A.    It  would  run  from  $100,000  to  $110,000.  ^ 

Q.     And  how  much  does  the  implement  business  amount  to? 

A.     The  implement  business  amounts  to  about  $19,000. 

Q.  And  how  much  of  that  is  in  International  Harvester 
goods? 

A.     On  an  average,  it  will  run  between  $3,500  and  $5,500. 

Q.  What  lines  of  binders  and  mowers  does  the  Gettysburg 
store  handle  ? 

A.    We  handle  the  Deering  binders  and  mowers. 

Q.  What  other  binders  and  mowers  are  sold  in  competi- 
tion with  you?  4 

A.  Eight  in  the  town  at  the  present  time  there  is  not  any. 
There  has  been  all  the  years  before  this,  until  now. 

Q.    What  other  lines  were  sold  there? 

A.  The  McCormick  was  sold  there,  the  Osborne  was  sold 
there  and  the  Champion  was  sold  there  for  a  while.  The  John- 
ston was  sold  out  of  town. 

Q.    How  near? 

A.  Well,  for  the  last — about  two  years  it  has  been  sold 
within  a  mile.  The  fellow  claimed  the  town  was  his  place,  but 
he  lived  in  the  country.  And  the  Walter  A.  Wood  was  sold 
in  toAvn  until  last  year;  last  year  it  was  not  sold. 

Q.     Is  the  Johnston  still  sold  there? 
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A.     The  Johnston  is  sold  now,  within  about  six  miles. 

Q.    You  handle  a  general  line  of  farm  implements'? 

A.     Yes,  sir. 

Q.  Made  and  sold  in  competition  with  the  International 
lines  ? 

A.    Yes,  sir. 

Q.  While  you  have  been  manager  there,  or  while  you  have 
handled  International  goods,  has  the  International  ever  in- 
timated to  you  that  you  could  not  sell  its  Deering  line  unless 
you  threw  out  competitive  goods? 

A.    No,  sir. 

Q.    Or  anything  of  that  sort? 

A.    No,  sir. 

Q.    Or  unless  you  took  some  of  its  other  goods? 

A.    No,  sir. 

Q.  If  it  did  attempt  to  coerce  you  in  that  respect,  what 
would  happen? 

A.  It  would  depend  on  how  low  they  wanted  to  give  it  to 
me;  otherwise  I  would  not  take  it.  If  they  could  give  it  to 
me  lower  than  anybody  else  I  would  buy  their  goods. 

Q.     But  if  they  undertook  to  coerce  you — 

A.     Oh,  no;  they  could  not  do  that. 

Q.  Who  fixes  the  prices  at  which  International  goods  are 
sold  at  retail  by  your  company? 

A.  I  fix  the  prices  at  which  they  are  sold.  I  am  sorry  to 
have  to  fix  them  as  low  as  they  are,  though. 

Q.  How  is  the  service  you  get  there  in  the  way  of  repairs 
and  help,  if  needed? 

A.  The  service  has  been  good  to  me;  they  have  always 
treated  me  well. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  years  have  you  handled  the  Deering  lines? 

A.     About  13  or  14  years. 

Q.  Will  you  please  define,  Mr.  Hartman,  the  word  "coer- 
cion"? 

A.     Coercion? 

Q.     Coercion. 

A.     I  don't  believe  I  can  define  it  for  you. 

Q.  Well,  you  answered  the  question  on  direct  examina- 
tion: "Has  the  International  Harvester  Company  ever  co- 
erced you?"  The  word  "coerced"  was  used.  Please  define 
the  word  "coerced." 
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Q.    The  word  "coerced"?    I  don't  know  as  I  can. 

Q.    Don't  you  know  what  it  means! 

A.    JSTo,  sir. 

Mr.  Grosvenor:  Go  back  to  the  direct  examination,  Mr. 
Examiner,  and  read  that  question  as  it  was. 

(The  Examiner  read  the  following  question:  "Q.  If  it 
did  attempt  to  coerce  you  in  that  respect,  what  would  hap- 
pen?") 

The  Witness:  The  same  as  compelling  me  to  sell  their 
goods? 

Q.    What  is  that? 

A.  Compel  me  to  sell  their  goods,  or  take  more  of  their 
goods  instead  of  other  people's? 

Q.  Have  you  handled  any  harvesting  implements  in  the 
last  10  years  in  the  binder  and  mower  line  other  than  the 
Deering? 

A.    Yes,  sir. 

Q.    What  have  you  handled? 

A.  I  have  sold  the  McCormick,  and  I  have  sold  the  Mil- 
waukee. 

Q.  Have  you  sold  any  binders  or  mowerS  that  were  not 
International  ? 

A.     Inside  of  ten  years? 

Q.     Yes.    Take  the  years  1902,  1903,  and  1904. 

A.    I  have  sold  a  Walter  A.  Wood  mower. 

Q.    When  did  you  sell  those? 

A.    That  is  about— 1903  or  1904. 

Q.  If  the  International  submitted  to  you  a  contract  con- 
taining a  clause  as  I  shall  read,  I  want  to  know  whether  you 
would  consider  it  coercion.  "Said  agent  especially  agrees 
not  to  accept  the  agency  for  or  to  be  interested  in  the  sale  of 
any  grain  binder,  header,  corn  harvester  or  shocker,  husker 
and  shredder,  reaper,  mower,  hay  rake,  or  sickle  grinder, 
other  than  the  Deering  herein  mentioned,  either  directly  or 
indirectly,  nor  to  permit  anj^  one  acting  for  him  as  employe, 
agent  or  partner  so  to  do  while  acting  as  agent  for  said  com- 
pany under  this  contract;  and  said  agent  agrees  to  pay  said 
company  on  demand  as  liquidated  damages  $25  for  each 
grain  binder,  corn  harvester  or  header,  $50  for  each  husker 
and  shredder,  $10  for  each  mower  or  reaper,  $5  for  each  hay 
rake,  and  $1  for  each  sickle  grinder  sold  in  violation  of  this 
paragraph  of  this  contract."  Now,  would  you  consider  put- 
ting a  clause  of  that  nature,  which  I  have  just  read  to  you,  in 
your  contract,  coercion? 

A.    Yes,  I  would. 
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Q.  Have  you  your  contracts  for  the  years  1902, 1903, 1904, 
and  1905? 

A.    I  do  not  have  any  of  them  with  me. 

Q.     Have  you  retained  them? 

A.    1902  and  1903— no. 

Q.     1902,  1903,  and  1904. 

A.  No,  sir,  I  don't  have  them.  I  looked  for  them.  After 
I  went  into  the  Gettysburg  Department  Store  I  destroyed 
them. 

Q.  Now,  don't  you  know  that  as  a  matter  of  fact  your 
contract  in  those  years  contained  the  clause  which  I  have 
read? 

A.     Yes,  sir. 

Q.     They  did  contain  it? 

A.  Yes,  sir.  I  was  never  compelled,  though,  to  do  any- 
thing of  that  kind,  by  them. 

Q.  Did  you  sell  any  other  binders  except  the  International 
in  those  years? 

A.     I  did  not  sell  any  binders ;  I  did  sell  mowers. 

Q.     How  many  Wood  mowers  did  you  sell? 

A.  I  do  not  know,  I  could  not  answer  that ;  not  very  many, 
though.    I  had  them  to  sell,  but  they  did  not  sell  very  well. 

Q.     You  did  not  sell  many? 

A.    No. 

Q.    Did  you  sell  more  than  one? 

A.    Yes,  I  sold  more  than  one. 

Q.     More  than  two? 

A.     I  sold  about  two. 

Q.  But  you  did  not  sell  any  binders.  So,  you  observed 
that  clause  of  the  contract  so  far  as  binders  were  concerned? 

A.  No,  I  would  not  have  observed  it  so  far  as  the  binders 
were  concerned. 

Q.    As  a  matter  of  fact  you  did  not  sell  any? 

A.    I  did  not  sell  any,  because  they  were  not  called  for. 

Q.  Did  you  sell  any  rakes  other  than  International  in 
those  three  years? 

A.  Yes;  I  had  another  rake  there  that  I  sold,  and  I  forget 
what  it  was. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.  The  International  holds — well,  I  can't  answer  that  at 
the  present  time,  if  they  have  any.  They  might  have  one  or 
two.  It  might  be.  But  they  are  not  due.  If  they  are  due  they 
get  their  money. 

Q.     I  am  not  asking  you  whether  or  not  they  will  get  their 
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money;  that  does  not  interest  me.    My  question  is  this:  Does  i 
the  International  hold  any  of  your  notes  today? 

A.     On  oath  I  could  not  answer  that  question. 

Q.    You  do  not  know? 

A.  No,  sir.  There  is  a  note  which  should  have  been  due, 
I  think,  last  week,  and  if  it  was  due  it  was  paid,  and  if  it  was 
not  it  will  be  paid  this  week. 

Q.    The  International  has  held  a  note  until  recently? 

A.    Yes,  sir. 

Q.    And  they  may  hold  it  today? 

A.    Yes,  sir. 

Q.    When  was  that  note  given?  2 

A.    That  note  was  given  them  last  fall. 

Q.  Who  is  the  head  man  of  the  Gettysburg  Department 
Store? 

A,    I  am,  sir. 

Q.  If  you  are -the  head  man,  don't  you  know  whether  or 
not  that  note  was  paid? 

A.    AVell,  no,  I  would  not. 

Q.    Who  would  pay  it? 

A.     The  bookkeeper  would  fix  that. 

Q.    Would  he  draw  the  cheek  for  it? 

A.    Yes,  sir.  ^ 

Q.    Wouldn't  you  sign  the  check? 

A.  No,  sir.-  I  see  that  the  money  is  there,  and  she 'pays 
it  out  without  even — 

Q.    How  much  help  do  you  have  in  your  store? 

A.     16. 

Q.    And  how  many  are  in  the  bookkeeping  department? 

A.    Three. 

Mr.  Bancroft :  Q.  The  note  was  given  by  you  in  the  usual 
course  of  business? 

A.    Yes,  sir.    The  note  was  signed  by  me.    If  it  was  a  check  4 
I  would  not  sign  it  unless  my  bookkeeper  was  not  there.   She 
would  sign  it.     In  the  iirst  place,  cheeks  are  signed  by  the 
president  of  the  company  and  are  countersigned  by  the  book- 
keeper. 

Mr.  Grosvenor :  I  want  to  make  a  statement  respecting  the 
continuance  of  these  hearings,  a  matter  concerning  which  I 
have  had  some  correspondence  with  the  defendants,  but  which 
correspondence  need  not  be  spread  on  the  record  at  this  time. 
I  want  to  note  that  I  shall  object  to  the  taking  of  any  testi- 
mony after  June  16  by  the  defendants,  as  my  interpretation 
of  the  order  of  the  court  rendered  December  21  was  that  it 
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expected  the  defendants  to  put  in  their  testimony  within  sixty- 
days.  As  Judge  McHugh,  however,  on  his  argument  referred 
to  ninety  days,  I  think  it  proper  for  us  to  take  testimony  that 
long,  but  as  I  notified  the  defendants  on  May  3,  the  ninety  days 
expires  June  16.  Therefore,  if  they  expect  to  take  any  testi- 
mony after  June  16,  they  should  make  application  to  the  court, 
which  application  1  shall  oppose.  I  simply  make  this  state- 
ment in  order  to  have  the  record  formally  clear,  although  I 
have  had  correspondence  with  the  defendants,  and  my  position 
was  made  clear  on  the  3rd  of  May. 

Mr.  Bancroft :  We  do  not  understand  that  the  court  limited 
the  defendants  in  the  taking  of  evidence  to  June  16,  or  that 
the  defendants'  time  for  the  taking  of  evidence  then  expires; 
but  that  the  understanding  with  the  court  was  that  we  should 
with  all  practicable  speed  prepare  for  taking  and  carrying  for- 
ward the  taking  of  testimony  on  behalf  of  the  defendants,  and 
this  has  been  done  thus  far  and  will  be  continued  as  expedi- 
tiously as  possible  until  the  defendants'  evidence  is  completed. 
Counsel  for  the  Government  has  been  fully  advised  of  the  plan 
for  the  taking  of  the  defendants'  testimony  from  time  to 
time,  in  advance,  and  is  now  advised  and  has  been  heretofore 
advised  of  the  above  position  of  the  defendants. 

Mr.  Grosvenor :  The  reason  for  my  statement  is  that  I  have 
been  given  the  names  of  343  witnesses  for  the  Chicago  hear- 
ing. If  all  these  witnesses  are  to  be  examined  it  means  an 
indefinite  prolonging  of  the  hearings.  For  that  reason  I  think 
my  objection  should  be  noted  on  the  record.  Of  course,  if  the 
defendants  can  state  some  definite  time  reasonably  within 
which  they  can  assure  me  the  taking  of  their  testimony  will 
be  concluded,  it  may  obviate  the  necessity  of  going  to  the 
court. 

Mr.  Bancroft :  Judged  by  the  experience  of  counsel  in  this 
case  hitherto  in  the  taking  of  defendants '  testimony,  not  more 
than  60  or  75  per  cent,  of  the  persons  whose  names  are  served 
are  likely  to  be  produced  and  their  testimony  taken,  and  the 
calling  of  such  a  number,  judged  by  the  past  three  months, 
will  not  in  any  event  prolong  the  taking  of  the  defendants' 
evidence  indefinitely,  but  it  should  be  in  any  event  completed, 
assuming  that  cross-examination  does  not  exceed  the  direct 
examination,  in  about  three  weeks  from  the  time  of  the  be- 
ginning of  the  hearing  at  Chicago.  Of  course,  as  was  shown 
by  the  hearing  at  Omaha,  the  cross-examination  may  easily 
prolong  the  hearing  a  week  or  more,  and  a  number  of  wit- 
nesses are  now  called  at  Chicago,  because  on  account  of  the 
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cross-examination  of  the  general  agents  at  Omalia,  the  deal- 
ers were  unable  to  be  called,  even  though  they  were  present 
and  ready  to  testify;  but  defendants'  counsel  intend  to  be 
just  as  expeditious  in  concluding  the  taking  of  their  evidence 
as  they  have  been  hitherto. 

(The  hearing  was  here  adjourned  until  the  morning  of 
Thursday,  June  5, 1913,  at  10:00  o'clock.) 
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Room  309,  Federal  Building,  Pittsburgh,  Pa., 
Thursday,  June  5,  1913,  10:00  A.  M. 

The  hearing  was  resumed  before  the  Special  Examiner, 
Robert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special  Assistant  to  the  Attorney  General,  and 
Joseph  R.  Darling,  Esq. 

2  On  behalf  of  the  defendants:     Hon.  William  D.  Mc- 

Hugh,  Victor  A.  Remy,  Esq.,  and  F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 

Mr.  McHugh:  Counsel  for  the  defendants  now  produces 
and  furnishes  to  counsel  for  the  Government  list  of  dealers, 
with  lines  handled,  in  the  Eau  Claire,  Wisconsin,  general 
agency  of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  furnishes  to 

3  counsel  for  the  Government  list  of  dealers,  with  lines  handled, 
in  the  Evansville,  Indiana,  general  agency  of  the  Interna- 
tional Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  furnishes  to 
counsel  for  the  Government  list  of  dealers,  with  lines  handled 
in  the  Hutchinson,  Kansas,  general  agency  of  the  Interna- 
tional Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  furnishes  to 
counsel  for  the  Government  list  of  dealers,  wit;h  lines  handled 
in  the  St.  Cloud,  Minnesota,  general  agency  of  the  Interna- 
tional Harvester  Company. 


4 


J.  W.  STONEMAN,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Stoneman,  you  are  in  business  at  Chagrin  Falls, 
Ohio? 
A.    Yes,  sir. 

Q.    What  is  your  business,  please? 
A.    Hardware  and  implements. 
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Q.    If  jou  Lave  no  objection  to  telling  us,  what  is  the  an-  j 
nual  volume  of  your  business? 

A.    Our  sales  average  around  $90,000  per  annum. 

Q.  What  is  the  annual  volume  of  your  business  in  farm 
implements  of  all  kinds,  and  twine? 

A,    Would  that  include  wagons  and  carriages? 

Q.    Vehicles,  yes. 

A.  I  should  estimate  that  would  be  nearly  half;  say  $40,- 
000  to  $45,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    That  varies  somewhat.    I  think  it  was  around  $5,000  2 
last  year. 

Q.    That  would  be  a  fair  average? 

A.    Yes,  I  think  so. 

Q.  So,  about  one-ninth  of  your  implement  business,  imple- 
ments and  vehicles  and  twine,  is  done  with  the  International 
Harvester  Company? 

A,    I  think  that  would  be  about  right. 

Q,    What  line  of  binders  and  mowers  do  you  handle? 

A.  We  have  handled  for  the  last  three  years  the  McCor- 
miek  and  the  Deering  lines,  „ 

Q.    What  line  of  sulky  hay  rakes? 

A.    The  same  line. 

Q.  Do  you  sell  more  sulky  hay  rakes  than  side-delivery 
rakes  in  your  territory? 

A.    I  never  sold  a  side-delivery  rake  in  my  life. 

Q.    Do  you  handle  International  twine? 

A.    Yes,  sir. 

Q.  Mr.  Stoneman,  outside  of  harvesting  machinery  do 
you  handle  a  general  line  of  farm  implements  made  by  other 
companies  and  sold  in  competition  with  like  implements  of 
the  International?  4 

A.    Yes,  sir. 

Q.    What  lines  in  general  do  you  handle?    What  makes? 

A.  In  tillage  implements  we  handle  goods  from  Bucher 
&  Gibbs,  Canton,  Ohio;  from  the  Ohio  Eake  Company,  at 
Dayton,  Ohio,  and  a  cultivator  made  at  Cleveland,  Ohio — the 
Empire  Plow  Company,  I  think. 

Q.    What  wagons  do  you  handle? 

A.    We  handle  the  Weber  and  the  Birdsell. 

Q.    What  drills? 

A.    We  handle  the  Buckeye  and  the  Superior  grain  drills. 

Q.  Mr.  Stoneman,  has  the  International  Harvester  Com- 
pany ever  at  any  time  said  to  you  that  you  could  not  handle 
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their  harvesting  machinery  unless  you  did  more  business 
with  that  company? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
xmless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  on  you  the  condition  that  you  could  not 
handle  their  harvesting  machinery  at  all  unless  you  did  in- 
crease your  purchases  from  the  company  by  buying  this  and 
that  or  the  other  of  their  line  of  implements,  what  would  the 
result  be  in  your  case? 

A.  I  think  I  would  tell  them  they  would  have  to  take  their 
goods  away. 

Q.  You  say  you  think  so.  Is  there  very  much  doubt  about 
it  in  your  mind? 

A.  Why,  I  have  always  found  that  I  had  to  run  my  own 
business,  and  I  think  I  would  tell  anybody  that  who  insisted 
on  doing  business  in  that  kind  of  way. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  at  Chagrin  Falls  ? 

A.    Yes,  sir. 

Q.    What  lines? 

A.     There  are  different  lines. 

Q.     Is  the  Johnston  line  handled  ? 

A.     Yes,  the  Johnston  and  the  Adriance-Platt. 

Q.    And  they  have  been  handled  there  for  some  years? 

A.  Well,  not  so  long.  I  think  the  Adriance-Platt  has  been 
handled  there  perhaps  three  years. 

Q.    How  long  has  the  Johnston  been  handled? 

A.  I  could  not  say.  As  long  as  that,  anyhow,  and  I  do  not 
know  but  it  is  four;  three  to  five  years. 

Q.  Is  the  Adriance  sold  at  any  towns  round  about  your 
city? 

A.    Yes,  sir. 

Q.  What  is  the  fact  as  to  the  competition  between  the 
various  makes  of  binders  and  mowers  in  your  section?  Is 
the  competition  active? 

A.  Yes,  it  is  very  keen.  We  always  find  we  have  plenty 
of  competition. 

Q.  The  farmers  are  canvassed  to  buy  the  various  makes, 
are  they? 

A.    Yes,  sir. 
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Cross-Examination  by  Mr.  Qrosvenor. 

Q.  How  long  have  you  handled  the  McCormick  and  the 
Deering  lines — both  of  them? 

A.  Why,  I  think  it  is  three  years,  both  of  them. 

Q.  Did  you  ever  handle  any  of  the  Acme  binders  and  mow- 
ers? 

A.  No,  sir. 

Q.  How  many  dealers  are  there  in  your  town? 

A.  Three. 


FEANK  BLOOMINGDALE,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  ty  Mr.  McHugh. 

Q.  Mr.  Bloomingdale,  you  are  in  business  at  Voorheesville, 
New  York? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.  Hay,  straw,  grain,  coal,  implement,  and  carriage  busi- 
ness. 

Q.    What  is  the  annual  volume  of  your  business? 

A,  My  business  would  run,  I  should  think,  from  $50,000 
to  $60,000  a  year. 

Q.  And  what  is  the  annual  volume  of  your  business  in  farm 
implements  and  twine,  counting  vehicles? 

A.    About  $5,000 ;  I  should  think  $5,000. 

Q.  And  what  is  the  annual  volume  of  your  business  with 
the  International  Harvester  Company? 

A.  From  $1,700  to  $1,800,  in  1912,  and  up  to  the  present 
time. 

Q.    What  line  of  binders  do  you  handle? 

A.    I  handle  the  McCormick. 

Q.    And  mowers  and  sulky  hay  rakes? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  line  of  farm  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.  What  companies  do  you  buy  from?  Take  cream  sepa- 
rators; what  lines  do  you  handle? 

A.    I  handle  the  Sharpies. 
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1  Q.     What  cultivators? 

A.    I  handle  the  Charles  H.  Childs  Co.,  of  Utica. 

Q.    What  gasoline  engines  do  you  handle! 

A.     The  New  Way. 

Q.    What  harrows? 

A.  I  handle  the  International  and  the  Charles  H.  Childs 
Company,  of  Utica. 

Q.    What  drills? 

A.    I  sell  the  Superior. 

Q.  Mr.  Bloomingdale,  has  the  International  Harvester 
Company  ever  said  to  you  that  you  could  not  handle  their 

2  harvesting  machinery  unless  you  did  more  business  with  that 
company  ? 

A.     No,  sir. 

Q.  Has  the  International  Company  ever  said  to  you  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
did  less  business  with  their  competitor? 

A.     No,  sir. 

Q.  If  the  International  Harvester  Company,  Mr.  Bloom- 
ingdale, should  adopt  it  as  a  policy  and  impose  it  as  a  condi- 
tion that  you  could  not  handle  their  harvesting  machinery 
Q  at  all  unless  you  increased  your  purchases  from  the  company 
by  buying  this  and  that  or  the  other  of  their  implements,  or 
refused  to  buy  certain  implements  from  competitors,  what 
would  the  result  be? 

A.    I  should  positively  refuse  to  handle  their  goods. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  at  Voorheesville? 

A.    Yes,  sir. 

Q.    Is  the  Johnston  line  sold  there? 

A.    The  Johnston  and  the  Walter  A.  Wood. 

Q.    And  the  Walter  A.  Wood? 
4      A.    Yes ;  and  the  Adriance-Platt. 

Q.  And  are  they  sold  also  in  the  territory  round  about 
you,  where  you  meet  them  in  competition  from  other  towns? 

A.    Yes,  sir. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  town? 

A.  Why,  we  have  a  dealer  by  the  name  of  Crounse,  who 
handles  the  Johnston. 

Q.  I  am  not  asking  you  for  the  names.  I  say  how  many 
dealers  are  there? 
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A.    In  the  vicinity  there  are  about  three  or  four,  I  think. 

Q.  I  did  not  say  in  the  vicinity.  How  many  dealers  are 
there  in  your  town? 

A.    Why,  there  is  one.    I  am  in  the  town,  in  the  village. 

Q.  Then  the  only  harvesting  lines  you  handle  in  your  town 
are  the  International? 

A.    Yes,  sir. 

Q.  I  thought  you  said  on  direct  examination  that  the  John- 
ston and  the  Wood  and  the  Adriance-Platt  were  all  in  your 
town? 

A.  Why,  they  are  in  the  suburbs ;  right  around  the  edge  of 
our  village.    Our  village  is  not  very  large. 

Q.    How  far  away  from  you  is  the  Johnston  agent? 

A.    About  a  mile. 

Q.    Are  there  any  other  International  agents  near  you? 

A.    At  Altamont. 

Q.    How  far  is  that? 

A.    About  eight  miles. 

Q.  How  many  binders  will  you  sell  in  the  course  of  a  sea- 
son? 

A.    I  might  sell  one  or  two. 

Q.    There  is  not  much  binder  business  up  there,  is  there?  , 

A.    No,  sir;  not  very  much. 

Q.    Is  there  much  mower  business? 

A.    Why,  we  sell  possibly  two  or  three  mowers  a  year. 

Q.    What  are  the  principal  crops  around  there? 

A.    Hay,  rye,  oats,  and  corn. 

Q.  Mr.  Bloomingdale,  I  suppose  the  principal  things  sold 
by  these  Johnston  and  Wood  and  Adriance-Platt  dealers  in 
your  vicinity  are  implements  other  than  harvesting  imple- 
ments, are  they  not? 

A.  Why,  I  have  never  paid  any  attention  to  that;  mostly 
mowers  and  reapers  and  binders. 


FRANK  A.  SULLIVAN  was  duly  sworn  as  a  witness  on  be- 
half of  the  defendants. 

Mr.  Grosvenor :  This  man  was  given  to  us  as  from  Middle- 
town,  and  we  have  no  report  on  him. 

Mr.  McHugh:  All  right.  Mr.  Sullivan,  there  was  a  mis- 
take made  in  the  notice  we  served  on  the  other  side.  Your 
name  was  given  correctly,  but  there  wns  a  mistake  in  the 
copying — it  said  Middletown  instead  of  Middleburg,  and  tliey 
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1    could  not  make  any  investigation  and  were  misled.    For  that 
reason  we  have  to  excuse  you,  I  am  very  sorry  to  say. 


WILLIAM  HOBENSACK,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Hobensack,  you  are  in  business  at  Ivyland?. 

A.    Ivyland,  Pennsylvania;  yes,  sir. 

Q.    What  is  your  business? 

A.  I  have  several  branches  of  business — coal,  feed,  hay, 
grain,  lumber,  fertilizers,  farming  implements. 

Q.    What  is  the  annual  volume  of  your  business? 

A.    About  $200,000  a  year. 

Q.  What  is  the  annual  volume  of  your  business  in  farm 
implements,  including  twine? 

A.    About  $25,000  to  $30,000,  along  there. 

Q.  And  what  is  the  annual  volume  of  the  business  you  do 
with  the  International  Harvester  Company? 

A.    About  $5,000. 

Q.  About  one-fifth,  or  less,  of  your  implement  business  is 
with  the  International? 

A.    Yes,  sir. 

Q.    What  line  of  binders  do  you  handle? 

A.    The  McCormick. 

Q.    What  line  of  sulky  hay  rakes? 

A.  The  Wiard  and  the  McGormick — the  Wiard  made  by 
the  Wiard  Plow  Company. 

Q.    What  line  of  mowers  do  you  handle? 

A.    We  handle  the  McCormick  and  the  Standard. 

Q.    How  long  have  you  handled  the  Emerson  mower? 

A.    The  last  two  or  three  years  we  handled  some  of  theirs. 

Q.    Have  you  sold  many  of  those? 

A.    Not  so  very  many ;  five  or  six,  I  suppose. 

Q.    You  handle  them  regularly  and  have  them  in  stock? 

A.    I  have  some  in  stock  now. 

Q.    And  that  is  true  of  the  Wiard  rakes? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  line  of  implements  other  than  harvest- 
ing machinery  made  by  other  companies  and  sold  in  competi- 
tion with  like  implements  of  the  International? 

A.    Yes,  sir. 
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Q.    What  wagons  do  you  handle  1 

A.    We  handle  the  Columbia  wagon. 

Q.    What  manure  spreaders  ? 

A.  The  New  Idea,  the  John  Deere,  and  another  one  the 
name  of  which  I  have  forgotten  now,  I  can't  just  remember 
it.    We  have  three  or  four  kinds  of  manure  spreaders. 

Q.    What  cultivators? 

A.    The  Iron  Age. 

Q.    What  gasoline  engines'? 

A.    The  Olds,  the  New  Holland,  and  the  John  Deere. 

Q.    What  harrows — drag  harrows  ? 

A.    The  Syracuse  I  think  we  handle. 

Q.  Mr.  Hobensack,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  quit  handling  the  Emerson 
mower  or  this  other  rake? 

A.    No,  sir.    I  never  heard  tell  of  anything  of  the  kind. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  them? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  adopt 
it  as  a  policy  and  impose  it  as  a  condition  that  you  could  not 
handle  their  harvesting  machinery  unless  you  quit  handling 
these  competing  harvesting  machines,  or  unless  you  would 
do  less  business  with  their  competitors  and  buy  more  goods 
from  that  company,  what  would  the  result  be  in  your  case  ? 

A.    I  would  order  them  out  of  the  office  at  once. 

Q.  Is  the  Johnston  harvesting  line  handled  in  the  vicinity 
of  Ivyland? 

A.    Yes,  it  is  handled  at  Hatboro,  about  three  miles  away. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Ivyland? 

A.  None  outside  of  myself. 

Q.  Are  there  many  binders  sold  in  your  territory? 

A.  Quite  a  considerable  number. 

Q.  How  many  will  you  sell  in  a  year? 

A.  Well,  it  varies;  anywhere  from  seven  to  15. 

Q.  What  are  the  leading  types  of  binders  in  your  terri- 
tory? 

A.  They  have  the  Adriance-PIatt,  the  Wood  binder,  and 
the  Deering,  the  McCormick,  the  Osborne;  pretty  nearly  all 
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the  makes  that  are  made — the  Milwaukee,  and  the  Johnston. 

Q.    Are  there  more  Adriance-Platt  sold  than  McCormick? 

A.  I  do  not  think  there  are.  There  used  to  be  a  great 
many,  but  not  so  much  in  later  years. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    Not  for  goods  that  have  been  sold. 

Q.  Well,  do  they  hold  any  notes  of  yours  which  you  have 
given  them  on  goods  not  yet  sold? 

A.     I  could  not  answer  that  question.     I  do  not  know. 

Q.  Do  they  have  any  notes  of  yours  at  all?  Do  you 
know  about  that? 

A.    I  do  not. 

Q.    Notes  matured  or  not  matured? 

A.    I  do  not  think  they  have. 

DANIEL  E.  DOWNEY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  McHugh. 

Q.  Mr.  Downey,  you  are  in  business  at  Philadelphia, 
Pennsylvania  ? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.  Agricultural  implements,  supplies,  and  hardware  spe- 
cialties. 

Q.    What  is  the  annual  volume  of  your  business? 

A.    Approximately  about  $75,000. 

Q.  And  how  much  of  that  is  in  agricultural  implements 
and  twine,  counting  vehicles? 

A.  That  is  a  little  indefinite.  Our  agricultural  line  would 
probably  be  in  the  neighborhood  of  $50,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    Probably  average  about  $6,000. 

Q.  So,  a  little  over  a  tenth  of  your  implement  business 
would  be  with  the  International  Company? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
j'ou  handle? 

A.  In  binders  and  mowers,  the  McCormick  at  the  present 
time. 

Q.    And  what  sulky  hay  rakes? 

A.    In  rakes  we  sell  the  Wiard  and  the  McCormick. 
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Q.  Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery,  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.    In  the  harvesting? 

Q,    No,  outside  of  harvesting  lines. 

A.  Goods  made  by  the  Cutaway  Harrow  Company,  at 
Higganum,  Connecticut,  the  Keystone  Farm  Machine  Com- 
pany, the  Spangler  Manufacturing  Company,  the  Ohio  Culti- 
vator Company,  and  the  Bateman  Manufacturing  Company. 

Q.    You  buy  of  various  companies? 

A.    Yes,  sir. 

Q.  Mr.  Downey,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  handled  it  exclusively? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  increased  your  business  with  that  company? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  adopt 
it  as  a  policy  and  impose  it  as  a  condition  that  you  could  not 
handle  their  harvesting  machinery  at  all  unless  you  did 
handle  it  exclusively,  or  unless  you  did  increase  your  pur- 
chases from  the  company  by  buying  this  and  that  or  the  other 
of  their  implements,  or  buy  fewer  goods  from  their  competi- 
tors, what  would  the  result  be  in  your  case,  Mr.  Downey? 

A.    Do  you  want  me  to  tell  you  what  I  think? 

Q.    Yes,  sir. 

A.    I  would  tell  them  to  go  down  below. 

Q.  What  lines  of  harvesting  machinery  other  than  of  In- 
ternational make  are  sold  in  Philadelphia? 

A.  The  Emerson  Standard  line,  the  Johnston,  the  Adri- 
ance,  and  the  Wood, 

Q.    Is  the  Dain  mower  sold  there! 

A.  No,  I  think  not.  I  am  not  sure  about  that.  I  think 
it  is  not  at  the  present  time. 

Q.    The  Wood  and  the  Johnston  and  the  Adriance-Platt? 

A.    Yes. 

Q.  And  what  is  the  fact  as  to  the  competition  between  the 
various  makes  of  harvesting  machines? 

A.    The  competition  is  pretty  keen. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Downey,  how  large  is  the  city  of  Philadelphia? 
What  is  its  population? 

A.  A  little  over  2,000,000,  if  I  remember  the  number  cor- 
rectly. 

Q.    Where  is  your  office  in  the  city  of  Philadelphia? 

A.     1903-5  Market  Street. 

Q.  Will  you  tell  me  how  many  binders  you  sold  on  Market 
Street  in  the  year  1912? 

A.  I  do  not  believe  I  could  tell  you  the  exact  number. 
The  binder  trade  with  us  is  not  very  large.  It  is  probably 
from  three  to  half  a  dozen. 

Q.     Can  you  state  it  accurately? 

A.     I  do  not  believe  I  could. 

Q.  Are  you  sure  that  you  sold  three  binders  on  Market 
Street  in  Philadelphia  in  1912? 

A.     We  sold  them  to  be  shipped. 

Q.    What? 

A.  To  be  shipped  out  of  Philadelphia.  There  are  no 
binders  used  in  Philadelphia. 

Q.  I  say  are  you  sure  you  sold  three  binders  in  your  store 
on  Market  Street  in  Philadelphia,  in  the  year  1912? 

A.  I  believe  I  am.  I  have  not  got  the  data  with  me,  but 
I  would  be  safe  in  saying  that. 

Q.     How  many  mowers  did  you  sell? 

A.  I  would  have  to  approximate  that;  in  the  neighbor- 
hood of  30  or  35  or  40,  something  like  that. 

Q.    Do  you  do  a  wholesale  business? 

A.     Yes,  sir — not  in  that  line. 

Q.    How  many  International  mowers  did  you  sell  last  year? 

A.  They  were  all  International.  I  might  add  that  Inter- 
national is  our  strongest  competitor  in  other  lines. 

Q.    What  is  that? 

A.    They  are  our  strongest  competitor  in  other  lines. 

Q.     The  International  is  your  strongest  competitor? 

A.    Yes,  sir. 

Q.    I  thought  you  said  you  sold  International  goods. 

A.  We  do,  but  we  sell  a  line  of  supplies  that  compete  with 
the  International. 

Q.     So  you  compete  with  yourselves  in  part? 

A.  In  the  supply  line  we  do;  we  compete  with  the  Inter- 
national. 
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Q.    And  you  are  the  agent  of  the  International? 

A.     In  the  machine  line. 

Q.  Please  name  all  the  things  you  buy  from  the  Inter- 
national. 

A.  _  Mowers,  rakes,  some  tillage  implements,  a  little  twine, 
gasoline  engines  occasionally,  a  few  wagons;  I  think  that  is 
all. 

Q.    Are  those  tillage  implements  sold  under  trade  names? 

A.    Oh,  yes. 

Q.    What  trade  names  are  applied  to  them? 

A.    McCormick. 

Q.  What  is  it  you  sell  in  competition  with  the  Interna- 
tional? 

A.  The  duplicate  parts  of  the  machinery,  including 
knives,  sections,  guards,  knife  heads,  rivets,  canvases,  binder 
slats,  and  miscellaneous  parts  of  mowers. 

Q.    Where  do  you  buy  these  repair  parts? 

A.     You  mean  the  individual  buyers? 

Q.    These  articles  you  have  just  enumerated. 

A.  We  represent  the  R.  Herschel  Manufacturing  Com- 
pany, of  Peoria,  Illinois,  who  manufacture  a  line  of  special- 
ties. 

Q.  And  do  you  have  repair  lines  which  you  buy  from  the 
International,  for  the  McCormick  mowers? 

A.    Very  limited;  that  is,  in  the  repair  parts. 

Q.    Does  the  International  hold  any  notes  of  your  firm? 

A.    I  do  not  think  so. 

Q.    Are  you  sure  about  it? 

A.  Well,  I  might  explain  that  if  it  is  acceptable.  Hereto- 
fore it  has  been  the  case  when  machines  carried  over,  they 
would  take  a  note  in  settlement  of  those  machines. 

Q.  Has  the  International  a  note  of  yours  which  you  gave 
in  settlement  in  that  way? 

A.  I  think  there  is  a  note  of  about  one  hundred  and  odd 
dollars  in  that  respect.    I  think  it  is  paid  by  this  time. 

Q.  Then,  they  did  have  a  note  until  very  recently,  and  you 
are  not  sure  whether  that  is  paid  or  not? 

A.  I  think  it  is  paid.  We  got  notice  the  other  day  it  was 
due,  and  I  think  it  was  paid. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.     This  note  did  not  rest  heavily  as  an  obligation  on  you? 
A.     Oh,  no;  we  could  have  eliminated  the  note.    We  took 
advantage  of  the  business  conditions. 
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Q.  And  the  fact  that  the  International  had  your  note  for 
$100  or  so  did  not  affect  your  testimony  in  this  lawsuit? 

A.     Oh,  no,  sir ;  no,  sir ;  not  in  any  sense  of  the  word. 

Q.  And  the  fact  that  the  company  had  your  note  for  $100 
or  so  did  not  put  you  under  any  obligation  to  them  so  that 
they  could  dominate  you  in  this  business? 

A.    None  whatever. 


2 


GrEOEGE  W.  CASE,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  George  W.  Case? 

A.    Yes,  sir. 

Q.    And  you  are  in  business  at  Purcellville,  Virginia? 

A.    Yes. 

Q.  What  position,  if  any,  do  you  hold  with  a  company 
there? 

A.  I  am  connected  with  the  Loudoun  Valley  Milling  Com- 
pany, Incorporated,  as  manager  of  the  implement  depart- 
ment, and  vice-president  of  the  company. 

Q.  Purcellville  is  in  the  midst  of  the  Loudoun  valley  in 
Virginia  ? 

A.    How  is  that? 

Q.    Where  is  Purcellville? 

A.    It  is  in  Loudoun  County,  Virginia. 

Mr.  Grosvenor:    What  part  of  Virginia  is  that? 

The  Witness :  The  northern  part.  I  believe  it  is  the  most 
northerly  county. 

Q.    Is  that  a  good  agricultural  country? 

A.    We  think  so. 

Q.    What  is  raised  there? 

A.  Corn,  wheat,  hay ;  those  are  the  principal  crops ;  some 
dairying. 

Q.  That  is  one  of  the  celebrated  agricultural  districts  of 
Virginia? 

A.    Yes,  considered  one  of  the  best. 

Q.  How  long  have  you  had  experience  in  the  agricultural 
implement  business? 

A.    Since  1892. 

Q.  During  the  last  four  or  five  years  what  has  been  your 
annual  average  business  in  implements  and  farm  wagons  and 
farm  buggies  and  twine  ? 
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A.    I  would  figure  an  average  of  about  $24,000.  1 

Q.  And  how  much  of  that  has  been  in  International  Har- 
vester Company  goods? 

A.    I  would  say  about  $10,000,  average. 

Q.  Is  your  company  the  only  company  handling  the  Har- 
vester line  at  Pureellville? 

A.    Yes. 

Q.    What  line  of  binders  and  mowers  do  you  handle? 

A.    The  McCormick. 

Q.  What  lines  of  binders  and  mowers  other  than  those  of 
International  make  are  handled  near  Pureellville? 

A.    You  mean  in  our  county,  or  within  how  near?  2 

Q.    Well,  within  competitive  distance. 

A.    The  Adriance. 

Q.    Where  is  that  handled? 

A.  At  Bluemont,  Virginia,  and  Lovettsville,  and  mowers 
at  Leesburg. 

Q.    What  mowers? 

A.    The  Adriance. 

Q.  Do  you  know  whether  or  not  Plymouth  twine  is  han- 
dled at  Bluemont  and  Lovettsville? 

A.    Yes. 

Q.    Is  it  handled  at  Leesburg,  do  you  know?  3 

A,    I  do  not  know. 

Q.  How  far  are  these  towns  you  have  mentioned  from 
Pureellville? 

A.  Bluemont  is  seven  miles,  Leesburg  nine,  and  Lovetts- 
ville twelve. 

Q.  Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  lines  of  the  International 
Harvester  Company? 

A.    Outside  of  hairvesters  we  do. 

Q.    What  wagons  do  you  handle?  . 

A.    The  Weber  wagon. 

Q.    Any  others? 

A.  The  Thornhill,  and  the  wagon  made  by  the  Barber  Com- 
pany, at  South  Boston. 

Q.    What  cream  separators,  if  any,  do  you  handle  ? 

A.    The  DeLaval. 

Q.    What  cultivators? 

A.  Cultivators  made  by  the  Brown-Manly  Manufacturing 
Company  and  the  American  Seeding  Machine  Company,  and 
the  John  Deere  Plow  Company. 

Q.    What  gas  engines? 
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1  A.     The   International.     You   mean   other   than   Interna- 
tional? 

Q.    Well,  all  the  gas  engines  that  you  handle. 
A.    The  Associated  Manufacturers  Company,  of  Iowa,  and 
Fairbanks-Morse. 
Q.    What  harrows  do  you  handle,  in  spike-  or  peg-tooth? 
A.    The  John  Deere. 
Q.    What  disc  harrows? 
A.    The  John  Deere. 
Q.    What  planters? 
A.    The  John  Deere  and  the  American  Seeding  Machine 

2  Company. 

Q.    What  drills? 

A.  The  American  Seeding  Machine  Company  and  the  On- 
tario Drill  Company. 

Q.  Who  fixes  the  price  at  which  you  sell  your  harvesting 
goods  to  the  farmer? 

A.    We  do  that. 

Q.  Has  the  International  ever  attempted  to  dictate  or  fix 
that  price  for  you? 

A.    No,  they  have  not. 

Q.  Has  the  International  Harvester  Company  ever  at- 
**  tempted,  by  threat  or  intimidation,  to  force  you  to  increase 
your  purchases  from  them? 

A.    No. 

Q.  Have  they  ever  attempted  by  like  means  to  force  you 
to  diminish  your  purchases  from  others? 

A.    They  have  not. 

Q.    Suppose  the  International  Harvester  Company  should 

attempt  to  force  you  to  buy  goods  of  them  that  you  did  not 

wish,  and  should  state  to  you  that  unless  you  bought  such 

goods  of  them  you  could  not  handle  their  binders  and  mowers, 

^  would  such  an  attempt  succeed? 

A.    We  would  close  our  account  with  them  at  once. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  binders  do  you  sell  in  the  course  of  a  sea- 
son? 

A.  Average  about  15. 

Q.  And  you  sell  only  International  binders? 

A.  International. 

Q.  What  are  the  leading  types  of  binders  in  your  terri- 
tory? 


George    W.  Case,  Cross-Examination.  203 

A.    You  mean  the  names  of  them? 

Q.    Yes,  the  names  of  them. 

A.    The  McCormick  and  the  Deering  are  the  leaders. 

Q.    Most  of  your  business  is  in  those  two  makes? 

A.    Yes. 

Q.    Are  some  Osbornes  sold  there? 

A.    Yes. 

Q.    And  some  Champions? 

A.  Not  any  Champions  being  sold  at  this  time,  to  my 
knowledge. 

Q.    Or  Pianos,  or  Milwaukees? 

A.  None  in  the  county,  that  I  can  call  to  mind  at  this 
time. 

Q.  That  is  what  I  am  talking  about — the  territory  in  which 
you  do  business.  What  per  cent,  of  the  binders  sold  in  the 
territory  in  which  you  do  business,  that  is,  sell  binders  in 
competition  with  other  dealers,  are  of  International  make; 
that  is  to  say,  McCormick  and  Deering  and  Osborne? 

Mr.  Eemy:    Within- what  time,  Mr.  Grosvenor? 

Mr.  Grosvenor :  I  put  that  in  the  present,  which  of  course 
refers  to  the  present,  Mr.  Case. 

A.  What  per  cent,  of  the  total  output  in  the  county,  you 
mean? 

Q.  You  sell  binders  not  only  in  your  town,  but  in  the  ter- 
ritory adjoining,  do  you  not? 

A.    Yes. 

Q.  Now  I  say  what  per  cent,  of  the  binders  sold  in  the  ter- 
ritory in  which  you  sell  binders  are  of  International  make  ? 

A.    I  could  only  give  you  a  guess  at  it. 

Q.  Well,  you  said,  didn't  you,  that  the  leading  types  are 
Deering  and  McCormick? 

A.    Yes. 

Q.    Those  are  International,  aren't  they? 

A.    Yes. 

Q.    And  the  Osborne  is  International? 

A.    I  have  understood  that. 

Q.  Now  can't  you  give  me  an  estimate?  Would  it  be  80, 
85,  or  90  per  cent.? 

A.    I  would  expect  it  is  90  per  cent. 

Q.  What  per  cent,  of  the  mowers  sold  in  the  same  terri- 
tory are  International?    Would  that  be  90  per  cent.? 

A.    I  would  think  so. 

Q.    Do  you  sell  many  sulky  hay  rakes  there? 

A.    15  to  20. 
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Q.  What  per  cent,  of  the  sulky  hay  rakes  in  that  territory 
are  International? 

A.  I  am  not  able  to  answer  that  because  the  sulky  hay  rake 
trade  is  largely  trade  that  just  comes  to  us,  and  we  do  not 
keep  track  of  it  like  I  do  with  the  mowers  and  with  the  larger 
implements. 

Q.    Do  you  sell  any  corn  binders  f 

A.    Never  have  sold  but  two, 

Q.    Are  any  tedders  sold  around  there? 

A.    Yes. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    That  are  being  sold  now? 

Q.    Yes. 

A.  At  this  time  I  do  not  know  whether  any  others  are  sold 
or  not. 

Q.    You  do  not  know  that  any  others  are  sold? 

A.    No ;  that  is,  I  have  not  come  in  contact  with  them. 

Q.  Then,  so  far  as  you  know,  100  per  cent,  of  the  tedder 
business  is  International? 

A.  Well,  at  this  time.  Now  to  go  back  a  year  or  two,  or  a 
couple  of  years,  it  would  be  different. 

Q.    What  was  being  sold  there  two  years  ago? 

A.  Anything  that  we  could  get — Hocking  Valley ;  just  any- 
thing in  the  way  of  a  tedder  that  we  could  get. 

Q.    What  wagons  do  you  sell? 

A.    We  sell  the  Weber  wagon. 

Q.    Do  you  sell  any  other  wagon? 

A.    The  Thornhill  in  the  light  wagons. 

Q.  What  per  cent,  of  the  twine  sold  in  your  territory  is 
International  ? 

A.  I  never  thought  of  it  in  that  way,  to  approximate  it.  I 
do  not  know. 

Q.    Is  more  than  half  of  it  International  twine? 

A.    I  would  say  so. 

Q.    75  per  cent,  of  it? 

A.    I  could  not  say  that. 

Q.  Does  your  memory  go  back  to  the  condition  of  things 
in  the  harvester  business  in  1901  and  1902? 

A.    It  does. 

Q.  Now  will  you  please  state  what  were  the  different  types 
of  binders  and  mowers  that  were  sold  in  your  county  or  tor-" 
ritory  in  1901  and  1902,  just  before  the  International  was 
organized? 

A.  The  Deering  and  the  McCormick — they  were  the  lead- 
ers; and  the  Champion. 
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Q.    The  Osborne,  too?  1 

A.  The  Osborne,  the  Milwaukee,  the  Piano,  and  the  Buck- 
eye. 

Mr.  McHugh:    Were  any  Wood  sold  there? 

The  Witness :    Yes,  the  Wood  people  had  an  agency. 

Q.  Nearly  one-half  of  your  implement  business  is  with  the 
International,  is  it  not,  or  40  per  cent,  of  it? 

A.  It  was  about  the  proportion  I  stated,  as  near  as  we 
could  figure  it. 

Q.  Does  the  International  hold  any  notes  of  your  com- 
pany? 

A.    Yes,  they  do.  2 

Q,  Would  you  mind  stating  all  the  things  you  buy  from 
the  International? 

A.    Binders,  mowers,  rakes,  engines,  wagons,  twine. 

Q.    Tillage  implements? 

A.    A  few  spring-tooth  harrows. 

Q.    Spreaders? 

A.    And  spreaders. 

Q.    Cream  separators  ? 

A.    No, 

Q.    And  tedders?  o 

A.    Tedders.  ^ 


Re-direct  Examination  by  Mr.  Remy. 

Q.  You  said  you  did  not  know  of  any  tedders  being  sold  in 
the  territory  in  which  you  did  business  except  those  of  the 
International.  I  now  ask  you  if  you  do  know  what  make  of 
tedders  the  various  dealers  in  the  towns  surrounding  you 
handle? 

A.    No,  I  do  not. 

Q.  The  McCormiek  and  the  Deering  were  leading  binders 
in  1902;  I  believe  you  stated  that? 

A.    Yes. 

Q.    And  they  are  the  leading  binders  now? 

A.    Yes. 

Q.  State  whether  or  not  it  is  a  fact  that  the  proportion  of 
business  you  stated  was  enjoyed  by  the  machines  of  the  In- 
ternational Harvester  Company  represents  the  choice  of  the 
farmers  as  to  the  machines  offered  for  sale  in  your  neighbor- 
hood. 

A.    I  believe  it  is  a  fact. 
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Q.  Do  you  know  of  any  machine  in  your  neighborhood  that 
is  not  offered  to  the  trade  on  its  merits  1 

A.    No,  I  do  not. 

Q.  This  note  that  you  speak  of  was  given  in  the  ordinary 
course  of  business? 

A.    Yes. 

Q.    For  goods  you  bought  for  this  season? 

A.    Yes. 

Q.    Is  it  due  yet? 

A.     Nothing  due  that  I  know  of. 

Q.    Will  it  be  paid  when  it  is  due  ? 

A.    It  will  be  paid  when  it  is  due. 

Q.  Do  you  feel  under  particular  obligations  to  the  Interna- 
tional on  account  of  taking  this  note? 

A.    None  whatever. 

Q.  The  taking  of  notes  is  customary  in  the  implement  busi- 
ness? 

A.    Yes. 

Q.  It  has  been  customary  in  your  business  ever  since  you 
have  been  connected  with  the  business,  has  it? 

A.    Yes. 

Mr.  Grosvenor :  Q.  Did  you  say  you  are  the  only  dealer  in 
Purcellville  ? 

A.    Yes. 


M.  A.  DOYLE,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  M.  A.  Doyle? 

A.    Yes,  sir. 

Q.  And  you  are  in  the  implement  business  at  Westminster, 
Maryland  ? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  that  business? 

A.    About  12  years. 

Q.    Do  you  handle  implements  and  automobiles? 

A.    Yes,  sir. 

Q.  What  is  your  average  annual  business,  including  both 
implements  and  automobiles? 

A.    In  the  neighborhood  of  $50,000. 

Q.  And  how  much  of  that  is  in  implements,  farm  wagons, 
buggies,  and  twine? 
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A.    I  should  judge,  with  buggies  and  all,  and  fertilizers,  1 
about  $40,000. 

Q.    I  do  not  want  the  f ertiliaers ;  cut  out  the  fertilizers. 

A.    Probably  $40,000. 
_  Q.    And  how  much  of  your  business  is  with  the  Interna- 
tional Harvester  Company? 

A.    It  varies  anywhere  from  $10,000  to  $13,000. 

Q.    What  binders  and  mowers  do  you  handle  ? 

A.    The  Deering. 

Q.    And  the  Deering  rakes  and  twine? 

A.    Yes,  sir. 

Q.    What  binders  and  mowers  are  handled  at  Westmins-  2 
ter? 

A.  At  the  present  time  the  McCormick  is  handled  there, 
the  Johnston  is  handled  there,  the  Osborne  is  handled  there, 
and  the  Adriance. 

Q.    What  twine  is  handled  there  other  than  International 

A.  I  do  not  know  of  any.  Well,  I  beg  your  pardon.  The 
Johnston  people  sell  binder  twine,  too,  under  the  name  of 
Johnston. 

Q.    You  do  not  know  where  they  get  it  ? 

A,    No.  3 

Q.    What  wagons  do  you  handle! 

A.    The  Studebaker. 

Q.    What  cream  separators! 

A.    The  Sharpies. 

Q.    What  cultivators? 

A.  The  Albright,  principally,  manufactured  by  J.  H.  Al- 
bright &  Son,  of  Mifflinburg,  Pennsylvania. 

Q.    What  corn  planters  do  you  handle? 

A.  We  have  been  handling  the  Albright  and  the  Black 
Hawk. 

Q.     The  Black  Hawk  is  made  by  the  Sechler  Conipany?        4 

A.    Yes,  sir,  made  by  the  Sechler  Manufacturing  Company. 

Q.    What  drag  harrows  do  you  handle? 

A.  In  the'  steel  frame  we  have  been  handling  the  Interna- 
tional, and  in  the  wood  frame  the  Keystone  Farm  Machinery 
Company,  of  York,  Pa. 

Q.    What  drills  do  you  handle? 

A.  We  have  been  handling  several,  but  the  principal  drills 
we  have  been  handling  recently  are  the  Superior,  the  Ontario, 
and  the  Pennsylvania. 

Q.  State  who  fixes  the  price  at  which  you  sell  the  goods  of 
the  International  that  you  carry — the  price  to  the  farmer. 

A.    We  fix  our  own  price. 
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Q.  Has  the  International  ever  attempted  to  fix  that  price 
for  you  7 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  you  could  not  handle  their  binders  and  mowers 
unless  you  bought  this  and  that  or  the  other  thing  of  them? 

A.    No. 

Q.  Have  they  ever  told  you  that  you  could  not  handle  their 
binders  and  mowers  unles*^9  you  diminished  your  purchases 
from  their  competitors? 

A.    No. 

Q.  Could  the  International  force  you,  by  threat  or  intimi- 
dation, to  purchase  additional  goods  of  them,  that  you  did 
not  want? 

A.    No,  sir. 

Q.  Or  to  diminish  your  purchases  from  competitors  of 
theirs? 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Doyle  are  you  any  relation  to  T.  J.  Doyle,  one  of 
the  attorneys  for  the  defendants  in  this  suit? 

A.    I  don't  know  T.  J.  Doyle. 

Q.    Then,  you  are  not  one  of  his  relatives? 

A.    Not  that  I  know  of. 

Q.  How  many  dealers  are  there  in  Westminster,  Mary- 
land? 

A.    In  our  town? 

Q.    Yes. 

A.    There  are  four. 

Q.  And  one  of  the  other  dealers  carries  the  McCormick 
lines  ? 

A.  One  carries  the  McCormick  and  the  Adriance,  another 
the  Johnston,  and  another  the  Osborne. 

Q.    What  are  the  leading  binders  in  your  territory? 

A.    I  suppose  I  will  have  to  answer  the  Deering. 

Q.    And  after  the  Deering  what  comes  next? 

A.  I  suppose  I  would  have  to  answer  that  in  this  way, 
sir :  the  Johnston  last  year,  and  I  think  the  McCormick  this 
year.  That  is  now  I  am  talking  about,  what  I  understood 
has  been  sold  this  year. 

Q.    Yes.    Now  let  us  take  the  last  three  or  four  years. 

A.     Then  I  would  have  to  say  the  Johnston  comes  next. 
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Q.    After  the  Deering?  1 

A.    Yes,  sir. 

Q.    Does  the  Deering  have  a  good  lead? 

A.    Yes,  sir. 

Q.  So  that  more  than  half  of  the  business  is  in  the  Inter- 
national makes? 

A.    Yes,  sir. 

Q.  Then,  taking  the  territory  around  Westminster  in 
which  you  do  business,  what  per  cent,  of  the  binders  sold 
there  are  of  International  make,  which  of  course  includes  the 
Deering,  the  MeCormick,  the  Osborne,  and  whatever  Piano 
and  Champion  or  Milwaukee  may  be  sold  there?  2 

A.    I  would  say  from  65  to  75  per  cent. 

Q.    What  per  cent,  of  the  mowers? 

A.    I  would  say  the  same. 

Q.    What  per  cent,  of  the  sulky  hay  rakes? 

A.     That  would  be  about  the  same,  sir. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.  That  would  be  greater;  I  should  say  possibly  80  per 
cent. 

Q.    Do  you  sell  any  tedders? 

A.    Yes,  sir.  3 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    From  about  60  to  75. 

Q.    You  do  not  sell  any  corn  binders  there,  do  you? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.  About  the  same;  I  mean  about  the  same  as  the  grain 
binders. 

Q.    From  65  to  75? 

A.    Yes,  sir. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir.  4 

Q.    Any  other  spreaders? 

A.    No,  sir. 

Q.  What  per  cent,  of  the  spreaders  around  there  are  In- 
ternational ? 

A.  Taking  the  last  12  months,  sir,  I  should  judge  it  would 
be  probably  50  per  cent.  New  Idea,  and  the  other  half  Inter- 
national. 

Q.  Were  you  doing  business  at  Westminster  in  1901  and 
1902? 

A.     T  was  in  the  implement  business  at  that  time. 

Q.    You  had  knowledge  of  the  implement  business? 
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A.    Yes,  sir. 

Q.  What  were  the  different  types  of  binders  and  mowers 
sold  around  there  before  the  International  was  organized? 

A.  Well,  it  looks  to  me,  sir,  just  this  way ;  that  the  condi- 
tions are  about  the  same. 

Q.  That  is,  the  same  binders  are  sold  there  now  that  were 
sold  there  then? 

A.  Yes,  sir;  except  the  Walter  A.  Wood  was  handled  in 
the  town  then,  and  it  is  not  now. 

Q.  That  is  very  fine  agricultural  country  around  West- 
minster, is  it  not? 

A.    Yes,  sir. 


J.  W.  HORN,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Horn,  you  are  in  business  at  Lakeville,  Ohio? 

A.    Yes,  sir. 

Q.    What  is  you  business,  please? 

A.  Grain,  feed,  seeds,  wool,  hardware,  and  farm  imple- 
ments. 

Q.    What  is  the  annual  volume  of  your  business? 

A.    The  last  couple  of  years  it  would  be  about  $100,000. 

Q.  How  much  business  do  you  do  in  farm  implements, 
vehicles  and  twine? 

A.    From  $8,000  to  $10,000. 

Q.  And  how  much  business  do  you  do  a  year  with  the  In- 
ternational Harvester  Company? 

A.    I  paid  them  on  an  average  of  about  $1,000  a  year. 

Q.  So,  from  one-eighth  to  one-tenth  of  your  implement 
business  is  with  the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.    What  line  of  binders  and  mowers  do  you  sell? 

A.    The  Milwaukee. 

Q.    What  twine  do  you  handle? 

A.  I  have  handled  the  Plymouth  and  the  International 
twine  until  this  year ;  I  have  the  International  twine  this  year 
— the  Deering  twine. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery? 

A.    Yes,  sir. 
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Q.    Made  by  other  companies  and  sold  in  competition  with  i 
like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.  I  handle  the  Ohio  Eake  Company's;  have  a  contract 
with  the  Adriance  and  with  the  Walter  A.  Wood. 

Q.  I  mean  other  than  harvesting  machinery.  What 
manure  spreaders,  for  instance? 

A.  The  Litchfield;  that  is  handled  by  the  Merrill  people 
of  Toledo. 

Q.    And  do  you  handle  side-delivery  rakes? 

A.     Yes,  sir;  the  Ohio  rake  people.  2 

Q.    Do  they  make  harrows? 

A.    Yes,  sir. 

Q.    Do  you  sell  those? 

A.    Yes,  sir. 

Q.    And  do  you  sell  their  discs? 

A.    Yes,  sir. 

Q.    Planters? 

A.    Yes,  sir. 

Q.    What  drills  do  you  handle? 

A.    I  handle  the  Empire  and  the  Kentucky.    I  do  not  sell  q 
very  many. 

Q.  Mr.  Horn,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  more  business  with  them? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle  4 
their  harvesting  machinery  at  all  unless  you  did  increase 
your  purchases  from  the  company  by  buying  this,  and  that, 
or  the  other  of  their  implements,  or  refused  to  do  business 
with  any  or  all  of  their  competitors,  what  would  the  result 
be  in  your  case? 

A.    I  would  not  stand  for  it. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  in  or  around  Lakeville? 

A.  No,  sir.  Now,  wait.  Do  you  mean  whether  I  have  any 
competitors  at  Lakeville  ? 

Q.     That  is  what  I  mean. 

A.     I  have  no  competitor  at  Lakeville. 
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Q.  Have  you  any  competitors  at  towns  round  about  Lake- 
ville? 

A.    Yes,  sir. 

Q.  Do  any  of  those  competitors  in  towns  round  about 
Lakeville  sell  the  Adriance-Platt  harvesting  machinery? 

A.    At  Wooster. 

Q.    How  far  is  that? 

A,  That  is  15  miles,  but  they  sell  through  another  party 
occasionally. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Lakeville? 

A.    Just  one. 

Q.    You  are  the  only  dealer? 

A.    Yes,  sir. 

Q.  I  suppose  the  International  makes  of  binders  and 
mowers  are  the  leading  makes  in  your  territory? 

A.    Mostly;  yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 

A.    The  last  year  or  two  there  was  not  anything  else  sold. 

Q.     Then,  it  has  been  100  per  cent,  in  the  last  year  or  two? 

A.    It  would  be,  yes,  sir. 

Q.  And  has  it  been  100  per  cent,  of  International  mowers 
in  your  territory  in  the  last  year  or  two? 

A.     The  mowers  about  the  same  as  the  binders ;  yes,  sir. 

Q.    And  the  same  per  cent,  for  the  sulky  hay  rakes? 

A.  No;  I  handle  the  Ohio  Rake  Company's  hay  rakes  and 
hay  tools. 

Q.    Do  you  handle  any  of  the  International  hay  tools  ? 

A.    Yes,  sir. 

Q.  What  per  cent,  would  be  of  International  in  the  sulky 
rakes  ? 

A.    I  don 't  sell  any  of  their  rakes.    I  sell  their  loaders. 

Q.    Do  you  sell  corn  binders? 

A.    I  would  if  anybody  wanted  to  buy  them. 

Q.    They  do  not  sell  many  in  that  territory? 

A.    Well,  they  ought  to. 

Q.    They  ought  to,  but  they  don't? 

A.    They  ought  to  use  them,  but  they  don't. 

Q.    There  is  not  any  trade  on  them  yet? 

A.    No,  sir,  not  very  much. 

Q.    Are  any  tedders  sold  around  there? 
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A.    Yes,  sir. 

Q.    Do  you  sell  International  tedders? 
A.    I  have  International  tedders,  and  I  have  one  Adriance, 
and  I  have  two  of  the  Ohio  tedders. 

Be-direct  Examination  by  Mr.  McHugh. 

Q.  The  only  binders  sold  in  your  inunediate  vicinity  are 
the  International? 

A.    Yes,  sir. 

Q.    And  you  say  the  only  hay  rakes  sold  are  the  Ohio? 

A.     Yes ;  that  is,  by  me. 

Q.  You  have  given  the  percentage  of  the  sales  of  grain 
binders  and  of  hay  rakes  for  the  territory  round  about  you, 
have  you? 

A.    I  don't  know  as  1  understand  that  exactly. 

Q.  What  I  mean  to  say:  you  have  said  that  in  a  certain 
territory,  100  per  cent,  of  the  binders  were  International? 

A.    Yes,  sir;  binders  and  mowers. 

Q.  In  that  same  territory  is  100  per  cent,  of  the  sulky  hay 
hakes,  Ohio? 

A.    That  is  right, 

Q.  That  is  what  I  am  trying  to  get  at.  So  that  you  took 
a  competitive  hay  rake  and  went  in  and  occupied  the  entire 
field  with  it? 

A.    Yes,  sir. 

Be-cross  Examination  by  Mr.  Grosvenor. 

Q.    How  many  hay  rakes  do  you  sell  in  a  season? 

A.    Oh,  I  think  I  sold  4  last  year. 

Q.    4? 

A.    Side-deliveries. 

Q.    Are  there  any  sulky  hay  rakes  sold? 

A.  Oh,  I  sell  maybe  one  a  season.  They  don't  use  them 
much  any  more. 

Q.  So,  there  is  practically  no  sulky  hay  rake  business  in 
your  county? 

A.    Not  very  much;  side-deliveries. 
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Re-re-direct  Examination  by  Mr.  McHugh. 

Q.  The  side-delivery  is  the  popular  rakef 

A.  Yes. 

Q.  And  the  International  makes  one? 

A.  Yes,  sir. 

Q.  And  the  Ohio  Bake  Company  makes  one? 

A.  Yes,  sir. 

Q.  The  International  is  out  of  the  running? 

A.  Yes,  sir. 

Q.  And  the  Ohio  Eake  Company  does  it  all? 

A.  Yes,  sir. 

Q.  How  many  grain  binders  did  you  sell  last  year? 

A.  I  did  not  sell  any  last  year. 

Q.  So  that  business  is  not  as  important  as  the  rakes?  100 
per  cent,  of  nothing! 


F.  F.  FOLTZ,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Foltz,  you  are  in  business  at  Hagerstown,  Mary- 
land? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.     Principally  farm  implements  and  vehicles. 

Q.    How  much  business  do  you  do  a  year? 

A.    Oh,  it  varies  along;  about  $21,000  or  $22,000. 

Q.  And  how  much  business  do  you  do  a  year  with  the  In- 
ternational Harvester  Company? 

A.    About  one-third. 

Q.    What  line  of  binders  do  you  sell? 

A.    The  McCormick. 

Q.    What  mowers  and  sulky  hay  rakes? 

A.  The  McCormick;  occasionally  we  handle  a  Champion 
rake  when  we  want  a  wood  rake. 

Q.  You  do  not  carry  that  in  stock,  but  if  a  farmer  wants  it 
you  order  and  get  it  for  him,  do  you? 

A.  Yes.  You  asked  what  binders.  I  have  a  contract  with 
the  Adriance-Platt  this  year. 

Q.    For  1913? 

A.    Yes,  sir. 


F.  F.  Foltz,  Direct  Examination.  215 

Q.    You  did  not  have  that  heretofore? 

A.    No,  sir. 

Q.  That  contract  covers  their  binders  and  mowers  and 
rakes f 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and 
sold  in  competition  with  the  International  Harvester  Com- 
pany's like  implements  I 

A.    Yes,  I  have  a  full  line  of  implements. 

Q.    What  wagons  do  you  handle? 

A.    The  Acme. 

Q.    What  line  of  cultivators? 

A.    The  Buckeye  and  the  Empire. 

Q.    What  drag  harrows? 

A.    I  handle  some  International  and  Hench  &  Dromgold. 

Q.    And  what  disc  harrows? 

A.    Bucher  &  Gibbs  has  been  the  principal  disc  harrow. 

Q.    What  planters? 

A.    The  Hoosier  and  the  Superior. 

Q.    What  drills? 

A.    Farmers'  Favorite  and  Greencastle. 

Q.  Mr.  Foltz,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  handled  their  lines  exclusively? 

A.    They  never  did ;  no,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  that  company? 

A.    No,  sir. 

Q.  Have  they  ever  said  that  you  could  not  handle  their 
harvesting  machinery  unless  you  did  less  business  with  their 
competitors  ? 

A.    No,  sir,  never  did. 

Q.  If  the  International  Harvester  Company  should  adopt 
it  as  a  policy,  impose  it  on  you  as  a  condition,  that  you  could 
not  handle  their  harvesting  machinery  at  all  unless  you  did 
handle  it  exclusively,  or  unless  you  did  increase  your  pur- 
chases from  the  International  by  buying  this,  and  that,  or  the 
other  of  their  long  line  of  implements,  what  would  the  result 
be  in  your  case? 

A.    I  guess  I  would  stop  handling  the  International. 

Q.    Are  you  the  only  dealer  at  Hagerstown? 

A.    No,  sir. 
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Q.  Is  any  harvesting  machinery  other  than  of  Interna- 
tional make  sold  in  the  city  of  Hagerstown? 

A.     Not  in  the  city ;  no,  sir. 

Q.    Is  the  Johnston  line  handled  near  Hagerstown? 

A,    Yea,  sir. 

Q.    And  in  other  towns  about  yon? 

A.  Well,  I  don't  know  about  the  other  towns.  It  is  han- 
dled in  our  county. 

Q.    In  your  county? 

A.    Yes,  sir. 

Q.  And  you  meet  the  sales  of  the  Johnston,  or  the  agents 
of  the  Johnston,  in  competition? 

A.     Oh,  yes;  yes,  sir. 

Q.     And  they  solicit  the  farmers  to  buy  their  machines  ? 

A.     Certainly. 

Cross-Exami/nation  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Hagerstown? 

A.     Three  implement  dealers. 

Q.    What  harvesting  lines  do  the  other  two  dealers  carry? 

A.     One  has  the  Osborne  and  the  other  one  the  Deering. 

Q.  Was  not  there  another  man  in  business  there  last  year, 
who  carried  the  Adriance-Platt? 

A.    Yes,  sir;  not  in  the  town. 

Q.    But  near  the  town? 

A.    About  7  miles  from  the  town. 

Q.    Has  he  gone  out  of  business? 

A.  I  don't  know  whether  he  is  entirely  out  of  business. 
He  told  me  that  he  did  not  have  any  contract  with  the  Adri- 
ance-Platt this  year. 

Q.    And  that  is  the  reason  you  have  it? 

A.     That  is  the  reason  I  have  it. 

Q.     But  you  have  not  given  up  your  McCormick,  have  you? 

A.  No.  I  have  not  sold  any  Adriance.  They  wanted  a 
contract  from  me,  and  I  have  not  tried  to  sell  any. 

Q.     How  long  have  you  handled  the  McCormick  line  ? 

A.    I  handled  it  before  the  International  people  took  it. 

Q.  Is  that  a  good  small-grain  territory  around  Hagers- 
town? 

A.     Very  good,  sir. 

Q.     Do  you  sell  a  good  many  binders? 

A.  Well,  I  don't  sell  so  many.  There  are  quite  a  number 
of  them  sold  there. 
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Q.    How  many  binders  would  be  sold  out  of  Hagerstown  in 
a  season? 

A.    I  could  hardly  tell  you.    There  is  not  more  than  half 
now  to  what  there  was  years  ago.    I  suppose  40  or  50  now. 

Q.    And  the  only  dealers  in  your  town  handle  the  Interna- 
tional binders? 

A.    Eight  in  the  town.    There  is  not  any  other  dealer. 

Q.    Then,  are  the  leading  types  of  binders  in  your  terri- 
tory the  International? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make,  that  is,  Deering,  McCormick,  and  ' 
Osborne,  the  ones  you  have  named,  and  whatever  other  Mil- 
waukee, Champion,  and  Piano  are  sold  there? 

A.     There  has  not  been  any  agent  for  the  Milwaukee;  I 
think  there  is  in  the  county,  but  not  in  the  town. 

Q.    There  are  no  Milwaukee,   Piano,    or   Champion   sold 
there? 

A.    Not  in  the  town ;  no,  sir. 

Q.    "What  per  cent,  of  the  binders  in  your  territory  are  In- 
ternational? 

A.    I  would  think  it  would  run  anywhere  from  85  to  90  per 
cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    I  think  about  the  same. 

Q.    Are  there  any  sulky  hay  rakes  sold  around  there  ? 

A.    Yes,  sir. 

Q.     What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.     I  think  the  rakes  would  run  near  the  same,  too. 

Q.    Are  there  any  corn  binders  sold  around  there? 

A.    Not  of  late  years ;  very  few. 

Q.    Do  you  sell  International  tedders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    I  think  it  would  run  along  pretty  near  the  same  on  all 
the  lines,  outside  of  spreaders. 

Q.    You  mean  that  the  International  has  the  same  per  cent, 
on  pretty  near  everything  that  is  made  except  spreaders  ? 

A.    I  would  think  so ;  yes,  sir. 

Q.    And  do  they  have  the  same  per  cent.,  from  85  to  90,  on 
twine? 

A.    Yes,  I  think  so.    I  do  not  know  of  any  other  twine  be- 
ing sold  there. 
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1  Q.    Do  you  handle  International  discs? 
A.    No,  sir. 

Re-direct  Examination  by  Mr.  McHugJi. 

Q.  You  have  just  taken  on  the  contract  for  the  Adriance- 
Platt? 

A.    Yes,  sir. 

Q.  That  is,  with  the  Moline  Plow  Company,  which  has  now 
taken  over  the  Adriance-Platt? 

2  A.     Yes.    I  do  not  think  the  Moline  Plow  Company  had 
taken  it  when  I  took  the  contract. 

Q.  And  they  are  going  to  furnish  the  canvassers  and  go 
out  and  canvass  the  farmers  ? 

A.     Yes ;  they  were  to  do  the  work. 

Q.     The  field  is  open  for  them  to  go  in  in  competition  1 

A.  That  was  the  understanding — that  they  were  to  do  the 
work. 

Q.  And  there  is  nothing  to  prevent  them  from  going  in  and 
selling  their  binders  in  competition  with  the  International? 

A.    No,  sir. 

3  Q.     The  field  is  entirely  open  for  competition? 
A.    Yes,  sir. 

Q.  All  they  have  to  do  is  to  put  in  their  agent  and  go  to 
work  and  sell  the  goods? 

A.    And  get  the  business. 

Q.     That  is  all  there  is  to  it,  isn't  it? 

A.    Yes,  sir. 

Q.     The  opportunity  is  there? 

A.    Yes,  sir. 

By  Mr.  Grosvenor :  Q.  Why  don't  you  do  any  of  the  work 
A   for  them?    Do  you  prefer  your  McCormick  line? 

A.     The  McCormick  line  I  have  handled  for  so  long — 

Q.  That  you  think  you  will  let  them  do  the  work  for  the 
other  lines? 

A.  Yes,  sir.  I  would  not  have  taken  it  in  in  any  other 
way. 
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GLEN  PURDUE,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Purdue,  you  are  in  business  at  Salisbury,  Mary- 
land? y^         y 

A.     Salisbury,  Maryland ;  yes,  sir. 

Q.    What  is  your  business  ? 

A.     Manufacturer  of  fertilizers  and  implement  dealer. 

Q.     What  is  the  annual  volume  of  your  business?  2 

A.     Around  $100,000. 

Q.  What  is  the  annual  volume  of  your  business  in  farm 
implements  ? 

A.    $20,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.  Our  average  is  about  $3,500,  up  to  last  year.  We  sold 
some  auto  wagons  and  made  it  about  $2,500  more. 

Q.    That  was  a  special  sale? 

A.    A  special  sale,  yes,  sir. 

Q.     So,  as  a  general  thing  your  business  with  the  Interna-  "^ 
tional  would  run  a  little  less  than  one-fourth  of  your  imple- 
ment business? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.    The  Deering. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.     Yes,  sir. 

Q.    And  do  you  handle  a  general  line  of  farm  implements 
other  than  harvesting  machinery  made  by  other  companies  ^ 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.  The  John  Deere,  the  Bateman  Manufacturing  Com- 
pany, S.  L.  Allen  &  Company,  and  Bucher  &  Gibbs  Plow  Com- 
pany. 

Q.    You  buy  of  various  companies  ? 

A.    Yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you,  Mr.  Purdue,  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  did  more  business  with  them? 
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1  A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors  ? 

A,    No,  sir. 

Q.  If  the  International  Company  should  come  to  you  and 
impose  the  condition  that  you  could  not  handle  their  harvest- 
ing machinery  at  all  unless  you  did  increase  your  purchases 
from  the  company  by  buying  this  and  that  or  the  other  of 
their  long  line  of  implements,  what  would  the  result  of  that  be 
in  your  case,  Mr.  Purdue  ? 

2  A.    I  should  cut  their  line  out. 

Q.  What  line  of  harvesting  machinery  other  than  that  of 
International  make  is  sold  at  Salisbury  or  in  the  immediate 
vicinity? 

A.  In  the  town  there  are  three  other  dealers  who  handle 
implements — ^mowing  implements,  harvesting  implements. 
The  Champion  is  sold  there,  and  the  Wood,  and  the  McCor- 
mick. 

Q.    In  the  territory  round  about  Salisbury,  in  Maryland,  it 
is  not  at  all  an  unusual  thing  for  farmers  to  handle  harvest- 
„  ing  machinery,  is  it? 

A.  Yes,  sir,  we  have  that  now ;  they  are  out  in  the  outlying 
districts. 

Q.  They  are  out  in  the  outlying  districts,  and  they  handle 
it? 

A.    Yes. 

Q.  Do  you  know  whether  the  Adriance  and  the  Johnston 
and  the  Wood  are  handled  in  that  way  by  farmers  in  the  ter- 
ritory? 

A.    The  Wood  is  handled  by  a  dealer,  or  has  been,  but  he 

is  practically  out  of  the  business  now;  he  is  not  selling  any; 

^  and  the  Adriance  is  handled  by  a  farmer,  and  so  is  the 

Osborne,  as  I  understand.     The  Johnston  I  understand  is 

handled  by  a  farmer. 

Q.    Do  you  know  whether  the  Standard  mower  is  on  sale? 

A.  Yes,  the  Standard ;  a  party  handled  it  last  year,  but  he 
is  not  handling  it  this  year.    He  was  a  farmer,  too. 

Q.    He  was  a  farmer,  too? 

A.    Yes.  sir. 

Q.  And  in  a  great  many  localities  in  your  section  of  the 
country  it  is  quite  ordinary  for  a  farmer  to  handle  one  line 
of  agricultural  implements? 

A.    yes,  sir. 
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Q.  And  some  few  miles  on  would  be  another  farmer  wlio 
would  handle  another  line? 

A.  We  have  the  McCormick  line  out  there,  six  miles  from 
us,  handled  by  a  farmer. 

Q.  That  is  one  of  the  ways  in  which  the  agricultural  imple- 
ment business  is  carried  on  in  that  section  of  the  country? 

A.    Yes,  sir. 


Cross-Examination  hy  Mr.  Grosvenor. 

Q.     Is  your  country  down  there  near  Salisbury  a  corn 
country? 
A.    No,  sir. 

Q.    What  is  the  principal  crop? 

A.     Trucking.    We  are  in  the  cantaloupe  and  white  potato 
section.    All  down  that  peninsula  is  the  great  potato  section. 
Q.    There  is  not  much  grain? 

A.    Not  much  grain  there,  but  south  and  east  of  us  is  more 
of  a  grain  section. 
Q.    But  right  around  you  it  is  a  trucking  country? 
A.     Trucking  country,  yes,  sir, 

Q.     Salisbury  is  located  in  quite  a  different  part  of  the  state 
of  Maryland — quite  different  from  Hagerstown  and  the  grain 
section? 
A.    Oh,  yes,  sir. 
Q.    It  is  down  near  the  coast? 
A.    Yes,  sir.    We  are  25  miles  from  Ocean  City. 
Mr.  McHugh :    Is  it  on  the  eastern  shore  ? 
The  Witness :    Yes,  sir. 

Q.    How  many  grain  binders  are  sold  there  in  a  season? 
A.    I  should  think  there  were  10  or  12  binders  sold  in  the 
surrounding  territory  of  Salisbury. 
Q.     That  is,  within  a  radius  of  15  to  20  miles? 
A.    No,  6  or  8  miles.    We  have  dealers  beyond  that,  but  I 
do  not  know  what  they  sell. 
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CHARLES  M.  SATTERFIELD,  being  duly  sworn  as  a  wit- 
ness on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Satterfield,  you  are  in  business  at  Chestertown, 
Maryland? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.  Implements,  vehicles,  blacksmithing,  wheelwrighting 
and  wood- working  a  good  deal. 

Q.     What  is  the  annual  volume  of  your  business? 

A.    About  $35,000. 

Q.  What  is  the  annual  volume  of  your  business  in  farm 
implements  ? 

A.     From  $20,000  to  $25,000. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company?    What  proportion  of  it? 

A.  About  25  to  35  per  cent,  of  it ;  about  one- fourth  or  one- 
third. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle  ? 

A.     The  McCormick. 

Q.     Do  you  handle  a  general  line  of  implements? 

A.     Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines,  in  the  main,  do  you  handle? 

A.  We  handle  the  New  Idea  spreader,  some  John  Deere 
goods,  the  Bucher  &  Gibbs  Plow  Company,  the  Bateman  Manu- 
facturing Company,  the  Ohio  Cultivator  Company,  and  goods 
jobbed  by  Griffith  &  Turner  Company  and  the  Rawlings  Im- 
plement Company,  of  Baltimore. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery  un- 
less you  increased  your  purchases  from  the  company? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery  un- 
less you  did  less  business  with  their  competitors? 

A.     No,  sir. 

Q.    If  the  International  came  to  you  and  imposed  the  con- 
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dition  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  buy  more  goods  of  them,  buying  this  and  that 
or  the  other  of  their  line  of  implements,  what  would  the  result 
be  in  your  case,  Mr.  Satterfield? 

A.    We  would  tell  them  to  take  the  line. 

Q.  Is  the  Adriance  line  of  harvesting  machinery  handled 
at  your  town? 

A.    Yes,  sir. 

Q.    And  is  the  Thomas  mower  sold  there? 

A.    Yes,  sir. 

Q.    And  is  the  Johnston  line  handled  near  there  ? 

A.    5  miles. 

Q.     And  they  all  compete  with  the  farmers? 

A.  Yes,  sir;  they  are  all  working  in  a  common  territory 
there. 

Q.    In  a  limited  way  you  are  a  manufacturer,  are  you  not? 

A.    Yes,  sir;  some  little. 

Q.    You  make  wagons? 

A.    Yes,  sir. 

Q.     And  do  you  also  make  peg-tooth  harrows? 

A.    Yes,  sir. 

Q.  So,  to  the  extent  that  you  make  wagons  and  to  the  ex- 
tent that  you  make  peg-tooth  harrows,  you  are  in  competition 
with  the  International  Harvester  Company? 

A.     When  it  comes  to  that,  yes,  sir ;  in  a  local  way. 

Q.    You  find  a  market  for  your  make  of  wagons  ? 

A.    Yes,  sir. 

Q.    And  for  the  peg-tooth  harrows  that  you  make? 

A.    Yes,  sir. 

Q.  As  a  matter  of  fact  you  have  absorbed  the  market  there, 
haven't  you? 

A.    Pretty  well,  yes,  sir. 

Q.  And  have  lOO  per  cent,  of  the  trade  in  peg-tooth  har- 
rows in  that  section,  haven't  you? 

A.    Well,  there  are  other  shops  that  make  them  too. 

Q.    The  International  has  zero  there? 

A.    It  has  the  zero  -there. 

Q.    And  in  wagons  the  same  thing  is  true  ? 

A.  Of  the  International,  yes,  sir.  There  are  no  Interna- 
tional wagons  sold  at  Chestertown. 

Q.  In  other  words,  the  local  manufacturers  have  gone  in 
there  and  made  their  goods  and  driven  the  International  out 
of  business  in  that  locality? 

A.     There  is  one  other  manufactured  wagon  sold  there. 

Q.    But  it  is  not  the  International? 


224  Charles  M.  S  after  field,  Cross-Examination. 

1  A.     It  is  the  Old  Hickory,  made  by  the  Kentucky  Wagon 
Manufacturing  Company. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  large  is  this  wagon  business? 

A.  We  manufacture  about  25  a  year. 

Q.  You  handle  25  wagons  a  year  ? 

A.  Yes. 

Q.  That  you  make? 

2  A.  Of  the  farm  wagons,  and  about  25  to  35  of  the  spring 
wagons. 

Q.  You  are  not  a  very  large  competitor  of  the  Interna- 
tional? 

A.     No,  sir. 

Q.     It  makes  60,000  or  75,000  a  year. 

A.  No,  sir,  we  are  not  a  very  large  competitor;  but  locally 
we  are,  whether  they  make  100,000 ;  they  could  not  sell  them 
there. 

Q.     How  many  peg-tooth  harrows  do  you  make  I 

A.    About  25  a  year. 

3  Q.     25  harrows  a  year? 

A.  Yes,  in  our  shop ;  but  harrows  are  made  in  other  shops 
in  that  locality.  The  local  trade  is  all  supplied  by  the  shops 
there. 

Q.    You  are  a  local  agent  for  the  International,  are  you  not? 

A.    Yes,  sir. 

Q.  What  lines  of  International  goods  did  you  say  you 
handle? 

A.    Binders  and  mowers,  you  mean? 

Q.    Yes. 
A      A.     The  McCormick. 

Q.    In  what  part  of  Maryland  is  Chestertown  located? 

A.     On  the  eastern  shore. 

Q.    It  is  down  near  the  ocean,  is  it? 

A.  No,  sir,  we  are  not  very  close  to  the  ocean.  We  are 
on  Chester  river,  and  about  11  miles  from  Chesapeake  Bay. 

Q.    Is  that  a  trucking  country? 

A.    Not  in  Kent  county. 

Q.    What  is  the  principal  crop  in  your  territory? 

A.     Corn,  wheat,  hay. 

0.    What  are  the  leading  binders  sold  ii^  your  territory? 

A.     The  McCormick  and  the  Deering. 

Q.    How  many  dealers  are  there  in  Chestertown? 
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A.    Three,  with  ourselves. 

Q.     What  harvesting  lines  do  the  other  two  dealers  carry? 
A.     One  has  the  Deering  and  the  other  has  the  Adriance- 
Platt. 

Q.    What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make? 
A.    I  should  say  from  75  to  85  per  cent. 
Q.    What  per  cent,  of  the  mowers? 

A.  Well,  I  don't  expect  over  65  to  75  per  cent,  of  the 
mowers. 

Q.    Are  there  any  sulky  rakes  sold  there? 
A.    Yes,  sir. 

Q.    What  per  cent,  of  those  are  International? 
A.     Not  over  50,  I  think. 
Q.     Are  there  any  corn  binders  sold  there? 
A.     No,  sir ;  they  use  a  locally  manufactured  corn  cutter. 
Q.    Are  there  any  tedders  sold  there  ? 
A.     A  few  only. 

Q.     What  per  cent,  of  the  tedder  business  is  International? 
A.    From  my  best  knowledge  I  would  say  50  per  cent.  Other 
makes  are  sold. 
Q.    What  per  cent,  of  the  twine  is  International  ? 
A.    Not  over  40  or  50  per  cent. 
Q.    Does  the  International  hold  any  of  your  notes  ? 
A.    Yes,  sir. 

Q.    When  were  those  notes  given? 

A.  Two  of  them  were  given  in  April,  and  one  was  given 
last  year,  for  some  goods  on  hand,  unsold,  to  be  paid  July  1st 
of  this  year,  subject  to  discount. 

Q.  Please  name  everything  you  buy  from  the  Interna- 
tional. 

A.    Binders,  mowers,  rakes,  cream  separators,  engines,  har- 
rows. ' 
Q.    Twine? 
A.    Twine,  yes,  sir. 
Q.     Spreaders  ? 
A.    Yes,  sir,  spreaders. 

Q.    Now,  the  harrows  that  you  buy;  are  those  McCormick 
harrows  ? 
A.    Yes,  sir,  McCormick  spring-tooth  harrows. 

Re-direct  Examination  by  Mr.  McEugh. 

Q.  The  International  has  not  as  large  a  percentage  of  the 
trade  in  mowers  as  it  has  in  binders? 
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A.     No,  sir,  I  do  not  think  so ;  not  quite. 

Q.  That  is  because  the  makers  of  other  mowers  have  gone 
in  there  and  pressed  their  goods  and  sold  them? 

A.    Yes,  sir. 

Q.  It  has  not  as  large  a  percentage  of  the  sulky  hay  rakes 
as  it  has  of  binders? 

A.     No,  sir. 

Q.  That  is  because  the  manufacturers  of  rakes  have  gone 
in  there? 

A.    Yes,  sir. 

Q.  Is  there  anything  to  prevent  a  manufacturer  of  binders 
or  mowers  or  rakes  going  into  your  territory  and  selling  his 
manufacture  to  the  farmer? 

A.    Not  that  I  know  of. 

Q.     The  field  is  open  in  competition? 

A.    Yes,  sir. 

Q.    And  the  farmers  are  offered  the  various  machines? 

A.    Yes,  sir. 

Q.    And  the  farmers  are  free  to  take  their  choice? 

A.    Yes,  sir. 

Q.    And  the  farmers  do  exercise  their  choice? 

A.    Yes,  sir. 

Q.  As  between  the  different  makes  of  machines  that  are 
offered  to  them? 

A.    Yes,  sir. 

Q.  And  the  percentage  of  the  sales  you  have  testified  to 
represents  the  free  choice  of  the  farmers  as  between  the  var- 
ious machines  that  are  offered  to  them? 

A.     Sure;  yes,  sir. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.    Were  you  in  business  there  in  1901  and  1902? 

A.     No,  sir,  I  was  not;  not  then. 

Q.  You  do  not  know  about  the  conditions  or  what  types  of 
binders  were  sold  in  that  territory  in  those  years? 

A.  My  partner,  Mr.  Davis,  started  in  the  business  in  1902. 
The  conditions  were  about  the  same,  I  guess,  as  they  are  now. 
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1 
C.  C.  HUTSINPILLAR,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Hutsinpillar,  you  are  in  business  at  Ironton,  Ohio  1 

A.    I  am. 

Q.    What  is  your  business,  please? 

A.  Principally  hardware  and  stoves;  we  handle  imple- 
ments. 

Q.    Farm  implements?  2 

A.    Yes,  sir. 

Q.    How  much  business  do  you  do  a  year? 

A.     In  the  retail  probably  about  $75,000. 

Q.  How  much  business  do  you  do  in  implements,  counting 
in  vehicles  and  twine? 

A.     It  might  be  $8,000  to  $10,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.  It  varies  with  the  crops.  From  $1,800  to  $2,500 ;  prob- 
ably an  average  of  $2,200 ;  something  like  that.  g 

Q.  So,  about  a  quarter  of  your  implement  business  would 
be  with  the  International?  " 

A.     That  is  about  the  proportion. 

Q.    What  line  of  binders  do  you  handle? 

A.    We  handle  the  Deering. 

Q.     What  sulky  hay  rakes  and  mowers? 

A.     The  Deering. 

Q.    What  twine? 

A.  AVe  have  in  the  past  handled  Deering  twine.  We  are 
not  handling  it  this  year. 

Q.     Are  you  handling  any  twine  this  year?  4 

A.    Yes,  sir. 

Q.    What  twine  are  you  handling? 

A.  We  picked  up  a  job  lot  from  Chicago,  and  we  bought 
some  from  Peoria. 

Q.  Do  you  handle  a  line  of  farm  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    We  do. 

Q.    What  lines,  in  the  main,  do  you  handle? 

A.  We  buy  of  the  John  Deere — buy  more  of  them  than  we 
do  of  the  International;  and  we  buy  of  the  Ohio  Cultiviitor 
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Company,  Bellevue,  Ohio;  tlie  Milburn  Wagon  Company,  of 
Toledo,  and  some  others. 

Q.    And  some  Janesville? 

A.     Yes,  we  buy  some  corn  planters  of  the  Janesville. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors  ? 

A.     They  have  not  said  it,  or  even  intimated  it. 

Q.  Have  they  ever  intimated  that  you  could  not  handle 
their  harvesting  machinery  unless  you  bought  more  goods  of 
them? 

A.     They  have  not. 

Q.  If  the  International  Harvester  Company  should  im- 
pose the  condition  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  increase  your  purchases  from  the 
company  by  buying  this  and  that  or  the  other  of  their  line  of 
implements,  what  would  the  result  be  in  your  case? 

A.    I  would  seek  to  line  up  with  other  people. 

Q.    You  would  not  have  any  difficulty  in  doing  so? 

A.     I  thinlt  not. 

Q.  Are  the  John  Deere  binder  and  mower  on  sale  this  year 
at  Ironton? 

A.    Yes,  sir. 

Q.  And  are  the  Wood  binders  and  mowers  on  sale  at  Iron- 
ton? 

A.     They  are. 

Q.    And  that  is  true  of  rakes? 

A.    It  is. 
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Q.    How  many  years  have  you  handled  the  Deering  lines? 

A.    We  handled  the  Deering  line  probably  6  or  7  years. 

Q.    How  long  have  you  been  in  business  ? 

A.  I  think  I  took  an  interest  in  the  business  in  the  eighties 
sometime ;  it  might  have  been  somewhere  from  1884  to  1888. 

Q.  What  harvesting  line  did  you  handle  prior  to  the  Deer- 
ing line  six  or  seven  years  ago? 

A.    We  handled  the  Milwaukee. 

Q.     How  many  dealers  are  there  in  Ironton? 

A.  Five.  A  new  one  has  come  in  this  year;  he  is  hardly 
established  yet. 

Q.     Are  you  counting  him  among  the  five? 

A.    I  am. 
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Q.    Now  take  the  four  established  dealers.    You  are  one  i 
of  them?  ^ 

A.    Yes,  sir. 

Q.  What  do  the  other  three  established  dealers  handle  in 
harvesting  lines? 

A.  Our  greatest  competitor  handles  the  Wood,  and  the 
next  one,  which  is  almost  as  big,  handles  the  Deere,  and  a 
small  concern  handles  the  McCormick. 

Q.     How  long  have  the  Deere  binders  been  sold  there? 

A.     Two  years,  that  I  know;  I  think  it  is  three. 

Q.    Do  you  count  1913  as  one  of  the  three  years? 

A.    Yes,  sir.  2 

Q.    How  many  Deere  binders  were  sold  in  1912  ? 

A.     I  do  not  know,  sir. 

Q.    Were  any  sold  there? 

A.  I  do  not  know.  I  know  they  have  sold  binders,  but  I 
do  not  know  whether  it  was  1912  or  1911. 

Q.     Were  any  sold  there  in  1911? 

A.  I  saw  them  send  out  a  binder,  sir,  but  I  have  forgotten 
whether  it  was  1911  or  1912. 

Q.     Has  one  binder  of  Deere  make  been  sold  in  your  toAvn? 

A.  Why,  certainly,  sir.  I  have  said  I  saw  them  sending 
one  out.  " 

Q.    Has  more  than  one  binder  been  sold? 

A.     I  do  not  know,  sir,  but  I  think  more  have  been  sold. 

Q.  And  you  say  that  the  Deere  agent  is  one  of  your  larg- 
est competitors,  and  you  can't  testify  whether  or  not  he  has 
sold  more  than  one  binder? 

A.     I  can't  recall  a  thing  more  than  that  one. 

Q.     How  many  Deering  binders  did  you  sell  last  year  ? 

A.  Very  few.  We  have  sold  two  this  year.  Our  country 
is  more  of  a  mining  and  manufacturing  country. 

Q.     It  is  not  a  binder  country,  then?  a 

A.     It  is  not,  sir. 

Q.    You  do  not  sell  many  mowers,  either,  do  you? 

A.    Yes,  we  sell — we  may  sometimes  reach  25  mowers. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  They  do  riot,  sir.  We  do  not  give  notes.  Oh,  we  have 
in  time,  but  I  do  not  think  we  ever  gave  one  to  them. 

Q.    Do  you  have  objection  to  the  giving  of  notes? 

A.  Yes,  sir.  We  pay  them  cash  and  get  the  benefit  of  the 
discount. 

Q.    What  objection  do  you  have  to  giving  notes? 

A.    Well,  rather  not  do  it.    We  usually  discount  our  bills. 
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We  do  with  the  International  people  and  with  all  our  imple- 
ment people. 

Q.  Yon  feel  that  if  you  give  a  note  and  then  the  season  is 
bad  and  you  are  not  able  to  sell  the  goods,  you  might  be  in 
an  unpleasant  position;  is  that  it? 

A.  Oh,  I  would  not  give  a  note  that  could  possibly  put  us 
in  that  position. 

Q.     That  is  the  reason  you  do  not  give  notes;  is  that  it? 

A.  Well,  it  has  not  been  our  rule  to  give  notes.  It  is  be- 
cause it  is  against  our  rule  to  give  notes. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.    As  a  rule  of  business  you  take  your  discounts  at  once! 

A.    We  do. 

Q.    And  pay  cash? 

A.    Yes,  sir. 

Q.  When  you  say  you  would  not  sign  a  note  that  would 
possibly  put  you  in  a  position  of  embarrassment,  you  refer  to 
buying  more  goods  than  your  business  would  warrant?  You 
don't  do  that? 

A.    No,  sir,  we  do  not. 

Q.  So  that  you  would  not  do  that  and  pay  cash  for  it, 
either? 

A.    No,  sir. 

Q.     The  giving  of  a  note  is  an  ordinary  thing  in  business? 

A.     Oh,  yes.    I  have  given  some  notes. 

Q.  And  a  man  by  giving  a  note  in  the  ordinary  course  of 
business  does  not  incur  any  obligation  than  the  mere  obliga- 
tion to  pay  the  note? 

A.     No,  sir;  none  whatever. 

Q.  He  does  not  become  the  slave  of  the  creditor  in  any 
wise? 

A.    No,  sir. 

Mr.  Grosvenor:  Q.  You  say  it  is  an  ordinary  thing  to 
give  notes?  It  is  not  the  ordinary  thing  in  your  business,  i& 
it? 

A.    No,  sir.    We  usually  discount. 
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A.  D.  NAYLOR,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Naylor,  you  are  in  business  at  Oakland,  Maryland? 

A.    Yes,  sir. 

Q.    Is  that  also  on  the  eastern  shore? 

A.    No,  sir ;  the  western  part  of  Maryland. 

Q.    What  is  your  business,  Mr.  Naylor? 

A.    Vehicles,  implements,  plumbing  and  heating.  2 

Q.    How  much  business  do  you  do  a  year? 

A.    About  $30,000  to  $35,000. 

Q.  How  much  business  do  you  do  a  year  in  farm  imple- 
ments, vehicles  and  twine,  counting  them  all  together? 

A.    About  $20,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.    $5,000  or  $6,000. 

Q.  So,  a  little  less  than  one-third  of  your  business  in  im- 
plements is  with  the  International?  3 

A.    And  vehicles,  yes,  sir.  ^ 

Q.    What  line  of  binders  do  you  handle  ? 

A.    The  McCormick. 

Q.    What  line  of  sulky  hay  rakes  and  mowers? 

A.  The  McCormick  mowers,  and  the  Thomas  and  the  In- 
ternational rakes. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  line  of  farm  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International?  4 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.  Handle  the  Oliver  plow,  the  Superior  and  the  Farm- 
ers' Favorite  grain  drills,  and  Bucher  &  Gibbs  Plow  Com- 
pany goods. 

Q.    What  wagons? 

A.     TurnbuU,  Studebaker,  and  the  Weber. 

Q.    What  drills? 

A.     The  Superior  and  the  Farmers'  Favorite. 

Q.    And  do  you  handle  any  tractors? 

A.    Yes,  sir. 
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Q.    What  tractors  do  you  handle  ? 

A.  It  used  to  be  the  Kaiser  Manufacturing  Company,  now 
Emerson-Brantingham  Company. 

Q.    How  long  have  you  handled  the  Thomas  rakes? 

A.     10  or  12  years. 

Q.     Continuously? 

A.    Yes,  sir. 

Q.  How  long  have  you  handled  the  McCormick  lines  of 
goods? 

A.     About  17  years. 

Q.     Continuously? 

A.     Yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Thomas  rake? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  increased  your  purchases  from  the  company? 

A.     No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to.  you  and  impose  on  you  the  condition  that  you  could  not 
handle  their  harvesting  machinery  at  all  unless  you  quit  han- 
dling the  Thomas  rakes,  or  unless  you  would  increase  your 
purchases  from  the  International,  by  buying  this,  and  that, 
or  the  other  of  their  long  line  of  implements,  what  would  the 
result  be  in  your  case,  Mr.  Naylor? 

A.     Well,  I  would  have  to  quit  them. 

Q.    Are  the  Thomas  mowers  sold  at  Oakland? 

A.     Yes,  sir. 

Q.  And  are  the  Wood  mower,  binder,  and  rake  sold  at 
Oakland,  or  in  the  vicinity  of  Oakland? 

A.     I  til  ink  the  Wood  loinder  is  sold  at  Oakland. 

Q.  And  is  the  Johnston  line  of  harvesting  machinery  han- 
dled in  the  neighborhood  of  Oakland? 

A.    Yes,  sir. 

Q.     How  far  away? 

A.    About  4  miles. 

Q.  So  that  those  are  all  offered  to  the  farmers  of  that 
vicinity? 

A.    Yes,  sir. 
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Gross-Examination  by  Mr.  Grosvenor. 

Q.    Where  is  Oakland?    Is  it  near  Frederick? 

A.    No,  sir,  it  is  in  the  western  part  of  Maryland. 

Q.    As  far  west  as  Cumberland? 

A.    Farther  than  Cumberland. 

Q.    It  is  between  Pennsylvania  and  West  Virginia? 

A.    Yes,  sir. 

Q.    Is  that  a  good  grain  country,  or  a  mining  country? 

A.  There  is  some  little  mining  there,  but  not  much ;  it  is 
very  good  farming  country. 

Q.    How  many  dealers  are  there  in  Oakland? 

A.    Three. 

Q.    What  harvesting  lines  do  the  other  two  dealers  carry? 

A.     One  has  the  Deering  and  the  other  has  the  Thomas. 

Q.  Then,  the  only  binders  sold  in  your  town  are  the  Deer- 
ing and  the  McCormick? 

A.    Well,  the  Walter  A.  Wood. 

Q.  Why  didn't  you  name  him  as  among  the  dealers?  Is 
he  outside? 

A.  No,  sir;  he  is  the  same  man  who  handles  the  Thomas 
line,  but  the  Thomas  does  not  make  a  binder. 

Q.  What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 

A.    I  believe  the  leading  one  is  the  Milwaukee. 

Q.    And  after  that? 

A.     The  Deering. 

Q.    And  the  McCormick? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory, 
in  the  territory  in  which  you  sell  binders,  are  of  International 
make,  which  includes  the  Milwaukee,  the  Deering,  the  Mc- 
Cormick, and  also  the  Champion,  the  Piano,  and  the  Osborne? 

A.    Most  of  them  are. 

Q.     Most  i>f  them? 

A.    Yes,  sir. 

Q.    It  would  be  95  per  cent.,  then? 

A.     It  would  be  90  per  cent. 

Q.  Would  90  per  cent,  be  an  accurate  statement  of  the 
per  cent,  of  the  mowers  that  are  of  International  make  in 
your  territory? 

A.    I  should  think  85  per  cent,  on  mowers. 

Q.    What  per  cent,  would  apply  to  the  sale  of  sulky  rakes? 

A.    I  think  I  would  drop  down  to  50  per  cent. 
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Q.  Are  there  any  corn  binders  sold  around  there? 

A.  Very  few. 

Q.  Are  there  many  tedders  sold? 

A.  Very  few. 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  I  think  about  50. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  I  guess  the  most  of  the  twine  is  International. 

Q.  It  would  be  90  per  cent,  anyway,  would  it? 

A.  I  suppose  probably  that  much. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.  The  Thomas  Company  have  come  into  that  territory 
with  their  mowers  and  their  rakes? 

A.    Yes,  sir;  they  have  just  come  in  recently. 

Q.    They  have  come  in  recently? 

A.    Yes,  sir. 

Q.  And  you  have  sold  their  output  in  increasing  quan- 
tity? 

A.  I  think  they  have  been  in  there  only  about  two  years 
with  their  mowers. 

Q.  And  the  competition  has  cut  down  the  proportion  of 
the  business  that  the  International  Harvester  Company  had 
in  mowers? 

A.    Yes,  sir. 

Q.  And  the  competition  has  cut  down  the  proportion  of 
the  rakes? 

A.    Yes,  sir. 

Q.  Is  there  any  thing  to  prevent  a  manufacturer  of  bind- 
ers coming  in  there  and  selling  his  binders  and  cutting  down 
the  proportion  of  binders? 

A.     No,  sir. 

Q.     Competition  is  open? 

A.     Sure. 

Q.  What  were  the  leading  binders  sold  in  this  territory  in 
1902? 

A.     The  McCormick  and  the  Deering;  those  two. 

Q.    The  Milwaukee  has  now  become  the  leading  binder? 

A.    Yes,  sir. 

Q.  So,  the  Milwaukee  binder  has  been  improved  in  the 
past  10  years? 

A.    Well,  it  seems  to  have  the  lead. 

Q.    It  has  surpassed  the  others  in  the  sales? 
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A.    Yes,  sir.  1 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.    Have  the  McCormick  and  the  Deering  deteriorated  in 
quality? 
A.     Oh,  I  still  think  the  McCormick  is  the  best  of  the  bunch. 
Q.    Does  the  International  hold  any  of  your  notes? 
A.    No,  sir. 

(A  recess  was  here  taken  until  2:00  o'clock  P.  M.) 

2 

Mr.  McHugh:  Counsel  for  the  defendants  now  produces 
and  delivers  to  counsel  for  the  Government  copy  of  the  list  of 
dealers,  with  lines  handled,  in  the  Wichita,  Kansas,  general 
agency  of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produced  and  delivers  to 
counsel  for  the  Government  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Quincy,  Illinois,  general  agency  of  the 
International  Harvester  Company. 

3 

L.  H.  CHEVALIER,  being  duly  sworn  as  a  witness  on  behalf 

of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Chevalier,  you  are  in  business  at  Berea,  Ohio? 

A.    Yes,  sir. 

Q.     What  is  your  business? 

A.    In  the  implement  and  carriage  and  fertilizer  business. 

Q.    How  much  business  do  you  do  a  year? 

A.    Probably  about  $8,000.  4 

Q.  Is  that  all  your  business,  or  is  that  your  business  in 
implements  and  vehicles? 

A.     That  is  about  the  implement  and  vehicle  business. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company? 

A.    Probably  a  couple  of  thousand  dollars'  worth. 

Q.    About  a  quarter  of  your  implement  business? 

A.    Yes,  sir. 

Q.  What  lines  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  McCormick. 
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Q.    What  twine  do  you  liandle? 

A.    None,  sir. 

Q.    You  do  not  sell  any  twine? 

A.    No,  sir. 

Q.    What  wagons  do  you  handle? 

A.    The  Studebaker. 

Q.    And  what  cultivators? 

A.    The  Kraus  and  the  Iowa. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you,  Mr.  Chevalier,  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  bought  more  goods  of  them? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  im- 
pose the  condition  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  increase  your  business  with  the 
company  by  buying  this,  and  that,  or  the  other  of  their  im- 
plements, what  would  the  result  be  in  your  case? 

A.    We  would  quit. 

Q.  Are  lines  of  harvesting  machinery  other  than  of  Inter- 
national make  sold  at  Berea? 

A.    Yes,  sir. 

Q.    What  lines? 

A.    The  McCormick  and  the  Deering. 

Q.     Those  are  International  machines? 

A.    And  we  also  have  the — 

Q.  Is  the  Adriance-PIatt  to  be  sold  there  this  year,  do  you 
know? 

A.  I  think  so.  I  think  that  one  of  the  agents  has  the 
Adriance-Platt. 

Q.  And  is  the  Walter  A.  Wood  harvesting  machine  sold 
near  your  town? 

A.    Yes,  sir. 

Q.     So  that  you  meet  it  in  competition? 

A.    Yes,  sir. 

Q.  And  is  the  Adriance-Platt  sold,  or  has  it  been  sold,  in 
any  town  around  about  Berea? 

A.  They  sold  one  machine,  I  was  told  the  other  day, 
where  I  expected  to  sell  one. 

Q.     That  was  sold  from  some  other  town? 

A.     Sold  from  our  town. 

Q.     Sold  from  your  town? 

A.    Yes,  sir. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  town? 

A.    Three. 

Q.  And  each  one  of  those  three  dealers  handles  Interna- 
tional harvesting  lines? 

A.    Yes,  sir. 

Q.  And  you  think  that  one  of  them  may  handle  the 
Adriance-Platt? 

A.    I  think  so. 

Q.    You  do  not  know  whether  he  has  sold  any  or  not,  do  2 
you? 

A.  I  think  he  sold  one.  The  lady  told  me  that  they  had 
bought  one  of  him. 

Q.  The  leading  types  of  binders  and  mowers  in  your  ter- 
ritory are  those  of  International  make,  the  Deering  and  the 
McCormick  and  the  Milwaukee? 

A;    Yes,  sir;  the  leading  ones. 

Q.  What  per  cent,  of  the  business  in  your  territory  in 
binders  is  of  International  make — Deering,  McCormick,  Mil- 
waukee, Champion,  Osborne,  and  Piano? 

A.    What  per  cent,  of  the  whole?  3 

Q.  What  per  cent,  of  the  whole  is  made  up  of  those  six 
makes  I  have  named?    Would  it  be  90  per  cent.? 

A.    I  hardly  think  it  would  be  that. 

Q.    How  much  would  it  be  ? 

A.    It  might  be  10  per  cent.  less. 

Q.    It  might  be  80  per  cent.  ? 

A.     It  might  be  80  per  cent. ;  that  is,  of  the  binder  business. 

Q.    Is  that  a  good  binder  territory? 

A.    Not  very  good ;  no,  sir. 

Q.    What  are  sold  principally?    Mowers?  . 

A.  Mowers  and  binders,  yes,  sir,  but  our  farms  are  small, 
so  that  there  is  not  such  a  big  binder  trade. 

Q.    How  many  mowers  do  you  sell  in  a  season? 

A.    I  have  sold  as  high  as  18. 

Q.  What  per  cent,  of  the  mowers  in  your  territory  are  of 
International  make? 

A.    I  should  think  80  or  90. 

Q.    Are  the  sulky  rakes  sold  there? 

A.    Yes,  sir,  some. 

Q.     Or  is  it  mostly  side-delivery  rakes? 

A.     Some  side-delivery  rakes. 

Q,    What  per  cent,  of  the  sulky  rakes  are  International  ? 
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1  A.     I  could  not  tell  you  just  exactly.    I  know  that  I  have 
sold  some  International  rakes — side-delivery  rakes. 

Q.  Is  70  per  cent,  of  all  the  rakes  sold  in  your  territory 
International?  I  am  not  asking  about  your  business,  but  of 
the  total  business  in  sulky  rakes. 

A.  Possibly,  yes.  I  would  not  be  prepared  to  tell  you  ex- 
actly. 

Q.     What  per  cent,  of  the  twine  is  International? 

A.  Eeally,  I  don't  believe  that  the  twine  would  be  over  30 
or  40  per  cent.,  if  it  was  that  much. 

Q.    Do  you  sell  International  tedders? 

2  A.     Yes,  sir. 

Q.  What  per  cent,  of  the  tedder  business  is  International  I 

A.  I  could  not  tell  you. 

Q.  70  or  80  per  cent,  isn't  it? 

A.  I  could  not  tell  you,  sir,  about  that,  because  I— 

Q.  You  don't  know? 

A.  I  don 't  know,  no,  sir ;  I  have  not  given  it  a  thought. 

Q.  Does  the  International  hold  any  of  your  notes? 

A.  No,  sir. 

W.  H.  CARL,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Carl,  you  are  in  business  at.Shreve,  Ohio? 

A.    Yes,  sir. 

Q.    Wliat  is  your  business? 

A.    Hardware,  stoves,  furniture  and  implenients. 

Q.    How  much  business  do  you  do  a  year? 
4      A.    About  $60,000. 

Q.  How  much  business  do  you  do  a  year  in  farm  imple- 
ments, including  vehicles  and  twine  ? 

A.    Oh,  it  varies ;  from  $15,000  to  $20,000. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company? 

A.    From  $6,000  to  $8,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.    You  mean  this  year,  or — 

Q.    How  much  did  you  handle  last  year? 

A.  Last  year  we  had  the  Osborne  and  the  McCormick 
lines,  both ;  this  year  we  have  just  the  McCormick. 
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Q.  And  do  you  handle  a  general  line  of  farm  implements 
made  by  other  companies  and  sold  in  competition  with  like 
implements  of  the  International?  I  mean  other  than  harvest- 
ing machinery. 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle  ? 

A.  In  drills  we  handle  the  Superior  and  the  Farmers '  Fa- 
vorite; in  plows,  the  Oliver;  in  cream  separators,  the  De- 
Laval. 

Q.    What  wagons? 

A.    In  wagons  we  handle  the  Milburn  and  the  Thornburg. 

Q.    What  engines? 

A.  We  have  the  International,  the  Jacobson,  and  some  of 
the  Associated  Manufacturers,  and  the  Waterloo  Boy. 

Q.    Do  you  handle  some  Roderick  Lean  goods? 

A.    Yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you,  Mr.  Carl,  that  you  could  not  handle  their  harvesting  ma- 
chinery unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  you  could  not  handle 
their  harvesting  machinery  unless  you  did  less  business  with 
their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  adopt 
the  policy,  and  attempt  to  enforce  it,  of  imposing  the  condi- 
tion that  one  could  not  handle  their  harvesting  machinery  at 
all  unless  he  handled  it  exclusively,  or  unless  he  would  in- 
crease his  purchases  from  the  International  by  the  buying 
of  this,  that  or  the  other  of  their  long  line  of  implements, 
what  would  the  result  be  in  your  case? 

A.    I  would  not  contract  with  them  at  all. 

Q.  Is  the  Adriance-Platt  line  of  harvesting  machinery 
handled  at  or  near  your  town  of  Shreve? 

A.     It  is  handled  at  Worcester,  Ohio. 

Q.    How  far  is  that? 

A.     10  miles. 

Q.    Do  you  meet  that  in  competition? 

A.    Yes,  sir. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  town? 

A.     One  other  besides  ourselves. 

Q.    What  harvesting  lines  does  he  handle? 
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A.     He  handles  the  Deering. 

Q.     So  that  the  leading  types  of  binders  and  mowers  in 

your  territory  are  the  Deering  and  the  McCormick? 

A.  Yes,  sir,  I  would  say  so. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 

A.  I  would  judge  about  90  per  cent. 

Q.  What  per  cent,  of  the  mowers  are  International? 

A.  I  would  say  about  the  same. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International? 

A,  I  would  think  about  the  same. 

Q.  About  90  per  cent,  also? 

A.  Yes,  sir. 

Q.  Are  any  corn  binders  sold  around  there  ? 

A.  Very  few,  yes,  sir. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  I  judge  70  or  80  per  cent.    The  Plymouth  is  handled 

there  some. 

Q.  Do  you  handle  the  International  tedders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  I  judge  80  to  90  per  cent. 

Q.  Are  many  spreaders  sold  there? 

A.  Quite  a  good  many. 

Q.  Do  you  sell  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  in  your  terri- 
tory is  International? 

A.  I  would  say  60  per  cent. 

Q.  Are  any  hay  presses  sold  around  there  ? 

A.  We  sell  a  few. 

Q.  Do  you  sell  International  hay  presses? 

A.  No,  sir ;  we  sell  the  Ely. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.  Do  you  know  what  make  of  tedders  each  of  the  other 
dealers  in  your  town  handles? 

A.  There  is  only  one  other  dealer.  I  think  they  handle  the 
Deering. 

Q.  Are  you  sure  about  that?  That  is  the  point  I  am  ask- 
ing about. 

A.     I  would  not  say  for  sure. 
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Q.  Do  you  know  what  other  lines  of  tedders  are  handled  at 
Worcester? 

A.     No,  I  do  not. 

Q.  The  point  about  it  being  that  your  judgment  as  to  the 
percentages  on  tedders  is  based  on  information  that  is  not 
very  definite.    That  is  the  fact  about  it? 

A.  Harding  &  Company  sell  the  Adriance-Platt,  and  they 
sell  goods  not  manufactured  by  the  International.  We  come 
in  competition  with  them,  and  they  sell  some  goods. 

Q.  How  long  has  the  Adriance-Platt  been  on  sale  at  Wor- 
cester? 

A.  I  could  not  say.  I  should  say  three  or  four  years, 
something  like  that. 

Q.  Prior  to  that  there  was  nothing  sold  but  International 
harvesting  machinery? 

A.    There  was  not. 

Q.  So,  the  Adriance-Platt  has  come  into  that  territory  and 
in  three  years  has  got  10  per  cent,  of  the  business  in  binders 
and  mowers;  hasn't  it? 

A.    I  should  imagine  they  sold  about  that  much. 

Q.    That  would  be  your  judgment? 

A.    Yes,  sir. 

Q.     So  that  the  field  is  open  in  competition? 

A.    Yes,  sir. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.    Were  you  doing  business  there  in  1901  and  1902? 

A.    Yes,  sir. 

Q.  What  were  the  different  types  of  binders  and  mowers 
sold  there  just  before  the  International  was  organized?  The 
Deering? 

A.  No,  sir;  at  that  time  we  were  handling  the  Osborne, 
and  our  competitor  was  handling  the  McCormick. 

Q.  And  what  other  types  were  being  sold  in  your  vicinity? 
Was  the  Deering  known,  and  the  Piano? 

A.    Yes,  sir. 

Q.    And  the  Champion? 

A.    No,  not  the  Champion. 

Q.    The  Milwaukee? 

A.     The  Milwaukee  was  sold  some. 

Q.     Were  there  any  other  makes? 

A.  Mr.  Harding  handled  a  binder,  but  I  do  not  remember 
what  it  was.    The  Walter  A.  Wood,  I  think,  at  that  time. 
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0.  E.  PEABODY,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Peabody,  you  are  in  business  at  Oberlin,  Ohio  ? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.     Implements. 

Q.     How  much  business  do  you  do  a  year? 

A.     About  $15,000  in  implements.    I  have  other  lines. 

Q.  And  how  much  do  you  do  with  the  International  Har- 
vester Company? 

A.     About  $4,000. 

Q.  AVhat  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  McCormick. 

Q.    What  twine  do  you  sell? 

A.  The  McCormick  twine,  and  twine  that  is  made  at 
Miamisburg. 

Q.  Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  -with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.     What  lines  do  you  handle  ?     Take  wagons. 

A.     I  handle  the  Milburn  wagon,  the  Troy,  and  the  Tiffin. 

Q.    What  manure  spreaders? 

A.     The  International. 

Q.    What  cream  separators? 

A.     The  United  States. 

Q.    What  cultivators? 

A.-    The  Kraus,  the  Ohio,  and  the  Buckeye. 

Q.    What  gasoline  engines? 

A.  The  Associated,  the  International,  the  Olds,  and  the 
Stover. 

Q.    What  harrows,  drag? 

A.    Bucher  &  Gibbs  and  the  Brown-Manly. 

Q.    What  planters? 

A.  The  Hoosier.  I  also  have  the  Gale  planter  and  the 
Moline. 

Q.    What  drills  do  you  sell? 

A.     The  Superior  and  the  Hoosier. 

Q.    Do  you  sell  threshers? 
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A.    Very  few.    I  have  a  contract  witli  the  Eumely  people  1 
this  year. 

Q.  Mr.  Peabody,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  bought  more  goods  of  the  company! 

A.     No,  sir. 

Q.  Has  it  ever  said  to  you  that  you  could  not  handle  their 
harvesting  machinery  unless  you  did  less  business  with  their 
competitors  I 

A.     No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle  2 
their  harvesting  machinery  at  all  unless  you  did  increase  your 
purchases  from  the  International  by  buying  this  and  that  or 
the  other  of  their  long  line  of  implements,  what  would  the 
result  of  that  be  in  your  case,  Mr.  Peabody! 

A.     I  do  not  think  I  would  contract  with  them. 

Q.     Not  very  much  doubt  about  it,  have  you ! 

A.     No,  not  a  bit. 

Q.  Is  the  Adriance-Platt  harvesting  line  sold  in  your  town 
or  in  a  neighboring  town? 

A.     It  is  sold  out  about  four  miles  from  me.  q 

Q.     Is  the  Johnston  harvesting  line  handled  near  you! 

A.     Nine  miles  from  me,  at  Wellington. 

Q.     You  meet  the  competition  of  both  of  those! 

A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  large  a  place  is  Oberlin! 

A.  It  varies.  We  have  about  4,500  there.  AVhen  the  stu- 
dents are  there  it  is  about  6,000.  4 

Q.    But  the  students  do  not  buy  binders  and  mowers? 

A.     No,  not  usually. 

Q.    How  many  dealers  are  there  in  Oberlin! 

A.     I  am  the  only  dealer  right  in  the  town. 

Q.  The  only  harvesting  implements  you  sell  are  those  of 
the  International? 

A.    Yes,  sir. 

Q.  What  are  the  leading  binders  and  mowers  in  the  terri- 
tory around  Oberlin  in  which  you  do  business? 

A.  The  Adriance-Platt,  the  Johnston,  the  McCormick,  and 
the  Deering. 

Q.     Which  are  the  leaders? 


244  0.  E.  Peabody,  Cross-Examination. 

A.    I  think  the  McCormick  leads. 

Q.    Why  did  you  name  the  Johnston  and  the  Adriance  first? 

(No  response.) 

Q.    Now  name  them  in  the  order  of  their  importance. 

A.    Well,  they  are  competition  there — ^very  strong  com- 
petition. 

Q.     Name  them  in  the  order  of  importance.    Which  are  the 
leading  types  of  binders  and  mowers  in  your  territory! 

A.    McCormick,  Adriance,  Johnston,  and  Deering. 

Q.    Are  any  Osbornes  sold  around  there? 

A.    Not  this  last  year. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.    Yes,  sir. 

Q.    When  were  those  notes  given? 

A.    They  were  given  last  November. 

Q.    And  at  that  time  did  you  settle  for  notes  which  you 
had  given  the  preceding  year  to  the  International? 

A.    No,  sir. 

Q.    Now  name  all  the  things  that  you  buy  from  the  Inter- 
national. 

A.    Binders,  mowers,  hay  rakes,  tedders,  twine,  gas  en- 
gines, harrows. 

Q.    Drills? 

A.    Yes. 

Q.     Spreaders? 

A.     Spreaders. 

Q.     Cream  separators? 

A.    No,  sir. 

Q.    Wagons? 

A.    Very  few. 

Q.    What  is  the  trade  name  of  the  harrows  that  you  buy 
from  the  International? 

A.    I  buy  some  Deering  and  some  McCormick. 

Q.    Do  you  buy  any  of  their  cultivators? 

A.    Yes. 

Q.    Are  the  cultivators  sold  as  Deering  and  McCormick 
cultivators  ? 

A.     The  ones  I  have  are  sold  as  the  McCormick  line. 

By  Mr.  McHugh:    Q.    This  note  was  given  in  the  ordinary 
course  of  business? 

A.    Yes,  sir. 

Q.    You  are  not  testifying  to  anything  that  is  not  true  be- 
cause you  owe  a  note  that  is  not  due? 

A.    No,  sir. 
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1 
L,  E.  WHINEEY,  being  duly  sworn  as  a  witness  on  behalf 
of  tbe  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  McEugh. 

Q.    Mr.  Whinery,  you  are  in  business  at  Salem,  Ohio? 

A.    Yes. 

Q.     What  is  your  business? 

A.    Hardware,  implements,  and  produce. 

Q.    Did  you  go  into  the  other  line  from  the  implement  line, 
or  did  you  take  on  the  implement  line  after  you  were  in  the  ^ 
produce  business? 

A.    I  was  in  the  produce  business  first. 

Q.    How  much  business  do  you  do  a  year? 

A.     Close  to  $40,000  worth. 

Q.    How  much  business  do  you  do  in  your  implement  line? 

A.    $2500  to  $2800. 

Q.    28  hundred  or  thousand? 

A.    Well,  28  thousand. 

Q.    Thousand? 

A.    Yes.  3 

Mr.  Grosvenor:    Well,  don't  you  know  which  it  is? 

The  Witness :  Yes,  I  know.  We  do  more  than  28  hundred 
with  the  International. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company? 

A.    $7,000  to  $8,000. 

Q.  So,  less  than  one-third  or  about  one-third  of  your  im- 
plement business  may  be  with  the  International? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle?  4 

A.     The  Deering. 

Q.    Do  you  handle  a  general  line  of  implements? 

A.    Yes. 

Q.  Do  you  handle  a  line  of  implements  other  than  har- 
vesting machinery  made  by  other  companies  and  sold  in  com- 
petition with  like  implement  of  the  International? 

A.    Yes. 

Q.    What  lines  do  you  handle? 

A.    We  handle  the  John  Deere  and  other  cultivators. 

Q.    What  wagons? 

A.    We  handle  the  Weber  and  the  Tiffin  wagons. 
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\      Q.    What  manure  spreaders? 

A.  We  have  the  International,  the  John  Deere,  the  New 
Idea,  and  the  Miller. 

Q.    What  cultivators? 

A.     The  Heneh  &  Dromgold,  the  Kraus,  the  Gale. 

Q.    What  planters  do  you  handle? 

A.  The  Gale  and  the  Superior  principally,  and  the  John 
Deere. 

Q.  Mr.  Whinery,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  bought  more  goods  of  the  com- 
2  pany? 

A.     No,  sir. 

Q.  Has  it  ever  said  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  bought  less  goods  of  competi- 
tors? 

A.    No. 

Q.  If  the  company  should  come  to  you  and  impose  the 
condition  that  you  could  not  handle  their  harvesting  ma- 
chinery unless  you  did  increase  your  purchases  from  the 
company  by  buying  this,  and  that,  or  the  other  of  their  line 
„  of  implements,  what  would  the  result  be  in  your  case,  Mr. 
^  Whinery? 

A.    We  would  not  contract  with  them. 

Q.  Is  the  Johnston  line  of  harvesting  machinery  handled 
at  Salem? 

A.    Yes. 

Q.  Is  the  Adriance-Platt  harvesting  machinery  handled 
at  Salem? 

A.    Yes. 

Q.    And  is  the  Walter  A.  Wood  handled  near  Salem? 

A.  It  has  been ;  possibly  they  have  no  contract  there  this 
^  year,  but  they  have  had. 

Q.    You  do  not  know  about  this  year? 

A.    No,  I  do  not  know. 

Q.    Was  it  sold  there  last  year? 

A.     McCoUa  there  has  held  a  contract  most  of  the  time, 

Q.    Where? 

A.    At  Salem. 

Q.    He  has  had  a  contract  for  the  Wood  at  Salem? 

A.    Yes. 

Q.  Are  the  Johnston  and  the  Wood  and  the  Adriance  sold 
at  any  towns  round  about  Salem? 

A.    Yes.    There  has  been  a  Johnston  agent  at  Damascus, 
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and  the  agent  at  Leetonia  has  the  Johnston  and  the  Adriance 
both,  and  at  Hanoverton. 

Q.  And  is  the  competition  active  as  between  the  various 
makes  of  harvesting  machinery  that  are  on  sale? 

A.  Yes,  most  of  them,  or  at  least  two  or  three  of  them 
drive  and  see  most  of  the  farmers. 

Q.  That  is,  the  farmers  are  canvassed  to  buy  the  various 
makes  of  machines? 

A.    Yes. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  At  the  other  towns  you  have  named  there  are  agents 
representing  the  International,  are  there  not? 

A.  I  think  not,  unless  it  is  at  Hanoverton.  They  may  sell 
the  twine,  I  am  not  sure  about  that,  but  there  is  no  Interna- 
tional agent  there,  and  none  at  Leetonia. 

Q.     How  many  dealers  are  there  in  your  town? 

A.     There  are  three  in  the  implement  business. 

Q.  How  many  of  those  three  dealers  handle  the  Interna- 
tional harvesting  lines? 

A.    Just  us. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.     We  think  we  lead  in  selling  machines  there. 

Q.  You  think  that  the  Deering  has  more  of  the  trade  than 
any  other  line? 

A.    Yes,  than  any  other  one  line,  at  least. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No. 

Q.    Or  any  notes  .of  your  firm? 

A.    No. 


TEA  C.  PRATT,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Pratt,  you  reside  at  Prattsburg,  New  York? 

A,  Yes,  sir. 

Q.  What  is  your  business? 

A.  Hardware,  implements,  wagons,  and  so  forth. 

Q.  And  do  you  do  business  exclusively  at  Prattsburg? 
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1  A.    No,  sir. 

Q.  At  how  many  places  do  you  do  business? 

A.  At  ten. 

Q.  And  are  you  in  personal  charge  of  the  ten  stores! 

A.  I  am  in  charge  of  six. 

Q.  What  is  the  name  of  the  company? 

A.  George  W.  Peck  Company. 

Q.  So  that  there  are  six  stores  under  your  direct  and  im- 
mediate supervision? 

A.  Yes,  sir. 

Q.  How  much  business  is  done  in  those  six  stores? 

2  A.  About  $240,000  last  year. 

Q.    How  much  business  is  done  in  those  six  stores  in  the 
agricultural  implement  line,  counting  twine  and  vehicles? 

A.    And  wagons? 

Q.    Yes. 

A.    $62,000,  practically. 

Q.    And  how  much  business  did  you  do  from  those  six 
stores  with  the  International  Harvester  Company? 

A.    About  $14,000. 

Q.     So  that  it  was  $14,000  out  of  $62,000? 
„      A.    Yes. 

Q.    What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle  at  those  six  stores? 

A.     The  binders  are  Deering,  McCormick,  and  Milwaukee. 

Q.    Do  you  handle  them  all  at  all  the  stores? 

A.     No;  some  of  the  stores  do  not  handle  any. 

Q.     Some  of  the  stores  do  not  handle  any  binders? 

A.     Some  of  the  stores  do  not  handle  any  harvesting  ma- 
chinery. 

Q.    Do  you  handle  at  those  stores  a  full  line  of  agricul- 
tural implements  other  than  harvesting  machinery  made  by 
4  other  companies  and  sold  in  competition  with  like  imple- 
ments of  the  International? 

A.    Yes;  practically  a  full  line. 

Q.     So  far  as  the  wants  of  the  trade  call  for  implements? 

A.    Yes,  sir. 

Q.     So,  I  judge  about  all  of  your  purchases  from  the  In- 
ternational are  in  harvesting  machinery  and  twine. 

A.    A  few  engines. 

Q.     And  a  few  engines? 

A.    Yes;  and  a  few  spreaders. 

Q.     Do  you  handle  other  engines,  as  well  afe  the  Interna- 
tional? 

A.    No. 
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Q.  Do  you  handle  any  spreaders  other  than  the  Interna- 
tional? 

A.     Yes,  sir. 

Q.  Mr.  Pratt,  has  the  International  Harvester  Company 
ever  said  to  you  that  your  people  could  not  handle  their  har- 
vesting machinery  unless  they  bought  more  goods  of  the  In- 
ternational! 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  your  people  that  you  could  not  handle  their  harvesting  ma- 
chinery if  you  did  not  do  less  business  with  their  competi- 
tors! 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  im- 
pose on  your  people  the  condition  that  you  could  not  handle 
their  harvesting  machinery  at  all  unless  you  did  increase 
your  purchase  from  that  company  by  buying  this,  and  that, 
or  the  other  of  their  line  of  goods,  or  unless  you  would  re- 
fuse to  do  business  with  their  competitors,  what  would  the 
result  be! 

A.    I  would  not  sign  with  them. 

Q.  Are  the  Johnston  harvesting  line  and  the  Walter  A. 
Wood  harvesting  line  handled  at  Prattsburg,  New  York! 

A.    Yes,  sir. 

Q.  And  are  these  two  lines,  the  Johnston  and  the  Wood, 
handled  at  other  towns  in  the  vicinity  of  Prattsburg? 

A.    Yes,  and  some  Adriance. 

Q.  And  is  there  competition  between  the  various  makes 
of  harvesting  machines! 

A.    Yes,  sir. 

Cross-Examination  bii  Mr.  Grosvenor. 

Q.    Where  is  Prattsburg? 

A.  It  is  in  the  northern  part  of  Steuben  County,  one  of 
the  north  towns  in  the  southern  part  of  the  state. 

Q.    Where  is  Steuben  County? 

A.     Here  it  is.    (Pointing  on  map.) 

Q.    It  is  down  near  the  Pennsylvania  line? 

A.    Yes,  sir. 

Q.    Where  are  those  six  stores  that  you  name? 

A.  Outside  of  Prattsburg  they  are  at  the  following  places, 
as  shown  by  this  card— 
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1  Q.    You  need  not  give  the  names.     Are  they  all  towns 
around  that  section  of  the  country? 

A.  Possibly  75  miles  is  the  farthest  between  any  two 
stores.    We  are  in  four  to  five  counties. 

Q.  Are  you  located  in  the  principal  towns  in  that  section 
of  the  country? 

A.    I  think  so,  yes,  usually. 

Q.     Well,  supposing  you  give  the  names  of  those  towns. 

A.  Prattsburg,  Cohocton,  in  Steuben  County;  Corning,  in 
Steuben  County;  Dansville,  in  Livingston  County;  Geneseo, 
in  Livingston  County ;  Elmira,  in  Chemung  County. 

2  Q.     In  all  these  six  towns  the  only  harvesting  machinery 
you  handle  is  that  of  the  International? 

A.    The  only  binders  and  mowers  and  rakes. 

Q.  What  other  implements  do  you  include  in  the  term 
"harvesting  machinery"? 

A.  We  call  potato  diggers,  and  a  lot  of  those  things,  har- 
vesting machinery.    Don't  you? 

Q.    Well,  I  am  asking  you. 

A.    Yes. 

Q.  You  call  a  potato  digger  in  your  part  of  the  country  a 
o  harvester? 

A.    A  potato  harvester. 

Q.  And  the  only  binders,  mowers  and  hay  rakes  that  you 
handle  in  those  towns  are  International? 

A.    Yes,  sir. 

Q.    How  many  dealers  are  there  in  those  six  towns? 

A.  I  could  not  tell  you  in  all  of  them.  In  Prattsburg  I 
think  there  are  five  dealers  in  all. 

Q.  How  many  of  those  dealers  handle  International  har- 
vesting lines? 

A.  Where  do  you  place  the  Osborne — ^in  the  International, 
4  or  outside? 

Q.    Where  would  you  place  it? 

A.    I  don't  know. 

Q.  Don't  you  know  yet,  up  in  your  place,  where  the 
Osborne  is? 

A,  International.  I  haven't  heard  it  mentioned  here  to- 
day.   I  didn't  know  what  you  did  mean. 

Mr.  McHugh:    It  belongs  to  the  International. 

The  Witness:  There  is  an  Osborne  agent,  a  McCormick 
agent,  a  Deering,  a  Johnston,  and  a  Wood. 

Q.  So,  three  out  of  the  five  in  Prattsburg  are  Interna- 
tional? 

A.    Yes,  sir. 
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_  Q.     Does  the  Osborne  sell  there  under  a  separate  organiza-  1 
tion,  that  is,  as  a  separate  company? 

A.  As  a  separate  organization,  I  think.  I  never  con- 
tracted with  them ;  I  am  not  sure  about  that. 

Q.  Now  take  the  next  town — which  you  can  pronounce 
better  than  I. 

Mr.  McHugh :    I  hope  so. 

Q.     How  many  dealers  are  there  there  I 

A.     Cohocton? 

Q.    Yes. 

A.  We  sell  the  Milwaukee  there,  and  there  are  a  Deering 
agency,  an  Osborne,  and  a  Johnston.  2 

Q.  So  that  three  out  of  the  four  dealers  in  that  town  are 
International  ? 

A.  And  there  may  be  an  Adriance;  I  do  not  know  about 
that. 

Q.  Three  of  the  four  dealers,  that  you  know  of,  handle  the 
International? 

A.    Yes,  sir. 

Q.  Take  the  next  place,  Corning;  how  many  dealers  are 
there  in  that  town? 

A.     I  do  not  know  anything  about  that.     We  have  been  o 
there  only  a  year,  only  commenced  selling  machinery  there. 

Q.     At  Dansville  how  many  dealers  are  there? 

A.  The  McCormick,  the  Deering,  the  Johnston,  and  I 
think  the  Wood.    I  don't  know  about  the  Adriance. 

Q.    Is  there  an  Osborne? 

A.    I  don't  know. 

Q.     How  many  dealers  are  there  in  Geneseo  ? 

A.  As  far  as  I  know,  there  are  the  Deering  and  the  Mc- 
Cormick. 

Q.     Those  are  the  only  ones  you  know  of? 

A.     There  may  be  others.    I  am  not  much  acquainted  in  4 
that  town. 

Q.    What  lines  do  you  handle  there? 

A.    We  handle  the  McCormick. 

Q.    How  many  dealers  are  there  in  Elmira? 

A.  I  do  not  know  how  many.  I  know  there  is  a  Deering 
and  a  McCormick  and  an  Ad-riance.  I  don't  know  about  the 
others. 

Q.  Then,  in  the  territory  in  which  you  do  business  in 
these  six  stores,  the  McCormick  and  the  Deering  and  the 
Osborne  are  the  leading  binders  and  mowers  that  are  sold; 
is  that  true? 
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1  A.     The  "Wood  is  pretty  strong  in  one  territory — stronger 
than  the  McCormick  or  the  Osborne. 

Q.    It  is  stronger  than  the  Deering  in  that  territory? 

A.    No,  sir. 

Q.  Then,  taking  the  six  towns  together,  it  is  true,  is  it  not, 
that  most  of  the  business  is  in  the  Deering,  the  McCormick, 
the  Osborne  lines,  and  these  other  lines — the  Milwaukee,  the 
Champion,  and  the  Piano?  That  is,  it  is  in  International 
lines;  is  it  not? 

A.     The  majority  of  the  sales  are  of  those  makes. 

Q.    Would  you  say  that  80  per  cent,  of  the  business  in  bind- 

2  ers  in  those  six  towns  is  of  International  make? 

A.  I  do  not  believe  it  is  quite  as  large  a  per  cent,  as  that. 

Q.  75  per  cent? 

A.  That  would  be  near  it,  I  think. 

Q.  And  would  the  same  percentage  apply  to  the  sale  of 
mowers  ? 

A.  I  think  so. 

Q.  And  to  the  sale  of  sulky  rakes? 

A.  Yes. 

Q.  Are  there  any  corn  binders  sold  around  there? 

q       A.  Very  few. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  Nearly  all  of  it,  I  think. 

Q.  95  per  cent,  of  it? 

A.  So  far  as  I  know ;  probably  90  per  cent. 

Q.  Please  name  the  different  things  you  buy  from  the  In- 
ternational, besides  binders  and  mowers  and  rakes  and  twine. 

A.  We  buy  some  spreaders,  and  a  few  engines. 

Q.  Any  tillage  tools? 

A.  Yes,  one  or  two  of  those  stores  buy  a  few  cultivators. 

Q.  Do  you  buy  any  potato  diggers  or  implements  from  the 
4  International? 

A.  I  guess  they  do  not  make  potato  diggers. 

Q.  Do  you  buy  spreaders  from  anybody  besides  the  Inter- 
national? 

A.  John  Deere. 

Q.  Does  the  International  hold  any  notes  of  your  firm? 

A.  I  think  not. 
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A.  E.  DAVIS,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Davis,  you  are  in  business  at  Binghamton,  New 
York? 

A,    Yes,  sir. 

Q.    What  is  your  business,  please  ? 

A.    Implements  and  vehicles,  and  accessory  lines. 

Q.    How  much  business  do  you  do  a  year? 

A.    About  $70,000. 

Q.  Cutting  out  the  accessory  lines,  and  coming  down  to 
farm  implements,  including  farm  wagons  and  farm  buggies 
and  twine,  what  would  your  business  be? 

A.    About  $22,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    In  1912  we  did  about  $2,000. 

Q.    That  was  a  fair  average? 

A.    Yes,  I  think  perhaps  that  would  be  a  fair  average. 

Q.  So  1/lOth  or  1/llth  of  your  implement  business  would 
be  with  the  International  Company? 

A,    Yes,  sir. 

Q.    What  line  of  binders  do  you  handle? 

A.    The  McCormick  line  and  the  Walter  A.  Wood  line. 

Q.    Is  that  true  of  mowers  and  sulky  rakes? 

A.    Yes,  sir. 

Q.    How  long  have  you  handled  the  Wood  line? 

A.    Two  years ;  ihis  is  our  third  season  now. 

Q.     Do  you  sell  any  Wood  machines? 

A.    Yes,  sir, 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle?    Take  wagons. 

A.  The  Troy  Wagon  Company  in  heavy  wagons ;  in  light 
wagons,  the  Hercules  stuff  and  the  Courtland  Cart  &  Car- 
riage Company. 

Q.    What  manure  spreaders  do  you  handle? 
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1  A.     We  sell  the  Corn  King  and  the  Fearless. 
Q.    What  cream  separators? 

A.    The  DeLaval. 

Q.    And  what  harrows? 

A.     This  year  we  are  selling  the  McCormick  harrows. 

Q.     And  what  disc  harrows? 

A.  This  year  we  are  selling  the  McCormick  disc  harrows, 
also  a  few  Wood,  and  some  of  the  American  Seeding  Machine 
Company  harrows. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you,  Mr.  Davis,  that  you  could  not  handle  their  harvesting 

2  machinery  unless  you  quit  handling  the  Walter  A.  Wood  har- 
vesting machinery? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  more  business  with  the  International  Com- 
pany? 

A.    No,  sir. 

Q.  Suppose  the  International  Harvester  Company  should 
impose  the  condition  that  you  could  not  handle  their  harvest- 
o  ing  machinery  unless  you  quit  handling  this  competitive  line, 
or  unless  you  would  increase  your  business  with  the  Interna- 
tional Harvester  Company  by  buying  this  and  that  or  the 
other  of  their  long  line  of  implements,  what  would  the  result 
be  in  your  case,  Mr.  Davis? 

A.     I  would  not  contract  with  them. 

Q.  Is  the  Adriance-Platt  line  of  harvesting  machinery 
handled  at  Binghamton? 

A.    It  is. 

Q.    And  is  the  Johnston  line  of  harvesting  machinery  han- 
dled at  any  point  near  Binghamton? 
4       A.     I  believe  it  is  handled  near  Binghamton ;  yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     How  large  is  Binghamton? 

A.    About  50,000. 

Q.  Is  there  much  binder  and  mower  business  in  a  town  of 
that  size? 

A.  There  is  almost  no  binder  business  in  Binghamton  ter- 
ritory. There  is,  I  think,  an  average  amount  of  mower  ousi- 
ness. 

Q.    How  many  mowers  will  you  sell  in  a  season? 
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A.  25  to  30.  1 

Q.  How  many  Wood  binders  did  you  sell  last  year? 

A.  One  or  two. 

Q.  How  many  Wood  mowers? 

A.  12  to  15,  I  would  imagine. 

Q.  How  many  dealers  are  there  in  Binghamton? 

A.  There  are  three  implement  dealers. 

Q.  What  harvesting  lines  do  the  other  dealers  carry? 

A.  One  carries  the  Adriance-Platt  line,  the  other  carries 
the  Deering  line. 

Q.  Do  you  sell  the  McCormick  harrows  and  cultivators? 

A.  We  are  feelling  them  this  year ;  yes,  sir.  2 

Q.  That  is,  you  sell  them  under  that  trade  name? 

A.  Yes. 

Q.  What  are  the  leading  mowers  in  your  territory? 

A.  The  McCormick  is  the  leader,  I  think. 

Q.  And  after  that?  - 

A.  The  Adriance. 

Q.  How  near  are  you  to  the  Adriance-Platt  factory? 

A.  By  railroad  it  is  200  miles,  I  guess. 

3 

F.  E.  DeWATEKS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  DeWaters,  you  are  in  business  at  Eknira,  New 
York? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.    Wagons,  implements,  and  harness. 

Q.    How  much  business  do  you  do  a  year?  4 

A.    About  $45,000  to  $50,000. 

Q.  Well,  outside  of  the  harness;  take  the  other  lines  of 
farm  implements,  including  farm  wagons,  buggies,  and  twine, 
how  much  business  do  you  do  a  year? 

A.    And  buggies? 

Q.    Yes;  buggies  would  be  included. 

A.    About  $40,000.  _ 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    It  varies  from  year  to  year. 

Q.    Yes,  but  on  a  fair  average. 
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1  A.    About  $4,000  or  $5,000. 

Q.    What  line  of  binders  do  you  handle? 
A.    The  Deering,  Adriance-Platt,  and  Walter  A.  Wood. 
Q.    What  line  of  sulky  hay  rakes? 
A.     The  same  line. 
Q.    And  mowers  ? 
A.    The  same. 

Q.    Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery? 
A.    Yes,  sir. 
Q.    Do  you  handle  in  that  line  a  number  of  implements 

2  made  by  other  companies  and  sold  in  competition  with  like 
implements  of  the  International? 

A.    Yes,  sir. 

Q.  How  long  have  you  handled  the  Adriance-Platt  har- 
vesting machinery? 

A.     About  8  years. 

Q.    How  long  have  you  handled  the  Walter  A.  Wood? 

A.  I  used  to  handle  it  years  ago,  but  I  have  not  been  han- 
dling it  until  this  year,  when  I  made  up  a  contract. 

Q.    You  are  taking  it  on  again  this  year,  1913? 
o      A.    Yes,  sir. 

Q'.    How  long  have  you  handled  the  Deering? 

A.    We  have  handled  the  Deering  6  or  7  years. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Adriance-Platt  line? 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  you  could  not  handle 
their  harvesting  machinery  unless  you  handled  it  exclu- 
sively? 

A.    No,  sir. 
4      Q.    Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Suppose  the  International  Harvester  Company  should 
impose  the  condition  on  you,  Mr.  DeWaters,  that  you  could 
not  handle  their  harvesting  machines  unless  you  handled 
them  exclusively,  cutting  out  the  Adriance-Platt  and  the  Wal- 
ter A.  Wood,  or  unless  you  would  increase  your  purchases 
from  the  International  by  buying  this,  and  that,  or  the  other 
of  their  long  line  of  implements,  what  would  the  result  be  in 
your  case? 

A.    I  would  refuse  to  do  business  with  them. 
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Q.     Is  the  Johnston  line  of  harvesting  machinery  sold  at  ] 
Elmiraf 

A.  I  don't  know  whether  it  is  sold  right  in  the  city,  but 
it  is  sold  around  there. 

Q.  It  is  sold  around  there,  and  you  meet  it  in  competi- 
tion! 

A.    Yes. 

Q.  So  that  there  are  the  Deering  and  the  Adriance-Platt 
and  the  Walter  A.  Wood  and  the  Johnston  lines  of  harvest- 
ing machinery  all  there  and  offered  to  the  farmers? 

A.    Yes,  sir. 

Q.     Competition  between  them  all?  2 

A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  Adriance  binders  did  you  sell  last  yeart 

A.    I  could  not  say ;  I  think  only  two  or  three. 

Q.    How  many  Deering  T 

A.  I  did  not  sell  over  two  or  three  Deering;  I  can't  just 
remember. 

Q.    Eknira  is  quite  a  large  city,  isn't  it?  o 

A.    Quite  good  size, 

Q.    How  large  is  it? 

A.    38,000. 

Q.    Do  you  sell  many  mowers  there? 

A.    Yes. 

Q.  How  many  Adriance-Platt  mowers  did  you  sell  last 
year? 

A.    I  think  I  had  10. 

Q.    How  many  Deering? 

A.    About  that  number. 

Q.    Does  the  George  W.  Peck  Company  have  the  biggest  4 
business  in  implements  in  that  part  of  the  country?    I  mean 
is  there  any  other  company  that  has  a  series  of  implement 
stores  at  different  towns? 

A.    The  George  W.  Peck  Company  has. 

Q.  I  know ;  that  is  what  I  am  talking  about.  Is  there  any 
other  besides  them  up  in  that  part  of  the  country? 

A.     That  has  a  string  of  stores? 

Q.    Yes. 

A.    No,  sir. 

Q.  They  are  the  biggest  dealers  around  there,  in  that 
part  of  the  country,  are  they  not? 

A,    Yes,  sir. 
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F,  C.  YODER,  being  duly  sworn  as  a  witness  on  behalf  of  tlie 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.    Your  name  is  F.  C.  Yoder,  and  you  live  at  Lewisville, 
Ohio? 
'  A.    Yes,  sir. 

Q.     You  are  engaged  in  farming  there  I 

A.     Yes,  sir. 

Q.     How  long  have  you  been  farming"? 

A.    About  16  years. 

Q.     How  large  is  the  farm  that  you  now  operate? 

A.     191  acres. 

Q.     In  the  operation  of  that  farm  do  you  use  any  binding 
machines  ? 

A.    Yes,  sir. 

Q.    What  machines  do  you  use? 

A.    The  McCormick. 

Q.    When  did  you  buy  the  machine  that  you  are  now 
using? 

A.    About  3  years  ago,  I  think. 

Q.    What  make  of  binder  did  you  use  before  this  last 
binder  of  which  you  have  spoken? 

A.    The  McCormick. 

Q.    And  how  long  had  you  used  that  binder? 

A.    I  should  judge  I  used  that  about  5  or  6  years. 

Q.    And  what,  if  any,  binder  did  you  use  before  that  one? 

A.     McCormick. 

Q.    When  did  you  purchase  that  binder? 

A.    I  think  it  was  in  the  summer  of  1807. 

Q.    You  purchased,  then,  one  binder  before  1902,  and  two 
binders  since  1902? 

A.    Yes,  sir. 

Q.    Which  of  the  binders  you  have  used  was   the  best 
binder? 

A.    The  last  one. 

Q.    Have  you  used  any  mowing  machines  on  your  farm? 

A.    Yes,  sir. 

Q.    And  what  make  of  mowing  machines  do  you  use? 

A.     I  use  the  McCormick. 

Q.     When  did  you  purchase  the  mowing  machine  that  you 
now  use? 
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A.    About  3  years  ago.  ] 

Q.    And  did  you  have  a  mowing  machine  before  that  onet 

A.     Yes,  sir. 

Q.     When  did  you  purchase  that  mowing  machine'? 

A.  About  8  or  9  years  ago,  I  guess,  I  can't  remember  just 
exactly. 

Q.     Which  one  of  these  mowing  machines  was  the  better? 

A.    The  one  I  have  now. 

Q.    The  last  one? 

A.    Yes,  sir. 

Q.  Did  you  have  occasion  to  purchase  repairs  for  your 
farm  implements  before  the  year  1902?  2 

A.     Yes,  sir,  I  did. 

Q.  And  have  you  had  occasion  to  purchase  repairs  for 
your  farming  machinery  since  1902? 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  to  purchase  repairs  for  your 
machinery  within  the  last  4  or  5  years? 

A.    Yes,  sir. 

Q.  Are  you  able  to  tell  from  your  experience  in  buying 
repairs  whether  the  repair  service  since  1902  has  been  better 
than  it  was  before  1902?  „ 

A.    It  is  better.  ^ 

Q.  I  hand  you  a  list  of  farm  implements,  with  what  pur- 
ports to  be  the  purchase  price  thereof,  and  will  ask  you 
whether  or  not  that  is  a  list  of  the  farm  implements  which 
you  use  in  connection  with  the  operation  of  your  farm. 
(Handing  paper  to  witness.) 

A.     Yes,  sir. 

Q.  You  may  aid  your  recollection  from  the  list  you  have 
and  state  the  machinery  you  use  upon  your  farm,  with  the 
cost  price  thereof. 

A.     The  list  is  as  follows :  4 

List  of  Farm  Tools  Used  by  F.  C.  Yoder,  Louisville,  0.,  on 
His  Farm  of  191  Acres. 

Purchase 
Price. 
1  Farm  Wagon,  Brown  $65.00 

1  Farm  Truck,  Farmers  Handy  28.00 

1  Spring  Wagon,  Canton  Buggy  Co.  65.00 

1  Buggy,  Canton  Buggy  Co.  65.00 

1  Surrey        "  "         "  120.00 

1  Walking  Plow,  Oliver  9.00 

1  Sulky  Plow,  Gale  40.00 
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1  Gang  Plow,      "  60.00 

1  Disc  Harrow,  Superior  45.00 

1  Peg  Harrow,  McCormick  11.00 

1  Corn  Planter,  Gale  45.00 

2  Corn  Cultivators,  Kraus  28.00 

30.00 

1  Grain  Drill,  Superior  70.00 

1  Grain  Binder,  McCormick  125.00 

1  Corn  Binder,  McCormick  115.00 

1  Mowing  Machine,  McCormick  45.00 

1  Tedder,  Thomas  35.00 

1  Hay  Loader,  Keystone  (second  hand)  10.00 

1  Side  Del.  Bake,  Keystone  50.00 

1  Manure  Spreader,  Low  Down,  International  115.00 

2  Gasoline  Engines,  International,  12  H.  P.  600.00 

4  H.  P.  175.00 

1  Feed  Grinder,  Stovall  38.00 

1  Cream  Separator,  DeLaval  70.00 

1  Corn  Sheller,  Hocking  Valley  5.00 
1  Ensilage  Cutter,  Salem                                            ,     115.00 

1  Land  Eoller,  Bucher  &  Gibbs  31.00 


$2,200.00 


Cross-Examination  by  Mr.  Grosvenor. 

Q.    What  do  you  raise  on  your  farm,  Mr.  Yoder? 

A.     Corn,  oats,  wheat,  rye,  and  stock. 

Q.    How  many  cattle  have  you? 

A.    Just  at  present  I  have  about  35,  I  guess. 

Q.    Do  you  have  some  hogs? 

A.     Yes,  sir, 

Q.    How  many  of  those  ? 

A.     I  have  not  got  so  many  of  those ;  about  15  I  think. 

Q.    Are  you  in  the  dairy  business  somewhat? 

A.     Somewhat;  T  make  butter. 

Q.  Your  farm  is  somewhat  better  equipped  than  the  aver- 
age farm  in  your  territory,  isn't  it? 

A.    I  Avould  presume  so. 

Q.  I  mean  you  have  a  somewhat  fuller  line  of  farming  ma- 
chinery than  most  of  the  farmers  have  around  your  parts; 
is  not  that  so? 

A.     Oh,  I  have  not  any  more  than  some  of  them  have. 

Q.    No,  but  you  have  more  than  the  average  farmer  has? 


F.  C.  Yoder,  Re-cross  Examination.  261 

A.    I  would  presume  so.  1 

Q.  For  instance,  the  average  farmer  in  your  neighborhood 
has  not  a  gasoline  engine,  12  H.  P.,  costing  $600,  has  he? 

A.    No,  sir. 

Q.  How  many  farmers  are  there,  that  you  know  of,  in 
your  territory,  who  have  an  engine  of  that  value? 

A.     I  think  about  two  of  them,  that  I  know. 

Q.     And  you  know  several  hundred  farmers,  don't  you? 

A.    Yes,  sir. 

Q.    Do  you  have  a  silo? 

A.    Yes,  sir. 

Q.    And  that  is  the  reason  you  have  this  ensilage  cutter?  2 

A.    Yes,  sir. 

Q.    Do  most  of  the  farmers  around  your  parts  have  silos? 

A.    Yes,  sir. 

Q.  Do  you  do  any  contract  work  with  any  of  this  ma- 
chinery? 

A.    No,  sir. 

Be-direct  Examination  by  Mr.  Lowes. 

Q.     Mr.  Yoder,  the  only  machinery  you  have  on  your  farm  3 
that  is  not  usually  found  upon  your  neighbors'  farms  is  the 
gas  engine  costing  $600,  is  it  not? 

A.    Yes. 

Q.  And  eliminating  that  from  your  list,  it  is  an  average 
list  of  implements  found  upon  the  farms  of  that  size  in  your 
neighborhood? 

A.    Yes,  sir. 

Q.    And  in  your  county? 

A.    Yes,  sir. 

Q.  And  among  the  hundred  farmers  that  you  say  you 
know?  ^ 

A.    Yes,  sir. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  What  is  the  average  size  of  farm  in  your  part  of  the 
country? 

A.    I  would  judge  about  from  80  to  100  acres. 

Q.  So  that  you  have  a  farm  that  is  twice  the  average  size 
of  farms  around  there? 

A.     Yes,  sir. 
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Q.  Every  farmer  with  about  80  to  90  acres  has  a  grain 
binder,  hasn't  he? 

A.    Yes,  sir. 

Q.     Do  they  all  have  corn  binders'? 

A.    Not  all,  but  a  good  many. 

By  Mr.  Lowes:  Q.  Every  farmer  with  from  80  to  100 
acres  has  wagons,  has  he  not? 

A.    Yes,  sir. 

Q.    And  usually  a  cream  separator? 

A.    Yes,  sir. 

Q.  And  at  least  one  of  each  of  the  implements  you  find 
on  your  list,  with  the  exception  of  the  gas  engine? 

A.    Yes,  sir. 


CHARLES  F.  KREITLER,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  Your  name  is  Charles  F.  Kreitler  and  you  live  at  War- 
ren, Ohio? 

A.     That  is  my  postofiice  address,  yes,  sir. 

Q.     You  are  engaged  in  farming  near  Warren,  Ohio? 

A.     Yes,  sir. 

Q.     How  long  have  you  been  farming,  Mr.  Kreitler? 

A.  Been  actively  engaged  for  13  years,  but  have  been 
practically  all  my  life. 

Q.  What  is  the  size  of  the  farm  that  you  are  operating 
at  the  present  time? 

A.     208  acres. 

Q.     Do  you  use  a  binder  on  your  farm? 

A.    Yes,  sir. 

Q.    What  make  of  binder  do  you  use? 

A.    McCormick. 

Q.     When  did  you  purchase  that  binder? 

A.     1904,  I  think. 

Q.    Do  you  use  a  mower  on  your  farm? 

A.    Yes,  sir. 

Q.    When  did  you  purchase  that  mower? 

A.     The  present  mower  I  think  in  1906. 

Q.  Did  yoii  ever  have  occasion  to  buy  repairs  for  farm 
machinery  before  the  year  1902? 

A.    Yes,  sir. 
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Q.     And  have  you  had  occasion  to  buy  repairs  for  your  i 
farm  machinery  since  1902? 

A.    Yes,  sir. 

Q.  Have  you  generally  observed  your  neighbors  and  have 
you  general  information  gained  from  that  observation  as  to 
repairs  purchased  by  your  neighbors  since  1902  for  farm  im- 
plements ? 

A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  or  not  the  facilities  for 
obtaining  repairs  for  your  farm  implements  are  better  than 
they  were  prior  to  1902? 

A.    Yes,  sir,  I  think  they  are  better.  2 

Q.  Are  there  any  other  binders  or  mowers  sold  in  your 
neighborhood  besides  those  of  the  International  Harvester 
make? 

A.    Yes,  sir. 

Q.     What  are  those  makes? 

A.     The  Adriance-Platt  and  the  Johnston. 

Q.    Are  Thomas  mowers  sold  in  your  locality? 

A.  Yes,  sir,  a  few.  There  may  be  some  Thomas  binders ; 
I  do  not  know. 

Q.  So  that  they  are  on  sale  for  farmers  who  wish  to  buy 
those  implements  ?  ** 

A.  Yes,  sir.  I  would  say,  however,  that  there  are  usually 
farmer  agents  who  are  selling  these  other  makes. 

Q.     Canvassing  among  their  friends,  the  farmers? 

A.    Yes,  sir. 

Q.    You  had  a  fire,  had  you  not,  some  time  ago? 

A.    A  year  ago  in  April. 

Mr.  Grosvenor:    I  object  to  this  as  immaterial. 

Q.  And  it  burned  up  a  part  of  the  implements  which  you 
had  on  your  farm? 

A.     Yes,  sir ;  a  portion  of  the  equipment  was  burned  up.         a 

Q.  I  hand  you  a  list  of  what  purports  to  be  the  machinery 
you  use  on  your  farm,  together  with  the  cost  price  thereof, 
and  ask  if  that  is  a  list  of  your  farm  implements,  with  the 
amount  set  opposite  each  implement  indicating  the  cost  price. 
(Handing  paper  to  witness.) 

A.     That  is  the  list,  yes,  sir. 

Q.  Does  that  list  contain  as  many  implements  as  you  had 
before  the  fire? 

A.    No,  sir. 

Q.  You  may  aid  your  recollection  from  the  list  you  have 
and  state  the  implements  that  you  now  have  on  your  farm, 
together  with  the  cost  price  of  the  same. 
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A.     The  list  is  as  follows : 

List  of  Farm  Tools  Used  ]by  Charles  F.  Kreitler,  Warren, 
Ohio,  on  His  Farm  of  208  Acres. 

Purchase 
Price. 
$90.00 
125.00 
160.00 
20.00 
22.00 
25.00 
54.00 
75.00 
115.00 
100.00 
52.00 
22.00 
30.00 
20.00 
50.00 
135.00 
160.00 
125.00 
7.00 
20.00 
100.00 


Farm  Wagons,  Coquillard  and  Low  Down 

Spring  Wagon  (local) 

Buggies  or  Surreys,  Elkhart  (1  Local) 

Walking  Plows,  Oliver 

Disc  Harrow,  American 

Peg  Harrows,  Lehr 

Corn  Cultivators,  J.  I.  Case,  H.  D. 

Grain  Drill 

Grain  Binder,  McCormick 

Corn  Binder,  McCormick 

Mowing  Machine,  McCormick 

Hay  Rake,  McCormick 

Tedder,  Osborne 

Hay  Rack,  (self  made) 

Hay  Fork  Ropes 


Gasoline  Engine,  I.  H.  C. 
Cream  Separator,  U.  S. 
Corn  Sheller,  Tiffin 
Land  Roller,  Dunham 


Small  Tools 


$1,507.00 


Q.  Do  the  farms  of  the  size  of  your  farm,  in  the  neighbor- 
hood in  which  you  live  and  in  which  you  are  acquainted,  usual- 
.   ly  have  as  many  implements  as  are  indicated  on  that  list? 

A.     Some  have  even  more. 

Q.  Do  they  usually,  on  that  size  of  farms,  have  more  im- 
plements than  are  indicated  on  your  list? 

A.  I  don't  know  that  they  have  any  more,  but  some  farms 
of  that  size  have  more  implements  than  I  have. 


Cr OSS-Examination  hy  Mr.  Grosvenor. 

Q.     What  implements  did  you  buy  after  the  fire  to  which 
you  refer,  Mr.  Kreitler  f 

A.     I  have  not  replaced  any  of  those  implements  that  were 
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destroyed  in  the  fire.    I  have  bought  a  few  new  implements,  i 
but  none  of  the  same  class  that  were  destroyed, 

Q.    What  are  the  implements  you  bought  since  the  fire? 

A.    Well,  I  have  bought  some  harrows,  bought  a  plow. 

Q.    What  implements  were  destroyed  by  the  fire? 

A.  One  mower,  one  side  rake,  one  loader,  and  a  gang 
plow. 

Q.  Is  the  mowing  machine  listed  here  one  that  you  bought 
since  the  fire? 

A.  No,  sir,  I  had  that  prior  to  the  fire.  I  used  two  mow- 
ers for  a  time. 

Q.    How  many  cattle  have  you  on  your  place?  2 

A.     28. 

Q.    What  are  your  crops'? 

A.     Corn,  wheat,  oats,  hay,  potatoes. 

Q.    What  was  your  twine  bill  last  season? 

A.    About  $10. 

Q.    How  much  twine  do  you  use  per  acre  of  small  grain? 

A.  It  depends  on  the  stand  of  grain,  how  heavy  it  is.  It 
may  run  from  2  to  4  pounds  to  the  acre. 

Q.    You  never  had  any  trouble  in  getting  repairs? 

A.  Well,  no  trouble.  As  far  back  as  20  years  ago,  I  used 
to  have  to  wait  quite  a  while  for  repairs.  3 

Q.  You  have  not  had  to  wait  for  repairs  for  20  years,  have 
you? 

A.    We  have  not  waited  20  years  for  repairs,  no. 

Q.  In  the  last  20  years  has  there  been  any  time  when  you 
had  to  wait  for  repairs? 

A.     Oh,  yes;  yes,  sir. 

Q.    When? 

A.  Well,  I  can  remember  along  back  about  18  or  20  years 
being  obliged  to  wait  about  a  week,  for  repairs  to  a  mower. 

Q.    Has  there  been  any  time  in  the  last  18  or  20  years  that  a 
you  have  had  any  difficulty  in  getting  repairs? 

A.     Just  as  I  stated. 

Q.     That  was  18  years  ago? 

A.    Yes,  sir. 

Q.  So  that  for  a  period  of  6  years  prior  to  the  organiza- 
tion of  the  International  Harvester  Company  you  had  no 
difficulty  in  getting  repairs? 

A.    I  don't  understand  the  question. 

Q.  On  direct  examination — try  to  address  yourself  to  the 
question,  Mr.  Kreitler — on  direct  examination  you  testified 
without  difficulty,  as  I  understood  you,  that  the  repair  serv- 
ice was  better  today  than  it  was  prior  to  1902. 
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A.    Yes,  sir. 

Q.  Now  you  have  just  testified  that  for  6  years  prior  to 
1902  you  did  not  have  any  trouble  in  getting  repairs. 

Mr.  Lowes:  I  object  to  that  as  an  inaccurate  statement 
of  what  the  witness  said,  and  not  included  in  any  answer  that 
he  gave. 

Q.  Let  us  get  at  it  in  another  way.  You  said.  Witness, 
didn't  you,  that  you  had  not  had  any  difificulty •  in  getting  re- 
pairs at  any  time  within  the  last  18  years? 

A.    No. 

Q.    Didn't  you  testify  to  that? 

A.    No,  sir, 

Q.    WEat  did  you  testify? 

Mr.  Lowes:  I  object  to  that  as  arguing  with  the  witness 
here,  and  not  getting  any  facts  into  the  record  at  all. 

A.  I  testified  that  I  had  no  trouble,  or  little  trouble,  in 
the  last  10  or  12  years,  since  1902. 

Q.  No,  you  said  that  you  waited  for  repairs  a  week,  18 
years  ago. 

A.     Yes,  sir. 

Q.  And  that  since  then  you  have  not  _had  any  trouble ; 
didn't  you? 

A.    I  said  that,  yes,  sir,  and  that  is  the  truth. 

Q.  Then,  for  the  last  18  years  you  had  no  difficulty  in 
getting  repairs? 

A.  There  was  a  period  of  time  there  that  I  was  not  ac- 
tively engaged  in  farming,  from  1892  to  1900.  Since  1900  I 
have  been  engaged  in  farming  continuously. 

Q.  Since  1900  you  have  not  had  any  difficulty  in  getting 
repairs,  have  you? 

A.  Not  a  great  deal  of  trojible,  no,  and  none  lately  be- 
cause we  can  usually  get — 

Q.  Well,  have  you  had  any  trouble  since  1900  in  getting 
repairs? 

Mr.  Lowes :  Now  I  object,  and  I  want  the  witness  to  com- 
plete his  answer  before  he  is  interrupted. 

Q.  Try  and  answer  me,  please.  Have  you  had  any  trouble 
in  getting  repairs  since  1900? 

A.    None  to  speak  of,  no. 

Q.    You  know  when  the  International  was  organized? 

A.    I  think  it  was  1902. 

Q.  Then,  as  a  matter  of  fact,  the  service  that  you  had  in 
regard  to  repairs  was  just  as  good  the  two  years  prior  to 
the  organization  of  the  International  as  it  has  been  since? 

A.     I  don't  think  so;  no,  sir. 
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Q.     Why  isn't  it? 

A.  Well,  we  have,  in  the  first  place,  the  telephone,  that 
helps  us  out  wonderfully;  and  if  our  local  dealer  does  not 
happen  to  have  the  part,  he  orders  from  Cleveland,  our  near- 
est supply  house,  and  if  it  is  not  too  large  it  is  sent  by  mail. 

Q.    Then,  it  is  the  telephone  that  helps  out,  is  it? 

A.     That  helps  out,  yes, 

Q.  Then,  when  you  said  that  the  repair  service  is  better 
since  the  International  was  organized  you  did  not  mean  that 
the  International  was  responsible  for  it,  but  that  the  tele- 
phone did  iti 

A.  Oh,  not  the  telephone  alone;  no,  sir.  It  helps  in  sav- 
ing time. 

Q.  And  that  helps  more  than  any  other  one  thing, 
doesn't  it? 

A.  No,  I  think  not.  If  we  did  not  get  good  service  at  the 
other  end,  the  telephone  would  not  help  any. 

Q.    Were  you  ever  in  Pittsburgh  before? 

A.    About  20  years  ago. 

Q.     Haven't  you  been  to  Pittsburgh  for  20  years? 

A.     No,  sir;  not  until  yesterday. 

Q.  Who  is  paying  your  expenses  to  come  here  to  testify 
about  this  service? 

A.    I  paid  my  own  so  far. 

Q.    Who  is  going  to  reimburse  you? 

A.  The  International  Harvester  Company,  more  than 
likely. 

Q.    Who  asked  you  to  come  down  here? 

A.    Mr.  Bonisteel. 

Q.    Who  is  he? 

A.  He  is  connected  with  the  Cleveland  agency.  Mr.  Mc- 
Bride,  however,  was  the  first  to  ask  me.  Mr.  McBride  is  a 
local  agent — or  blockman  they  call  him. 

Q.    Blockman  for  Warren,  Ohio? 

A.    Well,  he  has  that  territory. 

Q.  Did  you  go  into  the  city  to  talk  with  him  first  about 
the  question  of  whether  the  repair  service  was  better,  before 
you  came  here? 

A.    No,  sir, 

Q.  Did  you  go  into  the  city  to  talk  with  him  before  coming 
here? 

A.  I  see  him  frequently,  but  I  did  not  go  into  the  city  for 
that  purpose ;  I  see  Mr.  McBride  frequently. 

Q.  Where  did  you  see  him  first  about  coming  to  Pitts- 
burgh? 
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A.    He  telephoned  me  in  regard  to  that,  just  last  week. 

Q.    Then  did  you  see  him  in  the  city  about  it  afterwards! 

A.  Not  to  speak  to,  no,  sir;  I  have  not  seen  him;  he  has 
telephoned  me  once  or  twice. 

Q.    About  coming  down? 

A.  Yes,  sir.  I  have  not  seen  Mr.  McBride  for  some  time, 
but  he  has  talked  to  me  a  number  of  times. 

Q.  Are  you  able  to  name  any  specific  trouble  that  you  had 
in  getting  repair  service  in  the  two  years  from  1900  to  1902? 

A.  Yes;  I  had  a  mower  tongue  break  on  the  day  that  we 
began  harvesting  in  1900. 

Q.    Whose  make  was  it? 

A.  It  was  a  McCormick  mower.  And  I  had  to  drive  into 
Warren  and  leave  my  order  and  had  to  wait  for  that  to  be 
filled.  I  think  it  was  about  three  days  before  I  got  the 
tongue. 

Q.    Where  did  it  come  from? 

A.    I  could  not  say.    The  local  dealer  ordered  it. 

Q.     Has  any  tongue  truck  broken  since  1902? 

A.    No,  sir. 

Q.  So,  you  do  not  know  whether  you  could  get  a  tongue 
truck  any  quicker  today,  do  you? 

A.    It  was  not  a  tongue  truck ;  just  a  tongue  to  a  mower. 

Q.  A  tongue  to  a  mower.  Has  any  tongue  to  a  mower 
broken  since  1902? 

A.    Not  for  me,  no,  sir. 

Q.  Then,  you  do  not  know  whether  or  not  you  can  get  that 
tongue  for  a  mower  any  quicker  today  than  you  did  then,  do 
you? 

A.  No,  I  do  not  know  whether  I  could  get  a  tongue  any 
quicker  or  not. 

Q.  Now,  can  you  name  any  specific  trouble  which  you  had 
before  1902,  in  those  two  years,  other  than  the  one  you  have 
named? 

A.  No,  I  can't,  because  I  was  just  starting  farming  then 
and  my  machinery  was  all  new  and  did  not  need  to  have 
many  repairs;  slight  things  like  guards  or  knives  or  some- 
thing of  that  kind. 

Q.  And  you  were  not  farming,  you  say,  from  1892  down 
to  1900? 

A.     I  was  not  farming;  no,  sir. 

Q.  Therefore  when  you  referred  to  'this  question  of 
service  on  direct  examination,  as  a  matter  of  fact  you  were 
comparing  the  present  conditions  with  a  period  20  years 
ago? 
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A.    When  I  was  actively  engaged  before. 
Q.    Yes.    And  that  was  a  period  10  years  before  the  or- 
ganization of  the  International  Harvester  Company? 
A.    Yes,  sir. 


Be-direct  Examination  by  Mr.  Lowes. 

Q.  You  had  in  mind,  when  yon  answered  that  the  repair 
service  is  better  now  than  it  was  before  1902,  the  experience 
you  had  in  getting  that  tongue,  had  you  not? 

A.  Yes,  sir ;  and  repairs  that  I  had  got  when  I  was  farm- 
ing before. 

Q.  And  you  know  now  where  you  could  get  a  tongue  for 
that  implement,  if  it  broke,  in  less  time  than  three  days? 

A.    Yes,  sir. 

Q.    You  could  get  it  right  from  your  local  dealer? 

A.    Yes,  sir. 

Q.    Within  a  few  miles  of  your  farm? 

A.    Yes,  sir. 


L.  H.  LIGHTCAP  (recalled) :  3 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Lightcap,  you  testified  yesterday  about  these 
sheets  or  recapitulations. 

A.    Yes,  sir. 

Q.  Being  recapitulations  of  the  larger  statements  or  the 
detailed  statements  for  each  dealer.  Please  state  again  what 
it  was  that  you  put  down  or  aimed  to  put  down  on  these  re- 
capitulations respecting  each  of  the  dealers.  •  4 

A.  The  names  of  not  more  than  five  of  the  principal  manu- 
facturers from  whom  the  dealers  bought  goods  and  the  dif- 
ferent implements  that  they  bought — some  of  the  different 
implements  that  they  bought  from  each  manufacturer. 

Q.  That  is,  on  these  recapitulations  you  endeavored  to 
place,  you  say,  the  principal  articles  handled  by  each  dealer? 

A.    Yes,  sir;  not  to  exceed  five. 

Q.  Is  twine  an  important  article  among  the  things  that 
you  sell? 

A.    Yes,  sir. 

Q.    How  much  twine  is  sold  by  your  general  agency? 

A.    I  do  not  know,  sir ;  I  have  been  there  only  a  short  time. 
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Q.  How  long  have  you  been  assistant  general  agent  at 
Columbus? 

A.    Since  January,  1912. 

Q.  It  is  a  fact  tbat  practically  every  dealer  wbo  carries 
harvesting  implements  carries  twine? 

A.    Not  all  of  them,  I  think. 

Q.  Will  you  please  state  why  these  lists  do  not  show  the 
twine  handled  by  the  dealer? 

A.  Because  the  lists  here,  that  the  recapitulation  sheets 
were  taken  from,  did  not  ask  for  twine. 

Q.  You  mean  because  the  blanks  which  were  given  to  you 
to  have  filled  out  do  not  name  the  article  twine,  and  for  that 
reason  you  did  not  endeavor  to  ascertain  what  twine  the 
dealer  handled? 

A.    Yes,  sir. 

Q.     Is  that  right? 

A.     YeSj  sir. 

Q.  As  a  matter  of  fact,  in  dollars  and  cents  the  twine  han- 
dled by  the  dealer  aggregates  considerably  more  in  most 
cases  than  the  number  of  these  articles  listed  and  handled 
by  the  dealer? 

A.     No,  sir,  so  far  as  I  know. 

Q.  Do  you  know  anything  about  the  business  in  your  ter- 
ritory? 

A.     Yes,  sir. 

Q.  Have  you  ever  been  through  there  one  harvesting  sea- 
son? 

A.    Yes,  sir. 

Q.  Well,  don't  you  know  how  much  twine  is  sold  in  that 
agency? 

A.    No,  sir ;  that  does  not  come  in  my  part  of  the  work. 

Q.  You  mean  to  say  that  the  article  twine  in  dollars  and 
cents  in  your  agency  does  not  amount  to  more  than  some  of 
the  articles  on  this  list? 

A.     With  this  particular  dealer? 

Q.    Not  of  that  particular  dealer,  but  the  average  dealer. 

A.    I  could  not  state  as  to  that. 

Q.    Where  were  you  before  you  went  to  Columbus? 

A.     I  was  traveling  out  of  Chicago. 

Q.    Does  your  agency  at  Columbus  sell  the  Osborne  lines? 

A.     No,  sir. 

Q.    Is  that  handled  by  a  separate  selling  organization? 

A,    Yes,  sir. 

Q.     And  where  are  the  headquarters  of  that  organization? 

A.    In  Columbus. 
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Q.    Do  you  sell  harrows    and    cultivators    under    trade  1 
names  ? 

A.    Yes,  sir. 

Q.    What  trade  names  ? 

A.    MeCormick,  Deering,  and  Keystone. 

Q.  Pointing  out  to  you  the  dealers  located  in  the  town  of 
Bellefontaine,  for  example,  where  there  are  three  dealers,  one 
handling  the  MeCormick  lines  of  harvesting  machinery,  an- 
other the  Oshorne,  and  the  third  the  Champion,  each  of  them 
being  represented  on  the  recapitulation  exhibit,  Defendants' 
Exhibit  51,  as  handling  International  discs,  please  state 
whether  or  not  those  three  dealers  handle  the  same  or  differ-  2 
ent  types  of  discs. 

A.     They  are  different  types  of  discs,  all  of  those. 

Q.  So  that  the  MeCormick  man  handles  the  MeCormick 
discs? 

A.    Yes,  sir. 

Q.    And  the  Osborne  man  handles  the  Osborne  discs? 

A.    Yes,  sir. 

Q.     And  the  Champion  man  handles  what  discs? 

A.     The  Keystone. 

Q.     How  many  dealers  are  there  in  these  three  blocks  of  „ 
your  general  agency? 

A.    I  have  not  counted  those. 

Q.  Are  there  any  agents  in  these  three  blocks  to  whom 
you  sell  your  new  lines  who  are  not  agents  for  you  on  your 
harvesting  lines? 

A.    Yes,  sir. 

Q.    Do  you  understand  my  question? 

A.    I  think  there  are  some,  yes,  sir. 

Q.  Please  state  how  many  dealers  there  are  in  those  three 
blocks  handling  your  new  lines  who  are  not  carrying  your 
harvesting  lines.  4 

A.    Well,  I  would  have  to  refer  to  these  sheets. 

Mr.  McHugh :    It  speaks  for  itself. 

The  Witness :    I  would  like  to  use  my  own  records. 

Q.  All  right;  just  glance  through  them.  It  will  take  you 
only  a  minute. 

The  Witness:  (After  going  over  the  statement  Defend- 
ants' Exhibits  48,  49,  and  50.)    Six. 

Q.    Point  out  where  they  are,  please. 

A.     The  name  of  the  dealer,  or  the  town? 

Q.     The  block,  the  town,  and  the  dealer. 

A.    Block  3,  Irwin,  Irwin  Hardware  Company — 
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Q.  And  the  article  of  yours  which  they  are  selling  is 
drills? 

A.    Yes,  sir. 

Q.    What  line  of  drills  is  that? 

A.     The  Kentucky. 

Q.  That  is  a  drill  which  you  are  now  selling  manufactured 
by  the  American  Seeding  Machine  Company? 

A.    Yes,  sir. 

Q.  And  which  that  firm  carried  before  you  acquired  the 
drill;  is  that  right? 

A.  "Which  question  do  you  want  me  to  answer?  I  don't 
know  what  they  handled  before  we  acquired  it. 

Q.  Do  you  know  how  long  that  Irwin  Hardware  Company 
has  been  carrying  the  Kentucky  drill? 

A.    No,  sir. 

Q.  You  don't  know  whether  or  not  it  is  the  fact  that  they 
had  handled  that  for  several  years  prior  to  your  acquiring 
the  Kentucky  drill,  and  that  is  the  reason  that  they  still  have 
it? 

A.    I  do  not  know  that,  sir. 

Q.  Does  the  Irwin  Hardware  Company  handle  anything 
else  that  you  manufacture  ?  That  is  to  say,  is  there  anything 
else  which  you  sell  to  them? 

A.    No,  sir. 

Q.    Now  taking  the  next  name  of  dealers. 

A.    Block  3,  Kenton,  John  Glenn  &  Son. 

Q.  What  is  the  article  of  yours  which  the  firm  you  have 
named  handles? 

A.     Grain  drills. 

Q.    What  is  the  drill? 

A.     The  Hoosier. 

Q.  That  is  another  drill  which  you  are  selling  this  year 
for  the  first  time? 

A.    Yes,  sir. 

Q.  Do  you  know  whether  or  not  that  dealer  handled  the 
Hoosier  drill  for  some  years  prior  to  the  time  you  acquired 
it? 

A.     He  handled  it  prior  to  the  time  that  we  acquired  it. 

Q.    Does  that  dealer  handle  anything  else  that  you  make? 

A.    No,  sir. 

Q.  Now  take  the  next  dealer  to  whom  you  sell  new  lines 
and  who  does  not  purchase  harvesting  lines. 

A.    Block  5,  Ash,  J.  F.  &  J.  T.  Beeson,  farm  trucks. 

Q.    Do  they  buy  anything  else  of  yours? 
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A.    Not  that  I  know  of,  sir.  1 

Q.  The  firm  that  you  have  last  named  is  the  only  firm  in 
the  three  blocks  which  does  not  carry  harvesting  implements 
of  any  make  ? 

A.    There  are  others  besides. 

Mr.  McHugh:  The  defendants  wish  to  interpose  an  ob- 
jection to  this  cross-examination  as  a  useless  taking  up  of 
time,  since  it  is  merely  developing  facts  shown  by  the  papers 
already  in  evidence. 

Mr.  Grosvenor :  If  counsel,  who  was  not  present  when  the 
direct-examination  of  this  witness  was  had,  and  has  not  had 
an  opportunity  to  read  it,  and  has  not  looked  at  any  of  these  2 
exhibits,  would  take  the  time  to  look  at  some  of  them,  he 
would  find,  readily,  that  the  exhibits  do  not  show  the  things 
which  are  being  brought  out  by  the  examination. 

Mr.  McHugh:  Whether  one  or  more  dealers  handles  har- 
vesting machinery  or  not  is  shown  by  the  exhibits.  That  is 
the  question  that  is  asked. 

Mr.  Grosvenor :  I  further  call  the  attention  of  counsel  for 
the  defendants  to  the  fact  that  in  cross-examining  the  wit- 
ness at  this  time  I  am  favoring  him,  it  having  been  agreed 
that  these  witnesses  should  not  be  called  until  we  returned  „ 
to  Chicago.  If  counsel  for  the  defendants  prefer,  I  can  ad- 
journ  the  cross-examination  and  have  the  witness  come  to 
Chicago,  instead  of  cross-examining  him  here. 

Mr.  McHugh :  The  adjournment  will  not  cure  the  objection 
I  make. 

Mr.  Grosvenor :  "Well,  would  you  rather  have  him  come  to 
Chicago? 

Mr.  McHugh:  It  is  immaterial  to  me.  You  will  try  your 
case  as  you  prefer,  but  I  make  my  objection  on  the  record, 
that  is  all. 

Mr.  Grosvenor :    "Well,  I  will  study  this  a  little  further,  and  4 
the  witness  may  come  to  Chicago. 

Mr.  McHugh :    Very  well. 

Mr.  Grosvenor:  I  will  continue  the  cross-examination 
there. 

Mr.  McHugh :    Very  well. 

Mr.  Grosvenor:  That  is  all,  then.  I  am  trying  to  get 
through  as  speedily  as  possible  in  order  to  accommodate 
counsel  who  requested  me  to  do  so. 

Mr.  McHugh:  Then,  the  witness  is  withdrawn,  to  be  pro- 
duced again. 

(The  witness  withdrew.) 
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1 

M.  E.  McCULLOUGH,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Mr.  Grosvenor :  This  is  a  witness  whose  name  has  not  been 
given  us. 

Mr.  McHugh :    His  name  has  not  been  given,  no. 

Mr.  Grosvenor:     I  will  waive  due  notice  in  this  case  and 

2  allow  the  examination  to  proceed. 

Q.  You  were  the  general  agent  of  the  International  Har- 
vester Company  at  Blmira,  New  York,  at  the  time  the  suit 
was  brought  by  the  Adriance-Platt  Company  against  two  of 
your  traveling  representatives? 

A.    Yes,  sir. 

Q.  How  long  had  you  been  general  agent  prior  to  that,  at 
Elmira? 

A.     I  went  there  in  1903,  and  I  think  this  was  in  1905. 

Q.  Those  men  were  sued  by  the  Adriance-Platt  Company 
for  damages  because  of  alleged  statements  that  the  Adriance- 

3  Piatt  Company  had  been  acquired  by  the  International  and 
would  be  taken  over  in  a  year  or  so  1 

A.     Yes,  sir. 

Q.  Did  these  men  (if  they  made  those  statements)  make 
them  by  your  authority  or  direction? 

A.     No,  sir. 

Q.  If  these  men  made  those  statements,  did  they  make 
them  with  your  knowledge? 

A.     No,  sir. 

Q.  Did  you  in  any  wise  authorize,  direct  or  instruct  any  of 
your  salesmen  to  make  any  such  statements? 

4  A.    No,  sir. 

Q.  Did  you  have  any  knowledge  at  any  time  that  any  of 
your  salesmen  were  making  any  such  statements? 

A.    No,  sir. 

Q.  When  these  men  were  sued  by  the  Adriance-Platt  Com- 
pany did  you  or  the  International  Company  defend  the  suit 
for  them? 

A.    No,  sir. 

Q.  Did  the  International  Company  or  you  pay  any  of  the 
costs  that  were  paid  in  connection  with  the  case,  or  have  any- 
thing to  do  with  it? 

A.    No,  sir. 
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Q.     Did  you  in  any  wise  ratify  or  approve  anything  that  1 
these  men  had  done,  if  they  had  made  any  such  statements  as 
that? 

A.     No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Who  were  these  men  to  whom  you  refer,  Mr.  McCul- 
lough? 

A.     One  was  a  fellow  by  the  name  of  Harrison — I  think 
William  Harrison,  and  the  other,  I  believe,  was  a  man  by  the  2 
name  of  John  Childs. 

Q.  Each  of  these  men  was  an  employe  of  the  International 
Harvester  Company? 

A.     Yes,  sir. 

Q.    What  were  they — canvassers? 

A.    Yes,  sir. 

Q.  And  they  were  sued  by  the  Adriance-Platt  Company 
on  the  ground  that  they  had  circulated  reports  or  had  stated 
falsely  that  the  International  Harvester  Company  owned  the 
Adrianee-Platt  concern  ? 

A.     Words  to  that  effect ;  yes,  sir.  3 

Q.     And  therefore  the  Adriance-Platt  sued  them? 

A.     That  is  as  I  understood  it. 

Q.  You  became  advised  of  the  fact  that  they  were  being 
sued? 

A.     After  the  papers  had  been  served  on  them. 

Q.     Did  you  discharge  the  men? 

A.     Shortly  afterwards,  yes,  sir. 

Q.    How  long  afterwards? 

A.     As  nearly  as  I  can  recollect,  Mr.  Harrison  in  July,  an  i 
the  other  man  shortly  after,  or  before  that  time ;  I  could  not   . 
tell  you  the  dates. 

Q.    Was  that  July  of  the  same  year? 

A.  Yes,  sir,  it  was  the  same  year  that  they  were  dis- 
charged. 

Q.  Were  they  discharged  because  of  the  fact  that  they  had 
made  these  statements? 

A,    Yes,  sir. 

Q.    You  are  sure  of  that? 

A.    Yes,  sir. 

Q.    What  year  was  this? 

A.     1905. 

Q,    And  you  say  they  were  discharged  in  1905  ? 
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A.    Yes,  sir. 

Q.  Have  those  men  been  employed  by  the  International 
Harvester  Company  since? 

A.  I  can't  say  as  to  that.  I  was  transferred  from  Elmira 
in  1908,  and  I  do  not  know. 

Q.  Had  not  the  canvassing  season  expired  before  they 
were  discharged? 

A.    No,  sir.    It  never  expires. 

(The  hearing  was  here  adjourned  until  the  morning  of  Fri- 
day, June  6,  1913,  at  10 :00  o'clock.) 
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1 
Eoom  309,  Federal  Building,  Pittsburgh,  Pa., 
Friday,  June  6,  1913,  10 :00  A.  M. 

The  hearing  was  resumed  before  the  Special  Examiner, 
Robert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special  Assistant  to  the  Attorney  General,  and  Jo- 
seph E.  Darling,  Esq.  o 

On  behalf  of  the  defendants:  Hon,  William  D.  Mc- 
Hugh,  Victor  A.  Remy,  Esq.,  and  F.  M,  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 


GEORGE  B.  SPROWLS,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Sprowls,  you  are  in  business  at  Clayville,  Pennsyl- 
vania? 

A.    Yes,  sir. 

Q.    What  is  your  business,  please? 

A.  Well,  it  is  a  little  varied.  We  are  in  the  implement, 
machinery,  vehicle,  harness,  hardware  business. 

Q.    How  much  business  do  you  do  a  year  in  the  aggregate? 

A.  In  the  last  four  or  five  years  we  have  averaged  about 
$125,000. 

Q.  And  how  much  business  do  you  do  in  the  farm  imple- 
ment and  machinery  line? 

A.    In  the  farm  implement  and  machinery  line — 

Q.     Counting  twine  and  vehicles. 

A.    Not  including  buggies? 

Q.    Yes,  including  buggies. 

A.    Including  buggies,  about  $50,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    From  $5,000  to  $7,000. 

Q.  About  l/7th  or  less  of  your  implement  business  is  with 
the  International? 

A.    Yes. 
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1  Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.    The  McCormick. 

Q.    Do  you  handle  a  general  line  of  farm  implements'? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International  I 

A.     Yes. 

Q.     What  lines  do  you  handle? 

A.    In  the  cultivator  line  we  handle  the  Ohio  Cultivator 

2  Company,  of  Bellevue,  Ohio,  the  Oliver  Chilled  Plow  Com- 
pany, of  South  Bend,  the  Hench  &  Dromgold  Company,  of 
York,  Pennsylvania;  and  there  are  other  smaller  concerns. 

Q.     What  gasoline  engines? 

A.  We  handle  the  Associated  of  Waterloo,  the  Ohio  of 
Sandusky,  and  the  International. 

Q.    What  wagons  do  you  handle? 

A.     The  Kramer  and  the  Studebaker. 

Q.     Mr.   Sprowls,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
Q  ing  machinery  unless  you  did  more  business  with  them? 
•^      A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle 
their  harvesting  machinery  at  all  unless  you  did  increase 
your  purchases  from  the  International  by  buying  this  and 
that  or  the  other  of  their  long  line  of  implements,  what  would 
4  be  the  result  in  your  case? 

A.  Well,  I  am  a  little  wicked — I  swear  a  little,  and  I 
should  tell  them  to  go  to  that  hot  place ;  that  I  would  handle 
whatever  I  pleased. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  at  Clayville? 

A.  I  believe  not.  Clayville  is  a  small  place,  of  about  1,100 
inhabitants,  and  I  believe  the  Deering  and  the  McCormick 
agents  are  the  only  hardware  fellows  there.  They  are  the 
only  two  parties  in  that  community  handling  any  implements 
at  all.    One  has  the  Deering  and  the  other  has  the  McCormick. 

Q.  Are  any  harvesting  lines  sold  at  any  point  near  Clay- 
ville? 
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A.  Yes;  at  Washington,  Pennsylvania,  the  county  seat, 
about  10  or  11  miles  away ;  the  Johnston  is  there.  Well,  I  am 
mistaken,  too,  about  Clayville.  The  other  fellow,  two  years 
ago,  bought  a  carload  of  Wa'lter  A.  Wood,  and  he  has  been 
selling  some  of  them  along  with  the  Deering,  but  at  Washing- 
ton I  believe  several  different  machines  are  handled,  probably 
the  John  Deere,  the  Adriance-Platt,  and  the  Johnston,  as 
well  as  the  International. 

Q.     Is  the  John  Deere  binder  on  sale  there  this  year! 

A.  I  do  not  know  about  the  binder,  but  I  think  their 
mowers  and  spreaders  and  things  like  that  are. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  The  Farmers  &  Contractors  Supply  Company  sells  the 
Deering  line  in  your  town,  does  it  not? 

A.    Yes. 

Q.  I  suppose  that  company  is  able  to  sell  more  than  a 
carload  of  binders  and  mowers  in  a  couple  of  seasons. 

A.    No,  they  have  not,  in  the  Walter  A.  Wood. 

Q.     I  am  talking  about  the  Deering  lines. 

A.  Oh,  the  Deering!  No,  they  do  not  handle  a  carload  a 
year. 

Q.    Not  of  Deering  lines? 

A.    No,  sir. 

Q.    What  sort  of  country  is  yours? 

A.  It  is  a  good  farming  country.  It  is  rough  and  hilly, 
but  it  is  a  rich  farming  country.  Lots  of  oil  and  gas  leases 
there  that  make  the  farmers  in  pretty  good  shape  financially. 

Q.    Any  mining? 

A.  No,  there  is  no  mining  right  there.  15  or  20  miles 
away  there  is,  but  not  immediately  around  us. 

Q.  How  many  binders  do  you  sell  out  of  Clayville  in  a 
season? 

A.    That  is,  both  concerns? 

Q.    Yes,  both  concerns. 

A.  I  imagine  we  do  not,  both  of  us  together,  sell  more 
than  15. 

Q.    And  how  many  mowers? 

A.    Probably  50  mowers, 

Q.  What  are  the  leading  mowers  in  that  territory — Deer- 
ing and  McCormick? 

A.     The  McCormick.    I  have  handled  the  McCormick  since 
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1890,  and  I  have  acted  the  hog  a  little.    I  got  more  than  the 
lion's  share. 

Q.    And  the  Deering  gets  the  smallest  share? 

A.    Yes. 

Q.  The  McCormick  and  the  Deering  lines  have  the  bulk 
of  the  business,  do  they  not? 

A.     Yes ;  they  always  did  have. 

Q.  What  per  cent,  of  the  business  in  mowers  in  your 
vicinity  is  in  the  International  lines,  which,  of  course,  in- 
cludes the  McCormick  and  the  Deering?  Would  it  be  85  per 
cent.  ? 

A.     Of  the  harvesting  machinery  there? 

Q.    I  am  just  talking  about  mowers. 

A.    Mowers  alone? 

Q.    Yes. 

A.    Yes,  I  imagine  so. 

Q.     Perhaps  more  than  that? 

A.  I  do  not  know  exactly.  There  is  a  little  town  six  miles 
west  of  us  there ;  some  Adriance  have  been  sold  there,  and 
there  used  to  be  a  good  many  sold  and  I  think  there  are  yet ; 
and  some  Osbornes  were  sold. 

Q.    Where  does  the  Osborne  come  in,  do  you  know? 

A.     AA^aere  does  it  come  in? 

Q.     Yes.    Is  that  an  independent  or  an  International? 

A.  I  understand  it  is  International.  And  the  Johnston 
and  the  Adrianoe-Platt  have  both  been  sold  at  West  Alex- 
andria, as  well  as  at  Washington,  and  of  course  they  shoot 
into  our  territory  a  little.  I  would  say  80  or  85  per  cent,  of 
the  mowers  in  our  country  there  are  International. 

Q.  Would  you  say  the  same  per  cent,  of  the  binders  is  In- 
ternational? 

A.     Yes,  I  think  so. 

Q.    And  the  same  per  cent,  of  the  sulky  rakes? 

A.  Not  so  much  of  the  sulky  rakes.  I  would  say  probably 
60  per  cent. 

Q.     60  per  cent,  is  International? 

A.     I  would  imagine  about  60  per  cent.,  yes. 

Q.     Are  any  corn  binders  sold  there? 

A.  No,  not  to  speak  of.  In  the  last  8  or  10  years  there 
have  been  probably  three  or  four;  but  it  is  insignificant. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    I  imagine  fully  75  per  cent. 

Q.    Do  you  sell  International  spreaders? 

A.     Yes. 

Q.    What  per  cent,  of  the  spreaders  are  International? 
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A.  I  used  to  handle  some  other  makes.  Of  the  total  sold 
around  there  I  suppose  about  50  per  cent,  would  be  Interna- 
tional. 

Q.    Do  you  sell  tedders'? 

A.    Yes. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    I  suppose  about  50  per  cent,  of  them. 

Q.  Please  name  everything  you  buy  from  the  Interna- 
tional. 

A:  We  buy  mowers,  hay  rakes,  binders,  tedders,  engines, 
cream  separators,  twine,  and  a  few  harrows — not  very  many. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.  The  McCormick  and  the  Deering  have  always  been  the 
leading  harvesting  lines  in  your  territory? 

A.     Oh,  yes. 

Q.    And  were  so  long  before  the  International  was  formed? 

A.  When  I  first  started  in,  in  1890,  the  Deering  and  the 
McCormick  were  the  leaders,  and  always  have  been. 

Q.  And  they  have  been  the  leaders  because  of  the  feeling 
on  the  part  of  the  farmers  that  those  machines  had  merit  as 
machines  and  there  was  a  repair  service  kept  up  in  connec- 
tion with  them? 

A.    Yes. 

Q.  And  the  high  percentages  that  these  machines  have  en- 
joyed in  the  sales  are  percentages  representing  the  choice  of 
the  farmer  based  on  the  merits  of  the  machine? 

A.  Well,  partly  that,  and  partly  on  account  of  the  ener- 
getic hustling  of  the  salesmen.  I  started  in  with  the  McCor- 
mick in  1890  and  have  always  liked  them.  I  never  saw  any- 
thing I  liked  better,  and  in  consequence  I  have  always  pushed 
it.  Had  I  ever  found  any  machinery  that  satisfied  me  bet- 
ter I  would  have  pushed  that. 

Q.    A  good  deal  depends  on  the  push  of  the  dealer? 

A.    Sure,  it  does — ^in  my  community. 

Q.  So  if  a  dealer  would  take  the  Adriance-Platt  or  the  new 
John  Deere  binder  and  put  energy  and  push  behind  it,  the 
field  is  open  for  him  to  sell  them? 

A.    Yes,  sir,  he  can  sell  them  right  along. 

Q.  The  field  is  open  for  competition  in  harvesting  machin- 
ery? 

A.    Yes. 


1 
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Re-cross  Examination  by  Mr.  Grosvenor. 


Q.    Where  in  Pennsylvania  is  Clayville  located? 

A.  In  Washington  County,  down  in  the  southwestern  cor- 
ner. We  are  located  six  miles  from  the  West  Virginia  line, 
and  are  22  miles  from  Wheeling. 

Q.     That  is  quite  a  coal  country  down  there,  isn't  it? 

A.  Washington  County  is  all  underlaid  with  the  Pittsburgh 
or  River  vein  of  coal,  the  coking  vein  of  coal;  there  are  a 
good  many  mines  in  Washington  County,  but  none  within  ten 
2  miles  of  us. 


H.  M.  SHEARER,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Shearer,  you  are  in  business  at  New  Alexandria, 
Pennsylvania? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.    Farm  implements,  fertilizer,  and  lime. 

Q.    What  is  the  aggregate  of  your  business  annually? 

A.    About  $9,000. 

Q.  What  is  the  annual  volume  of  your  implement  busi- 
ness? 

A.    I  would  say  $7,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.    It  runs  along  about  $3,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.    The  Deering  line. 

Q.  You  handle  a  general  line  of  implements  suitable  to 
your  locality? 

A,    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  in  the  main  do  you  handle? 

A.  In  cultivators  I  handle  the  Kraus,  the  Oliver,  and  the 
Iron  Age. 
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Q.    What  harrows? 

A.  In  harrows  I  handle  some  of  the  International,  and 
some  harrows  made  by  the  Scoby  &  Parker  Company  of  Pitts- 
burgh, and  some  Parry  harrows. 

Q.  Mr.  Shearer,  has  the  International  Hravester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  more  business  with  that  company  f 

A.    They  never  did. 

Q.  Has  the  International  Company  ever  said  to  you  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
did  less  business  with  their  competitors? 

A.    They  never  did. 

Q.  Suppose  the  International  Harvester  Company  should 
come  to  you  and  impose  the  condition  that  you  could  not  han- 
dle their  harvesting  machinery  at  all  unless  you  did  increase 
your  purchases  from  the  company  by  buying  this  and  that  or 
the  other  of  their  long  line  of  implements,  what  would  the  re- 
sult be  in  your  case? 

A.    We  would  quit  right  there. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  at  New  Alexandria? 

A.  The  Johnston,  and  the  Adriance  is  handled  through  that 
territory  but  not  from  New  Alexandria. 

Q.  Is  competition  active  between  the  various  makes  of  har- 
vesting machinery  there? 

A.    It  is,  yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Shearer,  how  many  dealers  are  there  in  your  town, 
New  Alexandria? 

A.    There  are  two  in  the  town. 

Q.    Does  the  other  dealer  handle  any  McCormick  lines? 

A.    No,  I  believe  not ;  he  is  handling  the  Johnston  line. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.    I  believe  at  present  it  is  the  Deering. 

Q.    And  after  the  Deering? 

A.    Probably  the  McCormick. 

Q.  So  that  75  or  80  per  cent,  of  the  business  is  in  Interna- 
tional lines? 

A.    I  would  say  70  to  75  per  cent,  of  it  is,  yes. 

Q.    In  binders,  mowers,  and  rakes? 

A.    Yes,  sir. 
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Q.  What  per  cent,  of  the  twine  is  International? 

A,  Probably  half. 

Q.  Do  you  sell  tedders? 

A.  I  do. 

Q.  What  per  cent,  of  the  tedders  are  International? 

A.  About  60  per  cent.,  I  would  say. 

Q.  Do  you  handle  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreaders  are  International? 

A.  I  would  say  about  70  per  cent,  of  the  spreaders. 

Q.  Where  in  Pennsylvania  is  New  Alexandria? 

A.  It  is  in  Westmoreland  County,  about  32  miles  east  of 
here. 


JOHN  D.  NIXON,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Nixon,  you  are  in  business  at  Parnassus,  Pennsyl- 

3  vania? 

A.    Yes,  sir. 

Q.    What  is  your  business,  please? 

A.    It  is  farm  implements,  fertilizer,  hardware,  and  seeds. 

Q.  How  much  business  do  you  do  a  year,  if  you  have  no 
objection  to  telling  us? 

A.    We  do  about  $75,000  to  $80,000, 1  think. 

Q.  How  much  business  do  you  do  a  year  in  farm  imple- 
ments, of  all  kinds,  and  twine? 

A.    We  do  from  $30,000  to  $40,000,  I  would  say. 

Q.    How  much  business  do  you  do  a  year  with  the  Interna- 

4  tional  Harvester  Company? 

A.    I  presume  about  $20,000. 

Q.  And  is  that  all  in  farm  implements,  or  do  you  buy  auto- 
mobiles from  the  International  Harvester  Company? 

A.    No,  it  is  in  farm  implements  and  twine. 

Q.    You  do  not  buy  their  auto  wagons? 

A.  We  have  bought  some  of  them;  not  in  the  last  year  or 
two,  though. 

Q.    What  line  of  binders  do  you  handle? 

A.    The  McCormick — International. 

Q.    What  sulky  hay  rakes? 
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A.    We  handle  tlie  McCormick.    We  also  handle  some  other  i 
lines  of  hay  rakes. 

Q.    What  are  the  lines  you  handle? 

A.    We  handle  some  of  the  Wood. 

Q.    What  mowers  do  you  handle? 

A.    The  McCormick  and  the  Wood. 

Q.  Do  you  handle  a  general  line  of  farm  implements  suit- 
able for  your  trade? 

A.    Yes,  sir. 

Q.  Do  you  handle  lines  of  implements  other  than  harvest- 
ing machinery  made  by  other  companies  and  sold  in  com- 
petition with  like  implements  of  the  International?  2 

A.    We  do. 

Q.    What  lines  in  general  do  you  handle? 

A.  We  handle  the  Oliver  cultivators,  the  Buckeye,  and 
cream  separators. 

Q.    What  cream  separators  do  you  handle? 

A.    The  Sharpies  and  the  Bluebell. 

Q.     What  manure  spreaders? 

A.  The  International,  and  the  Success  made  by  the  John 
Deere  Plow  Company. 

Q.    What  wagons  do  you  handle?  o 

A.  The  Kramer,  the  Conklin,  the  Brookville,  and  also  the 
Studebaker. 

Q.  How  long  have  you  handled  the  Wood  rake  and  the 
Wood  mower? 

A.    Eight  years,  I  guess. 

Q.    And  have  you  handled  the  McCormick  all  that  time? 

A.    No. 

Q.    How  long  have  you  handled  the  McCormick? 

A.    About  three  or  four  years;  I  am  not  positive  which. 

Q.    Do  you  sell  any  Wood  rakes  or  Wood  mowers? 

A.    Oh,  we  have  sold  quite  a  few  of  them  in  the  last  few  4 
years. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Wood  mowers  and  the  Wood 
rakes? 

A.    They  never  did. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  from  the  company? 

A.    No,  sir. 

Q.    Have  you  ever  bought  goods  of  the  International  be- 
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cause  you  had  to  do  it  in  order  to  hold  their  harvesting  lines  I 

A.     No,  sir,  never  a  dollar's  worth. 

Q.  If  the  International  Harvester  Company  should  come 
to  you,  Mr.  Nixon,  and  impose  the  condition  that  you  could 
not  handle  their  harvesting  machinery  at  all  unless  you  did 
quit  handling  the  Wood  rake  and  the  Wood  mower,  or  unless 
you  did  agree  to  buy  more  implements  from  them  of  their 
long  line,  what  would  the  result  of  that  be  in  your  case? 

A.     It  would  end  it  right  there. 

Q.     You  would  end  your  relationship  with  them? 

A.    Yes,  sir. 

Q.     How  far  is  your  town  from  Pittsburgh? 

A.     About  20  miles. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  More  than  half  of  your  implement  business  is  with  the 
International,  is  it  not? 

A.     Yes ;  everything  in  the  implement  business. 

Q.  Let  us  take  the  season  of  1912.  Did  you  do  $20,000 
worth  of  business  with  the  International  last  year? 

A.  I  judge  we  did.  Of  course  I  have  not  got  the  exact 
figures. 

Q.    What  was  your  total  business  in  implements  last  year? 

A.     From  $30,000  to  $40,000. 

Q.  Please  name  all  the  things  you  buy  from  the  Interna- 
tional. 

A.  Binders,  mowers,  rakes,  tedders,  cream  separators, 
spreaders,  twine,  and  a  few  harrows. 

Q.    Any  wagons? 

A.    No;  no  wagons. 

Q.     How  many  dealers  are  there  in  Parnassus? 

A.     We  are  the  only  ones  in  Parnassus. 

Q.    How  many  Wood  mowers  did  you  sell  last  year! 

A.    I  think  we  sold  seven  or  eight. 

Q.    How  many  McCormick? 

A.    About  18  or  20. 

Q.     How  many  McCormick  binders? 

A.    We  sold  15  or  16. 

Q.    You  did  not  sell  any  Wood  binders  ? 

A.     No. 

Q,  Then,  the  McCormick  binders  and  mowers  are  the 
leading  mowers  and  binders  in  your  territory? 

A.    Yes,  sir. 
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Q.    What  comes  after  the  McCormick  lines — the  Deering  1 
lines? 

A.    Yes;  there  is  a  Deering  agent  not  far  from  us  who 
sells  quite  a  few. 

Q.    What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make  ? 

A.    75  to  80  per  cent,  at  least. 

Q.    It  would  probably  be  more  than  that,  wouldn't  it? 

A.    It  probably  would.     There  are  some  Johnstons;  the 
Johnston  people  are  working  from  this  city  here. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    I  would  say  about  the  same;  approximately  75  or  80  2 
per  cent. 

Q.    What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.    50  to  60  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    Probably  75  per  cent. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.    I  would  judge  about  70  per  cent. 

Q.    What  per  cent,  of  the  spreaders  are  International? 

A.     There  was  not  more  than  50  per  cent,  until  the  last  o 
year  there;  the  International  seems  to  be  increasing  their 
gain  a  little — probably  65  now. 

Q.    Do  you  sell  International  wagons? 

A.    No,  sir. 

Q.    Does  the  International  hold  any  notes  of  yours? 

A.    Yes,  sir. 

Q.    Any  notes  which  are  not  yet  due? 

A.    No,  sir. 


C.  C.  JOHNSON,  being  duly  sworn  as  a  witness  on  behalf  of  4 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Johnson,  you  do  business  at  Butler,  Pennsylvania? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Implement  business. 

Q.  How  much  business  do  you  do  a  year? 

A.  From  $9,000  to  $15,000. 
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Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    About  $3,000  to  $4,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  International. 

Q.     What  wagons  do  you  handle? 

A.    The  Brookville. 

Q.     What  manure  spreaders? 

A.     The  International  and  the  New  Idea. 

Q.     What  cream  separators? 

A.    The  Sharpies. 

Q.    What  gasoline  engines? 

A.     The  International  and  the  Stover. 

Q.     What  disc  harrows? 

A.     The  International,  and  some  of  the  Bucher  &  Gibbs. 

Q.    What  cultivators? 

A.     The  Keystone  and  the  Kraus. 

Q.    What  planters? 

A.     The  Superior  corn  planter. 

Q.    What  drills? 

A.    The  Superior  and  the  Farmers'  Favorite. 

Q.  Mr.  Johnson,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  you  could  not  handle 
their  harvesting  machinery  unless  you  did  less  business  with 
their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you,  Mr.  Johnson,  and  impose  the  condition  that  you  could 
not  handle  their  harvesting  machinery  at  all  unless  you  did 
increase  your  purchases  from  the  company  by  buying  this 
and  that  or  the  other  of  their  long  line  of  implements,  what 
would  the  result  be  in  your  case? 

A.  I  would  tell  them  to  get  some  one  else  to  handle  their 
implements. 

Q.  Is  any  line  of  harvesting  machinery  other  than  of  In- 
ternational make  sold  at  Butler? 

A.    Yes,  sir. 

Q.    What  lines? 

A.  The  Adriance-Platt  and  the  Johnston — not  just  direct 
in  the  town  I  believe,  but  nearby. 

Q.    So  that  you  meet  it  in  competition  in  your  sales? 
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A.    Yes,  sir;  nearly  every  day  I  travel  I  meet  them.  J 

Q.  These  Keystone  cultivators  are  not  made  by  the  In- 
ternational Company,  are  they? 

A.  No,  they  are  made  by  the  Keystone  Farm  Machinery 
Company  at  York,  Pennsylvania. 

Q.  How  is  the  repair  service  that  the  International  Har- 
vester Company  renders  in  connection  with  its  harvesting 
machinery? 

A.  I  think  it  is  a  great  deal  better  than  we  used  to  have, 
before  the  companies  were  combined.    It  is  very  good. 

2 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.    What  is  the  line  you  carry  in  harvesting  implements? 

A.    The  McCormick. 

Q.    How  long  have  you  carried  the  McCormick  lines? 

A.     Since  1890. 

Q.  What  are  the  leading  lines  of  harvesting  implements 
in  your  territory? 

A.     The  McCormick,  the  Deering,  and  the  Milwaukee. 

Q.  Were  those  three  lines  sold  around  Butler  before 
1902?  3 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  around  there  are 
International,  which  includes  the  McCormick,  the  Deering, 
and  the  Milwaukee,  named  by  you,  and  also  the  Osborne,  the 
Piano,  and  the  Champion? 

A.    I  think  90  per  cent. 

Q.  And  would  the  same  per  cent,  be  true  of  the  mowers 
sold? 

A.    Yes,  sir. 

Q.    What  would  be  the  per  cent,  of  the  sulky  hay  rakes  a 
sold  by  the  International? 

A.    I  suppose  75,  or  close  to  that. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    50  per  cent.  I  would  think. 

Q.    What  per  cent,  of  the  tedders  are  International? 

A.     75  per  cent,  of  the  tedders. 

Q.    And  what  per  cent,  of  the  spreaders? 

A.    I  suppose  50  per  cent,  of  the  spreaders. 

Q.    What  part  of  Pennsylvania  is  Butler  in? 

A.    In  the  western  part. 
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W.  C.  LADEEER,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Laderer,  you  are  in  business  at  Evans  City,  Penn- 
sylvania? 

A.    Yes,  sir. 

Q.     What  is  your  business? 

A.  Buggy  and  wagon  manufacturing  business,  and  han- 
dling implements,  automobiles,  and  so  forth. 

Q.     What  is  the  aggregate  volume  of  your  business? 

A.  Including  automobiles  it  will  probably  run  about 
$150,000. 

Q.  What  is  the  annual  volume  of  your  business  in  farm 
implements,  including  vehicles,  wagons,  buggies,  and  twine? 

A.  Including  vehicles  it  would  run  away  up — that  is,  our 
manufacturing  business.  We  manufacture  buggies,  car- 
riages, wagons,  and  so  on.    In  that  way  it  would  run  $100,000. 

Q.    You  manufacture  them  and  sell  them? 

A.    Yes,  sir. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company  ? 

A.  I  presume  with  their  auto  trucks,  about  $5,000,  prob- 
ably; $5,000  to  $6,000. 

Q.    With  auto  trucks,  you  say? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  Milwaukee. 

Q.  Do  you  handle  a  general  line  of  tillage  tools  and  farm 
implements  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements  of 
the  International? 

A.    Yes ;  to  a  very  small  extent. 

Q.    But  you  handle  your  own  wagons,  I  suppose? 

A.    Yes,  sir ;  that  is  our  main  business. 

Q.    You  make  wagons? 

A.    Yes,  sir. 

Q.    And  sell  your  own  wagons  ? 

A.     And  sell  our  own  wagons ;  yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  the  company? 
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A.    No,  tliey  never  did.  1 

Q.  If  they  tried  that,  put  that  to  you  as  a  condition,  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
did  buy  more  goods  of  them,  what  would  the  result  be? 

A.    We  would  quit  business — likely. 

Q.     Is  the  Adriance-Platt  machine  sold  in  your  territory? 

A.  Yes,  they  were  sold  there  for  several  years ;  I  do  not 
think  there  are  any  sold  there  at  present,  though. 

Q.    You  do  not  think  there  are  any  sold  there  now? 

A.     I  do  not  think  there  are. 

Q.  Is  the  Walter  A.  Wood  sold  in  your  territory,  round 
about  your  town?  2 

A.    Up  north  of  us,  about  10  miles,  or  around  there. 

Q.  Do  they  come  into  your  territory  and  sell  some  of  them 
sometimes  ? 

A.     Sometimes,  yes. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     How  many  dealers  are  there  in  Evans  City? 

A.    Three. 

Q.    What  harvesting  lines  do  the  other  dealers  handle?        3 

A.     The  Deering  and  the  McCormick. 

Q.  So  that  most  of  the  business  in  binders  and  mowers  in 
your  territory  is  in  the  International? 

A.    Yes,  sir. 

Q.  Would  you  say  that  90  or  95  per  cent,  of  the  binders 
sold  around  there  are  International? 

A.    Yes,  I  presume  about  90  per  cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    Probably  about  the  same. 

Q.    What  per  cent,  of  the  sulky  hay  rakes?  . 

A.  Probably  75  or  80  per  cent.  I  do  not  look  after  that 
farm  implement  business  a  great  deal;  I  do  not  know  what 
our  competitors  really  are  doing,  outside  of  the  fellows  in 
the  town  there. 

Q.    More  than  half  of  the  twine  is  International,  isn't  it? 

A.    I  presume  so. 

Q.  Do  you  have  sufficient  knowledge  of  the  implement 
business  to  state  what  per  cent,  of  the  tedder  business  is  In- 
ternational? 

A.     No,  I  could  not  tell  you  that. 
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P.  W.  ANDEEWS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Andrews,  you  are  in  business  at  Irwin,  Pennsyl- 
vania? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.     Farm  implements. 

Q.     How  much  business  do  you  do  a  year? 

A.     Between  $7,000  and  $8,000;  along  there  somewhere. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    About  $3,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes 
do  you  handle? 

A.    The  McCormick. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes. 

Q.    What  wagons  do  you  handle? 

A.    The  Conklin. 

Q.    And  what  cultivators? 

A.     The  Buckeye  and  the  Hench  &  Dromgold. 

Q.    What  harrows? 

A.  I  handle  some  International,  and  some  Parry  and 
Parker. 

Q,    What  corn  planters? 

A.    Hench  &  Dromgold. 

Q.    What  drills? 

A.    Superior  and  Farmers'  Favorite. 

Q.    Who  makes  the  Buckeye  cultivator? 

A.  It  is  sold  by  the  American  Seeding  Machine  Company ; 
that  is  where  I  get  it. 

Q.  Mr.  Andrews,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
if  you  did  not  do  less  business  with  their  competitors? 

A.    No,  sir. 

Q.    If  the  International  Harvester  Company  should  come 
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to  you  with  the  condition  that  you  could  not  handle  their  i 
harvesting  machinery  at  all  unless  you  did  huy  this  or  that 
or  the  other  of  their  long  line  of  implements,  or  refuse  to 
buy  this  or  that  or  the  other  implement  from  their  competi- 
tors, what  would  the  result  be  in  your  case? 

A.    We  would  quit  doing  business  with  them. 

Q.    You  are  the  only  dealer  at  Irwin? 

A.    Yes,  sir. 

Q.    Is  the  Johnston  harvesting  line  handled  near  Irwin? 

A.    Yes,  sir. 

Q.    And  the  Adriance-Platt? 

A.    Yes,  sir.  2 

Q.    And  the  Walter  A.  Wood? 

A.    Yes,  sir. 

Q.     So  that  they  are  all  handled  in  your  neighborhood? 

A.    Yes,  sir,  in  the  same  territory. 

Q.    And  all  compete  in  the  territory  round  about  there  for 
the  farmers'  business? 

A.     Yes,  sir. 

Q.     They  are  all  offered  to  the  farmers? 

A.    Yes,  sir. 

Q.    The  McCormick  line,  the  Wood  line,  the  Johnston  line,  o 
the  Adriance-Platt  line? 

A.    Yes. 

Q.    And  the  Deering,  I  suppose? 

A.    Yes. 

Q.    All  offered  there  to  the  farmer,  and  the  farmers  buy 
what  they  prefer  after  all  these  are  offered  to  them? 

A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  long  have  you  carried  the  McCormick  lines?  4 

A.  Since  the  year  1891. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 

your  territory? 

A.  The  McCormick  and  the  Deering. 

Q.  What  per  cent,  of  the  binders  sold  are  International? 

A.  Oh,  I  would  say  70  per  cent,  as  near  as  I  could  tell. 

Q.  What  per  cent  of  the  mowers  are  International? 

A.  About  the  same. 

Q.  What  per  cent,  of  the  sulky  hay  rakes? 

A.  They  would  be  about  the  same,  I  think. 

Q.  What  per  cent,  of  the  twine  is  International? 
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A.  I  think  about  50  per  cent. 

Q.  Do  you  handle  International  tedders? 

A.  I  have,  yes,  sir. 

Q.  What  per  cent,  of  those  are  International? 

A.  That  are  sold  in  the  immediate  neighborhood,  you 
mean? 

Q.  That  are  sold  in  the  territory  in  which  you  do  business. 

A.  Oh,  not  50  per  cent,  of  the  tedders  are  International. 

Q.  Not  50  per  cent.? 

A.  No. 

Q.  Do  you  sell  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.  I  suppose  about  50  per  cent. 


WILLIAM  H.  HECKERT,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 
3 

Q.     Mr.  Heckert,  you  are  in  business  at  Bakerstown,  Penn- 
sylvania ? 

A.    Yes,  sir. 

Q.    What  is  your  business,  please? 

A.    Hardware,  feed,  impleinents,  boots  and  shoes — a  gen- 
eral store. 

Q.     And  farm  implements? 

A.    And  farm  implements. 

Q.    About  how  much  business  do  you  do  a  year? 

A.    From  $50,000  to  $60,000. 
4      Q.    How  much  business  do  you  do  a  year  in  farm  imple- 
ments ? 

A.    About  $3,000. 

Q.     And  how  much  business  do  you  do  a  year  with  the 
International  Harvester  Company? 

A.    About  $1,000. 

Q.     What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  McCormick. 

Q.     What  twine  do  you  handle? 

A.     The  McCormick  (International)  and  the  Plymouth. 

Q.     V/hat  wagons  do  you  handle? 
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A.     Brookville,  Kramer,  and  Little  Jim. 

Q.    What  cream  separators? 

A.     The  Sharpies  and  the  Bluebell. 

Q.    What  cultivators?  - 

A.    The  Ohio  and  the  Kraus. 

Q.    What  gasoline  engines? 

A.     The  United  and  the  International, 

The  Examiner:  Do  you  mean  the  United  or  the  Associ- 
ated? 

The  Witness :  It  is  the  United,  made  at  Waterloo,  Iowa. 
I  am  not  very  sure  about  the  name,  but  that  is  the  way  I  re- 
member it. 

Q.  Well,  anyway,  you  buy  an  engine  from  Waterloo,  Iowa, 
that  is  not  made  by  the  International? 

A.    Yes,  sir. 

Q.    What  disc  harrows  do  you  handle? 

A.    Bucher  &  Gibbs  make. 

Q.    What  planters? 

A.    I  have  been  handling  the  Hoosier. 

Q.    What  drills? 

A.     The  Ontario. 

Q.  Mr.  Heckert,  ias  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  quit  handling  the  Plymouth  twine? 

A.     No,  sir. 

Q.     How  long  have  you  handled  the  Plymouth  twine? 

A.    About  15  or  16  years. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.     If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle  , 
their  harvesting  machinery  at  all  unless  you  quit  handling 
the  Plymouth  twine,  or  unless  you  did  agree  to  buy  this  or 
that  or  the  other  of  their  long  line  of  implements — 

A.  I  would  not  handle  the  International  Harvester  Com- 
pany's goods,  then. 

Q.  Is  there  any  line  of  harvesting  machinery  other  than 
of  International  make  sold  at  Bakerstown? 

A.    Yes,  sir. 

Q.    Is  the  Walter  A.  Wood  sold  there? 

A.  The  Walter  A.  Wood  is  sold  right  in  the  town,  and  the 
Johnston  is  sold  a  few  miles  out  of  town. 
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1  Q.    And  they  are  offered  to  the  farmers  of  your  vicinity? 
A.'  Yes,  sir. 

Q.  So  that  the  International  machines,  and  the  "Wood 
machines,  and  the  Johnston  machines  are  there  competing 
with  the  farmers  for  their  trade? 

A.    Yes,  sir. 

Cr OSS-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Bakerstown? 

2  A,    In  the  implement  business? 
Q.    Yes. 

A.  Two. 

Q.  Is  Denny  Logan  the  other  dealer? 

A.  Yes,  sir. 

Q.  What  harvesting  implements  does  he  handle? 

A.  The  Wood. 

Q.  Do  you  undersell  him  in  the  market  there? 

A.  No,  sir. 

Q.  What  is  that? 

A.  No,  sir.    We  never  tried  to. 

3  Q.  What  do  you  sell  binders  and  mowers  for  in  that  terri- 
tory? 

Mr.  McHugh:  That  is  objected  to  as  not  proper  cross- 
examination  and  as  having  already  been  cut  out  of  the  testi- 
mony in  this  case  on  the  objection  of  the  distinguished  coun- 
sel for  the  Government. 

Mr.  Grosvenor:     All  right;  go  ahead. 

A.    Do  you  want  that  answered,  or  not? 

Q.     Yes.    Go  ahead.    Give  it  to  us. 

A.     $120  for  binders. 
.       Q.     What  are  the  leading  binders  and  mowers  in  your 
^  territory? 

A.     The  McCormick  and  the  Deering. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.    I  expect  from  70  to  75  per  cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.     They  will  run  about  the  same. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.     I  think  they  would  run  about  the  same. 

Q.     What  per  cent,  of  the  twine  is  Internatiqual ? 

A.     1  think  about  50  to  60  per  cent. 
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Q.  Do  you  sell  International  tedders  ? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  those  are  International — that  is,  of 
the  tedders  sold  in  your  territory? 

A.  About  two-thirds. 

Q.  66  per  cent.  ? 

A.  About  66. 

Q.  What  per  cent,  of  the  spreaders  are  International? 

A.  I  would  judge  about  75  per  cent. 

Q.  You  have  a  general  store,  you  say? 

A.  Yes,  sir. 

Q.  Do  you  sell  groceries? 

A.  Yes,  sir. 

Q.  Tobacco? 

A.  Yes,  sir. 

Q.  Clothing? 

A.  Everything  under  the  sun  except  coffins. 

Q.  Do  you  sell  oil? 

A.  Yes,  sir. 


L.  A.  PECK,  being  duly  sworn  as  a  witness  on  behalf  of  the  „ 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.     Your  name  is  L.  A.  Peck? 

A.    Yes,  sir. 

Q.    And  you  reside  near  Fort  Hill,  Pennsylvania? 

A.  Well,  not  just  so  near ;  we  have  a  rural  delivery.  Fort 
Hill  is  the  nearest  point. 

Q.    Your  postoffice  is  Fort  Hill? 

A.    Yes,  sir.  4 

Q.    You  are  engaged  in  farming? 

A.    Yes,  sir. 

Q.    Do  you  use  agricultural  implements  on  your  farm? 

A.    Yes,  sir. 

Q.  What  is  the  size  of  the  farm  upon  which  you  use  agri- 
cultural implements? 

A.  The  size  of  the  farm  would  be  over  1,100  acres,  but 
we  do  not  farm  it  all.  We  have  grazing  land  and  timber  land, 
and  about  400  acres  that  we  farm.  To  make  it  plain,  we  do 
not  farm  1,100  acres. 

Q.    Do  you  use  grain  binders  on  your  farm? 
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A.    Yes,  sir. 

Q.    What  make  of  grain  binder  do  you  use? 

A.    At  present  we  liave  two  7-ft.  McCormick  binders. 

Q.  When  did  you  purchase  those  two  7-ft.  McCormick 
binders  ? 

A.  One  was  purchased  about  five  years  ago,  and  the  other 
one  two  years  ago. 

Q.  Are  you  able  to  state  which  of  those  machines  does  the 
better  work  and  is  the  better  machine  1 

A.     I  would  say  the  one  I  bought  last. 

Q.  What  binder  did  you  use  before  the  ones  you  have 
just  mentioned? 

A.  The  first  binder  I  had  was  a  Walter  A.  Wood  binder ; 
the  next  was  a  McCormick.  I  had  a  McCormick  before  I  had 
those  two  last  McCormicks. 

Q.  When  did  you  purchase  the  third  McCormick  of  which 
you  have  spoken? 

A.  The  third  must  have  been  in  1898,  along  there,  as 
nearly  as  I  remember.  It  is  hard  for  me  to  remember  just 
the  date. 

Q.     That  is  your  best  recollection  of  it  now! 

A.    Yes. 

Q.  Are  you  able  to  state  whether  the  two  binders  you  pur- 
chased five  years  ago  and  two  years  ago  were  better  binders 
than  the  one  you  purchased  in  1898? 

A.     I  consider  them  better;  yes,  sir. 

Q.    Do  you  use  mowing  machines  on  your  farm? 

A.    Yes,  sir. 

Q.    Wliat  make  of  mowing  machines  do  you  now  use? 

A.  We  have  two  Walter  A.  Wood  mowers  and  one 
Champion. 

Q.  Wlien  did  you  purchase  the  Champion  mower  that  you 
now  use? 

A.     Two  years  ago. 

Q.  Did  you  ever  use  a  Champion  or  a  McCormick  mower 
before  that  time? 

A.  I  never  used  another  Champion.  I  once  had  a  McCor- 
mick, second-handed,  that  I  bought  at  public  sale,  years  ago. 
It  was  quite  an  old  machine,  though. 

Q.    About  when  did  you  purchase  that  McCormick  mower? 

A.  As  nearly  as  I  remember  now  it  must  have  been  in 
1903. 

Q.  Are  you  able  to  state  whether  or  not  the  Champion 
mower  you  now  have  is  a  better  mower  than  the  McCormick 
you  have  just  testified  to? 
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A.     Oh,  yes ;  it  is  better  improved. 

Q.    Does  better  work? 

A.    Does  better  work,  yes. 

Mr.  Grosvenor :  The  other  one  that  you  bought  was  a  sec- 
ond-hand machine? 

The  Witness:  A  second-hand  machine,  an  old  machine, 
yes,  sir. 

Q.  Did  you  ever  have  any  occasion  to  buy  repairs  for  your 
farm  machinery  before  the  year  1902  ? 

A.     Oh,  yes;  yes,  sir. 

Q.  Have  you  had  occasion  to  buy  repairs  for  your  farm 
machinery  since  1902? 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  to  buy  repairs  for  your  binders 
and  mowers  since  1902  ? 

A.    Yes,  sir. 

Q.  And  had  you  bought  repairs  for  binders  and  mowers 
prior  to  1902? 

A.     Yes,  sir. 

Q.  Are  you  able  to  state  whether  or  not  the  repair  service 
maintained  by  the  International  Harvester  Company  since 
1902  is  better  than  the  repair  service  maintained  by  imple- 
ment manufacturers  and  sellers  prior  to  1902? 

A.    Yes,  sir.    I  consider  the  service  much  better  now. 

Q.    Than  it  ever  has  been  before? 

A.  Yes,  sir.  And  as  for  reasons,  if  you  want  my  reasons, 
I  can  give  those. 

Q.    Very  well. 

A.  Because  we  have  local  agents  right  around  us;  we  have 
telephone  communication,  and  our  local  agents  keep  the  re- 
pairs mostly  on  hand,  and  we  can  get  our  repairs  very  quick. 

Q.  You  use  farm  implements  other  than  those  manufac- 
tured by  the  International  Harvester  Company,  do  you  not? 

A.    Yes,  sir. 

Q.  Are  you  able  from  your  experience  to  judge  whether 
the  repair  service  maintained  by  the  International  Harvester 
Company  is  better  than  the  repair  service  maintained  by 
those  competitors? 

A.  As  I  just  stated,  I  consider  it  better — better  now  than 
it  used  to  be  years  ago. 

Q.  Have  you  had  occasion  since  1902  to  call  for  expert 
service  in  connection  with  your  farming  machinery? 

A.    Yes,  T  have. 

Q.  Did  you  have  occasion  before  1902  to  call  for  expert 
service  in  connection  with  your  farming  machinery? 
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A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  the  expert  service  you 
have  received  since  1902  is  better  than  the  expert  service  you 
received  before  1902 1 

A.    Well,  it  is  better — better  now. 

Q.  I  hand  you  a  list  of  farm  implements  and  ask  you 
whether  or  not  this  is  a  list  of  the  implements  used  by  you 
upon  the  400  acres  of  land  about  which  you  have  testified,  to- 
gether with  the  amounts  you  have  invested  therein. 

A.  Yes,  sir,  this  is  right.  To  the  best  of  my  knowledge, 
this  is  an  approximate  estimate. 

Q.    As  near  as  your  present  judgment  goes? 

A.    Yes. 

Q.  You  may  refresh  your  recollection  from  the  list 
handed  you  and  state  the  implements  used  on  your  400  acres 
and  the  amount  invested  therein. 

A.  I  looked  over  the  list,  and  it  is  as  near  right  as  I  could 
say  at  the  present  time.    The  list  is  as  follows: 

List  of  Farm  Tools  Used  by  L.  A.  Peck,  Fort  Hill,  Pa.,  on  His 
Farm,  of  Which  He  Farms  400  Acres. 

Purchase 
Price. 
4  Horse  Wagons  (second-hand)  $200.00 

2  Farm  Wagons  (make  unknown)  105.00 

1  Road  Cart  25.00 

2  Spring  Wagons  (second-hand — ^make  unknown)  80.00 
4  Buggies  or  Surreys  (make  unknown)  327.50 
1  Carriage,  Staver                                                              135.00 

1  Sleigh  25.00 
4  Walking  Plows,  Oliver  40.00 

2  Sulky  Plows,  1  Johnston 

1  (don't  know)  70.00 

4  Shove  Plows  15.00 

1  Horse  Corn  Cultivator  15.00 

4  Bob  Sleds  100.00 

4  Spring  Tooth  Harrows,  Perry  40.00 

1                                "          (local— home-made)  25.00 

1  Com  Planter,  H.  &  D.  60.00 

1  Corn  Cultivator  25.00 

3  Grain  Drills,  2  Empire 

1  (don't  know  make)  230.00 

2  Grain  Binders,  McCormick,  7-ft.  250.00 

3  Mowing  Machines,  1  Champion  42.50 

2  Walter  A.  Wood  90.00 
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3  Hay  Bakes,  1  Walter  A.  Wood  22.00  1 

1  Mellinger  22.00 

1  Tedder,  Johnston  45.00 

4  Hay  Racks  40.00 
4  Hay  Forks  and  Ropes  60.00 

2  Manure  Spreaders,  International  250.00 

1  Gasoline  Engine,            "  100.00 

2  Cream  Separators,  Empire  120.00 
1  Corn  Sheller  (don't  know  make)  10.00 
1  Land  Roller  (don't  know  make)  22.00 
Blacksmith  Shops,  Small  Tools— hoes, 

shovels,  wheelbarrows,  etc.  100.00  2 

(Buy  quantities  of  different  makes) 

$2,871.00 

Q.  When  you  bought  these  McCormick  binders  could  you 
have  purchased  binders  which  were  not  made  by  the  Inter- 
national Harvester  Company? 

A.    Yes,  sir. 

Q.  And  you  purchased  these  binders  because  you  wanted 
to  and  not  because  you  could  not  get  any  other  binder?  ^ 

Mr.  Grrosvenor:    And  also  because  you  had  the  money,  I 
suppose? 
'  A,    That  is  right. 

Mr.  Grosvenor :    I  object  to  the  question  as  immaterial. 

Q.  Well,  add  to  it  the  suggestion  of  counsel,  and  answer  it. 
Then  it  will  be  material,  I  suppose. 

A.  Yes,  sir.  I  bought  them  because  I  like  those  machines. 
I  investigated  before  I  bought,  and  I  had  some  experience  in 
owning  machines  and  also  had  the  money  to  pay  for  them. 

Q.  Do  farmers  about  you  also  use  binders  of  International 
make?  4 

A.    Yes,  sir ;  a  good  many. 

Q.  From  your  observation  and  knowledge  of  the  conditions 
in  that  neighborhood,  are  you  able  to  state  whether  these 
farmers  use  those  binders  or  purchase  those  binders  as  a  mat- 
ter of  choice,  or  because  they  can't  get  any  other  kind? 

A.     Oh,  they  buy  them  as  a  matter  of  choice,  of  course. 

Q.  There  are  other  makes  of  binders  sold  in  your  neigh- 
borhood? 

A.    Yes,  sir. 

Q.  What  other  makes  of  binders  are  sold  in  your  neigh- 
borhood? 

A.    For  instance,  we  have  the  Walter  A.  Wood  binder,  sold 
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1  by  the  Shipley  Hardware  Company;  and  then  there  is  an- 
other binder,  I  think  called  the  Adriance.  Now  I  can  hardly 
give  you  the  agent.  I  think  that  was  bought  from  a  hardware 
firm  in  Marysville  by  the  name  of  Seal  &  Bowmaster.  Then 
there  were  other  machines  in  there.  One  was  a  Low  Down 
Buckeye,  that  I  know  of,  but  they  are  going  out  of  date.  I 
know  that  the  man  who  had  the  Low  Down  Buckeye  saw  ours 
work,  that  came  from  the  McCormick,  and  now  he  has  the 
same  kind  of  machines  we  have. 

Q.  What  are  the  facilities  or  the  opportunities  for  pur- 
chasing different  makes  of  farming  machinery  in  your  neigh- 
^  borhood  now  as  compared  with  what  the  opportunities  for 
purchasing  machinery  were  prior  to  1902? 

A.  I  would  say  they  are  better,  much  more  convenient,  if 
I  understand  your  question  right.  We  have  agents  right 
around  us  and  they  see  after  our  wants.  Besides  that,  if  I 
would  need  a  binder  tomorrow  I  would  just  have  to  go  to  the 
'phone  and  call  up  an  agent  and  he  soon  would  be  there. 

Q.  Now,  as  to  the  different  lines  of  implements  which  are 
offered  for  sale  in  your  neighborhood,  as  to  the  different  man- 
ufacturers of  those  implements,  are  your  opportunities  for 
g  buying  different  lines  or  different  makes  or  different  manu- 
factures of  farm  implements  as  great  now  as  they  were  before 
1902? 

A.  I  think  they  are,  yes,  if  I  understand  your  question 
right.  You  mean  whether  we  have  the  same  opportunities  to 
get  other  machinery  as  we  had  before — 

Q.     Before  1902? 

A.  Before  1902.  Yes,  sir,  we  have  the  same  opportunities 
to  get  them. 

Cross-Examination  by  Mr.  Grosvenor. 

4 

Q.    Mr.  Peck,  do  you  own  this  farm  of  1,100  acres'? 

A.  I  did  own  it  at  one  time  and  I  hold  the  deeds  yet.  My 
son  is  now  living  on — 

Q.  I  do  not  want  to  go  into  your  personal  affairs.  My 
question  is  simply  to  ascertain  whether  this  is  one  farm  that 
is  owned  by  one  person  or  by  one  family,  worked  as  one  farm. 

A.  It  was,  yes.  My  son  lives  on  one  farm  and  we  have  our 
machinery  together,  you  know— harvest  together.  So,  I  have 
given  it  almost  as  all  my  own. 

Q.  This  is  the  machinery  which  you  both  use  on  the  entire 
farm? 

A.     Yes,  sir. 


L.  A.  Peck,  Cross-Examination.  303 

Q.    Do  you  have  any  business  other  than  that  of  being  a  1 
farmer? 

A.    Yes,  sir. 

Q.    What  other  business  have  you? 

A.     I  am  a  minister  of  the  Gospel. 

Q.    And  do  you  have  any  other  business  ? 

A.    No,  sir. 

Q.    Do  you  raise  stock? 

A.    Yes,  sir. 

Q.     But  that  is  in  connection  with  your  farm? 

A.  Oh,  yes,  we  raise  stock— and  we  make  lots  of  maple 
sugar.  2 

Q.     And  are  you  in  the  insurance  business  somewhat? 

A.     Well,  I  am  in  a  farmers'  company;  I  am  an  agent,  yes. 

Q.     Do  you  solicit  insurance  ? 

A.  I  do  not  solicit  it.  My  business  is  to  renew  and  to  in- 
sure when  called  on,  and  to  collect  the  assessments ;  yes,  sir. 

Q.  You  are,  then,  the  local  agent  for  an  insurance  com- 
pany? 

A.  Just  for  one  township,  Elklick,  or  part  of  Elklick  and 
Addison  townships.  We  live  in  Elklick  township,  but  they 
gave  me  Addison  township.  ^ 

Q.     How  many  cattle  do  you  raise  in  the  course  of  a  season  ' 
on  this  farm? 

A.     Oh,  that  varies. 

Q.    How  many  have  you  there  now? 

A.  We  have  probably — ^it  is  a  little  hard  for  me  to  get  at 
both  farms.  Probably  20  cows  on  both  farms.  I  have  10  or 
11  where  I  live,  and  my  son  has  about  that  many.  We  sold 
off  our  cattle  close,  in  the  spring. 

Q.     Did  you  have  a  telephone  on  your  farm  10  years  ago? 

A.    It  was  just  about  that  time  we  got  it. 

Q.     And  that  has  contributed  more  than  anything  else  to  4 
the  quick  and  speedy  obtaining  of  repairs  and  machines,  has 
it  not? 

A.  That  is  a  great  convenience,  yes ;  we  could  not  do  with- 
out that. 

Q.    How  much  twine  do  you  use  per  acre?    2  to  4  pounds? 

A.  That  I  can  hardly  tell  you.  We  buy  it  by  the  sack, 
and  I  could  hardly  tell  you  how  much  twine. 

Q.    Are  you  in  the  dairy  business  any? 

A.  Yes,  sir;  dairy  and  sheep  business,  raising  sheep,  all 
kinds  of  stock. 

Q.  You  have  one  of  the  largest  farms  in  the  State  of  Penn- 
sylvania, do  you  not! 
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A.  I  guess  it  is  about  as  large  as  any,  but,  as  I  stated,  it 
is  a  mountain  farm.  We  have  lots  of  grazing  land  with  it. 
Do  not  understand  me  as  meaning  to  say  that  I  have  1,100 
acres  of  good  farm  land. 

Q.    You  have  400  acres  of  good  farming  land? 

A.    400  acres,  yes. 

Q.  Do  you  know  what  the  average  size  of  farms  is  in  the 
State  of  Pennsylvania,  that  is,  of  improved  land? 

A.     Oh,  that  varies  very  much. 

Q.  Let  me  give  you  the  figure  as  shown  by  the  Census  and 
ask  you  if  it  is  about  the  proportion  in  your  part  of  the  coun- 
try. The  Census  figures  show  that  the  average  size  of  farm 
in  the  State  of  Pennsylvania  is  84  acres,  with  57  acres  of 
improved  land.  Do  you  have  in  your  400  acres  of  improved 
land  about  eight  times  as  much  improved  land  as  is  found  in 
the  average  farm  in  your  part  of  the  country? 

A.  In  our  locality,  where  I  am  living,  the  farms  are  not  so 
small.  They  are  larger,  and  they  have  more  farming  land 
than  that. 

Re-direct  Examination  by  Mr.  Lowes. 

Q.  When  you  go  to  the  telephone  to  order  repairs,  you 
must  have  a  man  at  the  other  end  of  the  telephone  who  is  able 
to  furnish  them;  must  you  not? 

A.    Yes,  sir. 

Q.  The  telephone  itself  would  not  avail  you  anything  at  all 
in  getting  repairs  unless — 

A.  Unless  there  was  somebody  at  the  other  end  who  will 
talk  and  answer  and  then  act.  If  they  just  talk  without  acting 
they  do  not  help  us  any. 


JAMES  McCUNE,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  James  McCune? 

A.  Yes,  sir. 

Q.  And  you  are  a  farmer  near  Irwin,  Pennsylvania? 

A.  Yes,  sir. 

Q.  Irwin  is  your  postoffice  address? 

A.  Yes,'  sir. 
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Q.    How  large  a  farm  have  you?  1 

A.     150  acres. 

Q.  How  much  of  that  is  under  cultivation,  tillable  land, 
or  land  on  which  you  would  use  a  mowing  machine? 

A.     125  acres. 

Q.    How  long  have  you  been  farming? 

A.  I  was  raised  on  a  farm,  and  have  been  on  a  farm  all  of 
my  life. 

Q.  Would  40  years,  approximately,  be  the  length  of  time 
you  have  been  connected  with  farming? 

A.    Yes,  40  years. 

Q.     How  long  have  you  been  in  that  vicinity,  in  that  part  of  2 
the  country? 

A.     I  have  been  there  since  1863. 

Q.  You  are  acquainted  with  the  farms  in  your  neighbor- 
hood? 

A.    Yes,  sir. 

Q.     For  a  distance  of  10  or  15  miles  in  each  direction? 

A.    Yes. 

Q.  Is  the  farm  which  you  cultivate  about  the  same  in  size 
as  the  average  farm  in  your  neighborhood? 

A.    Yes ;  they  would  average  about  the  same.  „ 

Q.     Some  are  larger  and  some  are  smaller? 

A.     Some  are  larger  and  some  are  smaller. 

Q.    What  crops  do  you  raise  on  that  farm? 

A.    Wheat,  oats,  corn,  rye,  grass,  and  hay. 

Q.  Are  those  the  character  of  crops  that  are  raised  in  the 
portion  of  the  country  near  your  farm  and  with  which  you 
are  familiar? 

A.    Yes,  sir. 

Q.    What  harvesting  machines  have  you  on  your  farm? 

A.    You  mean  the  name  of  them? 

Q,    What  make  of  binders  and  mowers  ?  4 

A.    I  haye  got  a  McCormick  binder. 

Q.    What  kind  of  mower? 

A.    A  McCormick. 

Q.    When  did  you  buy  your  present  McCormick  binder? 

A.    About  three  years  ago. 

Q.    What  kind  of  a  binder  did  you  have  before  that? 

A.    I  had  a  McCormick. 

Q.    When  did  you  buy  that  McCormick  binder? 

A.  I  can't  just  exactly  tell.  I  have  used  McCormick  ma- 
chinery for  20  years. 

Q.  Y/hat  is  your  best  judgment  as  to  when  you  bought  the 
McCormick  binder  you  had  before  you  bought  this  last  binder? 
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A.    I  think  about  1893. 

Q.  How  does  the  last  binder  you  bought,  three  years  ago, 
compare  with  the  binder  you  had  before  that? 

A.  It  is  far  lighter,  lighter  draft,  and  does  better  work 
than  the  older  ones  did. 

Q.    In  what  respect  does  it  do  better  work? 

A.  It  is  easier,  simpler  to  handle;  you  can  truck  it  in  a 
short  time  to  go  to  another  field,  and  it  is  more  handy  in 
every  way ;  not  near  as  heavy  draft  as  the  old  one. 

Q.  Had  you  had  repair  service  for  your  harvesting  ma- 
chinery before  1902? 

A.    Yes,  sir. 

Q.    Have  you  had  repair  service  since  1902? 

A.    Yes,  sir. 

Q.  How  does  the  repair  service  you  have  received  since 
1902  compare  with  the  service  you  received  before  that  date  ? 

A.     The  service  now  is  far  better  than  it  used  to  be. 

Q.  What  harvesting  machinery  is  handled  in  your  neigh- 
borhood, near  your  farm? 

A.    I  think  pretty  near  any  kind  you  can  mention. 

Q.    Now  you  mention  it. 

A.  There  is  a  Johnston  agent  within  half  a  mile  of  my 
place,  and  the  Adriance  has  an  agent  within  two  miles,  and 
the  Walter  A.  Wood  has  an  agent  within  three  miles  of  my 
place.    We  have  got  all  the  agents  there. 

Q.  When  you  bought  the  last  McCormick  binders  were 
those  different  agencies  there? 

A.  No,  the  Johnston  was  not,  but  there  was  a  Johnston  at 
Greensburg  then;  it  was  not  handy  home  as  it  is  now.  The 
agent  now  is  the  second  farm,  from  my  place. 

Q.    How  far  is  Greensburg? 

A.     Seven  miles. 

Q.  When  you  bought  the  last  McCormick  binder  you  could 
have  purchasied  either  a  Johnston,  or  an  Adriance,  or  a 
Wood? 

A.    Yes,  sir. 

Q.  Why  did  you  buy  the  McCormick  instead  of  any  of 
those  others? 

A.    I  thought  the  McCormick  was  the  best. 

Q.  Is  the  list  which  I  hand  you  a  correct  list  of  the  imple- 
ments you  have  on  your  farm  and  with  which  you  cultivate 
the  125  acres  you  spoke  of? 

A.    Yes,  sir,  I  believe  it  is. 

Q.  I  notice  on  that  list  a  traction  engine  called  the  Frick 
engine,  for  which  you  paid  $1,200. 
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A.    Yes,  sir. 

Q.  I  also  notice  a  shredder  for  wMcli  you  paid  $275.  State 
whether  or  not  you  use  those  two  implements  entirely  on  your 
own  farm. 

A.     No,  sir. 

Q.    You  do  contract  work  with  them? 

A.     I  do  other  work  for  the  farmers  around  with  that. 

Q.  Outside  of  the  two  implements  I  have  mentioned  do 
you  use  all  of  the  machinery  you  have  placed  on  this  list  en- 
tirely on  your  own  farm? 

A.    Yes,  sir. 

Q.  Is  that  machinery  necessary  to  enable  you  properly  to 
operate  that  farm? 

A.    It  is,  yes,  sir. 

Q.  What  make  of  shredder  is  this?  I  notice  you  have  not 
got  it  down.    Is  it  an  International  shredder? 

A.    Yes,  sir. 

Q.    Will  you  please  read  that  list  into  the  record. 

A.     The  list  is  as  follows: 


1 


List  of  Farm  Tools  Used  by  James  McCune,  Irwin,  Pa.,  on 
His  Farm  of  150  Acres. 

Purchase 
Price. 


4  Farm  Wagons,  2  Conklin 

2  Local  make 
1  Spring  Wagon,  Pony 
4  Buggies  or  Surreys 

1  Sulky  Plow,  Hench  &  Dromgold 

2  Disc  Harrows,  Superior 
1  Peg  Harrow,  I.  H.  C. 

1  Corn  Planter,  Deere 

2  Corn  Cultivators,  I.  H.  C. 
1  Grain  Drill,  Superior 

1  Grain  Binder,  McCormick 
1  Corn  Binder,  McCormick 
1  Mowing  Machine,  McCormick 
1  Tedder,  I.  H.  C. 
1  Hay  Loader,  Deere 
1  Side  Del.  Rake,  Deere 

3  Hay  Racks 

1  Manure  Spreader,  I.  H.  C. 
1  Gasoline  Engine,  I.  H.  C. 
1  Traction  Engine,  Frick 


$340.00 

50.00 

320.00 

30.00 

70.00 

12.00 

45.00 

10.00 

65.00 

125.00 

120.00 

45.00 

35.00 

75.00 

75.00 

54.00 

120.00 

125.00 

1,200.00 
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1   1  Feed  Grinder,  I.  H.  C.  30.00 

1  Cream  Separator,  I.  H.  C.  60.00 

1  Land  EoUer,  Greensburg  25.00 

1  Shredder,  I.  H.  C.  275.00 

25.00 


$3,231.00 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  You  do  contract  work  for  your  neighbors,  do  you,  in 
addition  to  working  your  own  farm? 

A._  Yes,  sir ;  we  shred  fodder  or  husk  corn  and  thresh  and 
the  like  of  that,  for  our  neighbors. 

Q.    You  are  the  local  thresher,  are  you? 

A.     Yes,  sir ;  one  of  them. 

Q.     Do  you  have  any  other  business? 

A.    Nothing  in  particular  but  farming. 

Q.    What  is  that? 

A.     Nothing,  but  farming.    I  live  on  a  farm. 

Q.    Do  you  ever  trade  horses? 

A.     Oh,  I  might  if  I  got  a  chance. 

Mr.  Lowes :     That  is  a  profession. 

Mr.  McHugh :    That  is  an  art — not  a  trade. 

Q.    Don't  you  make  quite  a  business  of  horse  trading? 

A.  No,  sir,  I  do  not.  I  buy  and  sell  a  few,  but  I  am  not 
much  on  trading. 

Q.  You  are  engaged,  then,  in  the  business  of  buying  and 
selling  horses? 

A.  I  buy  a  team  and  work  them  for  a  while.  If  anybody 
wants  them  I  sell  them,  and  if  they  don't  I  just  work  them  off 
on  somebody  that  does  want  them. 

Q.  So  you  do  engage  in  business  somewhat  in  buying 
horses  and  fixing  them  up  and  then  selling  them  again? 

A.  Yes,  sir.  I  don't  believe  in  wearing  them  out.  A 
farmer  would  get  awful  poor  if  he  just  bought  one  and  wore 
it  out  and  didn't  sell  it. 

Q.  Have  you  ever  done  any  horse  trading  with  any  of  the 
canvassers  or  employes  of  the  International  Harvester  Com- 
pany? 

A.    No,  sir,  I  didn't;  not  as  I  remember. 

Q.     Never  sold  them  any  horses? 

A.     Oh,  I  sold  a  gentleman  a  horse,  certainly. 

Q.     What  is  that? 

A.    I  sold  a  man  a  driving  horse  here  not  long  ago,  that 
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was  working  for  the  International  people.    He  paid  me  for  j 
it.    I  never  asked  Mm  what  his  business  was.    He  came  and 
bought  it  and  paid  me  for  it. 

Q.  I  am  not  asking  you  for  all  the  details.  I  am  asking 
you  as  to  the  fact,  as  to  whether  you  ever  sold  horses  to  any 
one  working  for  the  International. 

A.  I  sold  a  man  a  horse,  and  I  didn't  know  he  was  work- 
ing for  the  International  until  last  night.  One  of  the  gentle- 
men here  said  his  partner  got  a  certain  horse  from  me.  I 
didn't  know  what  business  he  was  in,  I  never  asked  him. 

Q.  Was  it  the  same  man  who  asked  you  to  come  here  to 
testify?  2 

A.    No,  sir. 

Q.    How  far  is  Irwin  from  Pittsburgh? 

A.     I  think  20  miles. 

Q.    How  many  cattle  have  you  on  your  place? 

A.    I  think  I  have  got  about  25  head. 

Q.     You  are  in  the  dairy  business,  then,  too? 

A.     I  am  not ;  no,  sir. 

Q.    You  just  raise  stock? 

A.    I  raise  cattle. 

Q.     How  much  of  this  125  acres  is  in  corn,  on  an  average?  ., 

A.    I  guess  about  15  acres  of  corn. 

Q.  Does  every  farmer  in  your  part  of  the  country  having 
only  15  acres  have  a  corn  binder? 

A.     Some  have  more. 

Q.     Some  have  more  what? 

A.  More  corn;  but  if  you  had  only  15  acres  i't  would  pay 
you  to  have  a  corn  binder. 

Q.  I  am  not  asking  you  whether  it  pays ;  I  am  asking  you 
whether  all  the  farmers,  or  most  of  the  farmers,  in  your  part 
of  the  country  having  farms  the  size  of  yours,  have  corn 
binders  ?  4 

A.  I  know  of  two  or  three  corn  binders  in  there,  but 
plenty  of  farmers  may  have  them,  that  I  don't  know  at  all. 

Q.  Then,  you  know  of  only  two  or  three  corn  binders  be- 
ing used  on  other  farms  in  your  part  of  the  country? 

A.  I  know  of  about  three  in  my  neighborhood,  that  is  all  I 
know,  but  there  may  be  lots  of  them  there.  I  don't  bother 
with  what  the  other  people  have  in  the  machinery  line. 

Q.  Isn't  it  a  fact,  now,  'Mr.  McCune,  that  the  average 
farmer,  in  your  part  of  the  country  does  not  have  a  corn 
binder? 

A.     I  couldn't  answer  that;  I  don't  know. 
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Q.  Isn't  your  farm  a  little  better  equipped  with  machin- 
ery than  the  average  farm  in  that  neighborhood? 

A.    Yes,  sir. 

Q.    You  do  have  more  machinery  than  the  average  farmer? 

A.  Yes,  sir.  I  don 't  believe  in  borrowing.  There  are  lots 
of  farmers  do  a  great  deal  of  borrowing. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  Did  you  ever  sell  any  horses  to  anybody  working  for 
the  United  States? 

A.  I  don't  know.  I  never  ask  who  they  work  for.  If  they 
come  and  want  a  horse  I  will  sell  it  to  them,  and  if  I  get  the 
money  it  is  none  of  my  business  who  they  are  working  for. 

Mr.  Grosvenor :  I  object  to  counsel  for  the  defendants  try- 
ing to  impeach  and  to  discredit  his  own  witness. 

Mr.  McHugh:  We  are  not  going  to  assume  that  anybody 
who  does  business  with  the  United  States  is  thereby  dis- 
credited. 

Q.  This  horse  business  of  yours  consists  in  buying  horses 
for  use  on  your  farm? 

A.    Yes,  sir. 

Q.     Then  using  them  and  selling  them? 

A.  1  buy  them  and  use  them  and  whenever  I  can  sell  one 
I  sell  it  and  buy  another. 

Q.  You  have  stated  that  your  farm  is  a  little  better 
equipped  with  machinery  than  most  farms  in  your  neighbor- 
hood. In  what  respect  is  it  better  equipped?  What  imple- 
ments have  you  on  your  farm  that  most  of  your  neighbors 
having  farms  of  similar  size,  have  hot  got? 

Mr.  Grosvenor :  I  object  to  the  question.  The  witness  has 
already  testified  on  cross-examination  that  he  does  not  know 
what  his  neighbors  have. 

Mr.  Eemy:  If  he  does  not  know,  then  he  does  not  know 
whether  he  has  got  more  or  not.  If  he  does  know,  he  can  tell 
what  more  he  has  got. 

A.     Well,  am  I  to  answer,  or  not? 

Q.     Yes,  you  answer  the  question. 

A.  Why,  I  have  got  a  corn  planter  there  that  I  lent  to 
three  or  four  adjoining  farmers  this  year. 

Q.  What  other  implements  have  you  on  your  farm  that 
most  of  your  neighbors  have  not  got?  Most  of  your  neigh- 
bors have  not  got  a  traction  engine? 

A.    No,  but  I  hire  that —  I  don't  lend  it.  I  have  got  a  dump 
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wagon — I  lend  that;  I  have  other  wagons,  and  I  lend  them  to  j 
no  neighbors. 

Q.    Most  of  the  neighbors  have  wagons? 

A.    They  have  wagons,  yes,  sir. 

Q.    And  most  of  your  neighbors  have  buggies? 

A.    Yes. 

Q.    One  or  two? 

A.    Yes,  sir. 

Q.    Most  of  vour  neighbors  have  sulky  plows? 

A.    Yes. 

Q.    And  one  or  two  disc  harrows? 

A.    Well,  I  suppose  they  have.    I  ain't  been  around  among  2 
them,  but  they  are  doing  farming  with  it,  anyhow. 

Q.  And  do  you  know  whether  most  of  the  farmers  have 
grain  drills  or  not? 

A.    I  see  them  using  them,  anyway — a  good  many  of  them. 

(The  hearing  thereupon  adjourned  until  the  morning  of 
Tuesday,  June  10,  1913,  at  the  Federal  Building,  in  the  city 
of  Chicago,  Illinois,  at  11  o'clock.) 
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Eoom  653,  Federal  Building,  Chicago,  111. 
Tuesday,  June  10,  1913,  11 :00  A.  M. 

Pursuant  to  adjournment  the  hearing  was  resumed  before 
the  Special  Examiner,  Robert  S.  Taylor,  at  the  above  time 
and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special  Assistant  to  the  Attorney  General,  and  Jo- 
2  seph  R.  Darling,  Esq. 

On  behalf  of  the  defendants:  Hon.  William  D.  Mc- 
Hugh,  Victor  A.  Remy,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 

Mr.  McHugh:  Counsel  for  the  defendants  now  produces 
and  presents  to  counsel  for  the  Government  a  copy  of  the  list 
of  dealers,  with  lines  handled,  in  the  Cedar  Falls,  Iowa,  gen- 
eral agency  of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
^  counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Cincinnati,  Ohio,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Des  Moines,  Iowa,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  Jiow  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Detroit,  Michigan,  general  agency  of 
^  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Dubuque,  Iowa,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Jackson,  Michigan,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
linos  handled,  in  the  Fargo,  North  Dakota,  general  agency  of 
the  Intornational  Harvester  Company. 
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Counsel  for  tlie  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Fort  Dodge,  Iowa,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Minneapolis,  Minnesota,  general  agency 
of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Milwaukee,  Wisconsin,  general  agency 
of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Mankato,  Minnesota,  general  agency  of 
the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Kansas  City,  Missouri,  general  agency 
of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Springfield,  Missouri,  general  agency  of 
the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  tlie  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Toledo,  Ohio,  general  agency  of  the  In- 
ternational Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Winona,  Minnesota,  general  agency  of 
the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Parsons,  Kansas,  general  agency  of  the 
International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  St.  Louis,  Missouri,  general  agency  of 
the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Parkersburg,  West  Virginia,  general 
agency  of  the  International  Harvester  Company. 

Counsel  for  the  defendants  now  produces  and  presents  to 
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counsel  for  the  Government  a  copy  of  the  list  of  dealers,  with 
lines  handled,  in  the  Oklahoma  City,  Oklahoma,  general 
agency  of  the  International  Harvester  Company. 

I  understand,  Mr.  Grosvenor,  that  there  are  only  two  more 
lists  to  be  furnished.  We  are  not  going  to  cover  the  entire 
United  States — merely  the  grain-growing  section  of  the 
United  States. 

Mr.  Grosvenor :  You  will  arrange  those  by  states  or  agen- 
cies, geographically,  when  you  produce  them? 

Mr.  McHugh:     Yes. 

Mr.  Grosvenor:    All  right. 


GEORGE  LINDSAY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Lindsay,  you  live  at  Milwaukee,  Wisconsin? 

A.    Yes,  sir. 

Q.    You  are  with  the  firm  of  Lindsay  Bros.? 
o       A.    I  am  a  member  of  the  firm  of  Lindsay  Bros. 

Q.  The  business  of  that  firm  is  jobbing  agricultural  im- 
plements of  various  kinds? 

A.  Jobbing  agricultural  implements,  twine,  and  vehicles; 
those  are  the  general  lines. 

Q.  As  jobbers  do  Lindsay  Bros,  job  and  sell  the  harvest- 
ing machines  made  by  the  Johnston  Harvester  Company? 

A.    We  do,  yes. 

Q.  The  firm  of  Lindsay  Bros,  has  an  office  in  Milwaukee, 
and  another  office  in  Minneapolis  ? 

A.    The  firms  are  separate. 
4      Q.     Oh,  I  see. 

A.     They  are  separate  partnership  concerns. 

Q.    You  are  at  Milwaukee? 

A.    At  Milwaukee. 

Q.  What  territory  is  covered  by  your  operations  as  job- 
bers of  the  Johnston  Harvester  Company's  harvesting  ma- 
chinery from  Milwaukee? 

A.  The  state  of  Wisconsin,  the  so-called  Northern  Penin- 
sula of  Michigan,  a  strip  of  northern  Illinois,  and  a  portion 
of  Iowa. 

Q.  Mr.  Lindsay,  in  the  jobbing  of  the  Johnston  Harvester 
Company's  line,  you  sell  to  dealers  throughout  that  territory? 
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A.     Entirely. 

Q.  Have  you  a  list  ol"  the  dealers  in  that  territory  to  whom 
you  sold  harvesting  implements  made  by  the  Johnston  Har- 
vester Company  in  the  year  1912? 

A.    Yes,  I  prepared  a  list  of  them. 

Q.    Will  you  produce  the  list,  please? 

(The  witness  hands  paper  to  Mr.  McHugh.) 

Q.  The  list  that  you  produce  gives  the  names  of  the  towns, 
in  alphabetical  order,  and  opposite  the  name  of  each  town  the 
name  of  the  dealer  to  whom  you  sold  the  goods  ? 

A.    Yes,  sir. 

Q.  Does  this  list  represent  all  the  places  where  you  have 
contracts  with  the  dealers,  or  does  it  represent  the  dealers  to 
whom  you  have  sold  harvesting  implements  made  by  the 
Johnston  Harvester  Company  in  1912? 

A.    It  covers  both. 

Q.    That  is,  it  covers  more  than  the  contracts? 

A.  Yes,  sir:  there  are  some  sales  represented  there  to 
parties  with  whom  we  had  not  drawn  the  formal  contract. 

Q.  Does  every  dealer  whose  name  is  on  this  list  handle,  or 
did  he  buy,  all  of  the  harvesting  implements  of  the  Johnston 
Harvester  Company,  or  does  the  list  include  all  those  who 
bought  any  of  the  Johnston  Harvester  Company's  harvest- 
ing machinery  in  1912  ? 

A.  Simply  those  who  bought  Johnston  harvesting  ma- 
chinery. 

Q.     Of  any  type  of  machine? 

A.  Yes.  I  might  qualify  that  by  saying  that  we  include 
in  the  term  "harvesting  machinery"  mowers,  grain  binders, 
and  corn  binders. 

Q.  So  that  this  list  shows  all  the  dealers  who  in  1912,  in 
the  territory  you  mention,  bought  either  a  Johnston  corn 
binder,  or  a  Johnston  grain  binder,  or  a  Johnston  mower,  or 
more  than  one  of  those  implements? 

A.    It  does;  exactly, 

Q.  Will  you  now  name  the  towns  and  the  dealers  in  the  list 
you  have  produced? 

Mr.  Grosvenor:    I  object  to  that  question  as  immaterial. 

A.  The  list  is  as  follows:  (Whereupon  the  witness  read 
said  list,  which  appears  in  a  separate  volume  of  defendant's 
exhibits.) 
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Cross-Examination  hy  Mr.  Grosvenor. 

Q.  Mr.  Lindsay,  you  job  agricultural  implements  of  many 
kinds? 

A.    Yes,  sir;  a  considerable  number  of  lines  and  makes. 

Q.  What  was  the  total  amount  of  business  done  by  you  in 
the  Johnston  harvesting  lines  in  the  territory  included  within 
the  list  testified  to  by  you  on  direct  examination? 

A.    That  is  to  cover  all  Johnston  machinery,  or — 

Q.  No;  you  have  been  testifying  about  harvesting  ma- 
chinery? 

A.    Harvesting  machinery. 

Q.  And  I  understand  this  list  relates  exclusively  to  har- 
vesting machinery. 

A.    Yes;  purely. 

Q.    Is  that  right? 

A.    Yes,  sir. 

Q.  How  much  business,  in  dollars  and  cents,  in  Johnston 
harvesting  goods — binders,  mowers,  and  corn  binders — did 
you  do  in  the  states  you  have  named,  namely,  Wisconsin, 
Michigan,  northern  Illinois,  and  northern  Iowa? 

A.  I  am  unable  to  give  you  the  exact  figures,  but  in  the 
neighborhood  of  $85,000  or  $86,000. 


M.  H.  SPROUL,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Sproul,  you  are  in  business  in  Greene,  Iowa? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Agricultural  implements  and  lumber. 

Q.  How  much  business  do  you  do  a  year? 

A.  It  runs  from  $80,000  to  $100,000. 

Q.  How  much  business  do  you  do  in  farm  implements, 
vehicles,  and  twine? 

A.  I  should  judge  from  $40,000  to  $50,000.  ' 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.  From  $6,000  to  $7,000 ;  around  about  there. 

Q.  What  line  of  binders  do  you  handle? 

A.  The  Deering. 
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Q.    "WTiat  line  of  sulky  hay  rakes? 

A.     The  Deering. 

Q.    What  line  of  mowers  1 

A.    We  have  the  Dain  and  the  Deering  and  the  Piano. 

Q.    What  hay  loaders  do  you  handle? 

A.    The  Dain. 

Q.    What  side-delivery  rakes? 

A.     The  Keystone. 

Q.    Do  you  handle  a  general  line  of  farm  implements  ? 

A.    We  do. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International  Har- 
vester Company? 

A.    We  do. 

Q.     What  lines  do  you  handle? 

A.  We  have  the  Moline  Plow  Company,  the  Eock  Island 
Plow  Company,  the  Eockford  Manufacturing  Company,  and 
the  Sattley. 

Q.    What  gasoline  engines  do  you  handle? 

A.  We  have  the  Fuller  &  Johnson,  the  I.  H.  C,  and  the 
Associated. 

Q.     How  long  have  you  handled  the  Dain  mower? 

A.     8  or  9  years ;  I  could  not  be  certain  as  to  the  date. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Dain  mower? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  increased  your  purchases  from  that  company? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  Mr.  Sproul,  if  the  International  Harvester  Company 
should  come  to  you  and  impose  on  you  the  condition  that  you 
could  not  handle  their  harvesting  machinery  at  all  unless  you 
quit  handling  the  Dain  mower,  made  by  John  Deere  &  Com- 
pany, or  unless  you  would  increase  your  purchases  from  the 
International  Company  by  buying  this  and  that  or  the  other 
of  their  long  line  of  implements,  what  would  be  the  result  in 
your  case? 
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A.  I  think  I  should  show  the  agent  the  door,  tell  him  we 
could  get  along  without  them. 

Q.  You  say  you  think  you  would.  Is  there  much  doubt 
about  it? 

A.     No,  there  is  no  doubt. 

Q.  Does  the  International  Company  fix  or  attempt  to  fix 
the  retail  price  at  which  you  should  sell  to  the  farmers  the 
goods  you  buy  of  the  company? 

A.     The  retail  price? 

Q.    Yes. 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     The  name  of  your  firm  is  K.  Sproul  &  Company? 

A.    Yes,  sir. 

Q.     How  many  years  have  you  handled  the  Dain  mowers  ? 

A.    I  am  not  positive  of  that ;  7  or  8  years. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.  There  are  the  Deering  and  the  Acme  and  the  McCor- 
mick, 

Q.  Whatare  the  leading  types  in  your  territory?  Of  which 
are  the  most  sold? 

A.     The  most  sold  are  the  Deering. 

Q.    And  after  that? 

A.  The  Acme  and  the  McCormick  were  just  about  the  same 
last  year. 

Q.     How  many  dealers  are  there  in  your  town? 

A.     Three. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  "of  International  make? 

A.     I  should  judge  from  60  to  75  per  cent. 

Q.     That  is  a  very  conservative  estimate,  isn't  it? 

A.  Well,  I  am  safe  in  that;  I  do  not  know  exactly;  I  could 
not  tell. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.     About  half. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.     No,  sir. 
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Re-direct  Examination  by  Mr.  McHugh. 

Q.     How  long  has  the  Acme  been  sold  in  your  townl 

A.     Three  or  four  years ;  I  could  not  say. 

Q.     The  Acme  is  not  made  by  the  International  Company? 

A.     No,  sir. 

Q.  So  the  Acme  Company  went  into  your  territory  about 
three  or  four  years  ago  and  now  sells  as  many  binders  as  the 
McCormick? 

A.    Yes,  sir. 

Q.  The  field  is  open  in  competition  in  your  territory  to  the 
various  makes  of  binders  ? 

A.    You  would  think  so  if  you  were  there  canvassing. 

Q.  The  competition  is  active  as  between  the  International 
lines  and  the  Acme  lines? 

A.    Yes,  sir. 


A.  C.  SCHLUNTZ,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Schluntz,  you  are  in  business  at  Rembrandt,  Iowa  ? 

A.    Yes,  sir. 

Q.     What  is  your  business? 

A.    Agricultural  implements. 

Q.     How  much  business  do  you  do  a  year  ? 

A.    About  $20,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.     I  paid  them  a  little  over  $5,000  in  1912. 

Q.     That  would  be  a  fair  average? 

A.    Yes. 

Q.  So,  you  do  $5,000  of  business  with  the  International 
and  $15,000  a  year  with  other  companies? 

A.    Yes. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle  ? 

A.    I  handle  the  McCormick  line. 

Q.    Do  you  handle  a  general  line  of  farm  implements  ? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and 
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sold  in  competition  with  like  implements  of  the  International? 

A.    I  do. 

Q.  What  lines  do  you  handle?  Do  you  handle  the  Eacine- 
Sattley  goods  ? 

A.  The  Racine-Sattley,  the  Pioneer  Implement  Company, 
and  some  John  Deere  goods. 

Q.     Some  LaCrosse  Plow  Company? 

A.    LaCrosse  Plow  Company. 

Q.     Hayes? 

A.    And  Hayes. 

Q.    Tower? 

A.    And  Tower  goods. 

Q.  Mr.  Schluntz,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  bought  more  goods  of  them? 

A.     Never  said  so  to  me. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    Never. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  on  you  the  condition  that  you  could  not 
handle  their  harvesting  machinery  unless  you  did  increase 
your  purchases  from  the  International,  by  buying  this  and 
that  or  the  other  of  their  long  line  of  implements,  what  would 
be  the  result  in  your  case,  Mr.  Schluntz? 

A.  Why,  it  would  depend  a  good  deal  on  the  size  of  the 
man  who  made  the  proposition,  I  guess. 

Q.  The  great  question  would  be  determined  by  that.  If 
he  was  a  smaller  man  than  you  are,  what  would  happen? 

A.  I  would  not  know  just  what  I  would  do.  I  would  not 
buy  any  more  goods  of  them;  I  do  not  believe  I  would. 

Q.    You  are  not  in  any  serious  doubt  about  that? 

A.     Oh,  no,  I  am  in  no  serious  doubt  about  it. 

Q.  You  do  business  in  Eembrandt  and  sell  in  the  territory 
round  about  your  city? 

A.    I  do. 

Q.  Is  the  Independent  line  of  harvesting  machinery  sold 
at  or  near  your  town? 

A.  There  are  Independent  goods  sold  at  Long  Grove,  Iowa, 
that  I  know  of. 

Q.    How  far  is  that  from  your  town? 

A.     It  is  nine  miles. 

Q.  And  is  the  Acme  line  of  harvesting  machinery  handled 
round  about  your  town? 
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A.     The  Acme  is  handled  within  14  miles  from  me,  and  at  1 
a  town  named  Storm  Lake. 
Q.    And  you  meet  those  in  competition? 
A.     Oh,  yes. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Are  you  the  only  dealer  in  your  town? 

A.  I  am. 

Q.  And  the  only  harvesting  implements  sold  in  your  town 
are  those  of  the  International?  2 

A.  Yes. 

Q.  What  are  the  leading  binders  in  your  territory? 

A.  The  McCormick. 

Q.  Are  the  Deerings  sold  there  also  in  your  territory? 

A.  They  are  in  my  territory,  but  not  out  of  my  town. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.  I  would  have  to  guess  at  that;  about  80  per  cent.,  at 
least. 

Q.  And  probably  more  ? 

A.  I  would  make  a  guess  at  it.  3. 

Q.  What  per  cent,  of  the  mowers  are  International? 

A.  The  percentage  would  be  a  little  smaller,  I  should 
judge,  in  mowers. 

Q.  About  75  per  cent.? 

A.  Somewhere  around  there. 

Q.  Are  there  any  corn  binders  sold  in  that  territory? 

A.  Very  few, 

Q.  What  per  cent,  of  the  sulky  rakes  are  International? 

A.  I  should  judge  about  65  or  70  per  cent. 

Q.  What  per  cent,  of  the  twine  is  International?  . 

A.  About  40  per  cent. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.  The  Acme  is  tendered  to  the  farmers ;  they  canvass  the 
farmers  for  the  Acme,  where  it  is  handled? 

A.  They  do. 

'   Q.  And  the  farmers  are  canvassed  to  buy  the  Independent 
line? 

A.  Yes. 

Q.  So  that  the  competition  is  there? 
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1  A.    It  is. 

Q.    And  the  field  is  open  for  competition? 
A.    It  is,  certainly. 

THOMAS  U.  EIGHABDS,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  EoMmination  by  Mr.  MeHugh. 

Q.    Mr.  Richards,  you  are  in  business  at  LaPorte,  Iowa? 

2  A.    I  am. 

Q.    What  is  your  business? 

A.    Implements  and  coal. 

Q.    How  much  business  do  you  do  a  year  all  told? 

A.    The  last  year,  about  $50,000  to  $60,000. 

Q.    How  much  business  do  you  do  in  farm  implements? 

A.  I  can  tell  you  how  much  coal  I  sold.  I  sold  65  cars  of 
coal,  that  averaged  about  30  tons  to  the  car,  and  an  average 
price  of  about  $6  per  ton. 

Q.    You  are  away  beyond  me  already.     That  would  be 
o  about  $6,000,  my  mathematical  friend  tells  me. 

Mr.  Grosvenor :  That  must  be  Mr.  Darling — or  I  guess  it 
was  Remy. 

The  Witness :  That  is  just  an  estimate ;  it  may  not  be  ac- 
curate, but  it  is  very  nearly  so. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company? 

A.  I  did  between  $10,000  and  $12,000  last  year ;  paid  them 
that  much  cash. 

Q.    That  represented  your  purchases  from  the  company? 

A.    Yes. 
4      Q.'   What  line  of  binders  do  you  handle? 

A.     The  McCormick. 

Q.     What  line  of  sulky  hay  rakes  ? 

A.    The  Emerson  and  the  McCormick. 

Q.     What  line  of  mowers? 

A.  The  MoGormick,  and  the  Standard — ^made  by  the 
Emerson. 

Q.    What  hay  loaders  do  you  handle? 

A.  The  Dain  and  the — I  have  not  a  contract  with  the  Dain 
this  year,  but  this  was  last  year.  I  had  the  Dain  and  the  In- 
ternational, and  this  year  I  also  have  the  Rock  Island. 

Q.     What  side-delivery  rakes  do  you  handle? 

A.    The  C.  B.  &  Q.  and  the  Osborne, 


Thomas  U.  Richards,  Direct  Examination.  323 

Q.    Do  you  handle  a  general  line  of  farm  implements  1 

A.    I  do. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International! 

A.    I  do. 

Q.    What  lines  in  general  do  you  handle  1 , 

A.  The  Case,  the  Moline,  the  Janesville,  and  the  Tower  cul- 
tivators. 

Q.     Some  Gale? 

A.  Gale,  yes ;  and  a  few  others  that  I  may  not  mention ;  I 
can't  remember  all  of  them. 

Q.     What  gasoline  engines  do  you  handle? 

A.  The  Fuller  &  Johnson,  the  Stover,  the  Fairbanks- 
Morse,  the  International,  the  Sandow,  and  the  Waterloo  Boy. 

Q.  How  long  have  you  handled  the  Emerson  mower  and 
the  Emerson  rake? 

A.    This  is  the  second  year. 

Q.     What  manure  spreaders  do  you  handle? 
.  A.     The  Eobinson,  the  International,    the    Litchfield,    the 
Smith  or  Great  Western. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  Mr.  Richards,  if  the  International  Harvester  Company 
should  come  to  you  and  impose  the  condition  that  you  could 
not  handle  their  harvesting  machinery  at  all  unless  you  quit 
handling  the  Emerson  line  of  mowers  and  rakes,  or  unless  you 
would  agree  to  increase  your  purchases  from  the  Interna- 
tional by  buying  this  and  that  or  the  other  of  their  long  line 
of  implements,  what  would  be  the  result  in  your  case  ? 

A.    I  would  drop  them. 

Q.    You  would  drop  the  International? 

A.    Yes. 

Q.  Is  the  Acme  line  of  harvesting  machinery  handled  in 
your  town? 

A.    Yes,  sir. 

Q.  And  there  is  competition  between  the  Acme  and  the 
other  lines  of  harvesting  machinery? 

A.    Yes,  sir. 
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Cross-Exammation  by  Mr.  Grosvenor. 

Q.    How  long  have  you  been  in  business  at  LaPorte  City  ? 

A.    At  LaPorte — this  is  my  second  year. 

Q.  So  that  you  have  been  engaged  in  the  agricultural  im- 
plement business  at  that  town  for  only  one  season? 

A.    At  LaPorte,  yes. 

Q.  And  for  that  one  season  from  $10,000  to  $12,000  or 
rnore  of  your  business  in  implements  was  with  the  Interna- 
tional Harvester  Company? 

2  A.    Yes ;  about  $10,000  or  $12,000. 

Q.  What  was  your  total  implement  business  for  that  one 
year? 

A.  It  would  run  from  $50,000  to  $60,000,  including  thresh- 
ing machinery. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.    Yes",  in  settlement  of  commission  goods. 

Q.     Given  when — last  fall? 

A.    Last  fall;  yes,  sir. 

Q.    How  many  dealers  are  there  in  LaPorte? 

A.     Two,  with  myself. 

3  Q.     What  harvesting  lines  does  the  other  dealer  carry? 
A.     They  have  the  Acme  and  the  Deering.    I  don't  know 

whether  they  have  the  John  Deere  or  not. 

Q.  Did  you  succeed  some  previous  dealer  in  your  town 
who  had  been  carrying  the  McC'ormick? 

A.    Yes,  sir. 

Q.  Then  you  found  that  in  your  town  the  leading  binders 
and  mowers  were  the  McCormick  and  the  Deering? 

A.     Yes,  sir. 

C.  H.  MYERS,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Myers,  you  are  in  business  at  Dike,  Iowa? 

A.  Yes,  sir. 

Q.  What  is  your  business,  please? 

A.  Farm  implements. 

Q.  How  much  business  do  you  do  a  year? 

A.  From  about  $12,000  to  $15,000. 
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_  Q.  How  much  business  do  you  do  a  year  with  the  iHterna-   1 
tional  Harvester  Company? 

A.  Between  $2,000  and  $3,000. 

Q.  So,  from  one-fifth  to  one-sixth  of  your  business  is  done 

with  the  International  Harvester  Company? 

A.  About  that,  yes. 

Q.  What  line  of  binders  do  you  handle? 

A.  I  handle  the  Deering  and  the  Acme. 

Q.  What  line  of  sulky  hay  rakes  do  you  handle? 

A.  The  Acme. 

Q.  That  is  the  only  hay  rake? 

A.  I  handled  some  of  the  Deering  rakes  last  year.  2 

Q.  You  had  Deering  rakes  and  Acme  rakes  last  year? 

A.  Last  year,  yes,  sir.  This  year  I  handle  the  Acme  ex- 
clusively. 

Q.  What  line  of  mowers  do  you  handle? 

A.     The  Osborne. 

Q.  That  is  the  only  mower  you  handle? 

A.  That  is  the  only  mower,  yes,  sir.    Well,  the  Acme,  too. 

Q.  I  judge  you  do  not  sell  many  Acme  mowers. 

A.  Not  very  many;  no,  sir;  not  any. 

Q.  You  have  them  there  for  sale?  o 

A.  Yes,  sir. 

Q.  And  they  are  offered  there  to  the  farmers? 

A.  Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements? 

A.  Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International? 

A.  Yes,  sir. 

Q.  What  line  do  you  handle? 

A.  I  handle  the  Bock  Island  goods,  the  Hayes  planters  and  4. 
cultivators.  ' 

Q.  What  wagons  do  you  handle? 

A.  The  Pekin. 

Q.  What  manure  spreaders? 

A.  The  Success  and  the  Great  Western. 

Q.  The  Success  made  by  the  John  Deere  Company? 

A.  The  John  Deere  Company,  yes,  sir. 

Q.  What  cream  separators  do  you  handle? 

A.  The  DeLaval. 

Q.  What  gasoline  engines  do  you  handle? 

A.  The  Associated,  the  Ever  Ready. 

Q.  How  long  have  you  handled  the  Acme  line? 


*^26  C.  H.  Myers,  Cross-Examination. 

A.    This  is  the  third  year. 

Q.    Have  you  done  much  business  in  the  Acme  line? 

A.     No,  not  very  much. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery  un- 
less you  bought  more  goods  of  them? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.    No,  sir,  not  that  I  know  of. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle 
their  harvesting  machinery  unless  you  did  agree  to  quit  the 
Acme,  or  unless  you  did  agree  to  increase  your  purchases 
from  the  International  by  buying  this,  that  or  the  other  of 
their  long  line  of  implements,  what  would  be  the  result  in  your 
case? 

A.    I  would  probably  tell  them  to  get  out. 

Q.     Is  there  very  much  doubt  about  it? 

A.    I  think  not. 


Cross-Examination  by  Mr.  Grosvenor.   ■■ 

Q.  How  many  Acme  binders  did  you  sell  in  1912? 

A.  Three. 

Q.  How,  many  of  the  Deering? 

A.  Seven. 

Q.  How  many  Acme  mowers  did  you  sell? 

A.  None. 

Q.  How  many  Deerings? 

A.  I  did  not  sell  any  Deering;  I  sold  the  Osborne. 

Q.  How  many  Osborne? 

A.  I  think  I  sold  4. 

Q.  What  are  the  leading  binders  and  mowers  in  your  terri- 
tory? 

A.  The  McCormick  and  the  Osborne  in  our  vicinity. 

Q.  And  after  them  comes  the  Deering? 

A.  Very  few  Deerings  have  been  sold  in  our  vicinity. 

Q.  I  thought  you  said  you  sold  7  Deerings? 

A.  Binders ;  not  mowers. 

Q.  Now  let  us  take  up  binders  again.  What  are  the  lead- 
ing binders  in  your  territory? 

A.  The  McCormick  and  the  Deering. 
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Q.    And  the  Osborne?  1 

A.    WeU,  no. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 

A.  A  very  small  percentage  of  other  makes  of  binders  is 
sold  outside  of  the  McCormick  and  the  Deering. 

Q.    It  would  be  90  per  cent.,  at  least,  International? 

A.    I  should  think  so ;  yes,  sir. 

Q.  You  say  the  McCormick  and  the  Osborne  mowers  are 
the  leading  mowers? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  mowers  are  International?  2 

A.    I  should  say  about  the  same  percentage. 

Q.    Are  any  corn  binders  sold  around  there? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.  In  our  vicinity,  tributary  to  my  town,  they  are  nearly 
all  McCormick  and  Deering. 

Q.     Practically  100  per  cent.  International  ? 

A.  I  don't  know  as  it  would  be  100  per  cent. ;  in  fact  I  don't 
kjiow  of  any  other  corn  binders  being  sold  in  that  vicinity. 

Q.    It  would  be  95  per  cent.,  then?  o 

A.    Yes.  ^ 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.     I  should  say  from  about  40  to  50  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     Quite  a  large  percentage. 

Q.     75  per  cent.? 

A.    Yes,  I  should  say  so. 

Q.     85  per  cent.? 

A.    I  should  say  about  that ;  it  would  be  all  of  that. 

Q.    All  of  85  per  cent.?  4 

A.    Yes,  sir ;  75  to  85  per  cent. 

Re-direct  EoMmination  by  Mr.  McHugJi. 

Q.  You  say  that  practically  all  the  corn  binders  sold  are 
of  International  make? 

A.  Yes. 

Q.  Not  very  many  corn  binders  are  sold  in  your  territory? 

A.  Not  very  many;  no,  sir. 

Q.  It  is  not  a  strong  corn  binder  territory? 

A.  No,  sir. 
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1  Q.    It  is  not  canvassed,  then,  by  the  competitors  ? 
A.    No. 

Q.    You  handled  the  Acme  rake  and  the  Deering  rake.    Of 
which  did  yon  sell  the  more  ? 
A.     The' Acme. 

C.  H.  McMAHON,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

2  Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  McMahon,  you  are  in  business  at  State  Center, 
Iowa? 
A.    Yes,  sir. 

Q.    What  is  your  business? 
A.     Hardware  and  implements. 
Q.     How  much  business  do  you  do  a  year? 
A.    $30,000. 

Q.     How  much  business  do  you  do  a  year  in  implements? 
A.     Between  $16,000  and  $16,500. 

3  Q.     How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.     Close  to  $4,000. 

Q.  So,  about  a  quarter  of  your  implement  business  is  with 
the  International,  and  three-quarters  with  other  companies? 

A.     Yes. 

Q.     What  line  of  binders  do  you  handle? 

A.     I  handle  the  Deering. 

Q.     What  line  of  sulky  hay  rakes  do  you  handle? 

A.  I  handle  the  Dain,  made  by  the  John  Deere  Plow  Com- 
pany, and  also  the  Deering. 

4  Q.     What  line  of  mowers  do  you  handle? 
A.     I  handle  the  Dain  and  the  Deering. 

Q.     Do  you  handle  a  general  line  of  farm  implements? 

A.     Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International? 

A.     Yes,  sir. 

Q.     What  lines  do  you  handle? 

A.  I  handle  the  John  Deere  and  the  Hayes  and  the  Mo- 
line. 
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Q.  How  long  have  you  handled  the  Dain  mower  and  the 
Dain  rake? 

A.     Two  years. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  John  Deere  line  of  mowers  and 
rakes  ? 

A.    No,  sir, 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  did  less  business  with  their  competitors? 

A.     No,  sir. 

Q.  Mr.  McMahon,  if  the  International  Harvester  Com- 
pany should  come  to  you  and  impose  the  condition  that  you 
could  not  handle  their  harvesting  machinery  unless  you  quit 
handling  the  Dain  rake  and  the  Dain  mower,  or  unless  you 
would  agree  to  increase  your  purchases  from  the  Interna- 
tional Company  by  buying  this  and  that  or  the  other  of  their 
long  line  of  implements,  what  would  be  the  result  in  your 
case? 

A.    I  would  take  up  another  line. 

Q.  That  means  you  would  quit  handling  the  International 
business? 

A.    Yes,  sir. 

Q.  Is  the  Acme  line  of  harvesting  machinerv  sold  at  State 
Center? 

A.     Yes,  sir. 

Q.  And  is  the  Independent  Harvester  Company's  line  of 
harvesting  machinery  sold  at  State  Center? 

A.    Yes,  sir. 

Q.     Is  competition  active? 

A.     Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     The  name  of  your  firm  is  McMahon  &  Son? 
A.     Yes,  sir. 

Q.     Does  the  International  hold  any  of  the  notes  of  your 
firm? 
A.    No,  sir. 
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1      Q.    Or  the  notes  of  either  of  the  individual  partners? 
A.    No,  sir. 

Q.    How  many  dealers  are  there  in  State  Center? 

A.     There  are  three  besides  the  Independent. 

Q.    The  Independent  firm  is  in  business  only  in  a  small 
way;  is  that  not  correct? 

A.     They  are  doing  a  thriving  business,  apparently. 

Q.    Do  you  mean  a  thriving  business  selling  machinery,  or 
selling  stock? 

A.    Well,  they  have  been  putting  out  quite  a  good  deal  of 
J  machinery. 

Q.    Now  taking  the  three  regular  dealers,  does  one  of  the 
dealers  handle  the  McCormick  lines? 

A.    Yes,  sir. 

Q.    And  you  handle  the  Deering  lines? 

A.    Yes,  sir. 

Q.    And  the  third  man  handles  the  Acme? 

A.    Yes,  sir. 

Q.    What  are  the  leading  lines  of  binders  in  your  territory? 

A.     The  Deering  and  the  Acme. 

Q.     The  same  thing  is  true  of  the  mowers? 
[      A.    Yes. 

Q.    Are  any  corn  binders  sold  around  there? 

A.     Not  very  many. 

(A  recess  was  here  taken  until  2:00  o'clock  P.  M.) 

F.  A.  STAMBAUGH,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Stambaugh,  you  live  in  Chicago  ? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.  I  am  manager  of  the  farm  iifiplement  department  of 
Sears,  Roebuck  &  Company. 

Q.  In  a  general  way  what  is  the  business  done  by  Sears, 
Roebuck  &  Company? 

A.     We  sell  direct  to  the  consumer,  through  catalogue. 

Q.     It  is  what  is  known  as  a  catalogue  house? 

A.     Yes,  sir;  a  mail-order  house. 

Q.     And  sells  by  mail-order  ? 

A.    Yes. 
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Q.  And  it  is  the  largest  institution  of  its  kind  in  the  coun- 
try— in  any  country,  is  it  not? 

A.     According  to  reputation,  so  far  as  I  know. 

Q.  And  the  house  of  Sears,  Eoebuck  &  Company  sell  di- 
rectly to  the  consumer  a  great  variety  of  articles? 

A.     Almost  everything,  I  believe,  with  a  few  exceptions. 

Q.     And,  among  other  things,  it  sells  farm  implements? 

A.     Yes,  sir.    . 

Q.  And  you  are  in  charge  of  the  department  of  Sears, 
Eoebuck  &  Company  which  sells  farm  implements? 

A.    I  am. 

Q.    How  long  have  you  been  in  charge  of  that  department? 

A.    A  little  over  five  years. 

Q.  Your  method  of  selling  farm  implements  is  selling  them 
direct  to  the  consumer,  and  not  through  dealers? 

A.    It  is. 

Q.    What  implements  do  Sears,  Roebuck  &  Company  sell? 

A.  We  sell  what  I  believe  is  a  complete  line  of  tillage  im- 
plements, such  as  plows,  harrows,  planters,  cultivators,  rakes, 
manure  spreaders. 

Q.     Do  Sears,  Eoebuck  &  Company  sell  gasoline  engines? 

A.     They  do. 

Q.     Cream  separators? 

A.    Yes,  sir. 

Q.  Have  you  been  with  Sears,  Eoebuck  &  Company  for  the 
past  ten  years? 

A.     I  have  been  with  them  over  twelve  years. 

Q.  What  has  been  the  growth  of  the  business  of  Sears, 
Eoebuck  &  Company  in  farm  implements  in  the  past  ten 
years  ? 

A.  I  could  not  say  definitely  for  the  ten  years,  but  I  can 
speak  back  as  far  as  1908. 

Q.  From  the  time  you  become  manager  of  that  depart- 
ment? 

A.    Yes. 

Q.     Tell  us  the  story  since  then. 

A.  Our  business  up  to  the  present  time  in  my  department 
has  about  doubled.  There  has  been  an  increase  of  about  100 
per  cent,  since  1908. 

Q.  How  much  business  do  Sears,  Eoebuck  &  Company  do 
in  farm  implements,  including  gasoline  engines  and  cream 
separators? 

A.    I  would  say  approximately  between  3  and  4  million 

dollars. 
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Q.  Plas  Sears,  Roebuck  &  Company  bougM  a  factory  and 
do  they  make  farm  implements? 

A.  Yes,  we  own  one  factory  where  we  make  most  of  our 
implements. 

Q.  Are  you  experimenting  with  reference  to  the  manufac- 
ture of  mowers'? 

A.    We  are. 

Q.  And  the  purpose  is,  when  your  mower  is  perfected,  to 
manufacture  and  sell  mowers  in  addition  to  the  implements 
you  now  sell? 

A.    Yes,  if  conditions  are  satisfactory  at  that  time. 

Q.  Have  you  a  table  showing  the  output  of  Sears,  Roe- 
buck &  Company  in  these  various  implements,  by  years  ? 

A.     I  have  a  memorandum  to  that  effect. 

Q.    Will  you  produce  it,  please? 

(The  witness  hands  paper  to  Mr.  McHugh.) 

Q.  Does  this  memorandum  correctly  state  the  output  of 
Sears,  Roebuck  «&  Company  in  the  various  lines  of  implements 
as  indicated,  for  the  years  as  indicated? 

A.  It  is  a  transcript  of  our  records,  and  so  far  as  I  know 
it  is  correct. 

Q.    Please  read  the  statement  into  the  record. 

Mr.  Grosvenor :    It  is  objected  to  as  immaterial. 

A.     The  statement  is  as  follows: 

1907       1908       1909       1910       1911       1912 


Disc  Harrows 

780 

757 

1,061 

1,519 

2,860 

4,159 

D.  T.     " 

707 

623 

708 

700 

1,020 

1,345 

Peg        "   Sec. 

3,648 

3,135 

4,403 

5,553 

9,954 

12,434 

Planters 

735 

547 

887 

1,623 

3,501 

4,708 

Cultivators 

5,089 

5,630 

8,510 

10,659 

11,528 

Spreaders 

335 

448 

1,553 

1,218 

Hay  Presses 

327 

541 

619 

Feed  Cutters 

1,360 

1,710 

2,413 

3,436 

4,341 

3,767 

' '     Grinders 

1,380 

1,350 

1,893 

2,702 

3,322 

3,297 

Corn  Shellers 

1,775 

1,523 

2,074 

2,565 

2,756 

2,397 

Grain  Drills 

111 

192 

263 

386 

L.  Rollers 

207 

161 

209 

175 

398 

341 

Hay  Loaders 

Est. 

12 

34 

25 

15 

Gaso.  Eng. 

500 

2,400 

4,730 

7,795 

9,012 

Cream  Sept.     ■ 

41,377 

35,807 

32,716 

34,792 

29,172 

32,686 

Q.    I  suppose  it  is  a  matter  of  public  record,  Mr.  Stam- 
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baugh,  but  what  is  the  capital  stock  of  Sears,  Eoebuck  &  1 
Company? 

A.  It  is  a  matter  of  public  record.  I  believe  it  is  fifty 
millions. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    You  have  never  sold  any  binders,  have  you? 

A.    We  have  not. 

Q.     Or  corn  binders? 

A.    We  have  not. 

Q.     Or  mowers  ?  ■^ 

A,    Not  for  the  last  12  years. 

Q.    Did  you  sell  mowers  12  years  ago? 

A.  When  I  first  went  with  the  concern  we  were  buying 
mowers  in  a  small  way,  but  the  manufacturer  went  out  of 
business  at  that  time  and  I  believe  we  have  sold  none  since. 

Q.    You  do  not  sell  any  sulky  hay  rakes  ? 

A.    Yes. 

Q.     They  are  not  given  on  this  list? 

A.  No.  That  list  is  not  complete;  it  does  not  comprise 
everything  sold  by  us.  3 

Q.  How  many  sulky  hay  rakes  do  you  sell  in  the  course  of 
a  season? 

A.  I  would  have  to  speak  approximately  on  that.  I  would 
say  approximately  500. 

Q.    Who  makes  them  for  you? 

A.    We  make  them  ourselves,  at  the  present  time. 

Q.    At  this  factory  you  mean? 

A.    Yes. 

Q.    Where  is  that  located? 

A.    At  Bradley,  Illinois. 
-     Q.    What  is  the  name  of  the  factory?  4 

A.     The  David  Bradley  Manufacturing  Works. 

Q.    Do  you  sell  binder  twine? 

A.  Not  in  my  department.  I  have  never  had  any  experi- 
ence in  binder  twine. 

Q.    You  do  not  sell  tedders,  do  you? 

A.  Only  in  a  small  way.  We  buy  tedders  to  fill  orders  as 
we  receive  them— very  few  of  them, 

Q.    And  from  whom  do  you  buy  tedders  ? 

A.  The  E.  B.  Howell  Company,  of  Minneapolis,  Minne- 
sota. 
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1       Q.    Your  company  sells  most  everything  under  the  sun, 
doesn't  it? 

A.    I  believe  pretty  near.    There  are  some  exceptions,  as 
I  said. 

W.  M.  HUNTER,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  McHugh. 

2 

Q.     Mr.  Hunter,  you  are  in  business  at  Allison,  Iowa! 
A.    Yes,  sir. 

Q.    What  is  your  business? 
A.     Lumber,  coal,  and  farm  implements. 
Q.    How  much  business  do  you  do  a  year? 
A.    About  $40,000. 

Q.    How  much  business  do  you  do  a  year  in  farm  imple- 
ments, counting  vehicles  and  twine? 
A.    About  $19,000  or  $20,000. 
Q.    How  much  business  do  you  do  a  year  with  the  Interna- 

3  tional  Harvester  Company? 

A.  About  half  of  that  is  implement  business. 

Q.  What  line  of  binders  do  you  handle? 

A.  The  Deering. 

Q.  What  line  of  sulky  hay  rakes! 

A.  The  Deering. 

Q.  What  line  of  mowers? 

A.  The  Dain  and  the  Deering. 

Q.  How  long  have  you  handled  the  Dain  mower? 

A.  This  is  the  second  year. 

Q.  Have  you  had  any  sale  of  the  Dain  mower? 

4  A.  I  think  I  have  sold  one  mower. 

Q.  You  do  not  handle  the  Dain  rake? 

A.  I  handle  the  Dain  side-delivery  rake. 

Q.  The  Dain  side-delivery  rake? 

A.  Yes. 

Q.  And  you  have  a  sale  on  those? 

A.  Oh,  yes. 

Q.  How  about  hay  loaders? 

A.  Principally  the  Dain. 

Q.  You  handle  a  general  line  of  farm  implements? 

A.  Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farjn  implements  other 
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than  harvesting  machinery  made  by  other  companies  and  sold  1 
in  competition  with  like  implements  of  the  International  1 

A.    I  do. 

Q.    What  lines  do  you  handle? 

A.  The  Rock  Island,  the  Deere,  the  Parlin  &  Orendorff, 
and  the  International. 

Q.    What  wagons? 

A.     The  Stoughtou,  the  International  and  the  Moline. 

Q.    What  manure  spreaders? 

A.  The  Eobinson,  the  Great  Western  made  by  the  Rock 
Island  Company,  and  the  International. 

Q.    What  planters  do  you  handle?  2 

A.     The  Hayes  and  the  Deere. 

Q.  Mr.  Hunter,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  quit  handling  the  Dain  rakes? 

A.    No. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery  un- 
less you  bought  more  goods  of  them? 

A.    No,  never. 

Q.    Never  have  done  that.    Your  purchases  of  the  Interna-  o 
tional  Harvester  Company  are  not  under  any  such  compulsion 
as  that? 

A.     Oh,  no;  no,  sir. 

Q.  Has  the  International  Company  ever  said  to  you  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
did  less  business  with  their  competitors? 

A.     No,  sir ;  oh,  no. 

Q.  Mr.  Hunter,  if  the  International  Harvester  Company 
should  come  to  you  and  impose  on  you  the  condition  that  you 
could  not  handle  their  harvesting  machinery  at  all  unless 
you  did  quit  handling  the  Dain  loader  and  the  Dain  rake,  or  4 
unless  you  did  agree  to  buy  more  goods  of  the  International, 
what  would  be  the  result  of  that? 

A.    I  would  be  compelled  to  drop  them. 

Q.    Is  the  Acme  harvesting  line  sold  at  Allison,  Iowa? 

A.    Yes,  sir. 

Q.    And  is  it  handled  at  any  town  near  Allison  as  well? 

A.  Oh,  yes.  It  is  handled  quite  extensively  at  Waverly, 
to  my  knowledge. 

Q.     So  that  the  competition  is  strong — 

A.    Yfes. 

Q.     In  that  territory,  as  between  the  Acme  and  the  Inter- 
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1  national  makes  of  machinery? 

A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Witness,  how  many  dealers  are  there  in  Allison  1 
A.    There  are  really  three  at  the  present  time. 
Q.    What  harvesting  lines  do  the  other  two  dealers  handle? 
A.     One  of  the   others  handles  the  McCormick  and  the 
Acme,  and  the  other  dealer  really  does  not  handle  the  har- 

2  vester  at  the  present  time ;  he  did  handle  the  Milwaukee. 

Q.  What  are  the  leading  types  of  binders  in  yonr  terri- 
tory? 

A.    The  Deering  and  the  McCormick. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make,  which  includes  not  only  the  Deering 
and  the  McCormick,  but  also  the  Milwaukee,  the  Piano,  the 
Champion,  and  the  Osborne, 

A.  I  would  be  able  only  to  estimate  that.  I  should  say  75 
or  80  per  cent,  of  all  the  binders  sold. 

Q.    What  per  cent,  of  the  mowers  are  International? 

3  A.     Something  less  than  that ;  perhaps  70  per  cent. 
Q.     How  many  Dain  mowers  did  you  sell  in  1912? 
A.    I  think  I  sold  one. 

Q.    How  many  International  mowers? 

A.  My  recollection  is  that  I  sold  six  or  seven  Deering 
mowers. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     That  is,  of  all  the  sales  in  the  town? 

Q.    Yes,  and  in  the  territory  in  which  you  do  business. 

A.  I  should  think  perhaps  about  the  same  per  cent.;  per- 
.  haps  not  over  70  per  cent.  The  Plymouth  is  sold  largely 
there. 

Q.    Do  you  handle  International  spreaders? 

A.    I  do. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.     I  do  not  think  it  would  exceed  50  per  cent. 

Mr.  McHugh :  Q.  The  Acme,  then,  does  about  20  per  cent, 
of  the  binder  business  in  the  territory  round  about  you? 

A.  Well,  it  did  formerly;  in  1911  they  were  quite  exten- 
sively sold. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.     Not  that  I  remember,  at  the  present  time. 
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Q.    I  do  not  mean  necessarily  notes  that  are  already  due,  1 
but  does  the  International  hold  any  notes  that  you  have 
given  for  goods  received  by  you  and  not  sold? 

A.     No,  sir,  I  think  not. 


JOHN  A.  JOHNSTON,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Johnston,  you  are  in  business  at  Eldora,  Iowa? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.    Farm  implements. 

Q.    How  much  business  do  you  do  a  year? 

A.     It  runs  from  about  $37,000  to  $43,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.    It  runs  from  $9,000  to  $13,000. 

Q.  What  lines  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.  The  Deering  binder,  the  Deering  mowers,  the  Deering 
hay  rake,  and  the  Dain  hay  rake. 

Q.    What  hay  loaders  ? 

A.    The  Dain  and  the  Keystone. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A,    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.    In  what? 

Q.  I  was  not  going  into  all  the  implements.  What  manure 
spreaders  ? 

A.    We  handle  the  Litchfield  and  the  20th  Century. 

Q.    What  cream  separator? 

A.    The  DeLaval. 

Q.    What  cultivators? 

A.    The  Ohio  and  the  Sattley. 

Q.    What  harrows,  drag? 

A.     The  Vaughan  and  the  Sattley. 

Q.    What  disc  harrows  ? 


338  John  A.  Johnston,  Cross-Examination. 

A.     The  Janesville  and  the  Keystone. 

Q.    What  planters? 

A.     The  Sattley  and  the  Hayes. 

Q.  How  long  have  you  handled  the  Dain  side-delivery 
rake  and  the  Dain  hay  loader? 

A.     12  years. 

Q.    How  long  have  you  handled  the  Deering  line? 

A.    The  Deering  line,  about  10  years. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you,  Mr.  Johnston,  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  quit  handling  the  Dain  side-delivery 
rake  or  hay  loader? 

A.    No,  sir, 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  them? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  put  to  you  the  condition  that  you  could  not  handle 
their  harvesting  machinery  at  all  unless  you  did  increase  your 
purchases  from  the  company  by  buying  this  and  that  or  the 
other  of  their  long  line  of  implements,  what  would  be  the  re- 
sult in  your  case  ? 

A.    I  would  ask  them  to  check  accounts. 

Q.  Is  the  Acme  line  of  harvesting  machinery  handled  at 
Eldora? 

A.    Yes,  sir. 

Q.     Is  the  Emerson  mower  on  sale  at  Eldora? 

A.    Yes,  sir. 

Q.    And  the  Emerson  rake  as  well? 

A.     No,  sir,  I  think  not. 

Q.    Is  the  Acme  handled  at  Steamboat  Rock? 

A.    Yes,  sir. 

Q.     That  is  how  far  from  Eldora? 

A.    Four  and  a  half  miles. 

Q.    Is  competition  active? 

A.    Yes. 

Q.    Are  the  farmers  solicited  to  buy  all  these  makes? 

A.    Yes,  sir. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.     Mr.  Johnston,  how  many  dealers  are  there  in  Eldora? 
A.     Two. 
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Q.     Does  the  other  dealer  handle  any  of  the  International  1 
harvesting  lines? 

A.    Yes,  sir. 

Q.    What  lines? 

A.    Of  the  harvester? 

Q.    Yes. 

A.    They  handle  the  McCormick. 

Q.    Who  handles  the  Acme? 

A.     The  same  dealer. 

Q.  So  that  the  leading  types  of  binders  in  your  territory 
are  the  McCormick  and  the  Deering? 

A.    I  would  say  so.  2 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.  You  are  asking  a  pretty  hard  question.  That  I  could 
not  say. 

Q.     It  is  at  least  75  per  cent.,  isn't  it? 

A.     I  would  not  say  the  per  cent.,  because  I  do  not  know. 

Q.     You  sell  only  Deering,  don't  you? 

A.    Yes,  sir. 

Q.     The  other  man  sells  both  the  McCormick  and  the  Acme  ? 

A.     Yes,  sir.    He  has  just  started  to  handle  the  Acme.    The  ^ 
Acme  was  never  handled  there  until  this  year.    He  has  writ- 
ten  the  contract  and  I  don't  know  whether  he  has  sold  any 
or  not. 

Q.    He  did  not  sell  any  Acme  last  year? 

A.     No,  sir. 

Q.  Then,  the  only  lines  that  were  sold  in  your  town  last 
year  were  International? 

A.    Yes,  sir.    No,  the  Independent. 

Q.    How  many  Independent  were  sold? 

A.     I  do  not  know. 

Q.    How  many  did  you  sell?  4_ 

A.    We  sold  9,  I  think  it  was. 

Q.  It  would  be  safe  to  say  that  90  per  cent,  of  the  binders 
last  year,  anyway,  in  your  territory  were  International;  is 
not  that  the  fact? 

A.     I  would  not  say,  because  I  do  not  know. 

Q.     Can't  you  give  any  estimate  or  opinion  in  the  matter? 

A.     Now  you  are  guessing  at  it  that  way. 

Q.  Do  you  follow  the  sales  among  the  farmers,  made  by 
yourself  and  your  competitors? 

A.     No — not  any  of  the  others. 

Q.  Whom  else  have  you  in  your  place  of  business  ?  Do  you 
make  sales  yourself? 
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A.  Sometimes.  I  have  a  partner  and  a  man.  Of  our  own 
1  do,  yes. 

Q.  You  do  not  follow  the  sales  or  the  conditions  in  your 
territory  sufficiently  close  for  you  to  form  a  judgment  as  to 
what  per  cent,  of  the  sales  are  International? 

A.    No,  sir. 

Q.    Who  asked  you  to  come  here  to  testify? 

A.     The  International. 

Q.    Where? 

A.    Where  what? 

Q.    Where  were  you  asked? 

A.    Asked  at  home. 

Q.     To  come  to  testify? 

A.    Yes,  sir. 

Q.  Were  you  asked  by  the  International  to  come  here  to 
Chicago  to  testify  for  them? 

A.    At  Eldora. 

Q.     Have  you  ever  been  in  Chicago  before? 

A.    No,  sir.    Yes,  I  was,  too,  about  15  years  ago. 

Q.    And  your  expenses  are  paid  to  come  here,  are  they  not? 

A.     That  is  what  I  understand. 

Q.  Does  that  have  any  effect  upon  you  in  making  you  dis- 
inclined to  state  the  percentages? 

A.    No,  sir;  because  I  do  not  know  for  sure. 

Q.     You  mean  you  never  reckoned  it  up? 

A.    No,  sir. 

Q.  Nearly  all  the  business  in  binders  is  done  by  the  Inter- 
national, in  your  territory;  is  not  that  the  fact? 

A.  Well,  yes,  in  our  territory.  No,  I  am  not  going  to  say 
it  is,  because  the  Independent  is  there. 

Q.     The  Independent  does  not  do  much  business,  does  it? 

A.    They  sell  quite  a  number  of  binders ;  yes,  sir. 

Q.     How  many  did  they  sell  last  year? 

A.     I  do  not  know. 

Q.     Did  they  sell  one? 

A.    Yes,  sir. 

Q.    Two? 

A.    Yes,  sir ;  they  sold  5  or  6  that  I  know  of. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    A  few,  yes,  sir. 

Q.     How  many  of  your  notes  does  the  International  hold? 

A.  I  do  not  know.  It  is  for  goods  that  are  not  sold.  It 
runs  different  years.    You  mean  at  the  present  time? 

Q.     How  many  notes  does  the  International  hold  of  yours? 

A.    Probably  two  or  three. 
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Q.     When  did  you  give  those  notes'?  1 

A.    Last  October. 

Q.    Are  any  of  them  overdue? 

A.    No,  sir. 

Q.  Have  you  sold  the  goods  for  which  those  notes  were 
given? 

A.    No,  sir. 

Q.    When  have  you  got  to  settle  for  the  notes? 

A.     The  .first  of  October. 

Q.  If  you  have  not  sold  the  goods  you  will  have  to  get  a 
renewal,  will  you  not? 

A.     No,  sir.  2 

Mr.  McHugh:  Q.  You  will  pay  the  notes  when  they  are 
due? 

A.    Yes,  sir. 


HENRY  H.  HEETLAND,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Eaximination  by  Mr.  McHugh. 

3 

Q.     Mr.  Heetland,  you  are  in  business  at  Ackley,  Iowa? 

A.    Yes,  sir. 

Q.    What  business  are  you  in? 

A.     Farm  machinery,  buggies,  and  so  on. 

Q.     How  much  do  you  do  a  year? 

A.     About  $40,000;  somewhere  around  there. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    About  $10,000  or  $12,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle?  4 

A.     The  McCormick. 

Q.    What  twine  do  you  sell? 

A.     The  McCormick  and  the  Peoria. 

Q.     Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

Q.  And  you  handle  implements  made  by  other  companies 
and  sold  in  competition  with  like  implements  of  the  Inter- 
national ? 

A.     Yes,  sir. 

Q.     What  lines  do  you  handle? 

A.     The  Deere,  the  Oliver,  and  the  Thomas. 
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Q.    What  side-delivery  rakes  do  you  handle? 

A.    The  Rock  Island,  the  International,  and  the  Deere. 

Q.    What  manure  spreaders? 

A.    The  Deere. 

Q.    Do  you  handle  any  mower  except  the  McCormick? 

A.    The  Thomas. 

Q.    You  have  the  agency  for  the  Thomas  mower? 

A.    Yes,  sir. 

Q.    How  long  have  you  had  that? 

A.    Not  very  long. 

Q.    Just  taken  that  on? 

A.    Yes,  sir. 

Q.     So,  you  have  not  sold  many  of  them  yet? 

A.    No,  I  have  not. 

Q.  Mr.  Heetland,  has  the  International  Harvester  Com- 
pany ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  bought  more  goods  of  the  com- 
pany? 

A.    No,  sir,  they  have  not. 

Q.  Have  they  ever  said  to  you  that  you  could  not  handle 
their  harvesting  machinery  unless  you  did  less  business  with 
their  competitors? 

A.     No,  they  have  not. 

Q.  If  the  International  should  say  that  to  you,  what  would 
happen? 

A.     Then  we  would  check  out. 

Q.  Is  the  Acme  line  of  harvesting  machinery  handled  at 
Ackley? 

A.    I  believe  it  is  handled  by  my  competitor. 

Q.  It  is.  And  is  it  handled  at  any  town  near  Ackley,  as 
well? 

A.    Yes,  sir,  at  Cleves, 

Q.     That  is  how  far? 

A.    About  five  miles  south  of  us. 

Q.  And  is  the  John  Deere  new  binder  handled  in  your 
neighborhood? 

A.    Yes,  at  Iowa  Falls,  12  miles  from  us. 

Q.     Those  are  sold  in  your  territory  round  about  Ackley? 

A.    Yes,  sir. 

Q.    And  the  competition  is   active  between  the  various 
dealers  ? 
A.    Yes,  sir. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  town? 
A.     Two  firms, 

Q.     Does  the  other  dealer  carry  any  International  harvest- 
ing lines  ? 
A.    Yes,  sir. 
Q.    What  lines? 

A.     The  Deering  and  the  Acme. 

Q.     The  Acme  you  do  not  mean  to  include  as  International 
make? 
A.    No. 

Q.    Has  he  sold  any  Acme? 
A.     Yes,  sir. 

Q.     How  long  has  he  carried  the  Acme? 
A.     I  think  three  or  four  years ;  I  do  not  know ;  I  would  not 
be  positive. 

Q.     What  are  the  leading  types  of  binders  in  your  terri- 
tory? 
A.     The  McCormick  and  the  Deering, 

Q.     What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 
A.     I  coul(i  not  say. 
Q.    Why  can't  you  say? 
A.    Per  cent,  is — 

Q.     Have  you  talked  with  any  one  about  the  subject  of 
percents  before  you  went  and  took  that  chair  there? 
A.    No,  I  don't  know  as  I  have. 

Q.    I  don't  say  "know  as  you  have;"  I  say  have  you,  or 
not? 
A.    No,  sir. 

Q.     You  have  not  mentioned  the  subject  of  percentage? 
A.    No,  sir,  not  percentage. 

Q.     Whom  did  you  talk  with  before  you  took  that  chair, 
shortly  before  you  testified  here? 
A.    When?    Now?     Today  you  mean? 
Q.    Yes,  today. 

A.    I  have  not  talked  with  anybody  about  the  testimony. 
Q.     Didn't  you  go  over  with  anybody  a  list  of  questions  or 
a  list  of  the  machines  that  you  handle,  and  other  questions, 
and  talk  with  him  about  it? 
A.     Today,  yes,  sir. 

Q.     "Who  was  it  you  went  over  that  matter  with? 
A.    With  some  of  the  International  men;  yes,  sir. 


344  Henry  H.Heetland,  Cross-Examination. 

Q.    Where  did  you  do  that? 

A.  At  the  hotel— North  Western  Hotel.  (Great  North- 
ern.) 

Q.    Were  there  a  number  of  you  people  there  together? 
A.    Yes. 

Q.  And  did  he  talk  to  all  of  you  there  together? 

A.  I  think  so. 

Q.  What  did  he  say  about  percents  at  that  meeting? 

A.  I  do  not  remember  that  he  said  anything  about  the 
percents  being  sold. 

_  Q.  Was  anything  said  about  you  not  necessarily  having  to 

give  the  percents  unless  you  could  give  the  exact  figures 
and  work  them  out  that  way? 

A.     No,  there  was  not,  in  my  hearing. 

Q.  You  say  the  leading  types  of  binders  sold  there  are 
McCormick  and  Deering? 

A.    Yes,  sir. 

Q.     Is  75  per  cent,  of  it  International? 

A.    I  should  think  so,  yes. 

Q.  Would  it  be  85  per  cent.? 

A.     It  might. 

Q.  And  might  be  90  per  cent.? 

A.  Well,  I  don't  know;  I  would  not  be  positive. 

Q.  What  is  your  best  judgment  as  to  what  is  the  accurate 
statement  of  the  percentage — 86,  or  75,  or  90?  What  would 
be  the  nearest? 

A.  My  judgment  would  be  85. 

Q.  That  is  what  I  want — ^your  judgment,  Mr.  Heetland. 

A.  All  right,  sir. 

Q.  What  would  be  your  best  judgment,  in  the  same  way, 
as  to  the  per  cent,  of  mowers  sold? 

A.  It  will  not  be  as  large. 

Q.  It  would  be  nearer  80  per  cent.,  or  75  per  cent.? 

A.  75,  or  something  like  that. 

Q.  Are  there  any  corn  binders  sold  around  there? 

A.  Yes,  sir,  some. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 

A.  They  are  mostly  all  International. 

Q.  95  per  cent.  ? 

A.  I  suppose  so;  yes,  sir. 

Q.  Does  the  International  sell  more  than  half  of  the  twine? 

A.  I  believe  so,  yes. 

Q.  60  or  70  per  cent.? 

A.  It  might  be. 
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Q.  Are  sulky  rakes  sold  around  there?  1 

A.  Some,  yes. 

Q.  Or  more  side-delivery  rakes? 

A.  Both.  The  rake  trade  has  been  better  for  the  last  two 
years  than  it  was  before. 

Q.  You  mean  the  sulky  rakes  ? 

A.  Sulky  and  side  rakes,  both  of  them. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International? 

A.  There  are  a  few  others.  Oh,  85  per  cent.,  I  should  al- 
most judge. 

Q.  What  per  cent,  of  the  side-delivery  rakes? 

A.  They  might  be  60  per  cent.  2 

Q.  Do  you  sell  International  spreaders? 

A.  No,  I  do  not,  now. 

Q.  Does  the  International  hold  any  of  your  notes? 

A.  Yes,  sir,  they  do. 

Be-direct  Examination  by  Mr.  McHugh. 

Q.  Notes  not  yet  due? 

A.  Notes  not  yet  due,  for  twine  and  for  machinery. 

Q.  And  given  in  the  ordinary  course  of  business?  g 

A.  At  settlement,  yes,  sir. 

Q.  And  given  as  they  are  given  to  other  companies? 

A.  Yes,  sir;  the  same  as  the  Deere. 

Q.  No  obligation  on  your  part  because  of  that? 

A.  Not  the  least. 

Q.  Except  to  pay  the  note  when  it  is  due? 

A.  That  is  all,  yes,  sir. 

Q.  You  say  you  are  handling  the  John  Deere  manure 
spreader  now? 

,  A.  Yes,  sir. 

Q.  Did  you  ever  handle  any  other  spreader?  4 

A.  Yes,  sir ;  the  Success,  Eock  Island,  or  the  Great  West- 
em,  and  the  20th  Century. 

Q.  You  used  to  handle  the  International? 

A.  Yes,  sir,  some. 

Q.  And  have  stopped  that  and  are  handling  the  John 
Deere? 

A.  Yes,  sir. 


346  Andrew  C.  Ryan,  Direct  Examination. 
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ANDREW  C.  RYAN,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Ryan,  you  are  in  business  at  Waterloo,  lowat 

A.    Yes,  sir. 

Q.    In  the  implement  business? 

A.    Yes,  sir. 
J      Q.    You  have  stores  at  various  places  other  than  Waterloo! 

A.  Yes,  sir.  In  1912  I  had  six  other  towns,  and  had  a  half- 
interest  in  two  other  towns,  and  we  do  business  through  sev- 
eral dealers  at  other  towns.    We  buy  for  them. 

Q.  At  the  various  stores  that  you  have,  are  you  in  per- 
sonal touch  with  the  business? 

A.    I  consider  that  I  am. 

Q.  Does  that  include  the  stores  where  you  have  a  half-in- 
terest? 

A.     Yes,  sir. 

Q.    How  much  business  do  you  do  in  all  these  stores  in 
j  the  implement  business? 

A.  Approximately  $300,000.  A  little  bit  over  $300,000  in 
1912. 

Q.  How  much  business  did  you  do  with  the  International 
Harvester  Company  that  year? 

A.    About  $20,000. 

Q.  So,  about  l/15th  of  the  business  was  with  the  Interna- 
tional? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  rakes  did  you  han- 
dle at  these  stores? 

A.  At  Waterloo  I  sold  the  Acme  exclusively — ^binders, 
mowers,  and  rakes;  at  some  of  my  branch  stores  I  sold  the 
Deering — that  is,  at  several  of  them;  and  the  greater  part 
of  them  handled  the  Acme. 

Q.     Of  course  you  handled  a  general  line  of  implements? 
A.    Yes,  sir;  automobiles  and  hardware;  that  is,  we  have 
hardware  in  several  different  towns. 
Q.     In  some  of  the  towns? 
A.     Yes,  in  three  of  the  towns. 

Q.  Do  you  sell  lines  of  implements  other  than  harvesting 
machinery  made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  International? 
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A.     Yes,  sir,  certainly.  1 

Q.    What  cream  separators  do  you  handle? 

A.    In  1912,  the  DeLaval  and  the  Iowa  Dairy. 

Q.    What  manure  spreaders? 

A.  The  New  Idea,  made  at  Coldwater,  Ohio,  and  the  Litch- 
field, and  a  few  International. 

Q.    What  wagons? 

A.     The  Racine,  the  Columbus,  and  the  Fish. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Acme? 

A.    No,  sir.  2 

Q.  Has  the  International  ever  said  to  you  that  you  could 
not  handle  their  harvesting  machinery  unless  you  bought  more 
goods  of  them? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  with  that  condition  and  impose  it,  what  would  be  the 
result  in  your  case? 

A.     Absolutely  no;  I  would  not  handle  them,  of  course. 

Cross-Examination  by  Mr.  Grosvenor.  3 

Q.  How  many  Acme  binders  did  you  sell  in  Waterloo  last 
year? 

A.     Sold  15. 

Q.     Did  you  sell  any  Deering  machines  there? 

A.     No,  sir. 

Q.     How  many  other  dealers  are  there  in  Waterloo? 

A.     Two. 

Q.    What  lines  do  they  handle? 

A.    Mr.  Eighmey  handles  the  Deering,  and  Mr.  Vaughan    . 
handles  the  MeCormick. 

Q.  Are  you  handling  any  of  the  International  harvesting 
•lines  this  year,  at  Waterloo? 

A.    Yes,  sir;  the  Deering. 

Q.  So  that  you  have  taken  on  the  Deering  line  at  Waterloo 
since  the  season  of  1912? 

A.    Yes,  sir. 

Q.    Are  you  carrying  the  Acme  line  this  year  also? 

A.    Yes,  sir. 

Q.    Have  you  sold  any  Deering  yet? 

A.    Yes,  sir. 

Q.    How  many? 
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A.    Five. 

Q.    How  many  Acme  have  you  sold  this  year  ? 

A.    I  sold  5  or  6. 

Q.  So  that  this  year  you  will  do  a  larger  business  with  the 
International  in  binders  and  mowers  than  last  year! 

A.    I  consider  that  I  will;  yes,  sir. 

Q.    And  you  will  do  less  with  the  Acme? 

A.  I  do  not  intend  to.  I  intend  to  increase  my  business 
with  all  of  them. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  The  International,  in  1912,  possibly  held  a  Traer  Im- 
plement Company  note,  in  which  I  have  a  half-interest,  for 
wagons;  and  a  note  of  the  Hudson  Implement  Company,  in 
which  I  hold  a  half  interest,  for  manure  spreaders  that  were 
bought,  to  be  carried  over  if  unsold. 


AUGUST  MEIER,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 
3 

Q.    Mr.  Meier,  you  are  in  business  at  Grundy  Center,  Iowa? 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.    Farm  machinery,  belt  fittings,  supplies,  and  blacksmith 
shop. 

Q.     How  much  business  do  you  do  a  year? 

A.    About  $40,000. 

Q.    How  much  business  do  you  do  a  year  in  implements, 
vehicles,  and  twine? 

A.    About  $35,000. 
4      Q.     How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.     About  $9,000  or  $10,000  or  $11,000;  it  varies  some. 

Q.     So,  less  than  one-third,  considerably,  of  your  implement 
business  is  with  the  International? 

A.    Yes,  sir. 

Q.    What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle? 

A.     The  McCormick  and  the  Champion. 

Q.    Do  you  handle  a  general  line  of  farm  implements  ? 

A.    Yes,  sir. 

Q.    Do  you  sell  a  line  of  implements  made  by  other  com- 
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panies  and  sold  in  competition  with  like  implements  of  the  1 
International? 

A.    I  do. 

Q.    What  lines  do  you  handle? 

A.     The  John  Deere  Plow  Company  and  the  Moline. 

Q.    What  cream  separators? 

A.     The  DeLaval. 

Q.  Mr.  Meier,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  bought  more  goods  of  the  company? 

A.    They  have  not. 

Q.     Have  they  ever  said  to  you  that  you  could  not  handle  2 
their  harvesting  machinery  unless  you  did  less  business  with 
their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  with  that  proposition,  that  they  would  attach  as  a  con- 
dition, that  you  could  not  handle  their  harvesting  machinery 
at  all  unless  you  did  buy  more  goods  of  the  company,  buying 
this  and  that  or  the  other  of  their  line  of  implements,  what 
would  be  the  result  in  your  case  ? 

A.    I  would  tell  them  to  move  out.  o 

Q.  Is  the  Acme  line  of  harvesting  machinery  sold  at  Grun- 
dy Center? 

A.    Yes,  sir. 

Q.    And  the  Thomas  mower? 

A.    Yes,  sir. 

Q.  Are  the  Acme  and  the  John  Deere  binders  sold  at  towns 
round  about  Grundy  Center? 

A.  I  think  they  are  going  to  sell  some  at  Glad  Brook — 
some  John  Deere  binders;  at  least  the  dealer  there  expected 
to  get  some. 

Q.     That  is,  for  this  present  year,  1913?  4 

A.  Yes.  In  1912  they  could  not  get  any  there,  but  expect 
to  get  some  for  this  present  year.  And  they  sold  them  at 
Marshalltown  last  year ;  that  is  as  close  as  I  know  of. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Grundy  Center? 

A.  Three. 

Q.  What  harvesting  lines  do  the  other  two  dealers  handle? 

A,  One  dealer  sells  the  Deering  line  and  the  Standard 
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1  mower,  and  the  other  dealer  handles  the  Acme  line  and  the 
Thomas  line. 

Q.  Does  the  Acme  agent  carry  any  International  harvest- 
ing lines? 

A.    No,  sir. 

Q.     Wliat  are  the  leading  binders  in  your  territory? 

A.     The  McCormick  and  the  Deering. 

Q.  AVhat  per  cent,  of  the  binders  sold  in  your  territory  are 
of  Internationa]  make? 

A.     About  75. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 
^  A.  I  do  not  think  there  has  been  any  corn  binder  sold  there 
except  what  were  International ;  I  do  not  know  of  any. 

Q.     Do  you  sell  any  tedders? 

A.     We  have  not  for  several  years. 

Q.     What  per  cent,  of  the  twine  is  International? 

A.     About  75  per  cent. 

Q.     What  are  the  leading  mowers  in  that  territory? 

A.     The  McCormick  is  the  leading  mower. 

Q.     What  per  cent,  of  the  mowers  are  International? 

A.     75  per  cent,  of  the  mowers  are  International. 

3  Q.     What  per  cent  of  the  sulky  hay  rakes  are  International? 
A.     About  60  per  cent. 

Re-direct  Examination  by  Mr.  McHugh. 

Q.     Very  few  corn  binders  are  sold  in  your  country? 

A.  Not  very  many.  I  do  not  think  there  were  over  3  or 
4  sold  last  season,  and  I  think  there  were  only  3  sold  the  sea- 
son before. 

Q.     So  that  that  is  not  an  important  implement  at  all  in 

4  your  territory? 

A.    No. 

Mr.  Grosvenor:  Q.  Does  the  International  hold  any  of 
your  notes? 

The  Witness:    No,  sir. 

Q.    In  what  part  of  Iowa  is  Grundy  Center? 

A.     It  is  about  in  the  north  central  part. 

Q.     That  is  not  a  corn  binder  country? 

A.  No,  not  very  much  so.  About  1902  a  good  many  corn 
binders  were  sold  there,  but  since  then  there  have  been  but 
two  or  three  a  year,  on  an  average. 
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NORMAN  F.  WEBER,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Eocmnination  by  Mr.  McHugh. 

Q.  Mr.  Weber,  you  are  in  business  at  Ackley,  Iowa? 

A.  Yes,  sir. 

Q.  In  the  farm  implement  business? 

A.  Yes,  sir,  and  hardware. 

Q.  How  much  business  do  you  do  a  year? 

A.  About  $35,000.  2 

Q.  How  much  business  do  you  do  a  year  in  farm  imple- 
ments? 

A.  About  $25,000.  ' 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company  a  year? 

A.  About  $8,000  or  $9,000. 

Q.  What  line  of  binders  do  you  handle? 

A.  The  Deering  and  the  Acme. 

Q.  What  line  of  mowers  do  you  handle? 

A.  The  Standard — Emerson. 

Q.  What  line  of  rakes?  3 

A.  The  Emerson  and  the  Acme  and  a  few  International. 

Q.  Do  you  handle  the  Acme  mower  as  well? 

A.  Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements? 

A.  Yes,  sir. 

Q.  And  handle  a  line  of  implements  other  than  harvest- 
ing machinery  made  by  other  companies  and  sold  in  competi- 
tion with  like  implements  of  the  International? 

A.  Yes. 

Q.  What  wagons?  4 

A.  The  Northwestern  and  the  Emerson. 

Q.  What  gasoline  engines? 

A.  The  Associated  Manufacturers  Company  and  the  Wa- 
terloo Foundry  Company  and  Fairbanks-Morse. 

Q.  What  harrows,  drag? 

A.  The  Emerson  and  the  Kingman. 

Q.  What  disc  harrows? 

A.  The  Emerson  and  the  Kingman. 

Q.  How  long  have  you  handled  the  Acme  line  ? 

A.  Three  years. 

Q.  How  long  have  you  handled  the  Emerson  mower  and 
rake? 


352  Nets  Nelson,  Direct  Examination. 

1  A.     Four  years. 

Q.    And  you  sell  both  lines? 

A.     Of  mowers? 

Q.    Yes. 

A.     We  sell  mostly  Emerson. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Acme  or  the  Emerson  machines? 

A.     No,  sir. 

Q.  Has  the  International  ever  said  that  you  could  not  han- 
dle their  harvesting  machinery  unless  you  bought  more  goods 

2  of  them? 

A.     No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  say  that  you  could  not  handle  their  harvesting 
machinery  at  all  unless  you  quit  the  Acme  and  the  Emerson, 
or  unless  you  did  increase  your  purchases  by  buying  this,  that 
or  the  other  of  their  line  of  implements,  what  would  be  the 
result  in  your  case? 

A.  Well,  I  believe — yes,  I  know  I  would  tell  them  if  they 
wanted  to  run  our  business  we  would  expect  them  to  pay  our 

3  bills. 

Q.  And  if  they  insisted  on  that  condition,  and  that  was  the 
only  way  they  would  do  business,  would  you  go  on  doing  busi- 
ness with  them? 

A.    We  would  not. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     Mr.  Weber,  how  many  Standard  mowers  did  you  sell 
in  1912? 
A.     12  or  15;  I  am  not  certain  about  that. 

4  Q.     And  how  many  Deering  mowers? 

A.     I  do  not  think  we  sold  any — not  to  my  knowledge. 
Q.     How  many  Acme  mowers? 
A.     One. 

NELS  NELSON,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugli. 

Q.     Mr.  Nelson,  you  are  in  business  at  Iowa  Falls,  la.? 
A.     Yes,  sir. 
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Q.    You  sell  farm  implements  and  automobiles?  1 

A.    Yes,  sir. 

Q.    How  much  business  do  yOu  do  a  year? 

A.    Pretty  close  to  $35,000. 

Q.  How  much  business  do  you  do  outside  of  automobiles, 
in  farm  implements? 

A.    Probably  $30,000,  or  a  little  more  maybe. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    About  $7,000. 

Q.    What  line  of  binders,  mowers,  and  rakes  do  you  handle « 

A.     The  McCormick.  2 

Q.    What  wagons  do  you  handle? 

A.     The  Stoughton,  the  Weber,  and  the  Mandt. 

Q.    What  manure  spreaders  do  you  handle? 

A.  I  handle  the  Great  Western,  or,  rather,  it  is  called  the 
Eock  Island  now,  and  the  Mandt — the  Moline. 

Q.    Do  you  handle  the  Moline  line? 

A.    Yes,  sir. 

Q.     The  Sattley  line? 

A.    Yes,  sir. 

Q.    Some  P.  &  0.  goods?  3 

A.    Yes,  sir. 

Q.    Some  LaCrosse? 

A.    Yes,  sir. 

Q.    And  some  Case? 

A.    Yes,  sir. 

Q.    You  buy  of  a  number  of  companies? 

A.    Yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  them? 

A,    No,  not  to  me.  4 

Q.  Have  they  ever  said  that  you  could  not  handle  their 
harvesting  machinery  unless  you  did  less  business  with  their 
competitors  ? 

A,    Never. 

Q.  If  they  should  come  to  you  and  say  that  to  you,  put  that 
as  a  condition,  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  buy  more  goods  of  them,  what 
would  you  do? 

A.     I  would  tell  them  to  quit — we  would  check  up-. 
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Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Iowa  Falls? 

A.  We  have  three. 

Q.  What  harvesting  lines  do  the  other  dealers  carry? 

A.  One  of  them  has  the  Deering  and  the  other  the  Acme. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 

your  territory? 

A.  The  Acme  and  the  Deering  and  the  McCormick. 

Q.  Do  you  sell  the  Standard  mower? 

A.  No,  sir. 

Q.  Does  the  International  hold  any  of  your  notes? 

A.  My  note — no;  never  had  one  yet. 

Q.  You  never  gave  them  a  note  for  anything? 

A.  No,  sir. 

Q.  You  always  paid  cash? 

A.  I  generally  do. 

Q.  Or  turn  over  farmers'  notes? 

A.  I  have  turned  over  a  few ;  not  very  many. 

Q.  Don't  you  like  to  give  notes? 

A.  No,  I  do  not. 

Q.  Why  not? 

A.  Because  I  don't  have  to. 


A.  J.  CLAEK,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  A.  J.  Clark? 

A.  Yes,  sir. 

Q.  You  are  farming  near  Cedar  Falls,  Iowa? 

A.  Yes,  sir. 

Q.  How  long  have  you  farmed  there  ? 

A.  22  years. 

Q.  How  many  acres  do  you  farm? 

A.  Pasture  and  all,  you  mean? 

Q.  Yes. 

A.  280  acres. 

Q.  How  much  of  that  is  under  cultivation? 

A.  About  120  acres. 

Q.  Does  the  list  I  hand  you  correctly  state  the  implements 
you  have  on  that  farm? 
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A.    Yes,  sir.  ] 

Q.    And  that  you  use  in  farming  it? 

A.    Yes,  sir, 

Q.    Read  the  list  and  see  if  it  is  correct. 

A.    Yes.       " 

Q.     The  list  is  correct? 

A.    That  is  correct,  as  near  as  I  can  remember. 

Q.  Does  the  item  of  $212,  on  the  second  page  of  the  list, 
include  both  the  gasoline  engine,  the  feed  grinder,  and  the 
corn  sheller? 

A.  The  gasoline  engine  alone  was  $212,  and  the  feed 
grinder  was  $25.  2 

Q.     How  much  was  the  corn  sheller? 

A.     That  is  $3 ;  -that  is  an  old  one,  one  I  had  a  good  while. 

Q.    What  crops  do  you  raise  on  this  farm? 

A.     Corn,  oats,  barley,  potatoes,  hay,  and  a  little  wheat. 

Q.    Are  you  familiar  with  the  farms  in  your  neighborhood? 

A.    Yes,  I  am  pretty  well  acquainted  with  what  they  raise. 

Q.    For  four  or  five  miles  in  each  direction? 

A.    Yes,  sir. 

Q.  Are  the  crops  you  raise  similar  to  those  raised  on  your 
neighbors'  farms?  „ 

A.    Yes.  '^ 

Q.  I  notice  you  have  on  this  list  a  McCormick  grain  binder 
for  which  you  paid  $30. 

A.  Yes.  That  was  smoked  by  the  fire  at  Waterloo ;  it  was 
in  the  box  yet,  it  was  soiled  a  little.  They  sold  them  to  get 
rid  of  them  at  $30  apiece.  I  bought  one  of  them.  It  had  never 
been  set  up. 

Q.    When  did  you  buy  this  binder? 

A.    It  is  three  years  past. 

Q.    What  kind  of  a  binder  did  you  have  before  that? 

A.    I  had  a  Champion.  4 

Q.  How  does  the  McCormick  that  you  bought  three  years 
ago  compare  with  the  Champion?    Is  it  better,  or  worse? 

A.  Oh,  it  is  better — better  in  every  way;  it  is  lighter, 
easier  on  the  horses,  and  it  is  easier  adjusted. 

Q.  Have  you  had  repairs  from  the  International  Harvester 
Company  for  binders  and  mowers  during  the  last  ten  years? 

A.  Since  they  have  been  running,  I  have,  when  I  needed 
anything;  when  I  had  their  machinery,  you  know,  I  would 
get  it  there. 

Q.  Did  vou  buy  repairs  for  binders  and  mowers  before 
1902? 
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A.  Not  of  the  International  Harvester.  I  bought  them 
of  my  dealer. 

Q,  How  does  the  service  you  have  received  since  1902 
compare  with  the  service  you  received  prior  to  1902,  as  to 
promptness  and  efificiency? 

A.  The  way  it  is  now,  the  International  is  a  good  deal 
handier  for  me  and  I  can  get  my  repairs  and  fix  them  and 
be  done  with  it,  and  they  always  waited  on  me  when  I  went 
down  after  anything. 

Q.    You  buy  your  repairs  from  the  general  agency? 

A.  I  bought  them  right  from  the  general  agent  of  the  In- 
ternational Harvester  Company. 

Q.    And  before  that  you  got  them  from  a  dealer? 

A.    From  a  dealer,  yes,  sir. 

Q.  No  harvester  company  had  a  general  agency  at  Cedar 
Falls  until  the  International  established  one? 

A.    Not  that  I  know  of. 

Q.  What  binders  are  handled  at  Cedar  Falls  besides  the 
International? 

A.     The  McCormick  and  the  Deering  and  the  Osborne. 

Q.  You  misunderstood  the  question.  I  said  besides— other 
than  the  International.    Is  the  Acme  handled  there? 

A.  Yes,  I  think  the  Acme  is  handled  there.  I  am  not  posted 
on  that  line. 

Q.  Do  you  use  all  the  macjiines  you  have  listed  here  ex- 
clusively on  the  land  that  you  yourself  farm? 

A.  Yes,  sir.  I  use  the  three  mowers  in  the  morning  till 
ten  o'clock,  that  is,  to  cut  down  18  to  20  acres,  and  then  by 
that  time  the  hay  is  ready  to  put  up,  the  hay  that  was  cut 
the  day  before. 

Q.  You  use  this  engine  and  this  feed  grinder  entirely  on 
your  own  farm? 

A.    Yes,  for  my  own  use. 

Q.    Will  you  please  read  the  list  into  the  record? 

A.    The  list  is  as  follows : 

List  of  Farm  Tools  Used  by  A.  J.  Clark,  P.  0.  Cedar  Falls, 

Route  2,  on  His  Farm  of  280  Acres 

(120  under  Cultivation). 

Purchase 
Price. 
5  Farm  Wagons,  Cooper,  Stoughton,  and  others  $148.00 

1  Buggy  or  Surrey  (2nd  hand)  12.00 

2  Walking  Plows,  Moline  30.00 
1  Sulky  Plow,  Fuller  &  Johnson                                          35.00 
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1  Gang  Plow,  John  Deere  57.00  j 

1  Disc  Harrow,  Pounder,  2nd  hand  12.00 

1  Peg  Harrow  15.00 

1  Corn  Planter,  Hayes  35.00 
5  Corn  Cultivators,  3  Dutch  Boy,  2  others 

1  Grain  Seeder,  John  Deere,  2nd  hand  8.00 

1  Grain  Binder,  McCormick  (fire  sale)  30.00 

1  Corn  Binder,  McCormick  120.00 

3  Mowing  Machines,  2  Deering,  1  McC,  2nd  hand  79.00 
1  Hay  Eake  25.00 
1  Hay  Loader,  Eock  Island,  2nd  hand  8.00 

4  Hay  Racks,  hand-made  48.00  2 
1  Gasoline  Engine,  I.  H.  C.  212.00 

1  Feed  Grinder,  I.  H.  C.  25.00 

1  Corn  Sheller  3.00 
Small  Tools— hoes,  shovels, 

wheelbarrows,  etc.  100.00 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Do  you  know  when  the  International  was  organized? 

A.    No,  I  have  not  paid  any  attention  to  it.  „ 

Q.    I  understood  you  to  testify  on  direct  examination  that  ** 
there  was  no  general  agency  at  Cedar  Falls  prior  to  the  or- 
ganization of  the  International. 

A.  General  agent — what  do  you  mean  by  that — like  the 
International? 

Q.  Well,  I  am  asking  you.  You  testified  to  that  effect,  did 
you  not? 

A.    Why,  I  didn't  know  of  any. 

Q.    Whom  did  you  buy  your  repairs  from  before — 

A.    Of  a  dealer. 

Q.    Of  the  dealer?  4 

A.    Yes. 

Q.    Located  where? 

A.    At  Cedar  Falls. 

Q.    How  long  did  you  buy  of  him? 

A.  As  long  as  I  was  farming  up  there  until — when  I  kept 
my  old  machine  I  had  to  buy  of  the  dealer,  and  then  when  I 
bought  my  new  machine  I  got  it  of  the  International  Har- 
vester Company. 

Q.    And  when  was  that?    How  long  ago? 

A.    Three  years  past. 

Q.  Then,  it  is  only  in  the  last  three  years  you  have  bought 
directly  from  the  International? 
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A.     Yes,  the  last  three  years. 

Q.  You  do  not  know  as  a  matter  of  fact  whether  there 
was  a  general  agency  there  before  the  International  was  or- 
ganized or  not,  do  you? 

A.    No,  I  don't. 

Q.  Don't  you  know  there  was  a  general  agency  of  the 
Champion  Company  and  of  the  Deering  Company,  and  also 
of  the  Piano  Company,  at  Cedar  Falls  before  the  Interna- 
tional was  organized! 

A.     Well,  I  don't  know  if  there  was,  because  I  had — 

Q.    You  do  not  want  to  testify  either  one  way  or  the  other? 

A.  Well,  I  don't  know  that  much,  anyhow,  about  having 
any  other. 

Q.     Does  the  International  hold  any  of  your  notes'? 

A.    No,  sir. 

Q.     Were  you  ever  in  Chicago  before? 

A.    No,  sir. 

Q.  And  your  expenses  on  this  trip  are  paid  by  the  Inter- 
national? 

A.    Well,  I  come  in  here. 
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CHAELES  E.  HEAEST,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  Your  name  is  Charles  E.  Hearst,  and  you  live  at  Cedar 
Falls,  Iowa? 

A.  I  do. 

Q.  And  you  are  engaged  in  farming? 

A.  Yes,  sir. 

Q.  How  many  acres  do  you  cultivate  in  your  farm? 

A.  I  cultivate  about  280  acres. 

Q.  How  many  acres  in  your  entire  farm? 

A.  400. 

Q.  How  long  have  you  been  farming? 

A.  All  my  life. 

Q.  How  many  years  is  that? 

A.  22  or  23  years  on  my  own  responsibility. 

Q.  Do  you  use  grain  binders  on  your  farm? 

A.  I  do. 

Q.  What  is  the  make  of  binder  that  you  now  use  ? 

A.  The  Deering.  "  J 


Charles  E.  Hearst,  Direct  Examination.  359 

Q.    When  did  you  purchase  the  Deering  binder  that  you  ^ 
are  now  using? 

A.    Three  years  ago. 

Q.  What  binder  had  you  used  prior  to  the  last  binder  that 
you  purchased? 

A.    We  had  the  Deering  before. 

Q.  Are  you  able  to  state  whether  or  not  the  Deering  binder 
that  you  last  purchased  is  a  better  binder  than  the  one  you 
had  used  prior  to  that  time? 

A.    I  consider  it  such. 

Q.    What  mower  do  you  use  on  your  farm? 

A.    I  have  the  Deering  and  the  Champion.  2 

Q.    When  did  you  purchase  your  Deering  mower  ? 

A.    I  think  four  years  ago. 

Q.    When  did  you  purchase  the  Champion  mower? 

A.    Just  this  last  year. 

Q.  What  mowers  had  you  used  before  the  Deering  and 
the  Champion,  of  which  you  have  spoken? 

A.     We  always  had  the  Champion  before. 

Q.  Are  you  able  to  state  whether  or  not  the  mowers  you 
last  purchased  are  better  than  the  mowers  you  had  used  prior 
to  that  time? 

A.    I  think  they  run  easier.    About  the  durability  I  can't  " 
say. 

Q.     They  work  nicer,  do  they? 

A.    Very  nicely. 

Q.  Had  you  ever  had  occasion  to  purchase  repairs  for 
your  harvesting  machinery  prior  to  1902  ? 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  to  purchase  repairs  for  your 
farming  machinery  since  1902? 

A.    Yes. 

Q.     Are  you  able  to  state  whether  or  not  the  repair  service  ^ 
since  1902  is  better  than  the  repair  service  that  obtained  be- 
fore 1902? 

A.     The  repair  service,  with  the  expert  service,  is  better. 

Q.     That  is,  better  since  1902? 

A.  It  is  better  since  the  International  Harvester  Company 
started — had  charge  of  their  house  there. 

Q.     What  crops  do  you  raise  on  your  farm? 

A.  I  raise  the  small  grains — oats,  barley,  wheat,  and  corn 
and  hay  and  potatoes. 

Q.  The  crops  you  raise  are  similar  to  the  crops  raised  on 
similar  farms  in  your  part  of  Iowa? 

A.     They  are. 
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Q.  I  hand  you  a  list,  Mr.  Hearst,  and  ask  you  if  this  a 
list  of  the  farm  implements  you  use  on  your  farm,  together 
with  the  cost  price  of  the  implements. 

A.    That  is  such. 

Q.    Are  there  other  farms  in  Iowa  as  large  as  your  farm? 

A.    Yes,  sir. 

Q.    Are  there  any  in  your  immediate  neighhorhood? 

A.    Yes,  sir. 

Q.  Do  the  implements  stated  on  that  list  fairly  represent 
the  implements  that  are  on  similar  farms  of  the  size  of  your 
farm,  in  your  neighborhood? 

A.    Except  the  potato  machinery,  they  do. 

Q.  If  they  raise  potatoes  they  have  the  same  potato  ma- 
chinery? 

A.    Yes,  if  they  raise  potatoes  for  commercial  purposes. 

Q.  You  may  refresh  your  recollection  from  the  list  before 
you  and  state  the  implements  you  use  on  your  farm,  together 
with  the  cost  price  of  the  same. 

A.     The  list  is  as  follows : 

List  of  Farm  Tools  Used  by  Charles  E.  Hearst,  Cedar  Falls, 

Iowa,  on  His  Farm  of  400  Acres  (Cultivates 

About  280  Acres.)! 


Purchase 

Price. 

4  Farm  Wagons,  2  Cooper,  1  Weber,  1  other 

$150.00 

1  Spring  Wagon  (old) 

20.00 

2  Buggies,  1  Surrey 

270.00 

1  Potato  Digger,  Donovan 

90.00 

1  Walking  Plow,  Morrison 

14.00 

1  Sulky  Plow,  P.  &  0. 

35.00 

1  Gang  Plow,  Oliver 

58.00 

2  Disc  Harrows,  Osborne,  Moline 

60.00 

2  Peg  Harrows,  Pounders 

40.00 

1  Corn  Planter,  P.  &  0. 

35.00 

5  Corn  Cultivators,  2  Deere,  1  Sattley, 

1  Gale,  1  other 

110.00 

1/3  of  Grain  Drill,  Victor 

40.00 

1  Endgate  Seeder,  C.  B.  &  Q. 

12.00 

1  Grain  Binder,  Deering 

150.00 

1  Corn  Binder,  Deering 

125.00 

2  Mowing  Machines,  Deering,  Champion 

60.00 

1/4  Int.  in  Potato  Planter,  Sears 

15.00 

1  Hay  Loader,  Hawkeye 

55.00 

1  Side  Del.  Bake,  C.  B.  &  Q. 

55.00 
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3  Hay  Racks  (hand-made)  30.00  1 

2  Bob  Sleds  and  Cutters  60.00 

1  Manure  Spreader,  Success  120.00 

1  Feed  Grinder,  Sweep  30.00 

1  Corn  Sheller  5.00 
1  Fanning  Mill,  Chatham 
Small  Tools — hoes,  shovels, 

wheelbarrows,  etc.  100.00 


$1,629.00 
Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  cattle  have  you  on  your  place? 

A.    About  100. 

Q.    You  raise  stock,  then? 

A.    Yes,  sir. 

Q.    Are  you  also  in  the  dairy  business? 

A.    Very  little;  I  raise  beef  cattle. 

Q.    Have  you  ever  been  in  Chicago  before  1 

A.    I  have. 

Q.  Whom  do  you  buy  repairs  for  your  machines  from — 
directly  from  the  International,  from  the  general  agency,  or 
do  you  buy  them  from  dealers? 

A.  Usually  from  the  dealer  of  whom  I  bought  the  machine. 
If  I  am  in  a  hurry  I  go  right  direct  to  headquarters. 


EDWARD  HIEBER,  being  duly,  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  Your  name  is  Edward  Hieber,  and  you  live  at  Cedar 
Falls,  Iowa? 

A.  Yes,  sir. 

Q.  You  are  engaged  in  farming  there? 

A.  Yes,  sir. 

Q.  How  many  acres  have  you  in  your  farm? 

A.  160  acres. 

Q.  How  long  have  you  been  farming? 

A.  20  years. 

Q.  What  are  the  principal  crops  you  raise  on  your  farm? 

A.  Corn,  oats,  pasture,  hay. 
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1  Q.    Do  you  use  binders? 
A.    Yes,  sir. 

Q.  What  make  of  binder  are  you  using  at  tbe  present 
time? 

A.    The  McCormick. 

Q.  When  did  you  buy  the  McCormick  binder  that  you  are 
now  using? 

A.    19  years  ago. 

Q..  Have  you  ever  had  occasion  to  buy  repairs  for  that 
binder? 

A.    Yes,  sir. 

2  Q.    What  repairs  have  you  purchased  for  that  binder? 
A.    I  purchased  sickles,  guards,  canvasses,  and  a  few  small 

articles — knotter.         '  , 

Q.    When  did  you  purchase  the  knotter  for  your  binder? 

A.     Two  years  ago. 

Q.  Could  you  have  used  that  binder  without  being  able  to 
put  a  new  knotter  upon  it? 

A.    No,  sir. 

Q.    Where  did  you  purchase  the  knotter? 

A.    At  Cedar  Falls. 

Q.    From  whom? 
**      A.    William  Lawrence. 

Q.    What  make  of  binder  was  William  Lawrence  handling? 

A.  ^  McCormick. 

Q.  Had  you  had  occasion  to  buy  repairs  for  your  binder 
or  mower  before  1902? 

A.    Yes,  sir;  some  small  articles. 

Q.     And  you  have  bought  repairs  since  1903? 

A.    Yes,  sir. 

Q.     Are  you  able  to  state  whether  the  repair  service,  as 
you  have  found  it  since  1902,  is  better  than  the  repair  service 
4^  as  you  found  it  before  1902? 

A.     I  have  found  it  very  satisfactory. 

Q.    Do  you  use  a  mower? 

A.    Yes,  sir. 

Q.    What  make  of  mower? 

A.    Deering. 

Q.    When  did  you  purchase  your  mower? 

A.     I  traded;  it  is  about  four  or  five  years  ago. 

Q.  What  make  of  mower  had  you  used  prior  to  the  last 
mower  of  which  you  have  spoken? 

A.     McCormick. 

Q.     Are  you  able  to  state  whether  the  last  mower  you  pur- 
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chased  was  a  better  mower  than  the  one  you  had  previously 
used? 

A.    Just  as  good;  rather  lighter  draft;  a  little  handier. 

Q.     Does  the  work  better,  does  itf 

A.    Works  better. 

Q.  I  hand  you  a  list  of  tools,  with  the  price  opposite  the 
same,  and  ask  you  if  that  is  a  list  of  the  tools  you  use  on  your 
farm  of  160  acres,  with  the  cost  of  the  same? 

A.    Yes,  sir,  it  is  correct. 

Q.  Do  the  farmers  in  your  neighborhood  farming  160 
acres  generally  use  about  the  same  amount  and  the  same 
kinds  of  tools  as  you  find  upon  the  list  before  you? 

A.     Yes,  sir,  pretty  much  so. 

Q.  That  is  true  of  all  the  160-acre  farms  that  you  know  of 
in  your  neighborhood? 

A.    Yes,  sir;  well — improved  farms. 

Q.  You  may  refresh  your  recollection  from  the  list  in  front 
of  you  and  state  the  implements  you  have  upon  your  farm, 
with  the  cost  price  of  the  same. 

A.     The  list  is  as  follows : 

List  of  Farm  Tools  Used  by  Edward  Hieber,  Cedar  Falls, 
Iowa,  on  His  Farm  of  160  Acres. 

Purchase 
Price. 
2  Farm  Wagons,  Moline  $54.00 

1  Farm  Truck  (2nd  hand)  17.00 

1  Buggy  or  Surrey,  Henney  72.00 

1  Walking  Plow,  2nd  hand  11.00 

1  Sulky  Plow,  Moline  32.00 

1  Disc  Harrow,  I.  H.  33.00 

1  Peg  Harrow,  Canton  20.00 

1  Corn  Planter,  P.  &  0.  38.00 

2  Corn  Cultivators,  Moline,  Deere  39.00 
1  Grain  Seeder,  Sterling  18.00 
1  Grain  Binder,  McCormick  125.00 
1  Corn  Binder,  McCormick  125.00 
1  Mowing  Machine,  Deering  47.00 
1  Hay  Eake  18.00 

1  Hay  Loader,  Dain  35.00 

2  Hay  Backs,  hand-made  24.00 

1  Manure  Spreader,  Litchfield  120.00 

2  Gasoline  Engines,  L  H.,  and  Feed  Grinder  690.00 
1  Cream  Separator,  DeLaval  125.00 
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1  Corn  Sheller,  Marseilles  75.00 

1/5  Interest  in  Ensilage  Cutter  54.00 

1  Fanning  Mill  17.00 
Small  Tools — hoes,  shovels, 

wheelbarrows,  etc.  100.00 


$1,789.00 


Cross-Examination  by  Mr.  Grosvenor. 

,  Q.  The  binder  yoii  are  using,  Mr.  Hieber,  you  have  had  19 
'  years? 

A.    Yes,  sir. 

Q.    It  must  be  a  very  good  binder. 

A.    Yes,  sir. 

Q.  And  the  repair  service  before  the  Intematioiial  was 
organized  was  sufficiently  good  to  enable  you  to  continue  to 
use  that  binder  until  the  present  time? 

A.    I  always  could  get  the  service  I  needed. 

Q.    Ever  since  you  bought  the  binder? 

A.    Ever  since  I  got  the  binder. 

Q.    How  many  cattle  have  you? 

A.    I  have  55  head. 

Q.    Are  you  engaged  in  the  dairy  business? 

A.    Yes,  sir. 

Q.    Do  you  have  some  hogs? 

A.    Yes,  sir. 

Q.    How  many? 

A.  At  present  we  have  about  80  head,  but  our  hogs  had 
hog  cholera  last  year  and  we  lost  some  of  them.  We  used 
to  have  130  to  135,  something  like  that, 

Q.  A  good  deal  of  the  crop  you  raise  is  for  feeding  your 
cattle  and  your  hogs? 

A.    Yes,  sir. 

Q.    How  much  twine  do  you  use  per  acre? 

A.    3  pounds,  3i/^,  or  4. 

Q.     Do  you  recall  what  your  twine  bill  was  for  1912  ? 

A.    I  think  it  was  8I/2  cents. 

Q.     How  many  pounds  did  you  use? 

A.     150  pounds  with  the  corn. 

Q.    Do  you  use  any  for  the  small  grain? 

A.    Yes ;  the  small  grain  and  the  corn. 

Q.     The  total  was — ■ 

A.     150  pounds ;  that  is  what  I  bought. 
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Q.     That  is  between  $12  and  $15?  1 

A.    Yes,  something  like  that.    I  think  it  was  8%  cents  we 
paid. 

Re-direct  Exammation  hy  Mr.  Lowes. 

Q.    Have  you  observed  any  binders  of  International  make 
purchased  by  your  neighbors  in  the  last  few  years? 

A.     Yes,  sir. 

Q.    Are  you  able  to  state  whether  or  not  those  binders,  that 
you  have  observed,  of  your  neighbors,  are  better  binders,  run 
lighter,  are  easier,  and  work  better  than  your  old  MeCor-  ^ 
mick? 

A.    Yes,  sir,  they  are  improved,  lighter  draft,  and  easier 
to  handle. 

Q.    The  older  your  binder  gets,  the  more  repairs  you  have 
to  get  for  it,  don't  you? 

A.    Naturally  so;  yes,  sir. 

Q.    And  you  have  purchased  more  repairs  since  1902  for 
your  McCormiek  binder  than  you  ever  did  before  that? 

A.    Yes,  sir. 

3 

(The  hearing  was  here  adjourned  until  the  morning  of 
Wednesday,  June  11,  1913,  at  10:00  o'clock.) 
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Boom  653,  Federal  Building,  CMcago,  111., 
Wednesday,  June  11,  1913,  10:00  A.  M. 

The  hearing  was  resumed  before  the  Special  Examiner, 
Robert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
o  Special  Assistant  to  the  Attorney  General,  and  Jo- 

seph R.  Darling,  Esq. 
On  behalf  of  the  defendants :  Hon.  William  D.  McHugh, 
Edgar  A.  Bancroft,  Esq.,  Victor  A.  Eemy,  Esq.,  and 
F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 

Mr.  McHugh:     Counsel  for  the  defendants  now  hands  to 
counsel  for  the  Government  copy  of  list  of  dealers,  with  lines 
handled,  in  the  Cleveland,  Ohio,  general  agency  of  the  Inter- 
3  national  Harvester  Company. 


WILLIAM  SCHREIBER,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McEugh. 

Q.  Mr.  Schreiber,  you  are  in  business  at  Chariton,  Iowa! 

A.  Yes,  sir. 

Q.  What  is  your  business  f 

A.  Manufacturer  of  wagons,  buggies,  and  so  forth. 

Q.  Manufacturing  wagons  and  buggies! 

A.  Yes,  sir. 

Q.  You  manufacture  farm  wagons! 

A.  Yes,  sir. 

Q.  That  is  the  kind  of  wagon  you  make! 

A.  Yes,  sir. 

Q.  Have  you  been  in  the  business  of  making  wagons  for 
the  past  ten  years! 

A.  Yes,  sir ;  32  years. 

Q.  How  has  j^our  business  been  for  the  past  10  years! 

A.  It  has  been  steadily  increasing. 
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Q.    Your  business  is  done  largely  locally!     You  market  i 
your  goods  around  near  your  factory? 

A.    Yes,  sir. 

Q.  And  in  your  county  there  you  have  a  large  proportion- 
ate sale? 

A.    Yes,  sir. 

Q.  About  what  per  cent,  of  the  wagons  in  your  county  do 
you  make  and  sell? 

A.  I  would  estimate  in  the  neighborhood  of  70  per  cent.; 
two-thirds,  anyway. 

Q.  Two-thirds  of  the  wagons  sold  and  used  in  your  county 
you  make?  2 

A.    Yes,  sir. 

Q.  And  your  business  has  been  growing  steadily  in  the 
past  10  years? 

A.    Yes,  sir. 

Q.  Do  you  sell  some  of  your  wagons  to  dealers  in  farm 
implements  ? 

A.    Yes,  sir. 

Q.  And  the  dealers  to  whom  you  sell  handle  Interna- 
tional Harvester  Company's  harvesting  machinery — binders? 

A.    Yes,  sir.  o 

Q.  Have  you  found  the  fact  that  the  dealer  was  handling 
International  Harvester  Company's  binders  and  mowers  any 
obstacle  to  your  selling  to  that  dealer  your  wagons? 

A.    Not  that  I  know  of. 

Q.    Never  have  found  that  any  obstacle? 

A.    No,  sir. 

Q.  So  you  have  found  the  opportunity  to  go  on  with  your 
wagon  business  open  in  that  territory? 

A.    Yes,  sir. 

Q.    And  of  course  to  the  extent  that  you  do  business  you 
do  so  in  competition  with  the  International  Harvester  Com-  4 
pany  and  the  other  big  wagon  manufacturers? 

A.    Yes,  sir. 

Q.    And  you  have  made  a  success  of  your  wagons? 

A.     Certainly. 

Q.    And  sell  all  the  wagons  you  make? 

A,     Yes,  sir. 

Q.    You  have  gone  along  in  a  very  conservative  way  and 
have  not  expanded  beyond  your  capital? 
-    A.    No.    We  could  have  sold  more  wagons  if  we  had  had 
the  opportunity  or  the  means  to  make  them. 

Q.    By  "opportunity"  you  mean  if  you  had  the  capital? 

A.    Yes.    Our  means  are  somewhat  limited. 
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Q.    The  opportuity  to  sell  was  there  if  you  had  had  the 
means  to  expand  and  make  more? 
A.    Yes. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  wagons  did  you  make  and  sell  in  1912? 

A.    In  1912  we  made  pretty  close  to  200. 

Q.  Is  that  the  largest  number  you  have  ever  made  in  one 
year? 

A.    Yes,  about  the  largest  number  we  have  ever  made. 

Q.  Those  are,  all  of  them,  sold  in  your  state  and  mostly  in 
your  county? 

A.    Yes,  sir;  mostly  in  the  county. 

Q.    Within  a  radius  of  how  many  miles  of  your  factory? 

A.    We  sell  in  a  radius  of  40  miles. 

Q.    Do  you  make  carriages? 

A.    Yes. 

Q.    How  many  of  those  200  vehicles  were  carriages? 

A.  We  make  in  the  neighborhood  of  between  300  and  400 
all  together — ^wagons  and  carriages. 

Q.    And  200  were  wagons? 

A.    Yes. 

CHARLES  KNAUP,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McEugh. 

Q.  Mr.  Knaup,  you  are  in  business  at  Beaver  Dam,  Wis- 
consin? 

A.  Yes,  sir. 

Q.  What  is  your  business,  please? 

A.  Implement  business,  selling  all  kinds  of  farm  machin- 
ery. 

Q.  How  much  business  do  you  do  a  year? 

A,  Between  $30,000  and  $40,000. 

Q.  How  much  business  do  you  do  with  the  International 
Harvester  Company? 

A.  From  $12,000  to  $15,000. 

Q.  What  line  of  binders  and  mowers  do  you  handle? 

A.  We  handle  the  International  and  the  Emerson  mowers. 

Q.  What  make  of  International? 

A.  The  McCormiok  and  the  Milwaukee. 
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Q.    What  sulky  hay  rakes? 

A.    The  International — the  Osborne  and  the  McCorndck. 

Q.    What  twine? 

A.    The  International  and  Prison  twine. 

Q.    Do  you  handle  a  general  line  of  implements? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    Whose  lines  do  you  handle? 

A,  Madison  Plow  Company,  Rock  Island,  John  Deere, 
Janesville. 

Q.    How  long  have  you  handled  the  Emerson  mowers? 

A.    Last  year  was  the  first  year. 

Q.    Did  you  sell  any  of  them  the  first  year? 

A.     Sold  one. 

Q.    How  long  have  you  sold  Prison  twine? 

A.    This  is  the  first  year,  1913. 

Q.    That  is  the  Wisconsin  Prison  twine? 

A.    Yes,  sir. 

Q.  Mr.  Knaup,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  did  more  business  with  the  company? 

A.    No,  sir. 

Q.  Have  you  ever  bought  goods  from  the  International 
under  any  such  compulsion  as  that? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  you  could  not  handle  their  harvesting  machinery  un- 
less you  did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle 
their  harvesting  machinery  at  all  unless  you  did  increase 
your  business  with  the  company,  by  buying  this,  and  that,  or 
the  other  of  their  long  line  of  implements,  or  decrease  your 
business  with  competitors,  what  would  the  result  of  that  be 
in  your  case? 

A.    I  would  tell  them  to  get  out. 

Q.    And  see  that  they  did, 

A.    Yes,  sir. 

Q.  Is  the  Acme  line  of  harvesting  machinery  sold  at 
Beaver  Dam? 

A.    Yes,  sir. 
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1  Q.    Is   the   Johnston   line   of  harvesting  machinery  sold 
there? 

A.  Yes,  sir. 

Q.  And  the  Walter  A.  Wood? 

A.  Yes,  sir. 

Q.  And  are  the  Acme  and  the  Johnston  and  the  Wood  han- 
dled at  towns  round  about  Beaver  Dam? 

A.  Yes,  sir. 

Q.  Do  you  meet  them  in  competition? 

A.  Yes,  sir. 

2  Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Beaver  Dam? 

A.    Four. 

Q.  What  harvesting  implements  do  the  other  three  dealeri 
carry? 

A.  One  handles  the  Deering,  one  handles  the  Acme,  and 
the  other  the  Johnston  and  the  Wood,  I  think. 

Q.    What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 
o      A.    The  leading  binders  and  mowers  are  the  Deering  and 
the  McCormick. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make,  which  includes  not  only  Deering  and 
McCormick,  but  Osborne,  Piano,  Champion,  and  Milwaukee? 

A.    I  should  think  two-thirds ;  possibly  more. 

Q.     Two-thirds  would  be  a  conservative  estimate? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    I  should  think  about  the  same. 

Q.    What  per  cent,  of  the  corn  binders? 
4      A.     Corn  binders,  mostly  all. 

Q.    95  per  cent.  International? 

A.    Yes,  I  should  think  so. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    I  should  think  about  half. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  spreaders  are  International? 

A.    About  two-thirds. 

Q.    Do  you  sell  any  tedders? 

A.     Yes,  sir. 

Q.    International  tedders? 

A.    International,  and  Howell  of  Minneapolis. 
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Q.    Nearly  one-half  of  your  business  in  implements  is  -with  ] 
the  International,  is  it  not! 

A.    Yes,  sir. 

Q.    Does  the  International  hold  any  of  your  notes  T 

A.    No,  sir. 

Q.    Do  they  hold  any  notes  given  for  goods  which  have  not 
yet  been  sold  by  youT 

A.    Yes,  sir. 

Q.    Then,  the  International  holds  some  notes  of  yours, 
which,  however,  are  not  yet  due  7 

A.    Yes,  sir. 

2 

Re-direct  Examination  by  Mr.  McHugh. 

Q.  How  many  manure  spreaders  did  you  sell  last  yearl 

A.  About  25. 

Q.  How  many  of  those  were  John  Deere  spreaders! 

A.  Not  any  of  them. 

Q.  AH  International? 

A.  Yes,  sir. 

Q.  How  many  spreaders  were  sold  by  your  two  compet- 
itors last  year?  3 

A.  Oh,  about  that  many,  I  should  think. 

Q.  Do  you  know  how  many  of  those  were  International? 

A.  There  must  have  been  five  or  six,  that  I  know  of. 

Q.  Five  or  six  were  International? 

A.  Yes,  and  Deere. 

Q.  And  John  Deere? 

A.  Yes. 

Q,  Take  the  towns  round  about  you,  that  you  meet  in  cona- 
petition;  that  covers  your  territory  where  you  sell,  doesn't  it? 

A.  Yes,  sir. 

Q.  How  many  manure  spreaders  were  sold  by  all  the  deal-  ^ 

ers  in  the  towns  round  about  you,  last  year? 

A.  It  is  pretty  hard  for  me  to  tell. 

Q.  You  do  not  know,  do  you? 

A.  No,  sir. 


1 
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GrEOEGrE  F.  EPPEESON,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Esoamination  by  Mr.  Remy. 

Q.  Your  name  is  George  F.  Epperson,  and  you  are  in  busi- 
ness at  Sumter,  South  Carolina? 

A.    Yes,  sir. 

Q.  You  are  in  the  implement  and  farm  machinery  business, 
and  do  you  sell  also  oil  and  coal? 

A.     Oil  and  coal. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.    About  27  or  28  years. 

Q.  What  has  been  your  total  annual  business  in  the  last 
two  or  three  years,  including  everything  you  sell? 

A.     $40,000  to  $50,000. 

Q.  How  much  of  that  is  in  implements  and  farm  machin- 
ery, vehicles  and  twine? 

A.    $25,000  to  $30,000. 

Q.  How  much  business  do  you  do  in  International  Har- 
vester Company  goods  a  year? 

A.  I  do  anywhere  from  $5,000  to  $8,000;  it  has  run  as 
high  as  $15,000  a  year. 

Q.    An  average  year  would  be  about  what? 

A,     Say  $8,000 ;  something  like  that. 

Q.  What  binders,  and  mowers,  and  sulky  rakes  do  you 
handle? 

A.    The  McCormick. 

Q.    What  cultivators  do  you  handle? 

A.  I  handle  the  Allen,  made  by  Allen  Company  of  Phila- 
delphia.   What  is  that  known  as? 

Q.     S.  L.  Allen? 

A.  S.  L.  Allen  &  Company,  of  Philadelphia.  And  I  handle 
the  Keystone. 

Q.     The  Keystone  Farm  Machinery  Company? 

A.    Yes,  the  Keystone — two-horse  cultivator. 

Q.    Made  in  Pennsylvania? 

A.  I  think  it  is  made  in  Pennsylvania,  yes.  I  have  han- 
dled them  only  for  the  past  year ;  and  I  have  had  other  culti- 
vators, from  other  companies. 

Q.    What  harrows  do  you  handle  ? 

A.  I  handle  Bucher  &  Gribbs,  Avery,  and  McCormick  har- 
rows. 

Q.    And  disc  harrows? 


George  F.  Epperson,  Direct  Examination.  373 

A.    Disc  and  spike- tooth  harrows;  and  I  handle  the  Acme  i 
harrow,  too. 

Q.    What  planters  do  you  handle? 

A.  Avery,  and  Cole ;  I  think  that  is  all.  I  did  handle  an- 
other one,  but  I  have  forgotten  the  name  of  it. 

Q.    Do  you  handle  any  gas  engines? 

A.    I  handle  the  International  gas  engine,  and  the  Gray. 

Q.    What  drills  do  you  handle  ? 

A.    The  Buckeye. 

Q.    Made  by  the  American  Seeding  Machine  Company? 

A.     The  American  Seeding  Machine  Company,  yes. 

Q.    What  shellers  do  you  handle  ?  2 

A.    Hocking  Valley,  mostly. 

Q.  Who  fixes  the  prices  of  what  you  sell?  Does  the  Inter- 
national Harvester  Company? 

A.    Who  fixes  the  price? 

Q.    Yes. 

A.     Why,  I  do  it  myself. 

Q.  Has  the  International  ever  attempted  to  dictate  that 
price,  tell  you  what  you  should  sell  to  the  farmer  for? 

A.    What  I  should  sell  it  at? 

Q.    Yes.  .. 

A.  Why,  no.  It  depends  upon  circumstances.  If  I  am 
selling  a  man  a  large  bill  of  goods  and  I  can  make  the  bill 
larger  by  cutting  the  price  on  anything,  I  do  not  ask  anybody 
whether  I  shall  do  it  or  not ;  I  sell  the  goods  to  suit  myself. 

Q.  Has  the  International  Harvester  Company  ever  told 
you  or  intimated  to  you  that  you  could  not  handle  their  bind- 
ers and  mowers  unless  you  bought  other  goods,  or  unless  you 
discontinued  handling  the  goods  of  other  manufacturers? 

A.  No.  And  if  they  had,  they  would  have  had  their  con- 
tract in  two  minutes. 

Q.    What  would  have  happened  had  they  done  so?  4 

A.  I  would  have  turned  over  their  business  to  them.  I  run 
my  own  business.  I  would  not  allow  any  man  to  suggest  to 
me  what. I  shall  do  in  my  business.  I  would  not  keep  the 
agency. 

Q.  Have  you  been  handling  the  McCormick  binders  and 
mowers  for  the  last  10  years? 

A.  I  have.  I  think  I  have  been  handling  them  longer  than 
that— some  twenty  odd  years. 

Q.  Have  you  o'bserved  improvements  in  the  McCormick 
binders  and  mowers  during  the  last  10  yearg? 

A.  Oh,  there  are  wonderful  improvements  in  the  last  10 
years,  from  when  I  first  started  with  them.    The  binder  today 
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is  far  superior  to  the  binder  of  10  or  15  years  back — ^very 
much  better,  a  better  machine  in  every  way. 

Q.  Has  the  binder  increased  in  price  to  you  during  the 
last  10  years'? 

A.  Well,  I  remember  but  very  little ;  it  has  increased  very 
little,  if  any.  It  has  been  running  about  the  same  price ;  very 
little  increase. 

Q.  Do  you  know  of  any  staple  farm  implement  that  has 
improved  more  in  efficiency  during  the  last  10  years,  and  in- 
creased less  in  price,  than  the  binders? 

A.  No,  I  can't  say  that  I  do,  because  the  binders  have  im- 
proved a  great  deal  in  the  past  10  years. 

Q.  What  binders  and  mowers  are  handled  at  Sumter, 
South  Carolina? 

A.  The  McCormick  and  the  Deering,  the  Osborne,  and  the 
Walter  A.  Wood,  I  think. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  Mr.  Epperson,  you  do  not  raise  much  wheat  down  in 
South  Carolina,  do  you? 

A.     No,  sir;  our  wheat  crop  is  very  small. 

Q.    You  do  not  raise  much  oats  either? 

A.  Yes,  our  oat  crops  are  very  good.  South  Carolina  now 
is  beginning  to  raise  a  good  many  oats. 

Q.  Do  you  call  324,000  acres  of  oats  a  large  crop  of  oats 
in  proportion  to  the  crops  raised  in  other  sections  of  the 
country? 

A.  We  are  not  in  the  regular  grain  country,  like  this  coun- 
try, for  instance, 

Q.    No. 

A.  But  that  is  a  good  crop  of  oats  for  South  Carolina ;  it 
is  more  than  they  usually  raise. 

Q.  But,  as  a  matter  of  fact,  you  do  not  raise  much  of  the 
small  grain  down  in  South  Carolina? 

A.  No,  not  a  great  deal.  That  is  not  our  money  crop  there 
at  all. 

Q.    Your  great  crop  is  the  cotton  crop? 

A.     Cotton  crop,  yes,  sir. 

Q.  Of  which  the  state  of  South  Carolina  is  one  of  the  lead- 
ing states? 

A.     In  cotton. 

Q.  That  is  to  say,  in  the  year  1909  it  had  2,556,467  acres  of 
cotton? 
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A.    Cotton  is  the  moneyed  crop  of  the  South. 

Q.    You  do  not  sell,  then,  many  grain  binders? 

A.  I  sell  from  8  to  12  a  year.  I  usually  run  along  from  8 
to  12,    That  is  about  as  many  as  I  ever  sell  in  one  year. 

Q.  Most  of  the  grain  binders  sold  in  South  Carolina  are 
sold  around  your  city — Sumter? 

A,    In  that  vicinity,  I  suppose,  yes. 

Q.    How  many  other  dealers  are  there  in  Sumter? 

A.     There  are  three  besides  myself,  I  think. 

Q.    What  harvesting  lines  do  the  others  handle? 

A.  One  handles  the  Deering,  another  the  Osborne,  and  the 
other  the  Walter  Wood,  as  well  as  I  remember ;  I  think  that 
is  correct. 

Q.  So  that  three  out  of  four  dealers  handle  the  Interna- 
tional binders  and  mowers? 

A.    They  do. 

Q.  I  suppose,  then,  the  bulk  of  the  business  is  in  Interna- 
tional goods  ? 

A.  There  are  more  International  goods  sold  there  of  that 
line  than  of  any  other. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory, 
in  the  territory  around  Fort  Sumter,  which  you  know  about, 
are  of  International  make,  which  includes  of  course  the  Deer- 
ing and  the  McCormick  and  the  Osborne,  which  you  have 
named,  and  whatever  Pianos,  Milwaukees,  and  Champions 
may  be  sold  there? 

A.  75  or  80  per  cent.,  I  expect,  of  the  International  binders 
are  sold  in  that  territory. 

Q.  What  per  cent,  of  the  mowers  are  International?  About 
the  same? 

A.    Along  about  the  same,  yes. 

Q.    Do  you  sell  many  sulky  hay  rakes? 

A.  We  sell  a  hay  rake  with  shafts,  that  one  horse  draws. 
It  is  a  self -dump  hay  rake. 

Q.    Yes,  that  is  what  we  call  the  sulky  hay  rake.    What 
per  cent,  of  those  are  International? 
A,    About  in  the  same  proportion,  I  guess,  with  the  mowers. 

Q.    About  80  per  cent.? 

A.    Yes ;  75  to  80  per  cent. ;  something  like  that. 

Q.    Do  you  sell  any  corn  binders  down  there  ? 
A.    A  few,  just  occasionally;  mighty  few  corn  binders  be- 
ing used  there ;  they  are  just  coming  in  that  territory. 
Q.     Do  you  yourself  sell  International  spreaders? 
A.    Yes.    Well,  I  have  never  sold  but  one,  I  think,  but  I 
try  to  sell  them. 


376  George  F.  Epperson,  Re-direct  Examination. 

Q.  There  are  not  many  spreaders  sold  in  that  part  of  the 
country? 

A.    Very  few  in  that  country. 

Q.  Will  you  please  name  the  different  implements  you  buy 
from  the  International?  Binders,  mowers,  rakes,  spreaders, 
and  what  else  ? 

A.  Binders,  mowers,  rakes,  spreaders,  disc  harrows,  en- 
gines; I  believe  that  is  about  all;  it  is  all  I  can  call  to  mind 
just  at  this  moment. 

Q.     Separators? 

A.     I  did  sell  a  few  separators. 

Q.  What  is  the  trade  name  of  the  harrows  that  you  buy 
from  them? 

A.     Cotton  King,  I  believe  it  is  called,  disc  harrows. 

Q.    Do  you  buy  International  wagons  ? 

A.    I  do  not. 


Re-direct  Examination  by  Mr.  Remy. 

Q.  Do  you  know  of  a  single  machine,  of  any  type,  offered 
for  sale  around  Sumter,  that  is  not  offered  to  the  farmers 
3  on  the  merits  of  the  machine? 

A.  Why,  no.  When  a  farmer  walks  into  my  place  to  buy 
anything,  I  take  him  out  in  my  show-room,  and  I  have  got 
everybody's  goods  there;  I  have  got  International  goods,  and 
I  have  got  Avery  goods,  and  Bucher  &  Gibbs  goods,  and  oth- 
ers, and  I  take  him  around  and  show  him  my  stuff.  Whatever 
he  seems  to  like  is  what  1  try  to  sell  him. 

Q.    And  he  takes  his  choice? 

A.  He  takes  his  choice  and  pays  his  money.  It  is  what 
he  wants.  Just  so  he  buys  my  goods,  I  don't  care  what  he 
buys,  so  I  can  sell  him  my  goods.  Don 't  care  whether  he  gets 
■*  an  Avery,  McCormick,  or  anything  else.  I  am  after  selling 
him  a  bill,  and  if  I  succeed  in  selling  him  a  bill,  that  is  all 
I  want. 

Q.  So  that  the  proportion  of  goods  sold  in  that  territory 
represents  the  choice  of  the  farmers? 

A.  Why,  sure ;  by  all  means.  When  the  farmer  walks  in 
there  we  do  not  dictate  to  him  what  he  shall  buy. 
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S.  D.  PORTEE,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Porter,  what  was  your  business  in  1904  and  1905? 

A,  I  was  general  manager  of  the  Acme  Harvester  Com- 
pany at  Peoria  in  1904  and  1905,  and  in  1906  general  man- 
ager and  president  of  the  Acme  Harvesting  Machine  Com- 
pany; under  the  direction  of  the  Creditors'  Committee  the 
first  two  years,  and  as  a  reorganized  going  institution  the 
third  year. 

Q.    You  began  when? 

A.    January  12,  1904. 

Q.  What  business  did  you  do  in  1904,  1905,  and  1906?  It 
was  the  manufacturing  and  selling  of  harvesting  machinery, 
was  it  not? 

A.     The  managing  of  that  business,  yes,  sir. 

Q.  And  throughout  what  territory  did  you  sell  your  ma- 
chines in  those  three  years? 

A.  The  United  States,  the  Argentine  Republic,  and  Con- 
tinental Europe. 

Q.    I  mean  simply  in  the  domestic  trade. 

A.  West  of  the  Mississippi  river,  excepting  a  little  in  Illi- 
nois, at  a  few  points,  and  Evansville,  Indiana,  and  one  con- 
tract at  Columbus,  Ohio. 

Q.  What  was  the  condition  of  the  business  at  the  time  you 
took  hold  of  it?  It  was  in  the  hands  of  a  Creditors'  Commit- 
tee, was  it? 

A.    Yes,  sir. 

Q.  How  many  binders  did  you  put  out  the  first  year,  do 
you  remember? 

A.    Approximately,  yes. 

Q.    About  how  many? 

A.    About  a  thousand. 

Q.     And  how  did  your  business  grow  in  the  three  years  ? 

A.  It  grew,  it  increased  a  little;  my  recollection  is  that 
we  got  out  about  1,800  the  third  year. 

Q.  During  those  three  years  you  were  marketing  the  har- 
vesting machines  that  you  manufactured,  binders,  mowers, 
and  rakes,  in  competition  with  the  International  Harvester 
Company? 

A.    Yes,  sir. 
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1  Q.    And  you  sold  your  machines  through  the  local  imple- 
ment dealers? 

A.    Yes,  sir. 

Q.  Did  you  find,  occasionally,  instances  where  traveling 
men,  salesmen  of  the  International  Harvester  Company,  had 
indulged  in  practices  that  were  unbusinesslike  in  that  com- 
petition? 

A.    Yes,  sir. 

Q.    How  many  instances  did  you  find? 

A.  I  could  not  say  exactly  how  many,  but  three  that  were 
serious. 

2  Q.    And  those  were  cases  where  they  were  making  state- 
ments about  your  company's  financial  condition? 

A.    Yes,  sir. 

Q.     To  the  detriment  of  your  sales? 

A.    Yes,  sir. 

Q.  What  did  you  do  when  you  found  that  men  in  the  field, 
in  the  International  Company's  employ,  were  making  those 
statements,  indulging  in  those  practices? 

A.    I  came  right  to  Chicago  and  went  to  A.  E.  Mayer,  the 
general  manager,  the  man  whom  I  had  formerly  worked  for 
g  in  the  old  McCormick  Company. 

Q.  You  went  to  Mr.  Mayer,  the  head  of  the  sales  depart- 
ment of  the  International  Harvester  Company? 

A.    Well,  he  was  the  general  manager. 

Q.  When  you  went  to  Mr.  Mayer,  what  did  you  do?  Did 
you  detail  to  him  these  statements  with  respect  to  the  conduct 
of  the  men  in  those  three  instances? 

A.  Yes,  sir.  I  told  him  they  were  using  unfair  means  to 
kill  our  business,  and  wanted  to  know  if  it  was  by  his  author- 
ity. 

Q.    And  what  did  you  learn? 
4      A.     In  the  three  instances  where  it  was  serious,  that  it 
was  not  by  his  authority. 

Mr.  Grosvenor:    I  can't  hear  a  word  you  say. 

The  Witness:  In  the  three  instances  that  it  was  serious, 
that  it  was  not  by  his  authority. 

Q.    And  what  did  Mr.  Mayer  do  ? 

A.     He  agreed  to  do  what  I  would  ask  him  to  do. 

Q.    And  did  he  do  it? 

A.    Yes;  in  two  instances  he  did. 

Q.    And  in  the  other  instance  it  was — 

A.    Well,  the  headers  were  already  delivered. 
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Q.  It  was  too  late ;  he  was  powerless  to  do  it  then ;  is  that 
the  fact? 

A.    Yes. 

Mr.  Grosvenor :    I  object  to  that  as  leading. 

Q.  So  that  where  you  found  men  of  the  International  do- 
ing things  seriously  wrong  you  went  right  to  the  Interna- 
tional head  man  with  it? 

A.    Yes,  sir. 

Q.  And  it  was  righted  by  him,  and  the  action  of  the  men 
repudiated  by  him? 

A.    In  the  two  cases,  yes. 

Q.  Did  you  find  Mr.  Mayer  willing  to  do  and  doing  all 
that  you  thought  he  ought  to  do  under  those  circumstances, 
in  those  instances? 

A.    He  did  what  I  asked  him  to  do. 

Q.  Now,  you  sold  the  output  of  your  plant  in  competition 
with  the  International  Harvester  Company,  during  those  three 
years,  and  sold  them  through  local  implement  dealers? 

A.    Yes,  sir. 

Q.  What  is  the  fact  as  to  whether  in  those  years  and  in 
1904  you  sold  your  harvesting  machinery  through  dealers 
who  were  handling  and  selling  harvesting  machinery  of  the 
International  Harvester  Company? 

A.    Yes. 

Q.    You  did  that? 

A.    Yes. 

Q.    In  a  number  of  instances? 

A.    Yes. 

Q.  So  that  you  did  not  find  that  the  exclusive  clause  which 
was  in  the  International  Harvester  Company's  contract  in 
1904  operated  to  prevent  the  dealers  from  taking  up  your  line 
in  connection  with  the  International  lines? 

A.     Well,  we  marketed  through  the  same  men. 

Q.  I  hand  you  two  forms  of  contracts,  and  ask  you  to  state 
whether  those  were  the  forms  of  contracts  used  by  you  in  the 
management  of  your  business  in  the  years  1906  and  1907,  as 
the  contracts  indicate? 

A.    Yes,  sir;  I  wrote  these. 

Q.  And  that  was  the  form  of  contract  that  was  in  use  in 
those  years? 

A.    Yes,  sir. 

Mr.  McHugh :  We  offer  the  contracts  in  evidence,  but  they 
need  not  be  extended  into  the  record. 

Mr.  Grosvenor :    I  object  to  them  as  immaterial. 
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1  (The  contracts  were  marked  Defendants'  Exhibits  66  and 
67,  respectively.) 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Porter,  you  were  for  many  years  in  the  employ  of 
the  McCormick  Harvesting  Machine  Company,  one  of  the 
companies  which  went  into  the  consolidation  of  harvester 
companies  under  the  International  Harvester  Company? 

A.    Yes,  sir. 

2  Q.  And  you  remained  as  an  employe  of  the  International 
Harvester  Company  after  it  was  organized  and  took  over  the 
McCormick  Company? 

A.    Yes,  sir, 

Q.  How  long  did  you  remain  an  employe  of  the  Interna- 
tional Harvester  Company? 

A.  I  do  not  just  remember  when  they  were  organized,  but 
I  think  in  August,  1901.  If  that  is  the  correct  date,  I  was  in 
their  employ  until  the  12th  day  of  January,  1903.  No,  I  left 
their  employ  on  the  12th  of  January,  1904,  and  I  was  in  their 
employ  since  they  were  organized  up  to  that  date. 

3  Q.  Did  you  go  directly  from  the  International  Harvester 
Company  to  the  Acme  Harvester  Company? 

A.    Yes,  sir. 

Q.  At  the  time  you  went  to  the  Acme  Company  it  was  in 
bankruptcy,  was  it  not? 

A.  There  were  bankruptcy  proceedings  pending,  but  they 
never  were  declared  bankrupt. 

Q.     It  was  then  in  receivers'  hands? 

A.     It  was  in  the  hands  of  a  Creditors'  Committee. 

Q.  And  during  the  time  you  were  with  the  Acme  Company 
A  you  endeavored  to  sell  that  property  to  the  International,  did 
you  not? 

A.    Yes,  sir. 

Q.  And  this  man  Mayer,  respecting  whom  you  testified  on 
direct  examination,  was  a  man  with  whom  you  had  been  as- 
sociated for  many  years,  both  of  you  working  for  the  Mc- 
Cormick Company? 

A.    Yes,  sir. 

Q.  How  many  years  had  you  and  Mr.  Mayer  been  asso- 
ciated together  in  the  McCormick  Company? 

A.  I  could  not  say  exactly.  Mr.  Mayer  was  general  agent 
at  Columbus,  Ohio,  and  was  brought  in  here  as  assistant  to 
Mr.  Butler. 
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Q.    Mr.  Mayer  had  been  for  20  years  or  more  with  the  Mc-  1 
Oormick? 

A.    I  think  so. 

Q.    How  many  years  were  you  with  the  McCormick? 

A.    A  little  over  16. 

Q.  When  you  went  to  the  Acme  Company  you  manufac- 
tured, you  say,  the  first  year  about  1,000  machines'? 

A.    About  that  number,  in  1904. 

Q.    That  is,  binders? 

A.    Yes,  sir. 

Q.  You  stated  that  your  business  was  largely  and  almost 
entirely  in  the  territory  west  of  the  Mississippi!  '^ 

A.  Yes,  sir.  Well,  outside  of  the  United  States  also — in 
South  America,  and  in  Continental  Europe. 

Q.  But  your  United  States  business  was  almost  entirely 
west  of  the  Mississippi? 

A.    Yes,  sir. 

Q.    When  did  you  leave  the  Acme  Company? 

A.    The  31st  of  January,  1907. 

Q.  You  had  not  made  a  success  of  the  Acme  Company,  had 
youj  when  you  left  it? 

A.    I  do  not  know  whether  I  am  competent  to  answer  that  3 
question  or  not. 

Mr.  McHugh :    I  think  you  are. 

The  Witness :  I  had  brought  it  out  of  absolute  insolvency 
and  reorganized  it,  and  was  president. 

Q.    Your  successor  was  Mr.  P.  D.  Middlekauff? 

A.     No,  sir. 

Q.    Who  was  your  successor? 

A.     P.  P.  Cooley. 

Q.    How  long  did  he  stay  in  it? 

A.    I  am  not  sure  exactly,  but  about  a  year  I  think. 

Q.    And  his  successor  was  Mr.  Middlekauff?  4 

A.    Yes,  sir. 

Q.  What  were  the  names  of  the  men  to  whom  you  re- 
ferred on  your  direct  examination? 

A.    I  don't  quite  understand  the  Question,  Mr.  Grosvenor. 

Q.  You  mentioned  three  instances  of  what  you  deemed  ex- 
cessive or  unfair  competition  with  the  International  Har- 
vester Company,  and  you  stated  that  you  went  to  see  Mr. 
Mayer  in  regard  thereto.    Now  I  ask  you  who  were  those  men? 

A.  Our  agent  at  Alva,  Oklahoma;  Holyrood,  Kansas,  and 
Madison,  South  Dakota. 
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1  Q.  Do  you  mean  by  ' '  our  agents ' '  agents  of  the  Acme  Com- 
pany! 

A.    Yes,  sir. 

Q,  And  you  complained  about  the  doings  of  the  Acme 
agents  to  Mr.  Mayer,  the  general  sales  manager  of  the  Inter- 
national? 

A.    No,  sir. 

Q.  Whom  did  you  complain  about?  That  is  what  I  am 
trying  to  get  at. 

A.  The  International  traveling  men  who  were  circulating 
„  rumors  that  we  were  insolvent,  unable  to  supply  either  ma- 
chines or  repairs. 

Q.  Who  were  these  men?  Please  give  me  the  names  of 
those  three  men  respecting  whom  you  complained  to  Mr. 
Mayer. 

A.    The  man  I  complained  about  at  Alva  was  W.  C.  MoDill. 

Q.    Alva — ^where  is  that? 

A.  Alva,  Oklahoma.  The  man  at  Holyrood,  Kansas,  I  do 
not  remember  his  name,  but  the  man  in  South  Dakota  was 
their  general  agent ;  I  forget  his  name  also. 

Q.  And  were  the  reports  which  these  men  were  circulating 
3  injuring  your  business? 

A.    Yes,  sir. 

Re-direct  Examination,  hy  Mr.  McHugh. 

Q.  You  were  subpoenaed  by  the  Government  to  testify  as 
a  witness  in  this  case  at  St.  Louis,  were  you  not? 

A.    Yes,  sir. 

Q.    And  you  told  the  fact  you  have  testified  to  here  to  the 
counsel  for  the  Grovernment,  didn't  you? 
^      A.    I  presume  I  did.    I  have  been  pretty  free  in  explaining 
to  both  sides  that  I  did  not  want  to  get  into  it — and  I  see  I 
am  here. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  Did  you  ever  state  anything  to  any  of  the  officers  or 
employes  of  the  Government  about  these  three  men  you  just 
named  ? 

A.    I  don't  understand  the  question. 

Q.  Did  you  ever  mention  these  three  men  circulating  these 
reports,  to  Mr.  Darling? 

A.    I  could  not  swear  positively,  but  I  think  so. 
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Q.    What  are  you  doing  now,  Mr.  Porter? 

A.    General  manager  for  the  American  Milling  Company. 

Q.  Didn't  you  state  that  your  reluctance  to  testify  for  the 
Government  in  regard  to  some  of  the  confidential  matters  in 
which  you  were  advised  was  because  of  the  large  influence 
and  power  of  the  International  Harvester  Company  and  you 
did  not  want  to  incur  their  enmity  and  hostility  by  testifying? 

A.    I  might  have. 

Q.    Well,  didn't  you  so  state? 

A.    I  would  not  want  to  swear  positively,  but  I  might  have. 

Q.  And  was  not  the  reason  you  were  not  called  at  St. 
Louis,  when  you  were  subpoenaed,  because  of  the  reluctance 
which  you  manifested  to  being  a  witness  against  that  com- 
pany, having  the  large  power  respecting  which  you  spoke? 

A.  I  have  stated  very  frankly  to  both  sides  that  I  was  an 
unwilling  witness. 

JOHN  W.  HMD,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Remy. 

Q.    Your  name  is  John  W.  Heid? 

A.    Yes,  sir. 

Q.  You  are  in  the  implement  business  at  Jefferson,  Wis- 
consin? 

A.    Yes,  sir. 

Q.  Are  you  also  connected  with  a  manufacturing  concern 
there? 

A.     Yes,  sir. 

Q.    What  is  your  position  with  that  concern? 

A.  I  am  president  of  the  Vaughn  Manufacturing  Com- 
pany. 

Q.    Do  they  make  wagons? 

A.    Yes,  sir. 

Q.     Do  they  make  harrows? 

A.    Yes,  sir. 

Q.    Where  do  they  market  these  wagons  and  harrows? 

A.  As  far  as  I  know,  in  the  states  of  Minnesota,  Iowa,  Ne- 
braska, and  Wisconsin. 

Q.     How  long  have  you  been  connected  with  that  concern? 

A.    About  eight  years. 

Q.  Do  you  know  whether  or  not,  in  the  past  eight  years, 
Iheir  business  in  harrows  and  wagons  has  been  increasing? 
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1  A.    Yes,  sir. 

Q.    Has  it  been  increasing? 

A.    It  has  increased. 

Q.  State  whether  or  not  you  take  any  active  part  in  the 
selling  of  these  wagons  and  harrows! 

A.    I  do  not. 

Q.  Besides  being  connected  with  the  Vaughn  Manufactur- 
ing Company,  you  are  in  the  implement  business  T 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.    21  years. 

2  Q.    Do  you  handle  implements  and  hardware? 
A.    Yes,  sir. 

Q.  About  what  is  the  annual  average  of  your  business,  iu- 
cluding  both  implements  and  hardware,  and  taking  the  last 
three  or  four  years  to  make  that  estimate? 

A.    Between  $40,000  and  $45,000. 

Q.    And  how  much  of  that  is  in  implements? 

A.    About  half  of  it. 

Q.    How  much  of  it  is  represented  by  sales  of  International 
Harvester  Company  goods? 
jj      A.    To  the  best  of  my  knowledge,  I  paid  them  about  $3,000 
last  year. 

Q.    What  binders  and  mowers  do  you  handle? 

A.     The  McCormick. 

Q.     What  twine  are  you  handling  this  year? 

A.     The  International  and  the  Prison  twine. 

Q.    What  prison  makes  this  twine? 

A.     The  Wisconsin. 

Q.  Do  you  know  whether  this  is  the  first  year  that  that 
twine  has  been  offered  on  the  market? 

A.    It  is  the  first  year  that  I  have  bought  any  of  it. 
4      Q.    You  handle  the  Jefferson  wagon,  manufactured  by  the 
Vaughn  Company? 

A.    Yes,  sir. 

Q.    What  manure  spreaders  do  you  handle? 

A.    The  Appleton  and  the  International. 

Q.    What  cream  separators? 

A.    The  DeLaval. 

Q.    What  cultivators? 

A.  We  have  the  Moline,  the  Janesville,  and  the  P.  &  0.; 
I  think  that  is  all. 

Q.    What  gasoline  engines? 

A.    The  Stover  and  the  International. 

Q.    What  self-dump  rakes? 


John  W.  Held,  Direct  Examination.  385 

A.     The  McCormick. 

Q.    What  side-delivery  rakes? 

A.     The  International  and  the  Rock  Island. 

Q.  The  trade  name  of  the  Eock  Island  is  the  C.  B.  &  Q., 
is  it? 

A.    Yes. 

Q.    Do  you  handle  the  Vaughn  harrows? 

A.    Yes,  sir. 

Q.    What  disc  harrows? 

A.    The  Moline,  the  Janesville,  and  the  International. 

Q.    What  corn  planters? 

A.  The  Moline,  the  Janesville,  the  P.  &  0.,  and  the  Inter- 
national. 

Q.    What  drills? 

A.    The  VanBrunt— 

Q.    That  is  a  Deere? 

A.  Yes,  sir;  we  get  it  from  the  Deere  people;  and  the 
Beaver  Dam  and  the  Tiger. 

Q.    Who  fixes  the  prices  at  which  you  sell? 

A.     The  retail  prices? 

Q.    Yes. 

A.    I  do. 

Q.  Did  the  International  ever  attempt  to  dictate  that 
price  ? 

A.    No,  sir. 

Q.  Has  the  International  ever  said  to  you  that  if  you  did 
not  increase  your  purchases  from  them,  or  diminish  your 
purchases  from  their  competitors,  you  could  not  handle  their 
harvester  lines? 

A.    No,  sir. 

Q.  Have  they  ever  attempted  to  force  you  to  purchase 
goods  you  did  not  want,  by  threatening  to  take  away  the  har- 
vester lines  unless  you  bought  additional  goods  from  them? 

A.    No,  sir. 

Q.     Could  they  successfully  do  that? 

A.    No,  sir. 

Q.    Are  the  Acme  machines  handled  near  Jefferson? 

A.    Yes,  sir. 

Q.     How  far  away? 

A.     Between  five  and  six  miles. 

Q.  Do  you  know  whether  they  canvass  the  trade  between 
Jefferson  and  the  place  they  are  handled? 

A.    Yes,  sir. 
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Cross-ExamimMtion  by  Mr.  Grosvenor. 

Q.  Mr.  Held,  I  did  not  hear  everytMng  you  said.  It  may 
be  that  I  shall  have  to  repeat  some  of  the  questions.  Did  you 
testify  that  your  company  manufactures  some  goods  as  well 
as  sells  them? 

A.  The  Vaughn  Manufacturing  Company  manufactures 
goods. 

Q.  That  is  another  company  with  which  you  are  con- 
nected? 

A.    Yes,  sir.  * 

Q.    What  does  that  company  manufacture? 

A.  It  manufactures  wagons,  milk  wagons,  boh-sleds,  spike- 
tooth  harrows. 

Q.    How  many  wagons  did  you  sell  in  1912? 

A.    I  personally,  or  the  company? 

Q.    Your  company. 

A.    I  do  not  know. 

Q.    What  is  that? 

A.    I  do  not  know.    Do  you  mean  the  Vaughn  Company? 

Q.  This  company  respecting  which  you  are  testifying  and 
which  you  say  manufactures  wagons,  milk  wagons,  harrows, 
and  hob-sleds. 

A.  I  am  only  interested  in  that.  I  have  nothing  to  do  with 
the  management  of  it.    That  is  outside  of  my  business. 

Q.  How  many  wagons  did  that  company  manufacture  and 
sell  in  1912? 

A.    I  do  not  know. 

Q.    Have  you  any  idea? 

A.    No,  sir. 

Q.    Was  it  100,000,  or  1,000,  or  100,  or  10? 

A.    Oh,  I  do  not  think  it  was  100,000. 

Q.    What? 

A.     They  probably  made  800  wagons. 

Q.     You  think  they  made  800  wagons? 

A.    Yes.    Now,  I  don't  know  anything  about  it. 

Q.    In  1912? 

A.     I  don't  know  anything  about  what  they  made. 

Q.  I  understood  you  to  testify  on  direct  examination  that 
the  business  of  that  company  had  been  increasing. 

A.    Yes,  sir. 

Q.    How  many  wagons  did  they  make  in  1911? 

A.    I  do  not  know. 
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Q.  If  you  do  not  know,  how  do  yon  know  whether  or  not 
they  increased? 

A.  They  have  been  paying  larger  dividends  and  building 
a  factory,  and  had  more  money  to  spend. 

Q.    What  is  the  capital  stock,  Mr.  Heid? 

A.    $50,000. 

Q.     How  much  dividends  do  they  pay? 

A.    We  paid  6  per  cent. 

Q.    When— in  1912? 

A.    Yes,  sir. 

Q.    And  how  much  in  1911? 

A.    5  per  cent.,  and  then  we  had  a  reserve. 

Q.  Do  you  know  whether  or  not  they  made  more  wagons 
or  got  better  prices? 

A.     No,  I  do  not;  I  do  not  know. 

Q.    How  many  dealers  are  there  in  Jefferson? 

A.    Two  of  them. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.    The  Champion. 

Q.  What  are  the  leading  tj^pes  of  binders  and  mowers  in 
your  territory,  Mr.  Heid? 

A.    Right  in  our  vicinity,  the  McCormick. 

Q.    Are  the  Deerings  sold  around  there  also? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International,  which  includes  Champion,  McCormick,  and 
Deering,  already  mentioned  by  you,  and  also  Piano,  Osborne, 
and  Milwaukee? 

A.    To  the  best  of  my  knowledge,  about  90  per  cent. 

Q,  What  per  cent,  of  the  mowers,  in  the  same  territory, 
are  International? 

A.    I  think  90  or  95  per  cent. 

Q.    Are  there  any  corn  binders  sold  around  there? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  those  are  International? 

A.    I  should  judge  they  would  run  about  90  per  cent. 

Q.    Aren't  they  all  International  up  there,  in  corn  binders? 

A.    No,  sir. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    About  95  per  cent. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  spreaders  are  International? 

A.    That  I  sold? 
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Q.  No,  that  are  sold,  that  everybody  sells  in  the  territory, 
so  far  as  you  know  and  can  estimate  from  your  observation. 

A.  From  our  place,  there  are  more  Deeres  sold  than  there 
are  International. 

Q.  What  per  cent,  of  the  twine  is  International,  in  your 
territory? 

A.    About  60  per  cent. 

Q.    Do  you  sell  any  tedders  around  there  T 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  tedders  are  International 

A.    I  would  have  to  guess  at  that ;  I  do  not  know. 

Re-direct  Examination  hy  Mr.  Remy. 

Q.  In  giving  these  per  cents.,  what  territory  did  you  take 
into  consideration? 

A.    Locally. 

Q.    Sales  made  from  your  town? 

A.    From  our  town. 

Q.    From  your  town? 

A.    Mostly,  yes. 

Q.  Do  you  know  what  different  kinds  of  machines  all  of 
the  dealers  within  competing  distances  handle? 

A.    No,  sir. 


GEOEGE  LANDAAL,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Landaal,  you  are  in  business  at  Waupun,  Wiscon- 
sin? 

A.  Yes,  sir. 

Q.  In  the  implement  business? 

A.  Yes,  sir. 

Q.  Have  you  any  business  besides  implements? 

A.  We  sell  automobiles. 

Q.  How  much  business  do  you  do  all  together? 

A.  Somewhere  around  $50,000. 

Q.  How  much  business  do  you  do  in  implements,  outside 
of  automobiles? 

A.  $30,000;  somewhere  in  that  neighborhood. 
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Q.  How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.  Last  year  it  was  about  $5,000 ;  in  the  neighborhood  of 
that. 

Q.     That  would  be  a  fair  average! 

A.    Yes. 

Q.    About  one-sixth  of  your  implement  business? 

A.    Yes. 

Q.    What  line  of  binders  do  you  handle  ? 

A.     The  Milwaukee — that  is,  the  International. 

Q.    What  twine  do  you  handle? 

A.    International,  and  the  Waupun  Prison  twine. 

Q.    What  line  of  sulky  hay  rakes? 

A.    Johnston  and  International. 

Q.    What  line  of  mowers? 

A.     The  Milwaukee. 

Q.    You  handle  a  general  line  of  implements? 

A.    Yes. 

Q.  And  handle  implements  outside  of  harvesting  machin- 
ery made  by  other  companies  and  sold  in  competition  with 
like  implements  of  the  International? 

A.    Yes. 

Q."    What  lines? 

A.  The  Deere,  DeLaval  separators,  and  different  gasoline 
engines. 

Q.    What  corn  shellers  ? 

A.  We  sell  a  few  Hocking  Valley ;  we  do  not  sell  many  up 
there. 

Q.    How  long  have  you  handled  the  Johnston  rake? 

A.    Four  or  five  years,  something  like  that. 

Q.    Is  that  the  only  rake  you  handle? 

A.    No,  I  handle  the  International  too. 

Q.    Do  you  sell  any  Johnston  rakes? 

A.    We  sell  a  few. 

Q.    How  long  have  you  handled  the  Waupun  Prison  twine? 

A.     This  is  the  first  year. 

Q.  Mr.  Landaal,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  bought  more  goods  of  them? 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  you  could  not  handle 
their  harevsting  machinery  unless  you  did  less  business  with 
competitors  ? 

A.     No,  they  never  did. 
'    Q.    If  the  International  Company  should  come  to  you  and 
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impose  the  condition  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  did  buy  this,  or  that,  or  the  other 
of  their  long  line  of  implements,  what  would  the  result  be  in 

your  caseT  ,  .,    ,        , 

A.  I  would  tell  them  to  get  out,  or  something  of  that  sort; 
we  could  run  our  own  business.  _  ,       ■„  j  • 

Q.  Is  the  Acme  line  of  harvesting  machinery  handled  m 
your  town? 

A.    No. 

Q.    Is  it  handled  in  any  town  near  you,  where  you  meet  it 

in  competition! 

A.  It  is  handled  north  of  us,  in  Brandon. 

Q.  How  far  is  that! 

A.  About  nine  miles. 

Q.  And  they  sell  in  the  intervening  territory! 

A.  Yes,  sir. 

Q.  Is  the  Johnston  full  line  of  harvesting  machinery  han- 
dled near  your  town? 

A.  That  ^  is  sold  south  of  us,  in  Atwater. 

Q.  How  far  is  that! 

A.  That  is  six  miles. 

Q.  You  meet  that  in  competition! 

A.  We  meet  that. 

Cross-Examinaiion  hy  Mr.  Grosvcnor. 

Q.    How  many  dealers  are  there  in  Waupun! 

A.    Three. 

Q.    Does  one  of  the  other  dealers  handle  the  Deering? 

A.    Yes. 

Q.    And  the  other  one  the  McCormick! 

A.    Yes,  the  McCormick. 

Q.    You  handle  the  Milwaukee? 

A.    Yes. 

Q.  Have  these  other  two  dealers  handled  the  Deering  and 
the  McCormick  lines  for  some  years? 

A.    Yes. 

Q.  Did  you  handle  the  Johnston  mowers  and  binders  a 
few  years  ago  ? 

A.    Yes,  we  did. 

Q.    And  you  threw  those  over  and  took  on  the  Milwaukee! 

A.    Yes,  sir. 

Q.  So,  the  only  harvesting  implements  handled  in  your 
town  bv  the  three  dealers  are  the  International? 
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A.    The  International;  yes,  sir.  1 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
International? 

A.  Right  around  our  little  town  everything  is  Interna- 
tional— out  of  our  town.  Of  course  there  are  some  sold  out 
of  the  different  towns. 

Q.  But  the  International  gets  the  bulk  of  the  business  in 
your  vicinity? 

A.    Yes,  sir. 

Q.  Would  you  say  that  90  to  95  per  cent,  would  be  of  In- 
ternational make,  in  the  binders? 

A.     It  is  around  our  town  there,  yes.  2 

Q.    And  the  same  thing  is  true  of  the  mowers? 

A.    Yes. 

Q.    Are  anv  corn  binders  sold  there? 

A.    Yes. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.    About  the  same. 

Q.    90  to  95  per  cent.? 

A.     I  do  not  know  about  that ;  somewhere  in  there. 

Q.     What  per  cent,  of  the  twine  is  International? 

A.    I  suppose  this  year  there  will  be  more  Waupun  twine,  o 

Q.    What  is  that-? 

A.  I  suppose  this  year  there  will  be  more  Waupun  twine 
than  International. 

Q.  Let  us  not  talk  about  the  future;  let  us  talk  about  the 
present,  and  what  was. 

A.    Well,  I  suppose  mostly  International. 

Q.     Is  the  prison  located  in  your  town? 

A.    Yes,  sir. 

Q.    Is  this  the  first  year  it  has  sold  twine? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  sulky  hay  rakes  would  you  say  4 
are  of  International  make? 

A.    75  per  cent.,  maybe. 

Q.    Are  there  many  tedders  sold  there? 

A.     No,  not  the  last  few  years. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    Not  over  half. 
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^  Re-direct  Examination  by  Mr.  McEugh. 

Q.    How  many  spreaders  did  your  two  competitors  sell  last 

year? 
A.    I  don't  know;  maybe  a  carload  apiece;  something  like 

that. 

Q.  You  don't  know? 

A.  No. 

Q.  That  is  a  guess? 

A.  Yes. 

2  Q.  How  many  spreaders  were  sold  by  dealers  m  towns 
that  sell  into  this  territory  round  about  you?  Do  you  know 
that? 

A.    No,  I  do  not. 

J.  H.  HARRIS,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

3  Q.    Your  name  is  J.  H.  Harris? 
A.    Yes,  sir. 

Q.  And  you  farm  near  Elkhorn,  Wisconsin? 

A.  Yes,  sir. 

Q.  How  long  have  you  lived  in  that  vicinity? 

A.  35  years. 

Q.  Are  you  familiar  with  the  farms  in  that  part  of  the 
county  ? 

A.  Yes,  sir. 

Q.  How  large  is  your  farm? 

^      A.  100  acres. 

Q.  State  whether  or  not  the  farm  you  have  is  about  the 
average  size  of  farm  in  your  neighborhood? 

A.  Rather  below,  I  should  say. 

Q.  How  long  have  you  been  farming?  ^ 

A.  10  years. 

Q.  How  long  have  you  been  farming  this  particular  farm? 

A.  Three  or  four  years;  I  can't  tell  just  which. 

Q.  What  crops  do  you  raise  on  your  farm? 

A.  Corn  and  oats. 

Q.  Are  the  crops  which  you  raise  on  your  farm  similar 
to  the  crops  raised  on  farms  in  your  neighborhood? 

A.  Yes,  sir. 
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Q.    When  you  started  farming  on  your  present  farm,  did  i 
you  stock  that  farm  with  machinery  I 

A.    Yes,  sir. 

Q.  And  did  you  buy  the  machinery  particularly  for  use  on 
that  100  acres? 

A.    Yes,  sir. 

Q.  Does  the  list  which  I  hand  you  give,  to  the  best  of  your 
recollection,  the  machines  you  have  on  that  farm,  the  makes 
of  the  machines,  and  the  prices  you  paid  for  theml 

A.    Yes,  sir. 

Q.    I  notice  you  have  on  this  list  a  gasoline  engine,  for 
which  you  paid  $750.    Do  you  use  that  gasoline  engine  in  part  2 
for  work  on  other  farms? 

A.    Yes,  sir. 

Q.  Is  there  any  other  machine  on  this  list  which  you  do 
not  use  wholly  and  exclusively  on  your  own  farm? 

A,    No,  sir. 

Q.  Are  the  machines  on  this  list  necessary  for  the  proper 
operation  of  your  farm? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  familiar  with  binders? 

A.    30  years.  „ 

Q.    When  did  you  buy  your  McCormick  grain  binder?  «* 

A.  Either  three  or  four  years  ago ;  I  should  say  four — the 
present  one  I  own. 

Q.  What  other  binders  could  you  have  bought  at  points 
near  your  farm  when  you  bought  the  McCormick? 

A.    Any  one  that  is  made. 

Q.  Can  you  name  some  of  them,  other  than  of  Interna- 
tional make? 

A.  Wood,  Osborne,  Johnston ;  I  could  have  bought  any  of 
them. 

Q.     Is  the  Acme  handled  near  there?  4. 

A.  I  do  not  know  whether  it  is  handled  there  or  not ;  I  am 
not  sure  about  that,  but  I  could  have  bought  it  just  as  I  bought 
the  other  machinery. 

Q.  How  did  this  last  McCormick  grain  binder  compare,  as 
to  the  way  in  which  it  worked,  with  former  grain  binders  with 
which  you  have  been  familiar? 

A.  it  is  an  improvement,  of  course,  over  the  binders  of  a 
few  years  ago — simplified,  less  parts. 

Q.  What,  in  your  judgment,  is  the  condition  of  the  agri- 
cultural implement  business  today,  so  far  as  it  affects  the 
farmers,  as  compared  with  what  it  was  over  10 .years  ago? 
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Does  the  farmer  get  Ms  machines  and  his  repairs  as  quickly 
and  efficiently  now  as  then? 

Mr.  Grosvenor:    Same  objection  as  heretofore  made. 

A.  Yes,  sir ;  I  think  he  gets  them  more  quickly,  and  repairs 
very  much  quicker. 

Q.  Will  you  now  please  read  into  the  record  the  list  of 
the  implements  on  your  farm? 

A.    The  list  is  as  follows : 
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list  of  Farm  Tools  Used  by  J.  H.  Harris, 

Elkhorn,  on  His 

Farm  of  100  Acres. 

Purchase 

Price. 

Farm  Wagons,  I.  H.  C,  Stoughton 

$110.00 

Farm  Truck 

40.00 

Walking  Plows,  Case  and  Deere 

30.00 

Gang  Plow,  Emerson 

60.00 

Disc  Harrow,  Case 

27.00 

Peg  Harrow,  Case 

12.00 

Silo  Filler,  Blizzard 

200.00 

Corn  Planter,  Case 

38.00 

Corn  Cultivator,  Case 

25.00 

Grain  Seeder,  Van  Brunt 

40.00 

Grain  Binder,  McCormick 

120.00 

Corn  Binder,  McCormick 

120.00 

Mowing  Machine,  McCormick 

42.00 

Side  Del.  Rake 

60.00 

Hay  Rack 

16.00 

Fertilizer  Distributor 

40.00 

Manure  Spreader,  I.  H.  C. 

120.00 

Gasoline  Engine,  I.  H.  C. 

750.00 

Land  Roller 

40.00 

nail  Tools 

75.00 

Cross-Examination  by  Mr.  Grosvenor. 

What  did  you  say  your  name  is  ? 

J.  H.  Harris. 

Is  that  John  H.  Harris? 

Yes,  sir. 

What  is  your  occupation? 

T  am  a  farmer,  and  I  run  a  creamery  at  Elkhorn. 

You  are  the  Harris  in  the  firm  of  Harris  &  West,  agents 
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A.     There  is  no  Harris  &  West,  that  I  know  of.    I  am  the  i 
president  of  the  Wisconsin  Butter  &  Cheese  Company. 

Q.  Which  is  the  larger  part  of  your  business — ^your  but- 
ter business,  or  your  farm  business? 

A.    The  butter  business. 

Q.  You  did  not  name  your  butter  business,  on  direct  ex- 
amination, as  being  part  of  your  business,  did  you? 

A.    I  was  not  asked. 

Mr.  Eemy:  I  object.  He  was  not  asked  what  his  business 
was. 

Q.    I  said  did  you  name  it? 

A.    I  did  not.  2 

Q.    You  are  something  more  than  a  farmer,  are  you? 

A.    Yes,  sir;  I  have  more  business  than  farming. 

Q.    You  have  been  in  politics? 

A.    Yes,  sir. 

Q.    And  are  in  politics  today? 

A.    No,  sir. 

Q.    You  have  been  a  state  senator? 

A.    Yes,  sir. 

Q.  And  you  have  been  somewhat  active  on  behalf  of  rail- 
roads in  your  state,  up  at  the  state  capitol?  „ 

A.    Yes,  sir.  ** 

Q.  You  are  known  up  at  the  capitol  as  a  lobbyist  for  the 
Milwaukee  road,  are  you  not? 

Mr.  Eemy:    I  object. 

A.    I  was,  sir. 

Q.    You  were  known  as  such? 

A.     I  was,  sir — 10  years  ago. 

Q.  You  do  not  hesitate  to  express  your  views  in  respect 
to  anti-trust  and  other  movements,  do  you? 

A.     No,  sir. 

Q.    You  are  opposed  to  all  movements  to  regulate  trusts  4 
or  to  bring  suits  against  trusts,  are  you  not? 

A.    I  do  not  think  so,  sir. 

Q.     Have  you  not  so  stated  in  public  meetings? 

A.     No,  sir. 

Q.  Do  you  know  of  any  organization  or  of  any  group  of 
people  that  are  called,  up  in  your  part  of  the  country.  Bour- 
bons? 

A.     Well,  I  do  not  know  that  I  do. 

Q.     Have  you  heard  that  term  used? 

A.     I  have  heard  the  term,  yes,  sir. 
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1  Q.  In  your  county  aren't  you  the  one  who  is  charged  with 
the  duty  of  organizing  the  Bourbons  for  each  election? 

A.    No,  sir. 

Q.  Have  these  views  which  you  hold  or  possess  in  any 
way  affected  the  testimony  which  you  have  given  as  to  the 
condition  of  the  farmer  and  the  state  of  repairs  and  the  agri- 
cultural business  generally  up  in  your  part  of  the  country — 
which  testimony  you  gave  on  direct  examination? 

A.    No,  sir.    Has  it  affected  my  testimony,  you  mean? 

Q.    Yes. 

A.    No,  sir. 

2  Q.  Binders  have  improved  in  quality  during  the  entire 
period  with  which  you  have  been  acquainted  with  binders, 
haven't  they? 

A.    I  think  they  have,  yes,  sir. 

Q.  They  improved  in  quality  before  the  International  was 
organized? 

A.  Yes,  sir.  I  have  known  the  binder  from  the  Old  Manny 
up.    Of  course  they  improved. 

Q.    Mowers  have  improved? 

A.    Yes,  sir. 
o       Q.    How  many  cattle  have  you  on  your  place? 
•*      A.    61. 

Q.  You  testified  on  direct  examination,  as  I  understood, 
that  your  farm  is  a  little  smaller  in  size,  if  anything,  than  the 
average  farm  in  your  part  of  the  country? 

A.    Yes,  sir. 

Q.  On  the  other  hand,  is  it  not  true  that  you  have  some- 
what more  machinery  than  the  average  farm  of  the  size  of 
yours  in  that  part  of  the  country? 

A.    I  do  not  think  so. 

Q.    Does  every  farmer  who  has  a  farm  of  100  acres,  such  as 
4  you  own,  have  an  engine  costing  $750? 

A.  It  is  getting  almost  necessary  since  the  silo  is  going  in 
in  the  dairy  districts. 

Q.  I  am  not  asking  you  whether  it  is  necessary,  but  as  to 
whether  or  not  your  neighbors  with  farms  of  the  size  of  yours 
have  engines  costing  $750. 

A.    No,  sir,  they  do  not. 

Q.  It  is  the  exception,  is  it  not,  to  have  an  engine  costing 
that  amount? 

A.    Yes,  sir. 

Q.  So  in  that  respect  your  farm  is  better  stocked  than  any 
other  farm,  that  you  know  of,  around  there? 
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A.    Only  in  that  respect.     Others  have  got  engines,  bnl  1 
not  all  of  them. 

Q.  That  article  costing  $750  is  the  most  expensive  article 
in  this  list  you  have  produced! 

A.    Yes,  sir. 

Q.  And  the  next  article  in  value  on  the  list,  or  on  your 
farm,  is  what,  using  the  list  to  refresh  your  recollection! 

A.    The  ensilage  filler. 

Q.    Costing  how  much? 

A.    Two  hundred  and  odd  dollars. 

Q.  Does  every  farmer  with  100  acres  around  there  have 
an  ensilage  cutter  costing  $2001  2 

A.   No,  sir. 

Q.    Most  of  them  do  not  have  it;  is  that  not  the  fact! 

A.    A  good  many  of  them  do  not, 

Q.  And  after  the  two  articles  you  have  named,  costing,  re- 
spectively, $750  and  $200,  what  is  the  most  expensive  article 
you  have  on  your  farm! 

A.    Manure  spreader. 

Q.  Do  all  the  farmers  having  farms  the  size  of  yours,  in 
that  part  of  the  country,  have  manure  spreaders ! 

A.    I  could  not  say  that  all  of  them  do ;  no,  sir.  o 

Q.    Do  most  of  them  have  them! 

A.    Yes,  sir. 

Q.  And  the  nex:t  is  the  grain  binder,  costing  the  same  as 
the  manure  spreader.  Practically  every  farmer  with  100 
acres  in  your  part  of  the  country  has  a  grain  binder! 

A.    Yes,  sir. 

Q.    Are  you  under  subpoena  to  testify  here! 

A.    No,  sir. 

Q,  Were  you  ever  in  the  employ  of  the  International  Har- 
vester Company! 

A.    No,  sir.  4 

Be-direct  Examination  by  Mr.  Remy. 

Q.  Has  the  fact  that  you  have  represented  railroads  blotted 
out  all  your  knowledge  of  what  you  know  about  farming! 

A.    No,  sir. 

Q.  Has  the  fact  that  you  run  a  creamery  deprived  you  of 
the  ability  to  state  what  is  on  your  farm! 

A.    No,  sir.  ,    .    . 

Q.    Or  what  your  neighbors  have  on  their  farms! 

A.    No,  sir. 

Q.    Whom  did  you  vote  for  in  1912! 
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A.    Whom  did  I  vote  for  ? 

Q.    Yes,  sir,  for  president. 

A.    Mr.  Taft. 

Q.  Mr.  Grosvenor's  friend.  Eliminating  the  gasoline  en- 
gine and  the  silo  filler,  do  most  of  the  farmers  in  your  neigh- 
borhood have  the  same  kind  and  character  of  machines  as 
you  have? 

A.    Yes,  sir. 

Q.  State  whether  or  not  the  gas  engine  of  late  years  is  com- 
ing into  greater  use  in  your  neighborhood. 

A.    Yes,  sir,  it  is. 

Q.  State  whether  or  not  the  silo  filler  of  late  years  is  com- 
ing into  greater  use  in  your  neighborhood. 

A.    It  is. 

Q.  In  your  judgment,  what  per  cent,  of  the  farmers  in  your 
neighborhood  have  manure  spreaders! 

A.    75  per  cent. 

Q.    Is  that  per  cent,  increasing  or  decreasing! 

A.    Increasing. 

Q.  About  what  per  cent,  of  the  farmers  in  your  neighbor- 
hood have  grain  binders! 

A.    90  per  cent.,  or  95  perhaps. 

Q.  About  what  per  cent,  of  the  farmers  in  your  neighbor- 
hood have  corn  binders! 

A.    90  to  95  per  cent. 


H.  M.  KINNEY,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.  Mr.  Kinney,  where  do  you  reside! 

A.  Winona,  Minnesota. 

Q,  What  is  your  business! 

A.  Manufacturing  farm  wagons. 

Q.  In  connection  with  what  firm  or  corporation! 

A.  The  Winona  Wagon  Company. 

Q.  What  is  your  official  relation  to  that  company! 

A.  Secretary  and  general  manager. 

Q.  For  how  many  years  have  you  been  in  that  position! 

A.  I  have  been  general  manager  for  nearly  33  years ;  sec- 
retary for  about  25  years. 
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Q.  How  many  years  has  the  Winona  Wagon  Company  been 
engaged  in  manufacturing  wagons? 

A.  Under  its  present  corporate  name  since  1879.  It,  how- 
ever, succeeded  a  concern  that  was  manufacturing  practically 
the  same  wagon  since  1860. 

Q.    What  line  or  kind  of  wagons  does  your  company  make  T 

A.    Farm  and  mountain  wagons. 

Q.    In  what  territory  principally  are  they  sold? 

A.  Chiefly  west  of  the  Mississippi  river,  although  we  have 
some  trade  east. 

Q.    How  are  they  sold? 

A.  They  are  sold  largely  through  dealers,  although  we  sell 
to  some  jobbers  also. 

Q.  Do  you,  in  the  conduct  of  your  business,  come  in  com- 
petition with  the  wagons  made  by  the  International  Har- 
vester Company? 

A.    We  do. 

Q.    Through  the  territory  you  have  mentioned? 

A.    Yes. 

Q.  Are  you  familiar  with  the  character  of  that  competi- 
tion, in  the  way  the  International  conducts  its  business? 

A.    To  some  extent. 

Q.  You  may  state  whether  or  not  that  competition  is  busi- 
nesslike, fair,  and  honorable  on  the  part  of  the  International 
Harvester  Company. 

A._^  We  consider  it  fair  and  honorable. 

Q.  Have  you  been  connected  with  any  organizations  of 
wagon  manufacturers  at  any  time? 

A.    Yes. 

Q.    What? 

A.  I  was  secretary  of  the  National  Wagon  Manufacturers' 
Association  for  16  years,  president  one  year,  and  have  been 
identified  with  it  more  or  less  during  its  entire  existence. 

Q.  What  has  been  the  course  of  the  wagon  business  of 
your  company  during  the  past  five  or  six  years? 

A.  Our  business  has  grown  somewhat  in  the  past  five  or 
six  years. 

Q.  You  sell  your  wagons  to  local  dealers  who  handle  the 
binders  and  mowers  made  by  the  International  Harvester 
Company,  I  suppose? 

A.    Oh,  yes. 

Q.  Do  you  find  the  fact  that  these  dealers  are  handling  the 
binders  and  mowers  of  International  make  any  obstacle  to 
your  business? 

A.    No. 
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Cross-Examination  hy  Mr.  Grosvenor. 

Q.  What  is  the  capitalization  of  the  Winona  Wagon  Com- 
pany, Mr.  Kinney? 

A.    $275,000. 

Q.  How  many  wagons  did  you  manufacture  and  sell  in 
1912? 

A.  I  could  not  give  you  the  exact  figure,  but  in  the  neigh- 
borhood of  5,000. 

Q.    How  much  in  1911? 

A.  A  few  hundred  less  than  that ;  I  have  forgotten  the  fig- 
ure. 

Q.    And  five  years  ago  what  was  it? 

A.  Between  4,000  and  4,500, 1  should  say;  I  can't  give  you 
the  exact  number. 

Q.  The  evidence  in  this  case  shows  that  the  output  of  the 
International  Harvester  Company  in  wagons  for  the  year 
1906  was  25,466,  and  in  the  year  1911  it  was  51,977.  Let  me 
ask  you  whether  or  not,  in  the  years  mentioned,  or  in  the 
period  mentioned,  namely,  from  1906  to  1911,  the  growth  of 
your  business  was  in  the  same  proportion. 

A.    It  was  not, 

Q.    That  is,  did  it  double  in  the  years  1906  to  1911? 

A.    No,  it  did  not  double. 

Q.  And  your  company  has  been  manufacturing  wagons 
ever  since  eighteen  hundred  and— 

A.    1879,  under  its  present  organization. 

Q.  The  present  organization  bought  the  trade  name  and 
the  wagon  that  had  been  manufactured  since  1860? 

A.    Yes. 

Q.  Would  you  say  that  the  International  Harvester  Com- 
pany manufactures  and  sells  more  wagons  than  any  other 
company  in  the  United  States? 

A.    I  should  say  so. 

Q.  Have  you  ever  sold  any  of  your  wagons  to  the  Inter- 
national Harvester  Company  to  be  distributed  by  its  selling 
organization  ? 

A.    We  have  not. 

Mr.  Bancroft :  Q.  What  per  cent,  of  the  total  wagon  busi- 
ness of  the  United  States,  including  only  manufacturers  that 
make  a  thousand  wagons  or  more,  would  you  say  the  Interna- 
tional did? 

Mr.  Grosvenor:  Are  you  referring  now  to  farm  wagons 
only? 
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Mr.  Bancroft:    Farm  -wagons  only. 

A.  Of  course,  I  have  no  means  of  giving  tlie  exact  figures, 
but  my  estimate  would  be  in  tbe  neigbborliood  of  15  per  cent. 

Q.  You  are  fairly  familiar  with  the  total  business  of  the 
United  States,  on  account  of  your  long  and  large  experience 
with  the  trade? 

A.    Yes.    I  think  the  estimate  is  fairly  close. 

Mr.  G-rosvenor:  Q.  Then  your  business  is  about  II/2  per 
cent,  of  the  total  farm  wagon  business  in  the  United  States  ? 

A.   About  that. 


2 


CHAELES  F.  SCHRAEDER,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  McHiigh. 

Q.    Mr.  Schraeder,  you  are  in  business  at  Markesan,  Wis- 
consin? 
A.    Yes,  sir. 

Q.    In  the  farm  implement  business ! 
A.    Yes,  sir. 

Q.    How  much  business  do  you  do  a  year! 
A.    It  would  average  in  the  last  five  years  around  $40,000 
or  $45,000. 

Q.    How  much  business  do  you  do  a  year  with  the  Interna- 
tional Harvester  Company? 

A.    It  has  run  from  $8,000  to  $10,000  and  $12,000,  and  up 
to  $15,000. 

Q.    What  binders,  mowers,  and  sulky  hay  rakes  do  you  han- 
dle? 
A.    The  McCormick. 
Q.    What  twine  do  you  handle? 
A.    The  Plymouth  and  the  International. 
Q.    Do  you  handle  a  general  line  of  farm  implements  ? 
A.    Yes,  sir. 

Q.    Do  you  handle  a  general  line  of  implements  outside  of 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 
A.    Yes,  sir. 

Q.    WTiat  lines  do  you  carry,  in  a  general  way? 
A.     Moline  Plow  Company's,  John  Deere  Plow  Company's, 
and  Lindsay  Bros.,  mainly. 
Q.     What  cream  separators? 
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A.    DeLaval. 

Q.    How  long  have  you  handled  Plymouth  twine? 

A.    Ever  since  I  have  been  in  business,  11  years. 

Q.  How  long  have  you  handled  the  McCormick  lines  of 
binders  and  mowers? 

A.    The  same  period. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  Plymouth  twine? 

A.    No,  sir. 

Q.  Has  the  International  Company  ever  said  to  you  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
bought  more  goods  of  the  company? 

A.    No,  .sir. 

Q.  Has  the  International  Company  ever  said  to  you  that 
you  could  not  handle  their  harvesting  machinery  unless  you 
did  less  business  with  their  competitors? 

A.    No,  sir. 

Q.  If  thei  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle 
their  harvesting  machinery  at  all  unless  you  quit  handling  the 
Plymouth  twine,  or  unless  you  would  buy  more  goods  of  the 
International — buy  this,  that  or  the  other  of  their  other  line 
of  implements — what  would  be  the  result  in  your  case? 

A.  Why,  I  think  I  should  cut  out  the  harvesting  machinery 
line  if  they  came  to  me  in  that  way. 

Q.  You  would  not  do  business  with  them  on  that  condi- 
tion? 

A.    No,  sir. 

Q.  You  would  cease  to  handle  the  International  Harvester 
Company's  harvesting  machinery? 

A.    Yes,  sir. 

Q.  Is  the  Acme  line  of  harvesting  machinery  handled  in 
your  town? 

A.    Yes,  sir. 

Q.    And  the  Emerson  mower? 

A.    Yes,  sir. 

Q.  Is  the  Acme  handled  at  any  town  near  Markesan  where 
you  meet  it  in  competition? 

A.    Yes,  sir. 

Q.  Is  the  Johnston  line  handled  in  any  town  near  you 
where  you  meet  it  in  competition? 

A.    Yes,  sir. 

Q.  So  these  are  all  offered  to  the  farmers  and  they  are 
solicited  to  buy  these  various  makes? 
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A.    Yes,  sir. 

Cross-Examination  by  Mr,  Grosvenor. 

Q.  How  many  dealers  are  there  in  Markesan,  Mr.  Schrae- 
der? 

A.    Two. 

Q.  Does  the  other  dealer  handle  any  of  the  International 
lines? 

A.    Yes,  sir. 

Q.    What  lines? 

A.    He  handles  the  Deering  binders. 

Q.    Does  he  also  carry  the  Acme? 

A.    Yes,  sir. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.    The  McCormick  and  the  Deering. 

Q.  What  per  cent,  of  the  binders  sold  around  there  are  of 
International  make? 

A.     Eight  in  my  vicinity? 

Q.  I  mean  in  the  territory  in  which  you  sell  binders  in 
competition  with  other  dealers,  and  therefore  are  acquainted 
with  business  conditions. 

A.    I  should  judge  in  the  last  two  years  about  70  per  cent. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  No,  sir,  except  in  such  cases  where  we  complete  a  settle- 
ment of  goods  that — 

Q.  Do  they  hold  a  note  which  you  gave  last  fall  at  settle- 
ment time,  on  goods  which  you  had  acquired  but  not  sold? 

A.    I  could  not  say ;  if  it  has,  it  is  very  small. 


E.  J.  WILLIAMS,  being  duly  sworn  as  a  witness  on  behalf  4 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Williams,  you  are  in  business  at  Eandolph,  Wis- 
consin? 

A.  Yes,  sir. 

Q.  In  the  implement  and  vehicle  business? 

A.  Yes,  sir. 

Q.  How  much  business  do  you  do  a  year? 

A.  $35,000  or  $40,000. 
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Q.  Plow  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    About  $8,000  in  1912. 

Q.    What  line  of  binders  do  you  handle? 

A.    The  Acme  and  the  Deering. 

Q.    What  line  of  sulky  hay  rakes  ? 

A.    The  Acme  and  the  Deering. 

Q.    What  line  of  mowers? 

A.    The  Acme  and  the  Deering. 

Q.    How  long  have  you  handled  the  Acme  line? 

A.    Three  years,  I  think  it  is. 

Q.    How  long  have  you  handled  the  Deering? 

A.    16  or  17  years. 

Q.    Do  you  handle  a  general  line  of  farm  implements  ? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and 
sold  in  competition  with  like  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.    I  handle  the  John  Deere  line,  the  Case  line. 

Q.    What  wagons  do  you  handle  ? 

A.    I  handle  the  Eandolph  wagon. 

Q.    What  gasoline  engines? 

A.    I  handle  the  Waterloo,  the  Stover,  and  the  John  Lauson. 

Q.  Mr.  Williams,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  quit  handling  the  Acme  line? 

A.    No,  they  have  not. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  doing  so  much  business  with  competitors? 

A.    No,  sir. 

Q.  Have  they  ever  said  that  you  could  not  handle  their 
harvesting  machinery  unless  you  bought  more  goods  of  that 
company  1 

A.    No,  they  have  not. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  impose  the  condition  that  you  could  not  handle 
their  harvesting  machinery  unless  you  did  quit  the  Acme,  or 
unless  you  did  increase  your  purchases  from  the  International 
by  buying  this  and  that  or  the  other  of  their  long  line  of 
implements,  what  would  be  the  result  in  your  case,  Mr.  Will- 
iams? 

A.    I  would  have  to  quit  them,  I  suppose. 
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Q.    Well,  you  smile  when  you  say  "I  suppose".    You  are  i 
not  in  much  doubt  about  that,  are  you? 

A.    No,  I  am  not. 

Q.  Are  you  a  stockholder  of  the  Eandolph  Wagon  Com- 
pany? 

A.    I  have  a  little  stock  there ;  yes,  sir. 

Q.  And  that  is  a  company  which  makes  wagons  in  your 
town  of  Eandolph? 

A.    Yes,  sir. 

Q.    It  is  a  local  industry  there? 

A.    Yes,  sir. 

Q.    And  those  are  the  wagons  which  you  sell?  2 

A.    Yes,  sir. 

Q.  As  an  implement  dealer.  Are  you  in  touch  with  the 
business  of  the  Eandolph  Wagon  Company,  so  as  to  know 
whether  it  is  expanding,  or  otherwise? 

A.    I  am  a  little,  yes,  sir. 

Q.    Do  you  know  how  many  wagons  it  sold  last  year? 

A.    Between  3,000  and  3,500. 

Q.    Do  you  know  how  many  wagons  it  sold  10  years  ago? 

A.    About  200  or  300. 

o 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Are  you  an  officer  of  the  Eandolph  Wagon  Company? 

A.  Only  a  director,  that  is  all. 

Q.  How  many  farm  wagons  did  you  say  the  company  sold 
in  1912? 

A.  About  3,000;  somewhere  in  there;  I  do  not  know  the 
figures. 

Q.  How  many  dealers  are  there  in  Eandolph? 

A.  Two  implement  dealers. 

Q.  What  lines  does  the  other  dealer  carry?  _       •  4 

A.  He  carries  the  McCormick  and  the  Johnston  lines. 

Q.  How  many  Acme  binders  did  you  sell  in  1912? 

A.  Six  or  seven,  I  giiess. 

Q.  How  many  Deering? 

A.  12  or  13. 

Q.  How  many  Acme  mowers? 

A.  I  sold  four  or  five,  I  guess. 

Q.  How  many  Deering  did  you  sell? 

A.  16  or  18. 

Q.  The  leading  types  of  binders  and  mowers  in  your  terri- 
tory are  International? 

A.  Yes,  sir,  I  think  so. 
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^  Be-direct  Examination  by  Mr.  McHugh. 

Q.  The  Emerson  mower  is  sold  in  your  town? 

A  Y(^s    sir* 

Q.  The' Acme  line  is  handled  at  Beaver  Dam,  near  your 
town? 

A.  Yes,  sir. 

Q.  And  at  MarkesanT 

A.  At  Markesan,  yes,  sir. 

Q.  You  meet  all  those  in  competition! 

2      A.  Yes,  sir. 


ALBERT  F.  BORNSHEIN,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Bornshein,  you  are  in  business  at  Brandon,  Wis- 
consin? 

A.    Yes,  sir. 
^      Q.    In  the  implement  business? 

A.    In  the  implement  business. 

Q.    How  much  business  do  you  do  a  year? 

A.    From  $4,000  to  $5,000  a  year. 

Q.  How  much  business  do  you  do  all  together  in  the  imple- 
ment business  ? 

A.    In  the  implement  business? 

Q.    Yes,  all  of  it — wagons  and  twine. 

A.    From  $8,000  to  $10,000,  or  over. 

Q.    How  much  do  you  do  with  the  International  Harvester 
4  Company? 

A.    Between  $3,000  and  $4,000. 

Q.  What  line  of  binders,  mowers,  and  sulky  hay  rakes  do 
you  handle  ? 

A.    I  handle  the  Deering. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.     Yes,  sir. 

Q.  Outside  of  harvesting  machinery,  what  lines  do  you 
handle? 

A.  I  handle  the  Deering  rake,  and  I  handle  the  John  Deere 
corn  cultivators,  the  John  Deere  goods,  and  some  of  the  Ply- 
mouth twine. 

Q.    Mr.  Bornshein,  has  the  International  Harvester  Com- 
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pany  ever  said  to  you  that  you  could  not  handle  their  harvest- 
ing machinery  unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  did  less  business  with  their 
competitors? 

A.     They  never  did. 

Q.    If  they  should  come  to  you  and  say  that  to  you — 

A.  Well,  I  would  tell  them  to  take  the  machine  and  I  would 
try  to  get  some  one  else 's. 

Q.    Is  the  Acme  handled  at  Brandon? 

A.    Yes,  sir. 

Q.    Is  the  Johnston  handled  at  any  town  near  yout 

A.  I  think  it  is  handled  over  in  Fairwater,  within  four 
miles. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Brandon? 

A.  There  are  two,  but  there  are  two  blacksmiths  who  han- 
dle a  little  goods  yearly.    About  two  legitimate  dealers. 

Q.     Of  whom  you  are  one? 

A.    Yes. 

Q.    What  harvesting  lines  does  the  other  legitimate  handle  ? 

A.     They  have  the  Acme  binder  and  the  Appleton  spreader. 

Q.    Who  handles  the  McCormick  around  there? 

A.  I  don't  know  whether  it  is  the  blacksmith  or  not, 
whether  he  handles  any;  that  I  could  not  say.  There  ain't 
much  of  that  going  on  there,  besides  them  two. 

Q.    Are  there  many  binders  sold  around  there  ? 

A.    Yes,  quite  a  few. 

Q.     Corn  binders? 

A.     Corn  binders,  too. 

Q.    What  are  the  leading  binders  in  your  territory? 

A.     The  Deering. 

Q.    And  after  that? 

A.    Then  the  next  will  be  the  McCormick. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International,  which  includes  not  only  the  Deering  and 
the  McCormick,  but  the  Champion,  the  Piano,  the  Milwaukee, 
and  the  Osborne? 

A.    I  should  judge  anyway  80  per  cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    About  one-half,  anyway. 

Q.     What  per  cent,  of  the  corn  binders  are  International? 
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1  A.I  think,  around  70  to  75  per  cent. 

Q.    What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional! 
A.     Oh,  from  60  to  70  per  cent.,  I  think, 
Q.    What  per  cent,  of  the  twine  is  International? 
A.    Well,  half, 
(A  recess  was  here  taken  until  2:00  o'clock  P,  M,) 

F,  E.  KENASTON,  being  duly  sworn  as  a  witness  on  behalf 

2  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Kenaston,  you  reside  at  Minneapolis! 

A.    Yes,  sir. 

Q.    What  is  your  connection  with  the  Minneapolis  Thresh- 
er Company! 

A.    President  and  treasurer, 

Q.    What  is  the  business  of  the  Minneapolis  Thresher  Com- 
q  pany!    What  does  it  manufacture  and  sell! 

A.     We  manufacture  threshing  machinery,  separators,  and 
their  appliances,  steam  and  gasoline  traction  engines. 

Q.    Any  corn  shellers? 

A.    Corn  shellers,  yes,  sir — ^power  corn  shellers. 

Q.    How  long   has   the   Minneapolis   Thresher   Company 
been  engaged  in  that  business? 

A.    I  think  it  was  incorporated  in  1887. 

Q.    It  has  been  engaged  in  that  business  for  the  past  ten 
years,  at  least! 

A.    Yes,  sir. 
4      Q-    Where  do  you  sell  the  output  of  your  factory!    What 
territory  is  covered  by  your  sales? 

A.     We  cover  territory  west  of  the  Mississippi  Eiver  prin- 
cipally: and  Illinois,  Wisconsin,  and  Ohio,  to  a  certain  extent. 

Q.    Do  you  sell  your  output  direct  to  the  dealer!    Do  you 
market  it  through  the  dealer! 

A.     Yes,  largely  we  market  through  the  dealer. 

Q.     The  local  dealer? 

A.     The  local  dealer. 

Q.    These  implements  are  large  and  rather  costly  irriple- 
ments! 

A.     Yes,  sir. 
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Q.    And  they  are  handled  through  the  dealer  by  commis-  1 
sion  agency  contracts,  as  a  rule? 

A.    Yes,  sir. 

Q,  You  have  been  connected  with  the  Thresher  Company 
for  the  past  ten  years? 

A.    Yes,  sir. 

Q.  And,  of  course,  are  in  touch  with  its  business  and  its 
development? 

A.    Yes,  sir. 

Q.  Your  entire  business,  then,  is  competitive  with  the  In- 
ternational Harvester  Company? 

A.    Yes.  2 

Q.    They  sell  threshing  machines? 

A.    Yes,  sir. 

Q.  They  make  and  sell  the  gang  plows  and  traction  en- 
gines and  power  corn  shellers? 

A.    Yes,  sir. 

Q.  So  that  on  the  lines  they  manufacture  and  sell  and 
the  threshing  line  that  the  International  jobs,  your  sales  are 
in  competition  with  the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.    How  have  you  found  the  competition  of  the  Interna-  3 
tional  Harvester  Company,  as  to  whether  or  not  it  was  fair 
and  businesslike? 

A.    I  have  always  found  it  very  fair. 

Q.  How  has  your  company  prospered?  Has  its  business 
grown  and  developed  with  the  years? 

A.    Yes. 

Q.  How  was  it  up  to  1909  compared  with  the  ten  years 
previous  ? 

A.  1909  was  about  the  same,  I  think,  as  the  years  previous ; 
it  might  have  varied  a  little ;  not  very  much. 

Q.     Had  it  increased  from  1902  up  to  1909?  4 

A;  No.  1902  was  an  exceptional  year  in  our  business;  it 
was  greater  than  1901  or  any  other  period  between  1901  and 
1909. 

Q.     That  was  due  to  crop  conditions? 

A.     That  was  due  to  crop  conditions,  yes,  largely. 

Q.  Now  take  19l2.  How  was  your  business  in  1912,  com- 
pared with  your  business  in  1909? 

A.     It  was  very  nearly  double. 

Q.    Very  nearly  double? 

A.     Very  nearly  double ;  yes,  sir. 
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1  Q.     Now,  you  have  marketed  your  product,  as  you  say, 
through  the  local  dealer? 

A.    Yes,  sir. 

Q.  And  the  local  dealers  through  whom  you  have  marketed 
your  product  in  large  proportion  have  been  dealers  who  were 
handling  harvesting  machinery  of  the  International  Har- 
vester Company? 

A.    Yes. 

Q.  Did  you  find  the  fact  that  those  dealers  were  handling 
the  harvesting  machinery  of  the  International  Harvester  Com- 
pany an  obstacle  to  your  selling  to  the  dealer  your  machinery? 

2  A.    No;  no,  we  never  found  that  an  obstacle.    I  think  in 
nearly  every  case  we  have  had  our  fair  share  of  the  business. 

Q.  The  thresher  business,  with  the  large  traction  engines 
that  you  make,  is  a  business  of  disposing  of  machinery  that 
is  rather  intricate? 

A.     Yes. 

Q.  And  it  involves  considerable  watchfulness  and  care  in 
providing  expert  service  in  connection  with  it  for  the  farmer? 

A.     It  does. 

Q.  And  the  success  of  the  business  would  depend  largely 
q  upon  the  merit  of  the  machine  and  the  character  of  the  repair 
service  in  connection  with  it? 

A.     That  has  been  our  experience. 

Q.  You  have  competition  from  other  companies  besides 
the  International? 

A.     Oh,  yes. 

Q.     Some  of  them  large? 

A.    Yes. 

Q.    And  some  of  them  small? 

A.    Yes. 

Q.  A  small  company,  with  a  limited  output,  may  furnish 
4  and  does  furnish  a  live  competition  notwithstanding  the  lim- 
ited output? 

A.  I  have  found  that  some  of  the  small  companies  were 
very  much  in  evidence  in  the  trade. 

Q.  Competition  by  a  company  may  be  active  and  very 
much,  as  you  say,  in  evidence  even  though  it  be  not  very  large 
in  proportionate  output? 

A.    Yes. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    What  are  your  principal  lines,  Mr.  Kenaston? 

A.     The  steam  and  gasoline  traction  engines  and  thresh- 
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ers — we  call  them  separators,  that  is  the  technical  term—  i 
and  power  corn  shellers. 

Q.    Gang  plows  ? 

A.  Yes.  We  do  not  manufacture  them;  we  job  the  gang 
plows. 

Q.  You  do  not  have  any  competition  with  the  International 
on  threshers,  do  you? 

A.     Oh,  yes. 

Q.     What  threshers  do  they  sell? 

A.  They  have  sold  the  machine  built  by  the  Aultman  & 
Taylor  Company,  Mansfield,  Ohio,  and  the  Belle  City,  manu- 
factured at  Eacine,  Wisconsin.  2 

Q.     How  long  have  they  sold  the  Aultman-Taylor  thresher? 

A.     I  think  for  two  or  three  seasons. 

Q.  You  have  no  competition  on  gang  plows  with  the  In- 
ternational, have  you? 

A.     Oh,  yes ;  yes. 

Q.    Do  they  make  gang  plows? 

A.  I  don't  know  whether  they  make  any  or  not;  they  sell 
them. 

Q.    Whose  plows  do  they  sell? 

A.     The  only  plow  they  sell,  that  I  know  particularly  about,  g 
is  the  Parlin  &  Orendorff  plow. 

Q.  Where  do  they  sell  those — in  this  country  as  well  as 
in  Canada? 

A.     I  do  not  know;  I  am  not  sure  as  to  that. 

Q.    What  is  the  answer? 

A.     I  am  not  sure  as  to  that.    I  think  they  do,  though. 

Q.    How  many  threshers  did  you  sell  in  1912? 

A.    I  do  not  remember  the  exact  number. 

Q.    Well,  state  approximately. 

A.    Around  800,  I  guess ;  in  that  neighborhood. 

Q.     How  many  steam  and  the  other  traction  engines?  4 

A.  I  could  not  give  you  the  exact  number  we  sold.  I  can 
give  you  the  exact  amount,  in  dollars  and  cents,  of  our  busi- 
ness, if  you  like. 

Q.     Can't  you  give  it  approximately? 

A.  I  think  we  sold  in  the  neighborhood  of  500  or  600  gaso- 
line engines,  and  perhaps  300  or  400  steam  engines. 

Q.  Isn't  it  a  fact,  Mr.  Kenaston,  that  there  are  companies 
other  than  the  International  which  make  more  threshers 
than  the  International  makes? 

A.  T  do  not  think  the  International  makes  any  threshers 
themselves ;  not  to  my  knowledge. 
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1  Q.    Aren't  there  other  companies  that  sell  more  threshers 
than  the  International? 

A.    I  do  not  know;  perhaps  there  are. 
Q.    Do  you  know  how  many  threshers  the  International 
sells  in  a  year? 
A.     No,  sir,  I  do  not. 

Q.    What  is  the  capitalization  of  your  company? 
A.     The  authorized  capitalization  is  $3,000,000. 
Q.    How  much  is  issued? 

A.    About  $2,250,000,  I  think,  issued;  something  like  that. 
Q.    What  dividends  did  you  pay  for  1912? 

2  A.    We  pay  six  per  cent,  on  the  common  stock  and  seven 
per  cent,  on  the  preferred. 

PAUL  E.  HEESCHEL,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Herschel,  you  reside  at  Peoria,  Illinois? 

3  A.    Yes,  sir. 

Q.    You  are  a  member  of  the  firm — or  is  it  a  corporation? 

A.    A  corporation. 

Q.    You  are  connected  with  the  E — 

A.    E.  Herschel  Manufacturing  Company. 

Q.     The  E.  Herschel  Manufacturing  Company? 

A.     Yes,  sir. 

Q.  The  E.  Herschel  Manufacturing  Company  manufac- 
tures and  sells  repair  parts  and  supplies  for  various  makes 
of  harvesting  machinery? 

A.     Yes,  sir. 

4  Q.     And  it  makes  repair  parts,  supplies,  for  the  McCormick 
binder  and  mower? 

A.  Yes,  sir. 

Q.  And  the  Deering  binder  and  mower? 

A.  Yes,  sir. 

Q.  And  the  Osborne  binder  and  mower? 

A.  Yes,  sir. 

Q.  And  the  Champion? 

A.  Yes. 

Q.  And  the  Milwaukee? 

A.  Yes. 

Q.  And  the  Piano? 
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A.    Yes,  sir.  1 

Q.   And  the  Acme? 

A.    Yes,  sir. 

Q.    And  the  Johnston? 

A.    Yes,  sir. 

Q.    And  the  Adriance? 

A.    Yes,  sir. 

Q.    And  the  Walter  A.  Wood? 

A.    Yes,  sir. 

Q.    And  as  the  new  machines  come  in  you  purpose  mak- 
ing repair  parts  for  them? 

A.    We  expect  to.  2 

Q.    How  much  business  do  you  do  a  year,  Mr.  Herschel? 

A.    Our  total  volume  this  year  was  somewhat  over  a  million 
dollars. 

Q.    Over  a  million  dollars? 

A.    Yes,  sir. 

Q.    Where  do  you  sell  these  repair  parts? 

A.    We  sell  them  to  the  dealers  and  to  the  jobbers  in  this 
country  and  in  foreign  countries. 

Q.    What  foreign  countries  do  you  cover  with  your  sales  of 
repair  parts  and  supplies  for  harvesting  machinery?  „ 

A.    Russia,  France,  Switzerland,  and  South  America,  prin-  " 
cipally. 

Q.    You  aim  to  follow  the  binder  around  the  world? 

A.    We  do. 

Q.    You  sell  them  throughout  the  United  States? 

A.    We  do. 

Q.    You  have  competition  in  this  business  in  the  United 
States? 

A.    Yes,  sir. 

Q.    Other  companies  are  engaged  in  like  manufacture  and 
sale?  _  4 

A.   Yes,  sir. 

Q.    Do  you  find  competition  abroad? 

A.    We  do. 

Q.-    Companies  are  engaged  abroad  in  making  and  selling 
the  repair  parts  and  supply  parts  for  the  International  har- 
vesting machines? 
A.    They  are. 

Q.    For  instance,  in  South  America  you  meet  the  competi- 
tion of  European  manufacturers  in  repairs  ? 
A.    To  a  certain  extent,  yes. 
Q.    And  you  find  them  there  soliciting  the  trade  ? 
A.    Yes. 
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Q.    Your  business  has  grown  in  the  past  ten  years? 

A.    Yes,  sir. 

Q.    In  these  repairs? 

A.    Yes. 

Q.  What  is  the  business  to-day  as  compared  with  the  vol- 
ume ten  years  ago? 

A.  The  business  has  increased  about  150  per  cent,  in  the 
last  ten  years. 

Q.  And  of  course  all  your  business  so  far  as  it  relates  to 
repair  parts  and  supplies  for  the  International  makes  of 
harvesting  machinery  is  in  competition  with  the  International 
Company? 

A.    Yes,  sir. 

Q.  And  has  your  business  in  the  sale  of  these  repair  parts 
and  supplies  for  International  Company's  harvesting  ma- 
chinery increased  in  the  United  States  in  the  past  ten  years  ? 

A.    Yes,  sir. 

Q.    In  about  that  like  proportion? 

A.  I  think  in  that  like  proportion.  I  gave  you  the  total  of 
the  volume  of  business  which  we  have  done. 
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Q.    Mr.  Herschel,  when  was  your  company  established? 

A.    1887. 

Q.  And  did  that  succeed  an  earlier  company  under  the 
same  name,  doing  the  same  sort  of  business? 

A.  No.  The  company  that  we  succeeded  practically  went 
out  of  business,  and  my  partner,  being  a  mechanic,  started  to 
make  this  line  of  stuff  which  he  understood. 

Q.  Didn't  you  succeed  to  the  name,  the  same  name,  of  a 
company  which  had  been  doing  business  since  1855? 

A,    No,  sir. 

Q.  What  was  the  R.  Herschel  Manufacturing  Company 
established  in  1855? 

A.  There  was  no  such  concern  started  in  1855,  except  what 
is  known  as  the  old  Steiger  &  Company,  and  we  were  located 
in  the  same  place. 

Q.    And  doing  business  under  the  same  name? 

A.  No,  sir,  we  were  not.  We  had  no  connection  with  that 
concern  at  that  time.  But  it  was  generally  understood  at  that 
time  that  they  were  making  nothing  but  repairs;  they  were 
repairing  little  machines;  they  were  repairing  the  mowers 
when  they  were  out  of  order. 
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Q.    What  is  your  name? 

A.    My  name  is  Paul  E.  Herschel. 

Q.  Are  you  the  first  of  your  family  in  business  in  that 
town,  under  that  name? 

A.    Yes,  sir,  with  my  brother. 

Q.  It  was  your  brother  who  started  in  business  earlier, 
was  it? 

A.  No,  sir;  we  started  together.  He  may  have  started  a 
few  months  prior  to  that  time,  when  he  got  things  together, 
but  it  was  only  a  matter  of  a  few  months. 

Q.  I  show  you  the  Implement  Blue  Book  for  1912,  at  page 
142.  Please  state  whether  that  is  an  advertisement  of  your 
company. 

A.    Yes,  sir;  it  is. 

Mr.  Grosvenor:  I  ask  that  that  advertisement  be  copied 
into  the  record. 

The  advertisement  is  as  follows,  omitting  the  cut  which  ap- 
pears in  the  advertisement : 

R.  HERSCHEL  MANUFACTURING  CO. 
Peoria,  (Factory,  East  Peoria,  111.). 

Mower  Knives,  Sickles,  Sections,  Pitman  Boxes, 
Link  Chain  Belting,  Wheeled  Scrapers,  Drag 
Scrapers,  Lawn  Mowers,  Standard  Litter  Carriers, 
(C  U  T)  Leather  and  Rubber  Belting,  Hose,  Rake  Teeth, 
Cylinder  Teeth,  Band  Cutter  Knives,  Revolving 
Hay  Rakes,  and  other  Implement  Supplies.  Cream 
Separator  Repairs.  Wagon  Boxes,  Single  and 
Double  Trees. 

CATALOGUE  FREE. 

BRANCH  HOUSES:  Minneapolis,  Minn.;  Kan- 
sas City,  Mo.;  Omaha,  Neb.;  New  York  City,  El- 
mira,  Philadelphia,  Saginaw,  Dallas. 


Q.  Please  look  at  the  same  book,  at  page  345,  and  state 
whether  that  is  a  true  statement  of  the  lines  made  and  sold 
by  your  company. 

A.     This   is   erroneous:     "Established   1855."     That   is 
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wrong.  The  E.  Herschel  Manufacturing  Company  was  not 
established  in  1855. 

Q.  Look  at  the  line  of  implements  there  named  as  being 
manufactured  by  you  and  state  whether  that  is  a  correct  state- 
ment of  the  things  you  make  and  sell. 

A.    Some  of  these  goods  are  made  by  us ;  others  are  not. 

Q.    Do  you  advertise  that  you  make  all  those  things'? 

A.  In'  a  general  way,  no,  we  do  not.  A  great  many  of 
these  items  are  not  manufactured  by  us;  they  are  jobbed. 
We  do  both  a  jobbing  and  a  manufacturing  business. 

Q.  Do  you,  in  respect  to  each  of  those  articles,  either  make 
it  and  sell  it,  or  simply  job  it? 

A.  Some  of  these  items,  as  I  said  before,  we  job;  we  buy 
and  job,  but  the  main  articles  in  her^  we  manufacture. 

Q.  Do  you  do  business  either  in  manufacturing  or  in 
jobbing  in  respect  to  each  of  those  articles? 

A.  I  would  have  to  study  over  each  item,  because  there 
might  be  some  changes  made  in  this. 

Q.    Well,  look  it  over. 

A.  As  I  said  before,  some  of  these  items  have  been  cut  out 
and  others  added,  and  some  we  manufacture  and  some  we 
job. 

Q.  Is  that  an  advertisement  or  a  notice  published  in  that 
trade  journal  with  your  authority  or  with  the  authority  of 
your  company? 

A.  That  I  could  not  answer.  That  is  in  the  advertising 
department.  That  was  put  in  there  as  advising  the  trade 
what  they  can  buy  of  us. 

Q.  You  think  that  was  put  in  by  your  advertising  depart- 
ment? 

A.    I  think  so. 

Mr.  Grosvenor:  I  ask  that  the  statement  on  page  345  of 
the  Implement  Blue  Book  for  1912  be  copied  into  the  record. 

The  statement  is  as  follows: 

R.  HERSCHEL  MFG.  CO.  Established  1855.  Incorporated 
1893.  Capital  $50,000.  President,  H.  Robt.  Herschel; 
Vice-President  and  General  Manager,  Paul  E.  Herschel; 
Vice-President  and  General  Superintendent,  Martin 
Sehm;  Secretary  and  Treasurer,  H.  R.  Herschel,  Jr. — 
Header  Sickles,  Hay  Knives,  Revolving  Hay  Rakes,  Hay 
Rake  Teeth,  Knife  Clips,  Lawn  Mowers,  Litter  Carriers, 
Malleable  Link  Chain  Belting,  Mower  Knives,  Mower 
Sections,  Neck  Yokes,  Pitman  Straps,  Pitman  Springs, 
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Pitman  Woods,  Pitman  Boxes,  Pitman's  Complete,  Pit- 
man Boilts,  Rivets  for  Sections,  Guards  and  Heads,  Reapr 
er  Sections,  Reaper  Sickles,  Mower,  Reaper  and  Header 
Sections,  Shoveling  Boards,  Springs,  Singletrees, 
Wrenches,  Wagon  Boxes,  Wearing  Plates,  Leather,  Rub- 
ber and  Canvas  Belting,  Binder  Covers,  Binder  Canvases, 
Band  Cutter  Knives,  Cream  Separator  Repairs,  Garden 
Cultivators,  Spiked  Cultivators,  Cylinder  Teeth,  Check 
Rower  Wire,  Check  Rower  Springs,  Clevises,  Cultivator 
Shovels,  Corn  Harvester  Knives,  Cheese  Knives,  Mower 
Cutter  Bars,  Disc  Sharpeners,  Doubletrees,  Knife  and 
Sickle  Grinders,  Guards  and  Guard  Plates,  Hay  Loader 
Teeth  and  Header  Teeth  and  Forks. 

Q.    What  is  the  capitalization  of  your  company? 

A.    $50,000. 

Q.    What  was  the  total  amount  of  your  business  in  1912  T 

A.  In  1912,  if  I  remember  correctly,  between  $800,000  and 
$850,000. 

Q.  That  includes  both  your  foreign  and  your  domestic 
business  ? 

A.    Yes,  sir. 

Q.    That  includes  all  your  business! 

A.    Yes,  sir. 

Q.    How  much  of  that  was  in  domestic  business? 

A.    I  could  not  answer  that  definitely. 

Q.    Give  it  appro:^imately. 

A.  I  should  judge  that  our  export  business  was  very  light 
last  year;  about  $35,000  to  $50,000  export;  the  rest  was  do- 
mestic business. 

Q.    Then,  close  to  $800,000  was  your  domestic  business? 

A.    About  that. 

Q.  You  job  and  also  make  many  things  that  are  not  made 
by  the  International,  do  you  not,  such,  for  instance,  as  lawn 
mowers  ? 

A.    Yes,  sir. 

Q.  Therefore,  in  respect  to  a  large  part  of  that  $800,000 
you  are  not  in  competition  with  the  International  Harvester 
Company? 

A.  Not  in  the  large  part.  I  can't  say  what  the  per  cent, 
would  be. 

Q,  What  things  do  you  sell  that  are  known  as  repair  parts 
for  binders  and  mowers? 

A.    We  call  them  cutting  parts. 

Q.     Please  name  them. 
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A.  Such  as  knives,  sections,  guards,  plates,  heads,  pit- 
mans,  wheel  arms,  wheel  fans,  pitman  boxes,  wearing  plates ; 
those  would  be  the  principal  items ;  I  may  have  omitted  a  few ; 
I  can't  remember. 

Q.  What  was  your  business  in  dollars  and  cents  in  those 
lines  in  this  country  for  the  year  1912  ? 

A.  I  can't  give  you  the  figures,  but  I  would  estimate  it  60 
per  cent,  of  our  business ;  about  that. 

Q.    How  many  lawn  mowers  did  you  sell  last  year? 

A.    I  could  not  give  you  that. 

Q.     Can't  you  state  it  approximately? 

A.    Possibly  6,000  or  7,000. 

Re-direct  Examination  by  Mr.  McHugJi. 

Q.  The  parts  you  have  mentioned  are  the  parts  of  the  ma- 
chine that  wear  out? 

A.    Yes,  sir. 

Q.  And  you  supply  the  ones  that  wear  out  and  for  which 
there  is  a  demand  on  the  part  of  the  farmer? 

A.    Yes,  sir. 

Mr.  Grosvenor:  Q.  Do  you  do  any  business  with  the  In- 
ternational Harvester  Company? 

A.  "We  do  not,  that  I  remember;  occasionally  one  of  their 
distributing  centers  may  wish  to  draw  from  us  or  buy  some- 
thing indirectly  from  us,  but  if  they  do  I  do  not  know  any- 
thing about  it.  We  have  no  account  that  I  remember ;  if  there 
is,  it  is  very,  very  small.  I  do  not  believe  we  have  their  ac- 
count on  our  books. 

Q.  You  sell  these  repair  parts  to  dealers  in  some  instances 
directly? 

A.    Yes,  sir. 

Q.    And  in  other  eases  you  handle  them  through  jobbers  ? 

A.    Yes,  sir. 

Q.    And  the  jobber  sells  them  to  the  dealers? 

A.    Yes,  sir. 

Q.  But  they  are  marketed  through  the  retail  implement 
dealers  of  the  country? 

A.    Yes,  sir. 

Q.  You  did  not  mention  in  your  list  of  parts  the  canvas  for 
the  binders. 

A.  As  I  say,  I  have  omitted  some;  I  can't  think  of  all  the 
items ;  it  is  a  pretty  long  list. 

Q.    But  you  sell  those? 

A.    We  sell  them;  yes,  sir. 
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Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  You  sell  also  cream  separator  repairs,  do  you  not? 

A.  Yes,  sir. 

Q.  Were  those  repairs  included  in  that  60  per  cent.? 

A.  No ;  that  is  a  very  small  item. 


W.  H.  STEWART,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

2 
Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  W.  H.  Stewart,  and  you  are  in  the  im- 
plement and  automobile  business  at  Delavan,  Wisconsin? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.    Since  1895. 

Q.    What  is  your  total  annual  business',  including  both  your 
implements  and  automobiles? 

A.    At  the  present  time  it  runs  around  $40,000.  „ 

Q.     And  how  much  of  that  is  in  implements  and  farm  ^ 
wagons  and  twine? 

A.    About  $25,000. 

Q.    How  much  of  that  is  represented  by  your  sales  of  In- 
ternational Harvester  Company  goods? 

A.    Well,  that  varies ;  I  think  last  year  it  was  about  $8,500. 

Q.    Is  that  a  fair  average  year? 

A.    I  think  so. 

Q.    What  binders  and  mowers  do  you  handle? 

A.    The  Deering. 

Q.    What  twine  do  you  handle?  4 

A.    The  Deering  and  the  Plymouth. 

Q.    Is  the  Acme  machine  sold  at  Delavan? 

A.    There  is  an  agency  there ;  yes,  sir. 

Q.    And  is  the  Johnston  line  sold  near  you? 

A.    No,  sir;  it  is  sold  within  13  miles. 

Q.    What  wagons  do  you  handle  ? 

A.    The  T.  G.  Mandt. 

Q.    ThatisMoline? 

A.    Moline  Plow  Company. 

Q.    What  spreaders? 

A.    International  and  John  Deere, 

Q.    What  cultivators? 


420  W.  H.  Stewart,  Cross-Examination. 

A.    Deere,  Moline,  and  Sattley,  principally. 

Q.    What  harrows'? 

A.    About  the  same. 

Q.    What  discs? 

A.    International,  Deere,  and  Bucher  &  Gibbs. 

Q.    What  planters? 

A.    John  Deere. 

Q.  Who  fixes  the  retail  price  at  which  you  sell  your  goods 
to  the  farmer? 

A.    I  do, 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  that  price? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  unless  you  increased  your  purchases  from  them, 
or  diminished  your  purchases  from  others,  you  could  not  han- 
dle their  binders  and  mowers  ? 

A.    They  have  not. 

Q.  Could  they  force  you  to  handle  other  lines  of  goods  of 
theirs  by  such  threat? 

A.    I  do  not  think  so. 

Q.    Have  you  much  doubt  on  if? 

A.    Not  very  much,  no,  sir. 

Q.    You  do  not  think  they  could? 

A.    I  do  not  think  they  could. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Delavan? 

A.    There  are  three. 

Q.    What  harvesting  lines  do  the  other  dealers  carry? 

A.    One  carries  the  Osborne,  and  one  the  Acme. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 

A.    The  Deering  and  the  McCormick. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.  They  may  hold  a  note  for  three  mowers  carried  over 
last  year. 

Q.    A  note  that  you  gave  at  settlement  time? 

A.   Yes,  sir. 

Q.    As  a  matter  of  fact,  they  do  have  that  note,  don't  they? 

A.    I  think  they  do  at  the  present  time ;  yes,  sir. 

Mr.  Eemy:    Q.    Is  that  note  due? 

A.    No,  sir. 
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Q.    The  note  was  given  in  the  regular  course  of  business"?  1 
A.    Yes,  sir. 

GIVEN  MOORE,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Moore,  you  reside  at  Spring  Valley,  Illinois  ? 

A.    Yes,  sir;  that  is,  my  general  office  is  there. 

Q.    What  was  your  business  in  1902  ?  2 

A.  I  was  sales  manager  for  the  Walter  A.  Wood  Harvester 
Company  at  Hoosick  Falls,  New  York. 

Q.  How  long  were  you  sales  manager  of  the  Walter  A. 
Wood  Company? 

A.    I  was  there  until  September  1, 1905. 

Q.  So,  from  the  time  the  International  Harvester  Company 
was  organized,  in  1902,  until  the  fall  of  1905,  you  were  sales 
manager  of  the  Walter  A.  Wood  Harvester  Machine  Company? 

A.    Yes,  sir. 

Q.    The  business  of  the  Walter  A.  Wood  Harvester  Ma- 
chine Company  was  the  manufacture  and  sale  of  harvesting  3 
machinery? 

A.    Yes,  sir. 

Q.    Binders,  mowers,  and  rakes? 

A.     Yes,  sir,  and  subsidiary  lines. 

Q.  Where  did  the  Walter  A.  Wood  Company  do  business 
in  the  United  States  during  those  years? 

A.  We  operated  all  over  the  United  States,  but  of  course 
the  bulk  of  our  business  was  east  of  the  Mississippi  river. 

Q.  And  did  the  Walter  A.  Wood  Company  market  its 
product  in  harvesting  lines  through  implement  dealers?  a 

A.    Yes,  sir. 

Q.     In  some  instances  through  jobbers? 

A.     Jobbers  and  dealers ;  yes,  sir. 

Q.  The  jobbing  part  was  a  small  proportion  of  the  aggre- 
gate? 

A.     Yes,  sir. 

Q.  So  that  you  had  charge  of  the  business  of  the  Walter 
A.  Wood  Company  so  far  as  sales  were  concerned  through- 
out the  United  States  in  1903,  1904,  and  up  to  September, 
1905? 

A.    Yes,  sir. 

Q.    And  you  were  selling  your  implements  in  direct  com- 


422  Given  Moore,  Direct  Examination. 

petition  with  the  International  Harvester  Company  during 
those  years? 

A.    Yes,  sir. 

Q.  How  did  you  find  the  competition  of  the  International 
Harvester  Company  in  those  years,  in  that  territory,  Mr. 
Moore,  as  to  whether  it  was  normal  and  businesslike? 

A.  I  found  it  very  fair  competition.  Our  business  grew 
all  the  time  during  those  years. 

Q.  After  you  left  the  Walter  A.  Wood  Company,  in  Sep- 
tember, 1905,  what  business  did  you  engage  in? 

A.  The  manufacture  of  manure  spreaders  and  feed  grind- 
ers at  Columbus,  Indiana. 

Q.  And  throughout  what  territory  did  you  sell  the  manure 
spreaders  and  feed  grinders  that  were  manufactured  there? 

A.     All  over  the  United  States. 

Q.  And  those  sales  were  all  in  competition  with  the  Inter- 
national Harvester  Company? 

A.    Yes,  sir. 

Q.    How  has  your  business  been?    Has  it  grown? 

A.    We  always  sold  more  goods  than  we  could  build. 

Q.    Every  year? 

A.    Yes,  sir. 

Q.    You  were  limited  simply  by  your  capital? 

A.  Yes,  sir,  by  our  capital.  We  sold  more  goods  than  we 
could  build,  with  our  capital. 

Q.    And  today  you  are  engaged  in  that  business? 

A.  For  myself,  yes,  sir;  started  a  year  ago.  A  year  ago 
I  organized  the  Given  Moore  Company, 

Q.    A  new  company? 

A.    Yes,  sir. 

Q.  What  business  is  the  Given  Moore  Company  engaged 
m  I 

A.  Feed  grinders,  manure  spreaders,  and  platform  power 
washing  machines.  We  are  just  beginning  to  get  ready  to 
take  on  the  spreaders.  We  have  been  for  the  last  year  mak- 
ing the  other  two  lines. 

Q.  Do  you  recognize  the  field  as  open  in  competition  with 
the  International  to  sell  manure  spreaders? 

A.    Yes,  sir. 

Q.    And  feed  grinders? 

A.    Yes,  sir. 

Q.     The  field  is  open  in  competition? 

A.    Yes,  sir. 
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Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Moore,  you  say  that  when  you  were  with  the  Wood 
Company  most  of  the  business  of  the  Wood  Company  was 
east  of  the  Mississippi? 

A.    In  the  United  States,  yes,  sir. 

Q.     You  did  not  sell  many  binders,  anyway,  did  you? 

A.  We  sold  quite  a  number  of  binders  in  the  New  England 
states ;  yes,  sir. 

Q.  There  are  not  many  binders  sold  in  the  New  England 
states,  are  there? 

A,    Quite  a  number;  yes,  sir. 

Q.  Is  your  recollection  definite  enough  to  enable  you  to 
state  about  how  many  binders  you  sold  in  the  year  1903? 

A.     I  could  not  give  you  that  exact ;  no,  ~sir. 

Q.     Canyon  give  it  approximately? 

A.  Not  for  binders  alone.  I  can  give  you  the  approximate 
amount  of  our  sales. 

Q.    I  am  asking  for  binders. 

A.    No,  sir. 

Q.  It  was  considerably  less  than  a  thousand  for  the  entire 
United  States,  was  it  not? 

A.  I  should  not  think  so.  I  think  it  was  considerably  more 
than  that,  but  I  could  not  say  offhand. 

Q.  Who  was  the  president  of  the  Walter  A.  Wood  Com- 
pany when  you  were  there  ? 

A.     Seymour  VanSantvoord,  of  Troy,  New  York. 

Q.  Was  Danforth  Geer  connected  with  the  company  at 
that  time  ? 

A.  He  was  vice-president  and  secretary  when  I  was  with 
the  company. 

Q.  Danforth  Geer  testified  in  this  case,  at  page  305,  Vol.  Ill 
of  the  record,  that  the  Walter  A.  Wood  Company  sold  763 
binders  in  the  entire  United  States  in  the  year  1904.  What 
per  cent,  of  those  were  sold  west  of  the  Mississippi? 

A.    Very  few  of  them  were  sold  west  of  the  Mississippi. 

Q.  You  did  not  sell  more  than  half  a  dozen  or  a  dozen,  did 
you? 

A.    West  of  the  Mississippi? 

Q.    West  of  the  Mississippi. 

A.  Why,  I  think  so.  I  could  not  say  positively.  At  that 
time  the  Kingman  chain  of  houses  were  jobbing  our  line,  and 
they  were  pretty  big  people. 
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Q.    You  have  no  definite  recollection  that  would  enable  you 
to  testify? 

A.    No,  sir. 

Q.    Where  is  the  factory  which  you  now  have? 

A.    At  Spring  Valley,  Illinois.    I  am  building  now,  and  I 
am  running  a  factory  at  Columbus,  Indiana. 

Q.    What  are  you  making  in  Columbus,  Indiana? 

A.     Making  feed  grinders  and  platform  power  washing 
machines. 

Mr.  McHugh :    Pardon  me.    The  question  he  asked  was  as 
to  Columbus,  Indiana. 

The  Witness :    I  am  making  feed  grinders  and  platform — 

Q.    Feed  what? 

A.    Pulley  feed  grinders,  and  have  been  making  manure 
spreaders. 

Q.    Are  you  making  manure  spreaders  there  any  longer? 

A.  I  am  interested  in  another  plant,  but  I  am  not  con- 
nected with  the  company  now. 

Q.    You  have  given  up  making  spreaders? 

A.    No,  sir. 

Q.  What  is  the  company  with  which  you  are  connected 
that  makes  spreaders? 

A.    The  Caldwell  Manufacturing  Company. 

Q.    Where  is  that  located? 

A.    At  Columbus,  Indiana. 

Q.    What  position  have  you  with  that  company? 

A.  Vice-president  and  general  manager  when  I  was  with 
them. 

Q.    When  did  you  leave  them? 

A.    I  left  them  last  September,  a  year  ago. 

Q.    How  many  spreaders  did  they  sell  in  1912? 

A.  We  sold  over  a  thousand,  but  we  did  not  deliver  near 
that  many  because  of  the  financial  condition  of  the  company. 

Q.  Is  the.  company  which  made  spreaders  still  doing  busi- 
ness? 

A.    They  are  doing  business  in  a  small  way,  yes,  sir. 

Q.    How  many  are  they  making  this  year? 

A.  I  couldn't  tell  you  that.  I  am  not  connected  with  them 
now,  except  as  a  stockholder. 

Q.    Have  they  practically  gone  out  of  business? 

A.  No,  they  have  not  gone  out  of  business,  but  they  are 
running  in  a  iimited  way  on  account  of  their  financial  condi- 
tion. 

Q.  How  many  feed  grinders  did  you  sell  last  year  from 
Columbus,  Indiana? 
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A.    I  sold  about  a  thousand. 

Q.    What  is  it  you  are  going  to  make  at  Spring  Valley? 

A.  Feed  grinders  and  power  washing  machines  and  ma- 
nure spreaders. 

Q.    You  have  not  sold  any  yet? 

A.  I  have  not  sold  any  manure  spreaders,  but  I  am  selling 
feed  grinders  and  washing  machines  all  the  time. 


A.  F.  SCHAUER,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

-  Direct  Examination  by  Mr.  Remy. 

Q.  Your  name  is  A.  F.  Schauer,  and  you  live  at  Hartford, 
Wisconsin? 

A.    Yes,  sir. 

Q.    You  are  in  business  there? 

A.    Yes,  sir. 

Q.    Do  you  sell  farm  implements,  hardware  and  vehicles? 

A.    Yes,  sir. 

Q.    What  is  your  total  annual  business? 

A.    About  $50,000. 

Q.  How  much  of  that  is  in  farm  implements  and  wagons 
and  twine? 

A.    About  $30,000. 

Q.  How  much  of  that  $30,000  is  represented  by  your  sales 
of  International  Harvester  Company  goods? 

A.    About  $4,000. 

Q.    What  lines  of  binders  and  mowers  do  you  handle! 

A.  I  sell  the  McCormick,  the  Osborne,  and  the  Champion. 
Of  International,  you  mean? 

Q.    Of  all  kinds. 

A.    And  we  sell  the  Dain  and  the  Acme. 

Q.    Do  you  sell  the  Thomas  mower? 

A.    No,  we  have  no  Thomas  mowers. 

Q.    How  long  have  you  handled  the  Acme? 

A.  We  have  had  the  agency  for  the  Acme  for  the  last— 
this  makes  the  third  season. 

Q.    Are  you  the  only  dealers  in  Hartford? 

A.    No. 

Q.    Is  the  Johnston  handled  there? 

A.    Yes,  sir. 
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1  Q.    Is  the  Johnston  or  the  Acme  handled  in  towns  near 
Hartford  with  which  you  come  in  competition! 

A.    Yes. 

Q.    Where  are  they  handled? 

A.  The  Johnston  is  handled  at  Schleisingerville  and  also 
at  AUenton,  and  I  believe  at  Eubicon  also.  The  Acme  is  han- 
dled at  Juneau,  and  this  year  I  think  they  have  an  agency  at 
Schleisingerville  also. 

Q.  Are  all  those  towns  within  a  radius  of  competing  dis- 
tance from  you? 

A.    Yes. 

2  Q.    What  wagons  do  you  handle  1 

A.  We  handle  the  Mandt  wagon  and  the  John  Deere. 

Q.  What  manure  spreaders? 

A.  The  John  Deere  and  the  Moline, 

Q.  What  cream  separators? 

A.  The  Sharpies,  and  we  have  some  DeLaval  and  Hawk- 
eye  too. 

Q.  What  cultivators? 

A.  John  Deere  and  the  Moline  Plow  Company. 

Q.  Do  you  carry  hay  loaders? 

A.  Yes. 

3  Q.  What  kind  do  you  handle? 

A.    The  John  Deere;  that  is,  that  takes  in  the  Dain  also; 
the  John  Deere  Company  owns  that,  you  know. 
Q.    What  tedders? 

A.    We  sold  the  McCormick,  the  Osborne,  and  the  Thomas. 
Q.    What  gas  engines? 

A.    Fuller  &  Johnson  and  Associated  engines. 
Q.    What  rakes? 

A.    The  Osborne  and  the  McCormick. 
Q.    Do  you  handle  Acme  rakes? 

4  A.    No,  we  have  no  Acme  rakes.    We  sold  some  two  years 
ago,  but  not  since. 

Q.  What  harrows? 

A.  We  sell  the  John  Deere  and  the  Osborne. 

Q.  What  planters? 

A.  The  Moline  Plow  Company  and  the  John  Deere. 

Q.  What  drills? 

A.  The  VanBrunt  and  the  Tiger. 

Q.  The  VanBrunt  is  the  Deere,  isn't  it? 

A.  Yes. 

Q.  What  feed  grinders  do  you  handle? 

A.  We  had  the  New  Holland  and  the  Diamond. 

Q.  Who  makes  the  Diamond? 
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A.    The  New  Winona  Manufacturing  Company. 

Q.  Who  fixes  the  prices  at  which  you  sell  these  goods  to 
the  farmer? 

A.    We  fix  it  ourselves. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  that  price? 

A.    No. 

Q.  Has  the  International  Harvester  Company  ever  object- 
ed to  your  handling  the  Acme  machines! 

A.    No. 

Q.  Has  the  International  ever  stated  to  you  that  unless 
you  dropped  the  Acme  machine,  or  unless  you  increased  your 
purchases  from  them,  you  could  not  handle  their  binders  and 
mowers  ? 

A.    No. 

Q.  Could  they  force  you  to  buy  additional  goods  from  them 
or  force  you  to  drop  the  Acme  machine  by  a  threat  of  that 
character? 

A.  That  would  depend  upon  what  kind  of  a  proposition 
they  had  to  offer. 

Q.  Could  they  force  you  to  buy  goods  you  did  not  want,  by 
threat  or  intimidation? 

A.  That  would  depend  upon  what  kind  of  a  deal  they  would 
offer  us.  If  they  made  an  assertion  of  that  kind — we  have 
had  some  deals  of  that  kind,  not  from  the  International,  but 
from  other  concerns. 

Q.    Are  many  corn  binders  sold  in  your  territory? 

A.    Yes. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  implement  dealers  are  there  in  Hartford? 

A.  Two. 

Q.  What  harvesting  lines  does  the  other  man  handle? 

A.  They  sell  the  Deering  and  the  Johnston. 

Q.  And  you  sell  the  McCormick? 

A.  Yes. 

Q.  Anything  else? 

A.  And  the  Osborne,  and  the  Champion,  and  we  sell,  of 
course,  the  Deere  mowers  and  the  Acme. 

Q.  How  many  Acme  binders  did  you  sell  in  1912? 

A.  Did  not  sell  any. 

Q.  How  many  did  you  sell  in  1911  ? 

A.  Did  not  sell  any  binders. 

Q.  How  many  Acme  mowers  did  you  sell  in  1912? 
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A.    None  in  1912;  sold  two  in  1911. 

Q.  So  that  the  extent  of  your  sale  of  Acme  goods  is  two 
mowers,  two  years  ago? 

A.  That  is  all,  although  we  have  had  the  agency  every 
year  for  them. 

Q.    What  do  you  say? 

A.    We  had  the  agency,  and  had  a  contract  for  the  machine. 

Q.   You  had  the  agency? 

A.    Yes. 

Q.  Yours  has  been  sort  of  a  dead  agency,  then.  Have  you 
done  more  for  the  International  lines  than  that? 

A.    We  sold  some  more,  yes. 

Q.  How  many  International  mowers  did  you  sell  last  year, 
taking  the  Osborne  and  the  Champion  and  the  Deering? 

A.    I  think  we  sold  five  last  year  of  the  International. 

Q.  What  are  the  leading  binders  and  mowers  in  your  ter- 
ritory? 

A.    The  Deering  and  the  McCormick. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make — Deering,  McCormick,  Osborne,  Cham- 
pion, Piano,  Milwaukee? 

A.    Does  that  include  the  corn  binders? 

Q.    We  will  take  grain  binders  first. 

A.    Grain  binders,  I  should  judge  about  90  per  cent. 

Q.    What  per  cent,  of  the  corn  binders? 

A.  I  think  they  are  all  International  corn  binders  that  are 
sold,  so  far  as  I  know. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    That  is,  between  us  two  dealers,  or  ourselves? 

Q.    In  the  territory  in  which  you  sell  these  mowers. 

A.    I  should  judge  about  75  per  cent. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    90  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.  Do  you  mean  in  Hartford  now,  or  in  the  entire  terri- 
tory? 

Q.  I  mean  in  the  territory  in  which  you  sell  this  stuff  in 
competition  with  other  dealers. 

A.  Well,  I  could  not  say  as  to  the  other  towns,  what  they 
handle  there  in  the  twine  line,  but  in  Hartford  I  think  about 
40  per  cent,  of  the  twine  sold  is  International. 

Q.    Do  you  sell  International  spreaders  ? 

A.    No,  sir. 
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Be-direct  Examination  by  Mr.  Remy. 

Q.  In  answer  to  Mr.  Grosvenor's  question  you  said  that 
all  of  the  corn  binders  sold  from  Hartford  were  International. 
Has  not  Leach  &  Christenson  sold  some  Johnston  corn  bind- 
ers there? 

A.  Not  to  nay  knowledge.  They  might  have,  but  not  to  my 
knowledge. 

Q.  Do  you  know  the  sales  in  corn  binders  from  the  sur- 
rounding towns? 

A.    Not  what  proportion ;  I  could  not  tell  you  that,  no. 

Q.  Have  you  offered  the  Acme  to  the  trade  in  the  same 
manner  in  which  you  have  offered  the  International  machines 
to  the  trade? 

A.    Yes. 

Q.    Have  you  had  Acmes  set  up  in  your  store? 

A.    Yes,  we  have  one  set  up  now. 

Q.  So  that  a  customer  who  comes  to  your  store  has  a  choice 
of  the  Acme  or  the  International? 

A.    Yes,  and  the  Dain. 

Q.    I  am  speaking  now  of  binders. 

A.    Yes. 

vQ.  And  every  International  machine  that  you  sell  is  sold, 
in  competition  with  the  Acme  machine  which  vou  have  set  up 
there? 

A.    Yes,  that  is  right. 


W.  J.  DeLANEY,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes.  4 

Q.  Your  name  is  W.  J.  DeLaney,  and  where  do  you  live? 

A.  Delavan,  Wisconsin. 

Q.  You  are  engaged  in  farming,  are  you  not? 

A,  Yes,  sir. 

Q.  How  many  acres  in  the  farm  which  you  are  operating 
at  the  present  time? 

A.  880. 

Q.  Are  other  persons  besides  yourself  mterested  m  that 

farm? 

A.    Yes,  sir. 
Q.    Who? 
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A.    My  brothers ;  five  brothers. 

Q.  Do  you  buy  the  farm  machinery  which  is  used  upon  that 
farm? 

A.    We  all  buy  together. 

Q.   Are  you  at  the  present  time  using  a  binder  on  the  farm? 

A.    Yes,  sir. 

Q.    What  kind  of  a  binder  are  you  using? 

A.    A  McCormick. 

Q.    How  many  binders  do  you  use  on  the  farm? 

A.    Four. 

Q.    What  make  of  binders  are  the  other  three? 

A.    McCormick. 

Q.  When  did  you  buy  the  last  McCormick  binder  that  you 
have? 

A.    1912. 

Q.    When  did  you  buy  the  other  binders  you  are  now  using? 

A.    About  1902,  I  guess,  the  first. 

Q.    1902  the  first  binder  that  you  bought? 

A.    I  think  so. 

Q.    When  did  you  buy  the  other  two  binders? 

A.    Three  years  ago. 

Q.  Are  you  able  to  state  whether  or  not  the  last  binder 
you  bought  is  a  better  binder  than  the  other  binders  you  have 
been  using? 

A.  Why,  there  are  improvements.  I  think  they  are  better. 
I  would  say  that  they  are  a  better  binder. 

Q.  The  binder  that  you  bought  three  years  ago;  are  you 
able  to  state  whether  or  not  that  was  a  better  binder  than  the 
binders  that  you  had  purchased  prior  to  that  time? 

A.    Yes,  sir,  I  think  so. 

Q.    Had  you  bought  other  binders  prior  to  the  year  1902J 

A.    Yes,  sir. 

Q.    What  make  of  binders  did  you  use  prior  to  1902  ? 

A.    I  had  the  Osborne  and  the  Milwaukee. 

Q.  Are  you  able  to  state  whether  or  not  the  binders  that 
you  have  purchased  since  1902  are  better  binders  than  those 
you  purchased  prior  to  1902  ? 

A.    Yes,  sir. 

Q.  When  you  say  they  are  better,  in  what  respect  are  they 
better? 

A.  The  elevators,  for  one  thing,  are  made  wider  on  the 
binders. 

Q.    How  about  the  operation  of  them,  the  draft? 

A.    I  think  they  are  an  easier  running  binder. 
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Q.  How  is  the  management  of  them  now  compared  with 
what  it  was  before  1902  ? 

A.  I  think  the  reel  and  all  those  levers  are  a  great  deal  bet- 
ter. 

Q.    Do  yon  nse  mowing  machines  on  your  farm? 

A.    Yes,  sir. 

Q.    What  make  of  mowing  machines  are  yon  now  using? 

A.    Two  MeCormicks  and  one  Deering. 

Q.    When  did  you  buy  your  last  mowing  machine? 

A.     I  think  about  three  years  ago. 

Q.  When  did  you  buy  the  other  mowing  machines  that  you 
are  using? 

A.    I  think  about  12  years  ago. 

Q.  Are  you  able  to  state  whether  or  not  the  last  mowing 
machine  you  bought  is  a  better  mowing  machine  than  the 
ones  you  bought  earlier? 

A.  It  is  a  lighter  draft  machine ;  I  do  not  see  much  differ- 
ence otherwise. 

Q.    Did  you  buy  mowing  machines  prior  to  1902  ? 

A,    Yes,  sir.   , 

Q.  Are  you  able  to  state  whether  or  not  the  mowing  ma- 
chines you  have  purchased  since  1902  are  better  than  the  ma- 
chines you  purchased  before  1902  ? 

A,    Yes,  sir. 

Q.  What  make  of  mowing  machine  did  you  use  prior  to 
1902? 

A.     The  Milwaukee  and  the  Champion. 

Q.  Have  you  had  occasion  to  buy  repairs  for  your  mowing 
machines  and  for  your  binders  since  1902  ? 

A.    Yes,  sir. 

Q.  Did  you  ever  have  occasion  to  buy  repairs  for  your 
mowing  machines  and  your  binders  prior  to  1902? 

A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  or  not  the  repair  service 
maintained  by  the  International  Harvester  Company  is  better 
than  the  repair  service  which  you  obtained  before  1902? 

A.    Yes,  I  think  it  is. 

Q.  Did  you  ever  have  occasion  to  use  or  call  for  experts 
to  fix  or  repair  your  machines  before  1902? 

A.  We  called  for  help.  I  do  not  know  whether  you  call 
them  experts.    They  were  men  that  the  dealers  brought  out. 

Q.    You  called  for  men  to  come  and  fix  your  machines  ? 

A.    Yes. 

Q.     Have  you  had  occasion  to  call  for  such  persons  since 

1902? 
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1  A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  or  not  the  expert  service 
since  1902  is  better  than  the  expert  service  you  received  before 
1902? 

A.    I  think  it  is. 

Q.  Were  the  men  who  came  in  response  to  your  call  better 
mechanics  than  the  others,  better  than  the  first  ones? 

A.    Yes,  sir. 

Q.  What  are  the  principal  crops  that  you  raise  on  your 
farm? 

A.    Barley,  oats,  corn,  and  hay. 

2  Q.    About  how  many  acres  of  corn  do  you  raise  on  your 
farm? 

A.    An  average  of  about  160  to  200  acres. 

Q.  About  how  many  acres  of  oats  do  you  usually  raise  on 
your  farm? 

A.    About  100. 

Q.    Do  you  raise  barley? 

A.    Yes,  sir. 

Q.    How  many  acres  of  barley  do  you  raise  on  your  farm! 

A.    About  200,  on  an  average. 
q      Q.    How  many  acres  of  hay  do  you  usually  put  up  ? 

A.    About  175  to  200. 

Q.  What  is  the  condition  of  the  farm  implement  business 
today,  as  applied  to  the  farmer,  compared  with  what  it  was 
before  1902? 

A.    I  don't  just  understand  your  question  there, 

Q.  I  will  put  it  in  this  way :  are  you  able  to  state  whether 
or  not  the  facilities  for  obtaining  farm  implements  and  the 
repair  service  that  can  be  obtained  for  farm  implements  are 
better  now  than  they  were  before  1902? 

A.    I  don't  know  as  it  is  any  better,  but  it  is  just  as  good, 
4  anyway. 

Q.    It  is  satisfactory  now? 

A.    Yes,  it  is  satisfactory. 

(1^0  cross-examination.) 
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] 
EDGAR  0.  CHEISTENSON,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  Edgar  0.  Christenson? 

A.    Yes,  sir. 

Q.    You  are  in  the  implement  business  at  Hartford,  Wis- 
consin? 

A.    Yes,  sir.  ^ 

Q.    How  long  have  you  been  in  that  business? 

A.    About  six  years. 

Q.    Do  you  handle  implements  and  hardware,  or  just  imple- 
ments ? 

A.    Implements  and  hardware,  and  also  automobiles. 

Q.     What  is  your  total  annual  business? 

A.    About  $65,000. 

Q.    How  much  of  that  is  in  implements  and  farm  wagons 
and  twine? 

A.    Apprdximate  figures,  about  $20,000. 

Q.    How  much  of  that  is  represented  by  sales  of  Interna-  3 
tional  Harvester  Company  goods? 

A.     Approximately,  $3,000  to  $3,500. 

Q.    What  binders  and  mowers  do  you  handle? 

A.    We  handle  the  Johnston,  the  Deering,  and  the  Milwau- 
kee. 

Q.    You  handle  the  Johnston  grain  binder,  corn  binder,  and 
mower? 

A.    Yes,  sir. 

Q.    And  the  Deering  grain  binder,  corn  binder,  and  mower? 

A.    Yes,  sir. 

Q.    And  the  Milwaukee  grain  binder,  corn  binder,   and  4 
mower? 

A.    Yes,  sir. 

Q.    WTiat  rakes? 

A.    We  handle  the  Johnston  rakes,  and  also  the  Interna- 
tional rakes — Deering  and  Milwaukee. 

Q.    What  wagons  do  you  handle  ? 

A.    We  handle  the  Stoughton  wagon. 

Q.    What  manure  spreaders? 

A.    The  Appleton  spreader. 

Q.    What  cream  separators? 

A.     DeLaval  separators. 
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Q.    What  cultivators  ? 

A.    We  handle  the  Case,  the  Gale,  and  the  Moline. 

Q.    What  harrows  ? 

A.    We  handle  the  Vaughn,  the  Beaver  Dam,  and  the  James. 

Q.    What  disc  harrows  ? 

A.    We  handle  the  Johnston  and  the  International. 

Q.    What  planters? 

A.  We  handle  the  Case,  the  Gale,  and  the  Moline,  and  the 
Union  Victor — four  different  lines. 

Q.     Who  fixes  the  retail  price  at  which  you  sell  your  goods! 

A.    We  do  ourselves. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  that  price? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  if  you  did  not  buy  more  goods  of  them,  or  if  you 
did  not  cut  out  the  Johnston  lines  you  could  not  handle  their 
binders  and  mowers  ? 

A.     No,  sir. 

Q.     Suppose  they  did  state  that  to  you,  what  would  you  do? 

A.  We  would  tell  them  to  go  to  thunder,  I  guess — tell  them 
to  move. 

Q.    You  would  cease  buying  their  goods? 

A.    Yes,  sir;  absolutely. 

Q.    Have  you  sold  the  Johnston  corn  binder! 

A.    Yes,  sir. 

Q.    How  many  do  you  sell  a  year? 

A.  We  sold  here  three  years  ago  five  or  six,  I  believe. 
That  was  approximately  the  extent  of  it,  the  biggest  year  we 
had. 

Q.    And. have  you  sold  them  since,  some  each  year! 

A.    Yes,  sir,  we  have  sold  one  or  two. 

Q.    Every  year  since? 

A.    Yes,  sir ;  that  is,  one  or  two. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  What  International  implements  do  you  sell? 

A.  We  sell  the  Deering  and  the  Milwaukee. 

Q.  How  many  Deering  corn  binders  did  you  sell  in  1912! 

A.  I  could  not  tell  you  exactly.  At  a  rough  estimate,  per- 
haps 10  or  12. 

Q.  How  many  Milwaukee? 

A.  About  the  same  number. 
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Q.  And  only  one  or  two  Johnston?  1 

A.  Only  one  or  two  Johnstons  in  the  last  one  or  two  sea- 
sons. 

Q.  How  many  Deering  grain  binders  did  you  sell  last  year? 

A.  I  think  approximately  20  grain  binders. 

Q.  How  many  Johnston? 

A.  I  think  we  sold  one.    If  I  remember  right  we  did  not 

carry  it  over. 

Q.  You  are  not  much  more  active  on  the  Johnston  lines 
than  Schauer  is  in  the  Acme,  are  you? 

A.  We  try  to  be  a  little,  yes. 

Q.  You  try  to  be  a  little  more  active  than  he?  2 

A.  Well,  I  would  not  say  that. 

Q.  Mr.  Schauer  comes  from  your  town? 

A.  Yes,  sir ;  I  know  him  very  well. 

Re-direct  Examination  by  Mr.  Remy. 

Q.     Have  you  pushed  the  Johnston  mower? 

A.    We  have,  yes,  sir. 

Q.  And  have  you  tried  to  sell  all  the  Johnston  corn  binders 
you  could  ?  3 

A.    We  did  about  two  years  ago,  yes,  sir. 

Q.    Since  then  you  have  not  pushed  them  as  much? 

A.    Not  as  strong,  no,  sir. 

Q.    Why  haven't  you? 

A.  Well,  I  tell  you :  we  did  not  find  them  to  give  quite  as 
good  satisfaction  as  we  got  out  of  the  International,  either 
the  Deering  or  the  Milwaukee. 

Q.  And  it  is  your  aim  to  sell  your  customers  something 
that — 

A.     Something  that  will  give  absolutely  good  satisfaction,  * 
yes,  sir. 

Q.  And  the  same  statement  is  true  as  to  the  Johnston  corn 
binders? 

A.  Yes,  sir.  We  do  not  know  as  much  about  the  grain 
binders.  We  had  more  experience  on  the  corn  binder  propo- 
sition. 

Q.    You  have  the  Johnston  set  up  in  your  store? 

A.    Yes,  sir,  we  have. 

Q.    Right  side  by  side  with  the  International? 

A,     In  the  same  warehouse,  yes,  sir. 

Q.     So  a  customer  can  see  both? 
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A.  We  have  all  three  of  them — the  Deering,  the  Milwaukee, 
and  the  Johnston. 

Q.    They  are  set  up  in  your  warehouse! 

A.    Yes,  sir. 

Q.    And  is  the  same  true  of  grain  binders! 

A.  Yes,  sir;  as  I  told  you  before,  we  have  got  them  set  up 
at  this  time  of  year. 

Q.    I  mean  during  the  season. 

A.  During  the  season.  We  have  been  remodeling  our  ware- 
house this  year,  and  we  have  not  got  them  out  quite  as  early. 

Q.    Do  you  handle  Plymouth  twine? 

A.    We  handle  Plymouth  twine,  yes,  sir. 

Re-cross  Examination  hy  Mr.  Grosvenor. 

Q.     Does  the  International  hold  any  of  your  notes ! 

A.  If  they  do,  it  is  a  very  small  one,  I  hardly  think  that 
they  do,  but  I  could  not  tell  you  positively  right  here  now. 
If  there  is  one,  it  is  a  very  small  one. 

Q.    And  if  there  is,  when  was  it  given! 

A.    It  was  given  at  settlement  time  last  year. 

Q.  And  did  you  at  settlement  time  last  year  pay  for  a  note 
which  you  had  given  at  settlement  time  the  preceding  year? 

A.    I  couldn't  tell  you  right  now  off-hand. 

Q.  You  are  not  sufficiently  informed  as  to  the  financial 
status  of  your  business  to  answer  that  question! 

A.  I  am,  yes,  sir,  but  I  could  not  answer  your  question 
there  because  I  don't  know.  We  have  a  bookkeeper  who  gen- 
erally attends  to  that. 

Q.  The  bookkeeper  does  not  sign  your  name  to  notes,  does 
he? 

A.  No,  he  does  not.  I  sign  the  notes,  or  my  partner,  Mr^ 
Leach, 

Re-re-direct  Examination  hy  Mr.  Remy. 

Q.  It  has  been  customary  to  give  notes  at  settlement  time, 
in  the  implement  business  generally? 

A,    I  beg  your  pardon! 

Q.  Do  you  know  whether  it  is  customary  or  not  to  give 
notes  at  settlement  time,  in  payment  of  implements  ? 

A.    It  generally  is. 

Q.  And  that  is  not  confined  to  the  harvesting  line  or  to  the 
International  Harvester  Company? 
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A.    No,  sir. 

Q.    Have  you  given  notes  to  other  people  1 

A.    Oh,  yes. 

Q.  You  do  not  know  whether  the  International  holds  any 
notes  of  yours  now  or  not? 

A.  No.  As  I  said  before,  I  think  it  is  a  very  small  one  if 
there  is  any. 


WILLIAM  STRATTMANN,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  William  Strattmann? 

A.    Yes,  sir. 

Q.  You  are  in  the  implement  business  at  Hartland,  Wiscon- 
sin? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  that  business? 

A.    About  ten  years  all  together ;  about  three  years  in  Hart- 

3 

Q.    What  is  your  annual  average  implement  business? 

A.    About  $15,000. 

Q.  How  much  of  that  is  represented  by  sales  of  Interna- 
tional Harvester  Company  goods? 

A.    About  $2,000. 

Q.    What  binders  and  mowers  do  you  handle? 

A.    I  handle  the  Deering,  the  McCormiek,  and  the  Acme. 

Q.    What  wagons  do  you  handle  ? 

A.    I  handle  a  few  International  and  some  Stoughton. 

Q.    What  manure  spreaders? 

A.    Deere,  International,  and  Appleton.  4- 

Q.    What  cultivators? 

A.    The  John  Deere  and  the  Gale,  and  a  few  Moline. 

Q.    What  rakes? 

A.    The  Deering  and  the  Acme. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

Q.  The  implements  you  handle,  and  many  of  them,  are 
made  and  sold  in  competition  with  like  implements  of  the  In- 
ternational? 

A.    Yes,  sir. 

Q.    Who  fixes  the  retail  price  at  which  you  sell  your  goods? 


land. 
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A.    I,  myself. 

Q.  Has  the  International  ever  attempted  to  dictate  that 
price  ? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  unless  you  gave  up  handling  the  Acme,  or  unless 
you  bought  more  goods  from  them,  you  could  not  continue  to 
handle  their  binders  and  mowers? 

A.    No,  sir. 

Q.  Could  the  International  Harvester  Company,  by  threat 
or  intimidation,  coerce  you  to  buy  goods  from  them  that  you 
did  not  want? 

A.    No,  sir. 

Q.  Or  force  you  to  diminish  your  purchases  from  competi- 
tors? 

A.    No,  sir,  they  could  not  do  it. 

Q.  Do  you  know  whether  the  Johnston  and  the  Acme  are 
sold  near  you,  in  surrounding  towns? 

A.    The  nearest  is  Waukesha,  that  I  know  of. 

Q.    How  far  is  that? 

A.   About  11  miles. 

Q.  Do  you  know  whether  the  new  John  Deere  binder  and 
the  Dain  mower  are  to  be  sold  this  year,  near  you? 

A.  I  think  there  are  some  at  Oconomowoc,  about  seven 
miles. 

Q.    What  twine  do  you  handle? 

A.    I  handle  some  Plymouth  and  some  International. 

Q.  Did  the  International  ever  object  to  your  handling  this 
Plymouth  twine? 

A.    No,  sir. 

Gross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Hartland  ? 

A.  I  am  the  only  one. 

Q.  How  many  of  the  Acme  binders  did  you  sell  last  year? 

A.  I  sold  three  of  them  last  year,  I  think. 

Q.  How  many  Deering  and  McCormick? 

A.  Six  or  seven. 

Q.  Does  the  International  hold  any  of  your  notes? 

A.  No,  sir. 
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E.  C.  WOODFORD,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  E.  C.  Woodford,  and  you  are  in  the  im- 
plement business  at  Darien,  Wisconsin? 

A.    Yes,  sir. 

Q.    About  what  is  your  annual  business  in  implements  ? 

A.    About  $30,000. 

Q.    And  how  much  of  that  is  represented  by  sales  of  In-  2 
ternational  Harvester  Company  goods? 

A.    A  little  less  than  $8,000. 

Q.    What  binders  and  mowers  do  you  handle  ? 

A.    We  handle  the  McCormick  and  the  Deering  binders. 

Q.    What  twine? 

A.    We  handle  the  Plymouth  and  the  International. 

Q.    What  mowers  do  you  handle  ? 

A.     We   handle   the   McCormick,   the   Deering,    and   ilie 
Thomas. 

Q.    How  long  have  you  handled  the  Thomas  mower?  o 

A.    Four  years. 

Q.    How  long  have  you  handled  the  Deering  mower? 

A.    Really,  we  have  had  no  contract  with  the  Deering. 

Q.    Any  International  mower— the  McCormick? 

A.    18  years  we  have  handled  the  McCormick. 

Q.    You  are  the  only  dealer  at  Darien  ? 

A.    Yes,  sir. 

Q.    What  rakes  do  you  handle? 

A.    We  handle  the  McCormick. 

Q.    What  side-delivery  rakes? 

A.    We  handle  the  McCormick,  or  International,  rather,  and  4 
the  Thomas. 

Q.    What  hay  loaders? 

A.    The  Thomas  and  the  International. 

Q.    What  wagons  do  you  handle? 

A.    TheMandt. 

Q.    That  is,  the  Moline? 

A.    Yes. 

Q.    What  cultivators? 

A.    The  Janesville  and  the  Rockford. 

Q.    What  harrows? 

A.    The  Janesville. 


440  E.  C.  Woodford,  Cross-Examination. 

1  Q.  What  discs? 
A.  The  Janesville. 
Q.  What  planters? 
A.  The  Janesville. 

Q.    What  gas  engines? 

A.    The  International  and  the  Fuller  &  Johnson. 
Q.    What  drills? 

A.    The  Dowagiac,  the  International,  and  the  Tiger. 
Q.    Who  fixes  the  retail  price  at  which  you  sell  your  goods 
to  the  farmer? 
A.    Well,  I  do — my  son  and  myself  together, 

2  Q.    Has  the  International  ever  attempted  to  dictate  that 
price  ? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  object- 
ed to  your  handling  the  Thomas  mower? 

A.    No,  sir. 

Q.    Or  the  Thomas  rake? 

A.    No,  sir. 

Q.    Has  the  International  Harvester  Company  ever  stated 
to  you  that  if  you  did  not  handle  more  of  their  general  line 
o   of  implements  you  could  not  handle  their  binders  and  mow- 
^  ers? 

A.    No,  sir. 

Q.  Could  the  International  Harvester  Company  force  you 
to  increase  your  purchases  from  it,  or  to  diminish  your  pur- 
chases from  competitors  by  such  a  threat? 

A.    No,  sir. 

Q.  What  binders  are  handled  near  Darien  other  than  those 
of  International  make? 

A.    The  Acme  and  the  Johnston. 

Q.    How  far  away  are  they  handled? 
4       A.    The  Acme  is  handled  about  seven  miles  away,  at  Sharon, 
and  the  Acme  and  the  Johnston  are  handled  at  Clinton,  about 
nine  miles  away. 

Q.  Do  the  dealers  from  Clinton  and  Sharon  solicit  orders 
from  the  farmers  in  your  territory? 

A.    Well,  they  come  up  pretty  strong  that  way,  anyway. 

Q.    You  notice  the  competition  from  those  towns? 
A.    Some,  of  course. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  What  are  the  leading  binders  and  mowers  in  vour  ter- 
ritory? ^ 
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A.    The  McCormick  and  the  Deering.  i 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
of  International  make? 

A.  In  my  immediate  territory  I  should  have  to  say  100  per 
cent. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    Last  year  I  think  it  was  about  half ;  just  half. 

Q.    Just  about  half? 

A.    Yes. 

Q.  What  per  cent,  of  the  corn  binders  in  your  territory 
are  International? 

A.    Speaking  of  my  territory,  I  would  have  to  say  100  per  2 
cent. 

Q.  And  in  the  same  way,  what  per  cent,  of  the  sulky  rakes 
in  your  territory  are  International? 

A.  Well,  I  could  not  say  exactly,  because  we  do  not  sell  a 
great  many  rakes  there. 

Q.    Do  you  sell  more  side-delivery  rakes  ? 

A.    Side-delivery  and  loaders. 

Q.  What  per  cent,  of  the  side-delivery  rakes  are  Interna- 
tional? 

A.    About  half. 

Q.    What  per  cent,  of  the  hay  loaders?  ^ 

A.    Just  half. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    About  two-thirds. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreaders  are  International  in 
your  territory? 

A.  We  do  not  handle  anything  except  International  spread- 
ers. 

Q.    Then  in  your  territory  80  to  90  per  cent,  of  the  spread-  ^ 
ers  would  be  International? 

A.    I  think  so. 

Be-direct  Examination  by  Mr.  Remy. 

Q.  In  giving  these  percentages  have  you  confined  yourself 
to  the  machines  sold  from  Darien? 

A.    From  Darien,  yes — what  I  call  my  territory. 

Q.  And  what  you  consider  your  territory  is  only  the  coun- 
try inamediately  around  there? 

A.    That  is  it. 

Q.    How  far  out  are  you  taking  into  consideration? 
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2       A.    I  should  say  four  miles. 

Q.    Four  miles  in  each  direction? 

A,    Yes. 

Q.  Do  you  know  whether  or  not  many  Acmes  have  been 
sold  at  Clinton,  one  of  the  towns  you  have  mentioned? 

A.    Yes;  yes. 

Q.    How  many  were  sold  there  in  1912,  if  you  know? 

A.  I  think  I  can  call  to  mind  three  that  reached  my  place 
from  Clinton. 

Q.    Do  you  know  what  manure  spreaders  are  handled  at 
these  towns  around? 
2      A.    I  think  at  Clinton  they  handle  the  Blackhawk  spreader 
mostly. 

Q.  But  you  were  not  considering  any  sales  out  of  Clinton 
when  you  were  speaking  of  the  percentage  of  manure  spread- 
ers? 

A.    No ;  right  in  my  vicinity  is  what  I  meant. 

Q.    And  you  do  not  spread  out  or  sell  far  into  the  country? 

A.    No. 


JOSEPH  MILLS,  being  duly  sworn  as  a  witness  on  behalf 
"       of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Yourname  is  Joseph  Mills? 

A.    Yes,  sir. 

Q.    Are  you  in  the  implement  business  at  Waukesha,  Wis- 
consin? 

A.    Yes,  sir. 

Q.    Do  you  sell  implements  and  seeds? 
4      A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business  ? 

A.    Six  years. 

Q.    What  is  your  average  annual  business,  including  your 
sales  both  in  implements  and  seeds  ? 

A.    In  implements,  $27,000  to  $30,000. 

Q.     How  much  of  that  is  implements,  farm  wagons,  and 
twine? 

A.    $22,000,  I  think. 

Q.    How  much  of  that  is  represented  by  sales  of  Interna- 
tional Harvester  Company  goods? 

A.    About  $9,000. 

Q.    What  binders  and  mowers  do  you  handle? 
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A.  The  McCormick.  1 

Q.  What  twine  do  you  handle? 

A.  The  Plymouth  and  the  International  twine. 

Q.  What  binders  and  mowers  other  than  those  of  Interna- 
tional make  are  sold  at  Waukesha? 

A.  The  Acme  and  the  Johnston. 

Q.  Do  you  know  whether  or  not  the  competition  there  be- 
tween the  International  and  the  Acme  machines  is  active  ? 

A.  I  guess  it  is,  yes ;  very  active. 

Q.  Are  the  Johnston  lines  sold  at  Brookfield? 

A.  Yes,  sir. 

Q.  How  far  is  that  from  Waukesha?  2 

A.  Six  miles. 

Q.  What  wagons  do  you  handle  ? 

A.  The  Stoughton,  the  Studebaker,  and  the  Moline. 

Q.  What  manure  spreaders? 

A.  We  handle  the  Appleton,  and  some  International 
spreaders. 

Q.  What  cream  separators? 

A.  The  Sharpies,  the  Milwaukee,  and  the  Lily. 

Q.  The  Lily  is  International? 

A.  Yes,  sir. 

Q.  What  is  the  Milwaukee;  who  makes  that?  ^ 

A.  That  is  made  right  in  Milwaukee. 

Q.  Not  by  the  International? 

A.  No,  sir. 

Q.  What  cultivators  do  you  handle? 

A.  The  Case,  the  Oliver,  and  the  Tower. 

Q.  What  gas  engines? 

A.  The  Stover,  the  International,  Fairbanks-Morse,  and 
the  International  Gas  Engine  Company,  of  Milwaukee. 

Q.  The  last  you  mentioned  is  not  made  by  the  Interna- 
tional Harvester  Company?  4 

A.  The  International  Gas  Engine  Company,  no,  sir. 

Q.  What  rakes  do  you  handle? 

A.  The  McCormick. 

Q.  What  side-delivery  rakes? 

A.  The  Sterling  and  the  Keystone. 

Q.  What  harrows? 

A.  Is  that  spike-tooth  harrows? 

Q.  Yes. 

A.  The  Case  harrows. 

Q.  What  disc  harrows? 

A.  The  Case  disc  harrows  and  the  Osborne. 

Q.  What  corn  planters? 
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I       A.    The  Case  corn  planter  and  the  I.  H.  C.  planter. 

Q.  Who  fixes  the  price  at  which  you  sell  the  goods  you  get 
from  the  International? 

A.    My  partner  and  myself. 

Q.    Has  the  International  ever  attempted  to  fix  the  price  1 

A.    No,  sir. 

Q.  Has  the  International  ever  told  you  that  if  you  wished 
to  handle  their  hinders  and  mowers  you  would  have  to  buy 
other  goods  of  them? 

A.    No,  sir. 

Q.  Could  they  by  such  means  force  you  to  buy  goods  you 
!  did  not  wish? 

A.    No,  sir. 

Q.  Could  they  by  such  means  force  you  to  diminish  your 
purchases  from  their  competitors? 

A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Waukesha? 

A.    Three. 

Q.    What  harvesting  lines  do  the  other  dealers  carry? 

A.  One  carries  the  Deering  and  the  other  the  Acme  and 
the  Johnston  lines. 

Q.  Are  the  McCormick  and  the  Deering  lines  the  principal 
lines  in  your  territory? 

A.  It  is  getting  so  that  the  Acme  is  the  principal  one,  I 
am  thinking. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    How  long  has  the  Acme  been  handled  there  ? 

A.    About  three  years,  I  think. 

Q.  In  three  years,  then,  the  Acme  has  come  in  and  grown 
so  that  it  is  now  about  the  principal  line  handled  there? 

A.  I  think  50  per  cent,  of  the  binders  and  mowers  sold  last 
year  in  our  town  was  Acme  and  Johnston  machinery. 

Q.  And  the  Acme  was  not  represented  there  until  three 
years  ago? 

A.    No,  sir,  I  think  not. 

Mr.  Grosvenor:  Q.  The  farmers  were  pretty  glad  to  get 
something  besides  the  International,  weren't  they? 

A.  Well,  the  other  fellows  must  be  better  workers ;  I  don 't 
know. 
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J.  D.  WHITE,  being  duly  sworn  as  a  witness  on  behalf  of  tbe 
defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Bancroft. 

Q.  You  are  Mr.  WMte,  the  sales  manager  of  the  Emerson- 
Brantingham  Company? 

A.    I  am. 

Q,    And  you  have  testified  once  before  in  this  matter! 

A.    Yes. 

Q.  At  that  time  you  did  not  have  the  figures  for  the  last 
year.  You  gave  figures  of  the  sales  of  mowers  and  rakes 
for  the  year  ending  July,  1912, 1  believe? 

A.    Yes. 

Q.  Are  you  able  to  give,  and  will  you  kindly  give,  your 
sales  for  the  current  year  ending  July  1,  1913  ?  How  has  the 
business  of  this  year  in  mowers  compared  with  prior  years  ? 

A.  Up  to  the  present  time  the  indications  are  that  we  will 
have  the  largest  business  in  the  history  of  the  company. 

Q.    How  has  the  business  been  in  rakes? 

A.    Better  then  last  year. 

Q.  Your  company,  in  addition  to  mowers  and  rakes,  manu- 
factures and  sells  in  the  United  States,  cultivators,  tooth  har- 
rows, disc  harrows,  and  corn  planters,  does  it  not? 

A.    Yes,  sir, 

Q.  And  it  has  done  so  for  eight  or  ten  years  at  least  last 
past? 

A.    It  has. 

Q,  In  manufacturing  and  selling  those  articles  it  makes 
and  sells  them  in  competition  with  like  articles  made  by  the 
International  Harvester  Company,  does  it? 

A.    It  does.      * 

Q.  As  that  competition  has  taken  place  you  have  been 
familiar  with  it,  in  your  position? 

A.    I  have. 

Q.  Has  that  competition  been  fair  and  businesslike  in  your 
experience  and  observation? 

A.    It  has. 

Q.  How  will  the  total  business  of  the  old  company  at  Rock- 
ford,  engaged  in  the  manufacture  of  the  articles  I  have  been 
mentioning,  for  the  current  year,  compare  with  the  business 
of  the  last  four  or  five  or  ten  years? 
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A.  The  present  indications  are  it  will  show  an  increase 
over  any  previous  year. 

Q.  This  is  the  first  year  of  the  combined  business  of  the 
reorganized  Emerson-Brantingham  Company? 

A.    It  is. 

Q.  Will  you  kindly  give  us  your  estimate  of  the  total  busi- 
ness for  the  current  year  of  that  company  in  all  the  lines  in 
the  manufacture  and  sale  of  which  it  is  engaged! 

A.    Approximately  $10,000,000. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Your  company  has  bought  several  plants  in  the  last 
year  or  two,  has  it  not? 

A.  I  don't  know  that  you  can  exactly  state  it  that  way. 
There  has  been  a  consolidation. 

Q.  You  have  consolidated  with  a  number  of  other  com- 
panies ? 

A.     Yes,  sir. 

Q.  What  companies  have  you  taken  in,  in  the  last  three 
or  four  years?    Name  the  companies. 

A.  I  do  not  like  to  attempt  to  schedule  them  without  a  list. 
They  are  in  the  previous  evidence. 

Q.  You  gave  a  number  of  plants  that  you  own,  on  cross- 
examination  by  Judge  McHugh,  when  you  appeared  to  pro- 
duce certain  figures  on  the  Government's  main  case,  but  at 
that  time  you  did  not  state  the  companies  which  had  consoli- 
dated with  your  company  in  the  last  year  or  in  the  last  few 
years;  in  fact  you  gave  none  of  the  companies  which  have 
been  acquired  by  your  company. 

A.  I  would  not  attempt  to  name  the  companies  without  the 
list ;  I  would  have  to  depend  upon  memory. 

Q.    Have  you  a  list! 

A.    Not  with  me. 

Q.  What  were  the  principal  items  that  made  up  that  $10,- 
000,000  gross  of  business? 

A.  That  comprises  the  entire  manufacture  of  the  consoli- 
dated companies. 

Q.  What  are  the  items  or  the  implements  which  are  sold 
in  such  large  quantities  that  in  dollars  and  cents  they  make 
up  the  bulk  of  that  $10,000,000? 

A.  Broadly  speaking,  it  is  the  farm  machinery,  what  is 
known  as  agricultural  implements,  and  engines,  threshers,  gas 
engines,  wagons,  buggies,  grain  drills. 
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Q.    The  item  plows  comes  in  at  the  beginning  of  the  list,  1 
doesn't  it? 

A.  Under  agricultural  implements.  They  classed  plows, 
harrows,  cultivators,  rakes,  mowers. 

Q.  Name  as  many  of  the  companies  which  you  have  ac- 
quired by  consolidation  or  purchase  as  you  can  recollect. 

A.     The  Geiser  Manufacturing  Company — 

Q.  What  does  the  Geiser  Manufacturing  Company  manu- 
facture? 

A.  Engines  and  threshing  machinery.  Reeves  &  Com- 
pany— 

Q.    What  do  they  make?  ■^ 

A.  Threshing  machinery.  American  Drill  Company,  La- 
Crosse  Hay  Tool  Company,  Minneapolis  Gas  Tractor  Com- 
pany, Rockford  Engine  Works,  Emerson  Carriage  Company, 
Newton  Wagon  Company.    I  do  not  think  of  any  others. 

Q.  Was  there  a  large  increase  in  your  capitalization  in  or- 
der to  enable  you  to  acquire  these  companies? 

A.  There  was  some  increase  over  the  combined  capitali- 
zation of  the  companies  that  were  consolidated. 

Q.    You  do  not  understand  my  question,  or  you  did  not 
answer  it,  anyway.    In  order  to  acquire  these  companies  did  3 
the  Emerson-Brantingham  Company  enlarge  its  capital  stock 
and  issue  stock  in  payment  of  the  properties  acquired? 

A.     It  increased  its  capital  stock. 

Q.    What  bankers  financed  that  proposition? 

Mr.  Bancroft:  I  object.  That  is  not  cross-examination, 
nor  pertinent,  nor  relevant. 

Q.    Will  you  answer  the  question,  please? 

A.    I  am  not  certain. 

Q.  Give  your  answer  to  the  best  of  your  recollection  or 
information. 

A.    Well,  I  do  not  know.  4 

Q.  What  is  your  position  with  the  Emerson-Brantingham 
Company? 

A.    Sales  manager. 

Q.    Located  where? 

A.    At  Rockford,  Illinois. 

Q.  When  these  new  properties  were  acquired  did  the  sales 
of  the  implements  manufactured  by  them  come  under  your 
charge? 

A.    Not  of  the  new  companies  that  came  in ;  they  did  not. 

Q.    There  was  no  enlargement  of  your  duties? 

A.     Not  under  the  new  organization. 


448  James  B.  Watson,  Direct  Examination. 

Q.  Then  who  did  sell  the  new  implements  making  up  this 
$10,000,000? 

A.    The  managers  of  the  various  divisions, 

Q.  You  have  charge  only  of  the  sales  in  certain  lines;  is 
that  it? 

A.    Of  the  implement  division. 

Q.    The  agricultural  implement  division  only? 

A.    The  implement  division. 

Q.  Then  your  duties  are  only  in  connection  with  the  imple- 
ment business;  is  that  right? 

A.    They  are. 

Q.  Are  you  able  to  testify  whether  or  not  your  company 
had  the  same  financial  managers  as  the  International  Har- 
vester Company;  whether  or  not  J.  P.  Morgan  &  Company 
financed  that  enlargement  of  your  capital  stock? 

A.    I  am  not  able  to  testify. 

Q.    You  do  not  know  about  that? 

A.    I  do  not. 


JAMES  B.  WATSON,  being  duly  sworn  as  a  witness  on  be- 

3  half  of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Remy. 

Q.  Your  name  is  James  Watson? 

A.  James  B.  Watson. 

Q.  You  are  vice-president  of  the  Wisconsin  Implement 
Dealers'  Association? 

A.  Yes,  sir. 

Q.  You  are  in  the  implement  business? 

A.  In  the  implement  business. 

4  Q.  At  Fond  du  Lac,  Wisconsin? 
A.  Yes,  sir. 

Q.    And  you  have  been  in  that  business  since  1906? 

A.    Yes,  sir. 

Q.    What  is  your  annual  average  business  ? 

A.    About  $35,000. 

Q.  How  much  of  that  is  in  International  Harvester  Com- 
pany goods? 

A.    About  $10,000. 

Q.    What  binders  and  mowers  and  rakes  do  you  handle?     ' 

A.  Deering  binders,  Deering  mowers,  Deering  rakes,  and 
Osborne  rakes. 
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Q.  What  binders  and  mowers  are  sold  at  Fond  du  Lac 
other  than  of  International  make?  ' 

A.    The  Acme  and  the  Johnston. 

Q.  State  whether  or  not  the  competition  between  the  Inter- 
national Harvester  Company  machines  in  the  harvester  line 
and  the  Acme  and  the  Johnston  Harvester  Companies'  ma- 
chines is  active. 

A.    Yes,  sir, 

Q.  Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional Harvester  Company? 

A.    Yes,  sir. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  the  price  at  which  you  should  sell  their 
machines  to  the  farmers? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  if  you  did  not  handle  more  of  their  general  line 
of  implements  you  could~not  handle  their  binders  and  mow- 
ers? 

A.    No,  sir. 

Q.  Could  they  force  you  to  buy  any  of  their  goods,  if  you 
did  not  want  them,  by  such  methods? 

A.    No,  sir. 

Q.    If  they  attempted  that,  what  would  be  the  result? 

A.    There  would  be  a  dissolution  of  business. 

Q.    Between  you  and  the  International? 

A.    Yes,  sir.    I  run  my  own  business. 

Q.    Is  the  Johnston  handled  at  any  town  near  you? 

A.    Within  two  blocks  of  me,  in  the  same  town. 

Q.  No^  I  mean  in  any  of  the  towns  near  Fond  du  Lac,  with 
which  you  come  in  competition. 

A.  It  is  handled  at  Eldorado  Mills,  ten  miles  away,  and  at 
Malone,  about  twelve  miles  away. 

Gross-Examination  by  Mr,  Grosvenor. 

Q.    How  many  dealers  are  there  in  Fond  du  Lac? 

A.  There  are  four— four  live  dealers;  there  is  a  fifth — a 
blacksmith  dealer. 

Q.    What  harvesting  lines  do  those  four  dealers  carry? 

A.  One  carries  the  Deering,  another  carries  the  Acme,  an- 
other carries  the  Johnston,  and  the  other  carries  the  McCor- 
jjjick — tliose  are  the  four  live  ones,  and  then  there  is  a  black- 
smith who  carries  the  Milwaukee. 
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]        Q.    What  are  the  leading  types  of  binders  and  mowers  in 
your  territory? 
A.    The  McCormick,  the  Deering,  and  the  Johnston. 
Q.    Does  the  International  hold  any  of  your  notes? 
A.    No,  sir. 


THEODORE  KEONINGS,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Koenings,  you  are  in  the  agricultural  implement 
business  at  Sehleisingerville,  Wisconsin  1 

A.    Yes,  sir. 

Q.    And  handle  hardware  alsoT 

A.    A  little. 

Q.    You  have  been  in  the  implement  business  13  years? 

A.    12  or  13  years. 

Q.  About  what  is  your  average  annual  business,  in  the  last 
three  or  four  years,  including  both  implements  and  hardware? 

A.    About  $28,000  or  $30,000. 

Q.  How  much  of  that  is  in  implements  and  farm  wagons 
and  twine? 

A.    I  should  judge  about  $25,000. 

Q.  How  much  of  that  is  represented  by  sales  of  Interna- 
tional Harvester  Company  goods? 

A.    Between  $9,000  and  $10,000. 

Q.    What  binders  and  mowers  and  rakes  do  you  handle? 

A.  The  McCormick,  the  Osborne,  and  the  Milwaukee  bind- 
ers and  mowers,  and  the  McCormick,  the  Osborne,  and  the 
Ohio  rakes. 

Q.    What  twine  do  you  handle  ? 

A.    International. 

Q.  What  binders  and  mowers  and  rakes  other  than  those 
of  International  make  are  handled  at  Sehleisingerville  ? 

A.    The  Johnston,  the  Acme,  and  the  Wood. 

Q.    And  the  Ohio  rake  which  you  yourself  handle  ? 

A.     The  rake,  yes. 

Q.  Is  the  competition  between  the  International  makes  of 
the  harvester  line  and  the  machines  of  the  Johnston,  the  Acme, 
and  the  Wood  companies  active  there? 

A.  The  competition  of  the  Johnston  and  the  Acme  is  not 
so  strong  as  it  is  on  the  Deering  and  on  the  McCormick. 
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_Q.     The  competition  between  the  Deering  and  the  McCor-  | 
mick  is  the  stronger  competition? 

A.    Yes. 

Q.     Is  the  Johnston  handled  near  yon? 

A.    About  three  or  four  blocks  away  from  me. 

Q.     I  mean  in  towns  near  you. 

A.    It  is  handled  at  Hartford  and  West  Bend. 

Q.     What  wagons  do  you  handle  ? 

A.  The  International,  and  the  Schmidt  &  Stork  at  West 
Bend. 

Q,     Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Inter-  2 
national  Harvester  Company? 

A.     I  do  on  disc  harrows,  rakes,  and  gasoline  engines. 

Q.     Cultivators? 

A.     Cultivators. 

Q.    Planters? 

A.     Planters. 

Q.    Manure  spreaders? 

A.    Yes,  sir. 

Q.     Cream  separators? 

A.    Yes,  sir.  o 

Q.  Has  the  International  ever  stated  to  you  that  you  could 
not  handle  their  binders  and  mowers  unless  you  bought  more 
goods  of  them  or  diminished  your  purchases  from  compet- 
itors? 

A.    No,  sir. 

Q.  Could  the  International  Harvester  Company  force  you 
to  diminish  your  purchases  from  competitors  by  such  a  threat? 

A.     No,  sir. 

Q.  Could  they  force  you  to  buy  more  goods  from  them  by 
such  a  method? 

A.    No,  sir.  4 

Q.  Who  fixes  the  retail  prices  on  the  International  Har- 
vester Company  machines  that  you  handle? 

A.    I  do. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  or  dictate  that  price? 

A.     No,  sir. 

Q.  In  your  judgment  has  the  binder  improved  in  the  last 
ten  years  ? 

A.    Yes,  sir. 

Q.  Has  that  improvement  been  material  or  inconsequen- 
tial? 

A.     I  don't  quite  get  that. 
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1  Q.    Have  those  improvements  been  material  improvements  ? 
A.    Yes,  sir;  that  is — I  don't  know  as  I  quite  understand 

that. 
Q.    Do  the  machines  now  work  better  than  they  did  in  1902  ? 
A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    As  I  understand  your  testimony,  the  McCormick  and 
the  Deering  are  the  principal  harvesting  machines  sold  in 

2  your  territory! 

A.    Yes,  sir. 
.   Q.    What  per  cent,  of  the  binders  sold  there  are  Interna- 
tional, which  includes,  as  you  know,  not  only  the  McCormick 
and  the  Deering,  but  also  the  Milwaukee  and  the  Osborne  and 
the  Piano  and  the  Champion? 

A.    Just  on  binders  and  mowers,  you  mean  I 

Q.    Take  grain  binders  alone. 

A.    I  should  judge  from  80  to  85  per  cent.;  that  is,  in 
Schleisingerville  and  the  vicinity. 

Q.    Yes,  in  the  territory  in  which  you  do  business. 

3  A.    Yes. 

Q.    What  per  cent,  of  the  mowers  in  the  same  territory  are 
International? 

A.    I  should  judge  about  the  same. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.    I  think  about  90;  from  90  to  95  per  cent. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    About  50  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    About  60  or  65  per  cent. 
.       Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.    I  sold  last  year,  I  think,  6  Internationals  and  3  Eude 
Bros.,  if  I  remember  right. 

Re-direct  Examination  by  Mr.  Remy. 

Q.     Do  you  know  what  spreaders  are  sold  in  the  surround- 
ing towns? 
A.    I  know  some  of  them. 
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Q.     But  in  giving  these  percentages  have  you  confined  your-  j 
self  to  the  machines  sold  out  of  Schleisingerville  1 

A.    Yes,  sir. 

Q.  Are  the  machines  offered  to  the  farmers  on  their  merits 
in  that  town — in  Schleisingerville? 

A.    I  think  so. 

Q.  So  that  the  proportion  or  the  percentage  of  the  busi- 
ness represents  the  choice  of  the  farmers  between  the  various 
machines  offered  them? 

A.    Yes,  sir. 

2 
GEOEGE  W.  BROOKS,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  EaxMnination  by  Mr.  Remy. 

Q.  Mr.  Brooks,  you  are  in  the  implement  business  at 
Omro,  Wisconsin? 

A.    Yes,  sir. 

Q.    You  handle  implements  and  hardware? 

A.     Farm  tools;  not  any  hardware  particularly.  o 

Q.    What  is  your  annual  average  implement  business? 

A.    Flour  and  feed — 

Q.  I  do  not  want  your  flour  and  feed ;  I  want  your  imple- 
ment business,  and  wagons  and  twine. 

A.    I  think  about  $15,000. 

Q.  How  much  of  that  is  in  International  Harvester  Com- 
pany goods? 

A.    I  should  think  about  $5,000. 

Q.    What  binders  and  mowers  do  you  handle? 

A.     The  Deering. 

Q.    What  rakes?  4 

A.     The  Deering. 

Q.  What  binders  and  mowers  are  handled  at  Omro  other 
than  those  of  International  make? 

A.     This  last  year  the  Johnston. 

Q.     Are  the  Thomas  and  the  Dain  mowers  handled  there? 

A.  Yes,  there  have  been  one  or  two  Thomas  sold,  I  be- 
lieve, and  one  or  two  Deere. 

Q.     Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional? 
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1  A.    Yes,  sir,  I  think  so. 

Q.    What  wagons  do  you  handle? 

A.    The    International,    the    Mandt    (Moline),    and    the 
Stoughton. 
Q.    What  cream  separators? 

A.     The  Simplex,  and  the  Lily  of  the  International. 
Q.    What  cultivators? 

A.    Moline,  Eock  Island,  and  the  Janesville. 
Q.    What  planters? 
A.     The  same. 
Q.    Has  the  International  Harvester  Company  ever  stated 

2  to  you  that  you  could  not  handle  their  binders  and  mowers 
unless  you  increased  your  purchases  from  them? 

A.    No,  sir. 

Q.  Could  they  force  you  to  increase  your  purchases  from 
them  by  such  methods? 

A.     No,  sir. 

Q.  Who  fixes  the  retail  price  at  which  you  sell  their 
goods? 

A.    Myself  and  my  sons. 

Q.  Has  the  International  ever  attempted  to  dictate  that 
g  price? 

A.    No,  sir. 

Cross-Exammation  by  Mr.  Grosvenor. 

Q.     How  many  dealers  are  there  in  Omro? 

A.     There  is  another  firm  besides  myself. 

Q.     What  harvesting  lines  does  he  carry? 

A.     The  McCormick  and  the  Johnston. 

Q.  What  are  the  leading  types  of  binders  and  mowers  in 
.  your  territory? 

A.     The  Deering  has  been,  for  the  last  10  years. 

Q.     And  after  that  the  McCormick? 

A.     No,  sir.    I  say  for  the  last  10  years. 

Q.     The  Deering  has  been? 

A.    Yes. 

Q.     Is  the  McCormick  next? 

A.  Yes,  the  McCormick  has  been.  I  think  they  have 
crowded  more  Johnstons  out  this  last  year  than  they  have  Mc- 
Cormick— a  good  many  more. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.     Yes,  sir. 
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Q.    Please  name  everything  you  buy  from  the  Interna-  1 
tional. 

_A.     Cream  separators,  binders,  mowers,    rakes,    engines, 
disc  harrows,  spring-tooth  harrows,  wagons. 

Q.     Spreaders  ? 

A.     Spreaders;  yes,  sir. 

Q.    Twine? 

A.     Twine. 

Q.    Hay  loaders? 

A.  Hay  loaders.  However,  I  sell  more  of  other  loaders 
than  I  do  of  International. 

Q.     Tedders?  2 

A.     Tedders,  yes,  sir. 

Re-direct  Examination  btf  Mr.  Remy. 

Q.     How  long  has  the  Johnston  been  handled  at  Omro? 

A.     Ever  since  the  International  went  into  effect. 

Q.  That  is,  the  Johnston  has  been  handled  there  for  the 
last  10  years? 

A.    Yes,  sir. 

Q.     The  notes  that  the  International  holds  of  yours:  are  3 
they  due  yet? 

A.     No,  sir,  I  believe  not. 

Q.     They  were  given  in  the  ordinary  course  of  business? 

A.     Yes,  sir. 

Mr.  Grrosvenor:  Q.  What  are  the  harrows  that  you  buy? 
Are  they  sold  under  a  trade  name?  What  is  the  name  of 
them? 

A.     Osborne. 

Q.  You  buy  other  harrows  besides  those  of  the  Interna- 
tional? 

A.     Those  are  the  disc  harrows,  and  the  spring-tooth  har-  4 
rows.    I  sold  the  Bock  Island  lever  harrows. 

Q.    Do  you  sell  Gale  disc  harrows? 

A.    Yes,  I  sell  Gale  disc  harrows — a  few  of  them. 

(The  hearing  was  here  adjourned  until  the  morning  of 
Thursday,  June  12,  1913,  at  10:00  o'clock.) 
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Room  653,  Federal  Building,  Chicago,  111., 
Thursday,  June  12,  1913,  10:00  A.  M. 

The  hearing  was  resumed  before  the  Special  Examiner, 
Bobert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special  Assistant  to  the  Attorney  General,  and  Jo- 
seph R.  Darling,  Esq. 

On  behalf  of  the  defendants:  Hon.  William  D.  Mc- 
Hugh,  Edgar  A.  Bancroft,  Esq.,  Victor  A.  Remy, 
Esq.,  F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit: 


3 


F.  LEE  NORTON,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Norton,  you  live  at  Racine,  Wisconsin? 

A.    Yes,  sir. 

Q.  And  you  are  treasurer  of  the  J.  I.  Case  Threshing  Ma- 
chine Company? 

A.    Yes,  sir. 

Q.  What  is  the  business  of  the  J.  I.  Case  Threshing  Ma- 
chine Company?    What  does  it  manufacture  and  sell? 

A.  Threshing  machinery,  farm  engines,  internal  combus- 
tion engines,  road  machinery,  small  agricultural  implements 
to  some  extent. 

Q.  Your  business  in  small  agricultural  machinery  is  a 
minor  part  of  your  business? 

A.    Yes. 

Q.    You  make  shredders? 

A.    Yes,  sir,  a  few. 

Q.  And  your  threshing  machine  business  and  your  trac- 
tor engine  business  are  the  main  factors  in  your  business? 

A.  Yes;  and  I  might  add  that  within  the  past  year  we 
have  taken  on  automobile  manufacturing. 

Q.    In  the  sale  of  threshing  machines  and  in  the  sale  of 
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shredders  and  traction  engines,  and  in  these  minor  agricul-  ^ 
tural  implements  that  you  make  and  sell,  you  meet  the  com- 
petition of  the  International  Harvester  Company  1 

A.    Yes,  sir. 

Q.  How  have  you  found  the  competition  of  the  Interna- 
tional Harvester  Company?  Has  it  been  businesslike  and 
fair? 

A.    Yes,  sir. 

Q.  How  much  business  did  the  J.  I.  Case  Threshing  Ma- 
chine Company  do  last  year? 

A.    A  little  over  $14,000,000. 

Q.     Outside  of  the  road  machinery  made  by  the  company,  2 
the  business  was  in  the  agricultural  implement  lines? 

A.     Yes,  sir;  and  automobiles. 

Q.  How  much  of  the  $14,000,000  was  in  automobiles  and 
road  machinery? 

A.    I  think  about  $3,500,000. 

Q.  So  that  there  was  over  $10,000,000  in  the  implement 
business? 

A.    Yes,  sir. 

Q.    When  did  you  go  into  the  shredder  business? 

A.    Some  6  or  7  years  ago;  8  years  ago  perhaps. 

Q.    And  have  been  in  that  continuously  since?  3 

A.    Yes,  sir. 

Q.  The  business  of  the  J.  I.  Case  Company  has  been  pros- 
perous? 

A.    Yes,  sir. 

Q.  You  sell  your  output  through  the  local  implement 
dealers  in  the  country? 

A.    Yes,  sir. 

Q.  And  sell  to  the  dealers  who  handle  International  Har- 
vester Company's  harvesting  machinery? 

A.    I  would  say  we  sold  through  those  same  dealers,  yes,  ^ 
sir. 

Q.  Have  you  found  the  fact  that  the  dealers  handling  the 
International  Harvester  Company  harvesting  machinery  an 
obstacle  to  your  selling  to  those  men  the  implements  that  you 
make  and  sell? 

A.  I  should  say  no  more  so  than  any  other  particular 
competitors  in  proportion. 

Q.    The  field  has  been  open  in  competition? 

A.  Like  the  Rumely  Products  Company,  who  are  perhaps 
our  strongest  competitors. 
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1  Q.  You  meet  the  competition  of  all  these  men,  but  it  is  a 
free  and  open  competition! 

A.     I  think  so;  yes,  sir. 

Gross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Norton,  what  implements  in  sales,  in  dollars  and 
cents,  make  up  the  bulk  of  the  $10,000,000  referred  to  by  you 
on  direct  examination? 

A,    Threshing  machines  and  farm  engines — traction  en- 

2  gines. 

Q.  Take  the  item  of  threshing  machinery;  what  did  that 
amount  to  in  dollars  and  cents  in  1912? 

A.  I  have  not  those  figures,  but  I  would  say  over  $3,000,- 
000,  perhaps;  between  3  millions  and  31/2  millions. 

Q.    What  is  the  next  largest  item! 

A.     Traction  engines. 

Q.  What  did  you  sell  in  traction  engines?  I  mean  what 
was  that  in  dollars  and  cents. 

A.  Perhaps  I  could  get  at  that  in  a  little  better  way,  if 
you  will  allow  me,  by  saying  that  the  automobiles  and  road 

3  machinery  would  be  $3,500,000,  and  the  balance  would  be  en- 
gines, almost  entirely,  except  perhaps  some  attachments  and 
the  repair  items. 

Q.  What  do  you  mean  by  "the  balance" — the  other  10 
millions  ? 

A.  The  other  7  to  ly^  millions.  You  see,  the  threshing 
machinery  and  the  automobiles  would  make  up  perhaps  7 
millions^  somewhere  in  that  neighborhood,  and  then  there 
would  be  repair  sales  of  possibly  a  million  and  a  half  (I  have 
not  those  figures  by  me) ;  that  would  be  a  total  of  7i/^  to  8 
.  millions  of  those,  and  the  balance  would  be  engines. 

Q.  And  those  engines  are  in  large  part  the  traction  en- 
gines ? 

A.    Yes,  sir.* 

Q.  How  much  of  that  balance  of  $6,000,000  is  in  traction 
engines  ? 

A.  I  should  say  about  $6,000,000  probably  would  be  trac- 
tion engines,  as  near  as  I  could  estimate  it  at  this  time. 

Q.  You  do  not  have  a  large  sale  of  the  small  farm  en- 
gines? 

A.  No,  sir.  We  are  only  entering  the  small  engine  indus- 
try; which  is  also  true  of  the  gasoline  or  internal  combustion 
engines. 
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Q.  Then  your  competition  hitherto  with  the  International 
has  been  only  on  the  threshing  machinery  which  the  Inter- 
national has  sold,  made  by  the  Belle  City  Company,  and  also 
on  such  traction  engines  as  the  International  may  sell! 

A.  Yes ;  and,  in  a  very  small  way,  corn  buskers  and  shred- 
ders and  some  of  the  attachments  that  go  to  make  up  the 
thresher  rig. 

Q.  The  fact  is,  you  recognize  other  manufacturers  as  be- 
ing the  leading  competitors  with  you  in  the  particular  lines 
which  are  your  specialties,  rather  than  the  International! 

A.    I  would  say  so;  yes,  sir. 

Q.    And  who  are  those  companies? 

A.  The  Eumely  Company,  the  Nichols  &  Shepard  Com- 
pany, the  Minneapolis  Threshing  Machine  Company,  the 
Avery  Company,  the  Huber  Manufacturing  Company,  the 
Eussell  &  Company,  the  Aultman-Taylor  Machinery  Com- 
pany, the  Buffalo  Pitts,  and  a  number  of  other  smaller  ones 
in  those  same  lines. 


AUGUSTUS  M.  FEISH,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows :  o 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Frish,  you  live  at  Madison,  Wisconsin! 

A.    Yes,  sir. 

Q.     What  is  your  business! 

A.    I  am  state  manager  for  the  Eumely  Products  Com- 
pany. 

Q.     For  the  state  of  Wisconsin! 

A.    Yes,  sir. 

Q.     How  long  have  you  been  state  manager  of  the  Eumely  4 
Products  Company! 

A.    Ever  since  they  have  been  organized,  but  I  have  been 
state  manager  there  for  about  15  years. 

Q.    Prior  to   the   organization  of   the   Eumely  Products 
Company,  which  was  about  a  year  ago,  was  it! 

A.    A  year  and  a  half. 

Q.    A  year  and  a  half  ago — ^you  were  with  what  company! 

A.     The  Advance  Thresher  Company. 

Q.    And  in  the  position  of  state  manager  of  that  com- 
pany! 

A.    Yes,  sir. 
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Q.     For  ttie  state  of  Wisconsin? 

A.    Yes,  sir. 

Q.  And  the  business  of  the  Advance  Thresher  Company 
went  into  the  Eumely  Products  Company? 

A.    Yes,  sir. 

Q.  So  your  business  for  the  last  10  years  has  been  state 
manager  of  that  business? 

A.    Yes,  sir. 

Q.    For  the  state  of  Wisconsin? 

A.    Yes,  sir. 

Q.  What  have  you  sold,  Mr.  Frish?  What  lines  of  im- 
plements did  the  Advance  Company  sell  and  what  lines  have 
the  Rumely  Products  Company  sold  in  the  last  year  and  a 
half? 

A.  Steam  traction  engines,  threshing  machinery,  corn 
buskers  and  shredders,  internal  combustion  engines,  gaso- 
line and  farm  engines,  cream  separators,  hay  balers,  plows. 

Q.  With  respect  to  most  of  these  articles  you  have  been  in 
competition  with  the  International  Harvester  Company? 

A.    Not  on  the  steam  engines. 

Q.  No,  not  on  the  steam  engines.  What  implements  did 
you  sell  in  competition  with  the  International  Harvester 
Company? 

A.  Internal  combustion  engines,  cream  separators,  corn 
huskera  and  shredders,  hay  balers. 

Q.    And  threshing  machines? 

A.    Yes. 

Q.    They  sell  threshing  machines? 

A.    Yes. 

Q.  So,  with  respect  to  those  articles  you  have  been  doing 
business  there  in  competition  with  the  International  Har- 
vester Company? 

A.    Yes,  sir. 

Q.    How  have  you  found  the  competition  of  the  Interna- 
tional Harvester  Company,  Mr.  Frish,  as  to  whether  it  was- 
normal  and  businesslike  and  fair? 

A.  It  has  not  been  harder  than  any  of  the  other  competi- 
tors. They  were  our  strongest  competitors  on  internal  com- 
bustion engines. 

Q.  And  others  were  the  strongest  competitors  on  other 
lines  ? 

A.    Yea. 

Q.  But  the  competition  of  the  International  was  business- 
like and  fair,  was  it? 

A.    Very  satisfactory. 
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Q.    Your  sales  increased  from  year  to  year  in  these  com-  1 
petitive  lines? 

A,    They  have,  yes,  sir. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.    What  did  you  say  your  business  is,  Mr.  Frish  T 

A.  State  manager  or  sales  manager  for  the  Eumely 
Products  Company. 

Q.    Where  is  the  Eumely  Products  Company  located? 

A.    At  LaPorte,  Indiana.  2 

Q.    Is  that  the  selling  company  for  M.  Eumely  Company! 

A.    It  is. 

Q.  You  say  that  the  International  Harvester  Company  is 
the  principal  competitor  of  the  Eumely  Company  in  the 
manufacture  and  sale  of  small  engines'? 

A.    Yes. 

Q.  The  Eumely  Products  Company  has  had  some  finan- 
cial difficulties  in  the  last  few  months? 

A.     Yes ;  so  it  has  been  reported. 

Q.    And  the  general  manager  of  the  International  Har- 
vester Company,  C.  S.  Funk,  has  been  recently,  within  the  3 
last  few  weeks,  elected  president  of  the  Eumely  Products 
Company;  is  that  correct? 

A.    Of  the  M.  Eumely  Company. 

Q.     Of  the  M.  Eumely  Company? 

A.    Yes,  sir. 

Q.  The  M.  Eumely  Company  and  the  Eumely  Products 
Company  are  practically  the  same,  aren't  they?  I  mean  so 
far  as  management  goes. 

A.  The  M.  Eumely  Company  is  the  manufacturing  end; 
the  Eumely  Products  Company  is  the  selling  end.  ^ 

Q.  Does  the  M.  Eumely  Company  own  all  the  stock  in  the 
Eumely  Products  Company? 

A.    I  can't  say. 

Q.    You  do  not  know  about  that? 

A.    I  do  not. 

Q.  The  Eumely  Products  Company  sells  the  product  of  the 
M.  Eumely  Company? 

A.    Yes,  sir. 

Q.    And  nothing  else? 

A.     They  buy  outside  goods. 

Q.  The  bulk  of  their  business  is  the  sale  of  the  products 
of  the  M.  Eumely  Company? 
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A.  Yes,  sir. 

Q.  You  do  not  sell  any  binders  or  mowers? 

A.  No,  sir. 

Q.  Or  hay  rakes? 

A.  No,  sir. 

Q.  Or  twine? 

A.  No,  sir. 

Q.  Or  corn  binders? 

A.  No,  sir. 

Q.  Or  any  side-delivery  rakes? 

A.  No,  sir. 

Q.  Or  tedders? 

A.  No. 

Q.  In  fact  you  have  no  harvesting  line  of  machinery? 

A.  No,  we  have  not. 

Q.  What  is  the  principal  line  of  implements  sold  by  the 
M.  Rumely  Company,  or  by  the  Rumely  Products  Company? 
By  that  I  mean  what  is  the  line  of  implements  which  in  dol- 
lars and  cents  makes  up  the  largest  item  in  your  volume  of 
sales. 

A.  Threshers,  steam  engines,  and  the  internal  combustion 
engines. 

Q.  Are  threshers  the  largest  item? 

A.  I  think  they  are. 

Q.  And  traction  engines  next? 

A-  Yes,  sir. 


DILLON  TURNEY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Turney,  you  live  at  Fairfield,  Iowa? 

A,     Yes,  sir. 

Q.    What  is  your  business? 

A.    Manufacturer  of  farm  wagons. 

Q.    Where  do  you  manufacture  the  farm  wagons? 

A.    Fairfield,  Iowa. 

Q.  Throughout  what  territory  do  you  sell  the  farm  wag- 
ons? 

A.  Principally  in  Iowa,  Missouri,  Kansas,  Oklahoma,  Ne- 
braska, Arkansas,  and  South  Dakota. 

Q.  You  sell  these  wagons  through  the  local  implement 
dealers  in  the  territory  named? 
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A.     Yes,  sir. 

Q.  And  you  sell  the  output  of  your  factory  in  competition 
with  the  International  Harvester  Company,  as  well  as  the 
other  wagon  manufacturers  of  the  country? 

A.     Yes,  sir. 

Q.  What  is  the  fact  as  to  whether  the  competition,  as  you 
know  it,  of  the  International  Harvester  Company  has  been 
normal  and  businesslike  and  fair? 

A.  It  is  keen,  just  the  same  as  the  rest  of  them,  but  it  is 
as  fair  as  the  rest  of  them. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  wagons,  Mr.  Turney,  did  you  sell  in  the 
United  States  in  1912? 

A.    About  3,000. 

Q.     Does  that  include  your  entire  output? 

A.    Well,  we  manufacture  bob-sleds  and  wagon-boxes. 

Q.  Have  you  included  bob-sleds  in  the  number  which  you 
gave,  namely,  3,000? 

A.    No. 

Q.    Are  your  wagons  farm  wagons?  3 

A.    Yes,  sir,  altogether. 

Q.    How  many  wagons  did  you  sell  in  1911? 

A.    I  should  judge  2,200,  maybe. 

Q.    And  in  1910? 

A.    About  2,500. 

Q.  How  long  has  your  company  been  engaged  in  busi- 
ness? 

A.     My  father  commenced  the  business  in  1856. 

Q.  For  a  great  many  years  your  company  has  been  sell- 
ing what  is  called  the  Charter  Oak  wagons?  . 

A.    Yes,  sir. 

Q.  What  is  the  largest  number  of  wagons  which  your 
company  has  sold  in  any  one  year? 

A.    I  should  judge  about  3,500;  that  is  just  approximate. 

Q.    How  long  ago  did  you  sell  3,500  wagons  ? 

A.  I  think  that  was  along  in  the  nineties,  probably  the 
fore  part  of  the  nineties. 

Q.  Your  business  has  been  practically  at  a  standstill  for 
10  or  15  years? 

A.    Yes ;  there  has  been  no  increase. 
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l 
WILLIAM  F.  WAGNER,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Wagner,  you  are  in  business  at  Erdman,  Wiscon- 
sin? 

A.    Yes,  sir. 

Q.    What  is  your  business  I 
„      A.    Implement  business. 

Q.    How  much  business  do  you  do  a  year? 

A.  We  have  got  a  little  business  beside  the  implement 
business.  We  have  got  a  hotel,  a  harness-shop,  and  a  sales 
stable. 

Q.  How  much  business  do  you  do  all  together,  Mr.  Wag- 
ner? 

A.    About  $75,000. 

Q.  How  much  business  do  you  do  in  the  farm  implement 
line,  including  vehicles  and  twine? 

A.    About  $35,000. 

3  Q.    How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.  Somewhere  along  $4,500. 

Q.  What  line  of  binders  do  you  handle? 

A.  We  handle  the  Osborne  and  the  Johnston. 

Q.  What  line  of  mowers? 

A.  The  same. 

Q.  What  sulky  hay  rakes? 

A.  The  same. 

Q.  What  twine  do  you  handle? 

A.  The  Plymouth. 

4  Q.  Do  you  handle  a  general  line  of  farm  implements? 
A.  Yes,  sir. 

Q.  And  a  line  of  implements  other  than  harvesting  ma- 
chinery made  by  other  companies  and  sold  in  competition 
with  implements  of  the  International? 

A.    Yes,  sir. 

Q.    What  lines? 

A.  Lindsay  Bros,  of  Milwaukee,  the  John  Deere  people, 
the  Northwestern  Manufacturing  Company,  the  Gale  people, 
and  a  few  more. 

Q.    What  gasoline  engines? 

A.     The  Fairbanks.    There  are  a  few  other  makes,  too. 
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Q,    How  long  have  you  handled  the  Johnston  line  of  har-   1 
vesting  machinery? 

A.    Ahout  8  years. 

Q.    How  long  have  you  heen  selling  Plymouth  twine? 

A.    As  long  as  T  am  in  business. 

Q.  Has  the  International  Harvester  Company,  Mr.  Wag- 
ner, ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  quit  handling  this  Johnston 
competing  line? 

A.     No,  sir. 

Q.    Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery  2 
unless  you  quit  handling  Plymouth  twine? 

A.    No,  they  did  not. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  that  company  and  less  of 
their  competitors  ? 

A.    No,  sir. 

Q.  Suppose  the  International  Harvester  Company  should 
come  to  you  and  impose  the  condition  that  you  could  not 
handle  their  harvesting  machinery  at  all  unless  you  did  quit  „ 
handling  these  competing  harvesting  machines  and  this  com-  "^ 
peting  twine,  or  unless  you  would  increase  your  purchases 
from  the  International  Harvester  Company  by  buying  this, 
that  or  the  other  of  their  long  line  of  implements,  what  would 
be  the  result  in  your  case,  Mr.  Wagner? 

A.    I  would  not  contract  with  them  then. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  Osborne  grain  binders  did  you  sell  last 
year? 

A.  I  am  not  quite  sure;  about  10  or  11. 

Q.  How  many  Johnston? 

A.  About  6  or  7 ;  I  am  not  sure. 

Q.  How  many  dealers  are  there  at  Erdman? 

A.  There  are  not  any  more  dealers  excepting  within  two 

miles  there;  there  are  two  more, 

Q.  Excepting  what? 

A.  There  are  two  more  within  two  miles  of  us. 
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A.  P.  GROUT,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.     State  your  name  and  address,  please. 

A.    A.  P.  Grout;  Winchester,  Illinois. 

Q.    Where  is  Winchester,  Illinois,  what  part  of  the  state! 

A.  It  is  down  in  the  central  part,  about  80  miles  north  of 
St.  Louis. 

Q.    What  is  your  business,  Mr.  Grout T 

A.    Farming — one  part  of  it. 

Q.    In  what  other  business  are  you  engaged? 

A.  I  am  connected  with  two  banks  and  some  manufactur- 
ing business — sewer  pipe  and  stoneware. 

Q.  How  long  have  you  been  farming  and  familiar  with 
farms  in  that  vicinity  T 

A.     Since  1882,  I  think. 

Q.  Were  you  until  recently  a  trustee  of  the  Illinois  Uni- 
versity! 

A.    Yes,  sir;  until  March. 

Q.    How  long  had  you  held  that  position! 

A.    About  five  years. 

Q.  Are  you  president  of  the  Farmers'  Institute  of  Illi- 
nois 1 

A.    Yes,  sir. 

Q.  Please  explain  what  that  Institute  is  and  what  its  pur- 
poses are. 

A.  The  Institute  Board  is  composed  of  one  director  from 
each  congressional  district,  the  dean  of  the  College  of  Agri- 
culture, the  president  of  the  Board  of  Agriculture,  the  presi- 
dent of  the  Dairymen's  Association,  and  the  president  of  the 
Horticultural  Society. 

Q.    What  is  the  purpose  of  that  Institute? 

A.  It  is  to  give  and  furnish  instruction  to  the  farmers  of 
the  state  relative  to  the  conduct  of  their  farms  and  farming 
generally. 

Q.  In  connection  with  that  Institute  have  you  given  lec- 
tures! 

A.    Yes,  sir. 

Q.  Has  that  Institute  an  organization  in  each  county  of 
Illinois  ? 

A.    It  has. 

Q.    Have  you  been  in  all  the  counties  of  Illinois! 
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A.  No,  perhaps  not  all  of  the  counties.  I  have  been  in 
every  section  of  the  state  and  in  a  majority  of  the  counties. 

Q.    How  long  have  you  been  president  of  that  Institute? 

A.    I  have  been  president  only  for  the  past  year. 

Q.  How  long  have  you  been  active  in  it,  in  giving  lec- 
tures ? 

A.  Almost  from  the  beginning  or  the  organization  of  the 
Institute,  about  18  years  ago  I  think. 

Q.  Have  you  had  occasion  in  your  work  to  consider  what 
was  needed  on  the  ordinary  farm  in  your  part  of  the  country, 
in  the  way  of  farm  implements  ? 

_A.  Not  especially,  although  that  is  a  matter  that  has  been 
discussed  to  some  extent  in  some  of  the  Institutes;  that  is, 
occasionally. 

Q.  Did  you  have  an  encampment  on  your  farm  for  boys  in 
1906? 

A.    Yes,  sir. 

Q.    What  was  the  purpose  of  that  encampment? 

Mr.  Grosvenor:    I  object  to  that  as  immaterial. 

Mr.  Remy :    Wait  a  minute.    I  will  connect  this  up. 

A.  It  was  for  the  purpose  of  interesting  the  boys  in  the 
farm  work  and  giving  them  instruction.  Of  course,  the  par- 
ticular thing  that  brought  it  out  was  the  fact  that  the  In- 
stitutes are  largely  attended  by  the  older  farmers,  a  good 
many  retired  farmers,  and  the  boys  were  left  at  home  to  do 
the  work,  and  this  was  to  help  the  boys  out  and  give  them  a 
little  show. 

Q.  Was  that  encampment  attended  by  farmers?  Did  the 
farmers  attend  that? 

A.  I  think  at  that  particular  encampment  there  were  near- 
ly 100  boys  registered,  and  they  remained  there  for  a  week; 
but  the  neighboring  farmers,  from  the  surrounding  country, 
came  in  and  attended  the  lectures  and  instruction  there,  the 
same  as  the  boys  did ;  that  is,  there  were  a  good  many  who  did. 

Q.  Were  lists  prepared  at  that  encampment  stating  what 
was  needed  in  the  way  of  farm  machinery  on  a  200-acre  farm? 

A.  Yes ;  that  matter  was  brought  up  at  one  of  the  sessions, 
and  I  think  we  considered  the  amount  of  machinery  that  was 
used  on  that  farm,  which  happened  to  be  a  200-acre  farm. 

Q.  And  were  lists  prepared  in  general  as  to  what  was  used 
on  farms  of  that  size,  in  that  vicinity? 

A.  Yes,  sir.  That  was  brought  out  by  questions  that  were 
asked  various  farmers  and  suggestions  that  were  made.  It 
was  kind  of  a  composite- 
Mr.  Grosvenor:  Composite  picture? 
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1       The  Witness :    Yes. 

Q.  From  those  lists  did  you  prepare  a  tabulation  giving 
the  implements  which  are  necessary  on  a  2(X)-acre  farm? 

A.    Yes,  sir. 

Q.  Was  the  list  which  you  prepared  published  in  a  pam- 
phlet gotten  out  by  the  Agricultural  College  Extension? 

A.     Yes,  sir. 

Q.    I  hand  you  a  pamphlet  published  by  the  Agricultural 

College  Extension  of  Illinois,  dated  December,  1906,  and  call 

your  attention  to  a  list  of  machinery  appearing  on  page  18 

of  that  pamphlet,  and  ask  you  if  that  is  the  list  you  prepared 

^  under  the  circumstances  you  have  stated. 

A.     Yes,  sir,  that  is  the  list. 

Q.    Will  you  please  read  that  list  into  the  record! 

Mr.  Grosvenor :    That  is  objected  to  as  immaterial. 

A.     The  statement  is  as  follows: 

Machinery  for  200-acre  Farm. 

Then  came  Mr.  Grout  with  a  list  of  the  farm  machinery 
that^  belongs  with  a  200-acre  place.    With  suggestions  from 
o  the  audience  the  following  was  made  out,  the  values  being 
^  added  by  Mr.  A.  G.  Smith: 

Two  gangs  and  walking  plow  $135.00 

Two  harrows  22.00 

Three  cultivators  75.00 

Planter  42.00 

Disc  25.00 

Brillion  Boiler  45.00 

Binder  130.00 

Mower  44.00 

Hay  Eake,  side  delivery  43.00 

4  Loader  60.00 

Three  wagons,  with  racks  200.00 

Manure  Spreader  115.00 

Drill  55.00 

Corn  binder  115.00 


Total  $1,106.00 

Q.    When  was  this  meeting? 

A.    I  think  in  August;  I  do  not  remember  the  exact  date. 

Q.    In  your  work  as  a  farmer  have  you  observed  what 
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farmers  in  your  neighborhood  have  in  the  way  of  farm  ma- 
chinery? 

A.    Pretty  generally,  yes,  sir. 

Q.  I  hand  you  a  list  and  ask  you  if  it  represents  what,  in 
your  judgment,  is  the  average  farm  equipment  on  a  120-acre 
farm  in  the  portion  of  Illinois  with  which  you  are  particu- 
larly familiar. 

A.     I  think  it  does. 

Q.    Please  read  that  list  into  the  record. 

A.     The  list  is  as  follows : 

Average  Equipment  of  Farm  with  120  Acres. 

1  Sulky  Plow  $  45.00 

1  Walking  Plow  14.00 

2  Wagons  100.00 
2  Cultivators  50.00 
1  Planter  42.00 
1  Harrow  18.00 
1  Disc  30.00 
1  Drill  55.00 
1  Mower  45.00 

1  Binder  125.00  • 

1  Rake  24.00 

2  Hay  Racks  20.00 
Small  Tools  30.00 


$598.00 


Q.  I  notice  on  this  list  you  have  no  manure  spreader  listed. 
Will  you  please  state  whether  the  manure  spreader  is  coming 
more  and  more  into  use  in  your  part  of  the  country? 

A.  Yes,  it  is  coming  into  use,  although  there  are  many 
farmers  who  do  not  have  it. 

Q.  You  have  no  corn  binder  on  this  list.  I  will  ask  you  if 
the  corn  binder  is  used  to  a  great  extent  in  your  part  of  the 
country! 

A.     Not  to  a  great  extent. 

Q.  You  have  no  gasoline  engine  on  this  list.  I  will  ask 
you  if  the  gasoline  engine  is  coming  into  use  more  and  more 
in  your  part  of  the  country? 

A.    Yes,  sir,  it  is. 

Q.  You  have  no  cream  separator  on  this  list.  I  will  ask 
you  if  the  cream  separator  is  coming  into  use  more  and  more 
in  your  part  of  the  country? 


470  A.  P.  Grout,  Cross-Examination. 

A.  Yes,  it  is.  I  think  possibly  ten  years  ago  in  my  sec- 
tion there  were  none,  and  now  there  are  a  number  of  them; 
they  are  coming  into  use. 

Q.  Have  you  ever  seen  a  farm  in  Illinois  where  the  farm 
equipment  in  agricultural  implements  could  be  reproduced 
for  $293? 

A.    Reproduced  new,  you  mean? 

Q.    Yes. 

A.     No,  I  think  not. 

Q.  Have  you  ever  seen  a  farm  in  Illinois,  or  are  you 
acquainted  with  any  farm  where  the  initial  cost  of  a  binder, 
mower,  and  rake  (a  sulky  hay  rake)  would  amount  to  over 
half  of  the  total  farm  implement  equipment  in  dollars  and 
cents  ? 

A.    I  do  not  recollect  any  such  instance. 

Q.  In  your  judgment,  could  a  farm  be  properly  equipped 
with  implements  where  the  cost  of  the  binder,  mower,  and 
sulky  hay  rake  would  be  more  than  one-half  of  the  total  farm 
implement  equipment? 

A.     You  say  in  Illinois? 

Q.    In  Illinois. 

A.  No;  I  think  not.  Of  course,  it  might  be  done  in  some 
sections  where  they  were  doing  simply  grain  farming  and 
nothing  else. 

Q.     But  do  you  know  of  any  such  instance? 

A.     I  do  not  know  of  any  such  instance. 

Q.  What  is  the  fact  as  to  whether  the  side-delivery  rake 
is  being  used  more  and  more? 

A.  T  think  it  is  a  fact.  There  are  not  so  many  of  them  in 
use  in  my  section,  but  they  are  coming  into  use. 

Q.  And  as  they  come  into  use  they  replace  to  some  extent 
the  sulky  or  self -dump  rake;  is  that  true? 

A.  Yes;  and  possibly  they  take  the  place  of  the  tedder  that 
has  been  used  to  a  considerable  extent. 


Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Grout,  you  are  what  is  known  in  common  parlance 
as  a  gentleman  farmer,  are  you  not? 

A.  "Why,  I  presume  that  is  the  way  it  would  be  designated. 
I  live  in  town,  but  I  go  out  to  the  farms  a  good  deal. 

Q.  I  have  not  reference  merely  to  your  place  of  abode,  but 
to  your  occupation.  Your  principal  occupation  is  that  of  a 
banker  1 
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A.    No.     While  I  am  connected  with  the  bank,  I  am  not  1 
active  in  the  bank. 

Q.     What  is  your  principal  occupation? 

A.    It  is  looking  after  the  farm. 

Q.  Did  you  get  the  money  to  have  interests  in  banks  from 
your  farms,  or  did  you  get  the  money  from  your  banks  to  ac- 
quire your  interest  in  the  farms? 

Mr.  Eemy:   I  object  to  that  as  immaterial. 

A.    Oh,  I  don't— 

Q.    Do  you  understand  that? 

A.    Yes,  I  understand  your  question. 

Q.     Are  you  a  farm  expert?    That  is  what  I  meant.  2 

A.  Well,  I  aim  to  be.  I  have  been  studying  the  subject 
for  a  good  many  years. 

Q.  Now,  you  say  this  list  of  machinery  for  a  2Q0-acre  farm 
was  gotten  up  at  a  meeting. 

A.     Yes,  sir. 

Q.  And  the  attendance  at  that  meeting  was  very  largely 
boys,  was  it  not? 

A.     Largely  boys,  but  a  good  many  farmers. 

Q.  Are  there  not  a  lot  of  small  tools  that  are  used  on  a 
farm  and  are  necessary  on  a  farm?  ., 

A.     Yes,  sir.  ^ 

Q.    And  without  which  a  farm  can  not  be  properly  run? 

A.    Yes,  sir. 

Q.  Will  you  please  state  why  here  there  is  no  item  for 
small  tools  used  on  a  farm,  if  the  list  you  have  testified  to  is 
in  fact  a  correct  list  of  the  implements  necessary  on  a  farm? 

A.  I  think  at  the  time  that  list  was  made  up  those  were 
not  taken  into  consideration.  Of  course,  there  are  many 
things,  perhaps,  that  should  be  in  there  that  are  not.  Those 
were  the  general  farm  implements  that  were  absolutely  neces- 
sary.   The  smaller  items  were  not  gone  into.  4. 

Q.     How  large  a  farm  do  you  own? 

A.     I  have  all  together  1,700  acres. 

Q.     Is  that  the  largest  farm  in  the  state  of  Illinois? 

A.     No,  sir,  I  think  not. 

Q.  Do  you  know  what  the  average  farm  in  the  state  of  Illi- 
nois is? 

A.     I  have  seen  the  statistics,  but  I  do  not  recall  them  now. 
I  think  about  one  hundred  and  thirty  odd  acres,  if  I  remember 
rightly. 
Q.     Near  that.    It  is  129  acres. 
A.    Well,  I  did  not  recall  exactly. 
Q.    As  farms  go  in  the  part  of  the  state  in  which  your  farm 
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1  is  located,  is  your  farm  12  or  13  times  as  large  as  the  average 
farm  in  that  section  of  the  country? 

A.  No.  When  I  speak  of  1,700  acres,  that  is  a  number  of 
farms;  it  is  not  in  one  body.  525  acres  is  the  largest  one  in 
one  body.  The  figures  in  the  pamphlet,  refer  to  a  200-aere 
farm  on  which  that  encampment  was  held. 

Q.  You  say  you  have  not  seen  a  farm  in  Illinois  where  the 
farmer  could  reproduce  his  machinery  or  stock  his  farm  with 
machinery  for  $293.    Is  that  what  you  testify! 

A.    I  think  so. 

Q.    I  take  it  that  you  have  seen  farms  where  the  machinery 

2  on  the  farm,  if  assessed  and  sold  at  auction,  would  not  bring 
$293? 

A.  Yes,  sir,  a  great  many  of  them.  But  I  was  asked  if  it 
was  new  machinery,  reproduced  new. 

Q.    Mr.  Grout,  how  much  twine  do  you  use  per  acre  ? 

A.    That  depends;  it  varies  with  the  season. 

Q.    Please  give  the  average. 

A.    I  don't  know  that  I  can  tell  you.    It  is  ordered  and 
taken  to  the  farms  and  used,  and  I  do  not  know  just  how  much 
it  runs  per  acre.    It  varies  with  different  seasons. 
o      Q.     Can  you  tell  how  much  twine  per  acre  you  used  on  your 
farms  for  the  season  of  1912? 

A.    No,  sir. 

Q.     Can  you  state  it  approximately  I 

A.     No,  sir. 

Q.  I  thought  you  held  yourself  out  to  be  an  expert  on  farms 
and  the  cost  of  running  farms. 

A.    Not  the  cost. 

Q.  Of  what  do  you  hold  yourself  out  to  be  an  expert  in 
connection  with  farms? 

A.    Well,  I  don't  know  that  I  hold  myself  out  as  an  expert 
4  in  any  direction.    I  have  attended  many  Institutes  and  ti'ied 
to  advise  the  farmers  along  different  lines. 

Q.  Now  take  the  advice  that  you  would  give  in  connection 
with  twine.  You  have  assumed  to  advise  the  farmer  in  con- 
nection with  what  machinery  he  should  buy.  Of  course,  twine 
is  necessary  in  connection  with  the  binder,  is  it  not? 

A.     Yes,  sir. 

Q.    And  the  corn  binder? 

A.    Yes,  sir. 

Q.  Based  on  your  knowledge  of  the  running  of  your  own 
farm,  how  much  twine  would  you  advise  the  farmer  to  buy  per 
acre  for  binding  his  wheat? 
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A.     That  would  depend  upon  the  specific  crop  that  he  want-  1 
fed  to  harvest,  very  largely. 

Q.  Supposing  the  crop  were  thin,  how  much  would  you 
advise  him  to  buy? 

A.  It  would  depend  upon  the  thinness;  I  couldn't  tell  you 
about  that.    Usually  we  order — 

Q.     Can  you  give  any  range? 

A.    No,  I  can  not. 

Mr.  McHugh :    Let  him  answer.    He  was  answering. 

Q.  Can  you  give  any  range  or  figures  between  which  the 
average  would  come? 

A.     No,  sir,  I  do  not  think  I  can.  2 

Q.  Would  you  say  that  the  average  farmer  would  need, 
if  the  crop  was  heavy,  say  10  pounds  per  acre  ? 

A.  I  would  not  say  he  would  need  that  much,  but  still,  I 
don't  know. 

Q.    You  think  he  might  if  the  crop  were  unusually  good? 

A.  I  do  not  drive  the  binder  and  I  am  not  familiar  with 
the  amount  of  twine  that  it  requires. 

Q.  Are  you  able  to  give  any  opinion  as  to  the  amount  of 
twine  the  farmer  would  use? 

A.    No,  sir,  I  can't  give  an  opinion.  g 

J  F.  STROBEL,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Strobel,  you  are  in  business  at  Neenah,  Wisconsin  ? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Hardware  and  implements.  4 

Q.  How  much  business  do  you  do  a  year  ? 

A.  $70,000. 

Q.  How  much  business  do  you  do  a  year  in  the  farm  im- 
plement business,  including  vehicles  and  twine? 

A.  I  should  judge  about  $22,000;  about  a  third  of  it. 

Q  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.  About  $10,000,  I  should  think. 

Q.  What  line  of  binders  do  you  handle? 

A.  The  Deering  and  the  Osborne. 

Q.  What  line  of  sulky  hay  rakes  do  you  handle? 
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2      A.     The  Deering. 

Q-    What  line  of  mowers  do  you  handle! 

A.    I  handle  the  Deering,  the  Osborne,  and  the  Thomas. 

y.     How  long  have  yon  handled  the  Thomas! 

A.     This  is  the  first  year, 

Q.     Do  you  handle  a  general  line  of  farm  implements! 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International! 

A.    You  mean  in  binders,  mowers,  and  rakes? 

2  Q.     Outside  of  the  binders,  mowers,  and  rakes;  the  gen- 
eral line. 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle! 

A.    We  handle  the  P.  &  0.  line,  the  J.  I.  Case,  and  the  La- 
Crosse. 
Q.    Some  Deere? 
A.    Deere,  yes,  sir. 
Q.    What  cream  separators? 
A.     The  DeLaval  and  the  International 
Q.    Mr.  Stroebel,  has  the  International  Harvester  Com- 

3  pan  J'  ever  said  to  you  that  you  could  not  handle  their  har- 
vesting machinery  unless  you  handled  it  exclusively? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  jow  could  not  handle  their  harvesting  machinery  un- 
less you  did  more  business  with  them  and  less  with  their  com- 
petitors ? 

A.     No. 

Q.  If  they  should  come  to  you  and  put  that  to  you,  the  con- 
dition that  yoU'  could  not  handle  their  harvesting  machinery 
i  unless  you  did  handle  that  exclusively,  or  unless  you  did  in- 
crease your  purchases  from  the  company  by  buying  this  and 
that  or  the  other  of  their  implements,  what  would  be  the  result 
in  your  case? 

A.     I  would  throw  up  the  line. 

Q.  Have  you  ever  bought  any  goods  of  the  International 
under  any  such  compulsion  as  that? 

A.     No. 

Cross-Eocamination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Neenah? 
A.     There  is  one  dealer  besides  myself. 
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Q.  What  harvesting  lines  does  he  handle?  1 

A.  The  Empire. 

Q.  What  harvesting  lines? 

A.  The  Empire. 

Q.  What  output  of  binder  is  the  Empire  binder? 

A.  It  is  a  binder  on  the  order  of  the  Deering  or  any  of 

those  binders. 

Mr.  McHugh:    The  Empire,  or  the  Acme? 

The  Witness :    It  is  the  Empire. 

Q.  Who  makes  the  Empire  binder? 

A.  Well,  sir,  I  couldn't  tell  you. 

Q.  Did  you  ever  see  one?  2 

A.  Yes,  sir. 

Q.  How  many  are  sold  around  there — Empires? 

A.  I  don 't  know  as  I  could  answer  that. 

Q.  What  are  the  leading  types  of  binders  in  your  country? 

A.  Do  you  mean  the  make? 

Q.  Yes;  of  which  type  of  binders  are  the  most  sold? 

A.  I  think  more  International  is  sold. 

Q.  More  International  than  of  any  other  make? 

A.  Eight  in  my  locality. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are  o 
of  International  make? 

A.  I  don't  know  as  I  can  answer  that. 

Q.  Would  it  be  80  per  cent,  or  85  per  cent.  ? 

A.  I  would  judge  so. 

Q.  Perhaps  more  than  that? 

A.  Of  course,  there  are  other  binders  sold. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 

A.  Eight  around  my  locality  I  think  probably  about  75  or 
80  per  cent. 

Re-direct  Examination  by  Mr.  McHugh.  4 

Q.  The  Empire  binder  and  mower  is  made  by  Seiberling 
&  Company,  at  Akron,  Ohio? 

A.  I  think  it  is. 

Q.  And  they  sell  some  of  those  there? 

A.  Yes,  sir. 

Q.  And  the  Johnston  line  is  on  sale  near  your  town? 

A.  That  is  about  five  miles  from  our  place. 

Q.  And  you  meet  themMn  competition? 

A.  Yes,  sir. 
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FEED  WOLTEE,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  Fred  Wolter? 
A.    Yes,  sir. 

Q.    You  are  in  the  implement  business  at  Appleton,  Wis- 
consin! 
A.    Yes,  sir. 
2      Q.    What  is  your  total  annual  business  in  implements  and 
twine? 
A.     Between  $30,000  and  $35,000. 

Q.    How  much  of  that  is  represented  by  sales  of  Interna- 
tional goods! 
A.    Between  $12,000  and  $13,000. 

Q.    What  binders  and  mowers  and  sulky  hay  rakes  do  you 
handle! 
A.     The  McCormick  and  the  Milwaukee. 
Q.    What  twine  do  you  handle? 
A.    The  McCormick,  or  International. 
"      Q.    Do  you  handle  any  Prison  twine  this  year! 
A.    Yes,  we  handle  some  Prison  twine. 
Q.     This  is  the  first  year! 
A.    Yes,  this  is  the  first  year. 

Q.    And  is  the  Prison  twine  made  by  the  Wisconsin  State 
Penitentiary! 
A.    Yes,  sir. 

Q.    What   binders  and   mowers  are  handled  at  Appleton 
other  than  those  of  International  make! 
A.    The  Johnston,  the  John  Deere,  and  the  Adriance. 
4      Q.    What  binders  and  mowers  are  handled  near  Appleton? 
A.     The  Walter  A.  Wood  and  the  Empire. 
Q.     The  Empire  is  handled  at  Neenah? 
A.    At  Neenah,  yes. 
Q.    What  wagons  do  you  handle ! 
A.     The  Columbus  and  the  Winona. 
Q.    The  Columbus  is  an  International!  wagon! 
A.    Yes,  International. 
Q.    And  what  manure  spreaders! 
A.     The  International  and  the  Eude. 
Q.    What  cultivators? 
A.    The  Gale. 
Q.    What  gas  engines? 
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A.     The  Stover. 

Q.    What  cream  separators! 

A.     The  Simplex  and  the  International. 

Q.    "What  harrows? 

A.    The  Gale. 

Q.    What  disc  harrows? 

A.    The  Gale. 

Q.  Who  fixes  the  retail  price  at  which  you  sell  to  the 
farmers  ? 

A.    I  fix  that  myself. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  that  price? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  you  could  not  handle  their  hinders  and  mowers 
unless  you  bought  more  goods  of  them? 

A.     No,  sir. 

Q.  Or  unless  you  decreased  your  purchases  from  their 
competitors  ? 

A.    No,  sir. 

Q.  Could  they  force  you  by  such  a  method  to  purchase 
more  of  them  or  to  decrease  your  purchases  from  their  com- 
petitors? 

A.    No,  sir. 

Q.    What  binders  did  you  handle  before  1902? 

A.    We  handled  the  MoCormick  and  the  Champion. 

Q.  What  is  the  fact  as  to  the  repair  service  that  you  re- 
ceive for  your  binders  and  mowers?  Is  it  better  now  than 
that  which  you  got  before  1902,  just  the  same,  or  was  it  bet- 
ter then? 

A.    No;  it  is  better  now. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Appleton? 

A.    There  are  four. 

Q.    What  harvesting  lines  do  the  other  dealers  handle? 

A.  They  handle  the  Johnston,  the  John  Deere,  the  Adri- 
ance,  the  Deering,  the  Champion. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.    No,  sir. 

Q.  Does  the  International  hold  any  of  your  notes  which 
are  not  yet  due? 

A.    Yes. 
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Q.     When  did  you  give  those  notes? 

A.    Last  fall,  on  goods  that  were  carried  over. 

Q.  What  per  cent,  of  your  business  in  implements  is  with 
the  International? 

A.    About  40  per  cent. 

Q.  What  are  the  leading  binders  and  mowers  sold  in  your 
territory? 

A.    The  MeCormick  and  the  Johnston. 

Q.  Have  any  Adriance-Platt  mowers  ever  been  sold 
there? 

A.    No ;  they  are  just  coming  in  this  year. 

Q.    Have  any  John  Deere  binders  ever  been  sold  there? 

A.    No ;  they  are  just  coming  in  this  year,  too. 


OTIS  H.  BOYLAN,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  Otis  H.  Boylan? 

3  A.    Yes,  sir. 

Q.    You  are  in  business  at  Kalamazoo,  Michigan? 

A.    Yes,  sir. 

Q.  Are  you  manager  of  the  Kalamazoo  Implement  Com- 
pany? 

A.    Yes,  sir. 

Q.  What  does  that  company  handle?  What  is  its  busi- 
ness? 

A.  Farm  implements  and  some  farmers'  hardware,  bug- 
gies, and  wagons. 

Q.    What  has  been  the  average  annual  business  of  that 

4  company,  including  both  your  farm  implement  and  wagon 
business? 

A.    About  $60,000. 

Q.    How  much  of  that  $60,000  is  in  farm  implements? 

A.    About  $40,000. 

Q.  How  much  of  that  $40,000  is  represented  by  sales  of 
International  Harvester  Company  goods? 

A.    Around  $8,000. 

Q.    What  binders  and  mowers  does  your  company  handle? 

A.  We  handle  the  Deering  binders  and  the  Deering  and 
Emerson  mowers. 

Q.    What  rakes? 

A.     The  Deering  rakes. 
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Q.    What  twine? 

A.    The  Deering,  Oshorne,  and  Plymouth. 

Q.  How  long  has  your  company  handled  the  Standard 
mower  or  the  Emerson  mower? 

A.    Ahout  8  or  9  years. 

Q.    How  long  have  they  handled  the  Deering  mower? 

A.    Ahout  12  years. 

Q.    What  wagons  do  you  handle? 

A.     Mostly  Studebaker,  and  a  few  Bettendorf. 

Q.    What  cream  separators? 

A.    The  DeLaval. 

Q.    What  cultivators? 

A.     The  Holland. 

Q.    What  harrows? 

A.     The  Osborne  and  the  Gale. 

Q.    What  disc  harrows? 

A.    Mostly  Gale. 

Q.    What  planters? 

A.    The  Gale. 

Q.  Who  fixes  the  price  at  which  you  sell  your  goods  to 
the  farmer? 

A.    I  do. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  dictate  that  price  and  state  to  you  at  what  you 
should  sell  your  commodities  to  the  farmer? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  ob- 
jected to  your  handling  the  Standard  mower  ? 

A.    No. 

Q.  Have  they  ever  stated  to  you  that  you  could  not  handle 
their  binders  and  mowers  unless  you  bought  more  goods  of 
them? 

A.    No. 

Q.  Or  unless  you  diminished  your  sales  from  other  manu- 
facturers ? 

A.    No. 

Q.  Is  it  a  fact  that  when  you  make  up  your  stock  of  goods 
for  a  season  you  purchase  from  such  manufacturers  as  you 
see  fit? 

A.    Yes,  sir. 

Q.  Could  the  International  Harvester  Company  interfere 
with  your  free  selection  of  goods  from  manufacturers? 

A.     No. 
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Cross-Examination  by  Mr.  Grosvenor, 

Q.    How  many  dealers  are  there  in  your  town! 

A.     Two,  at  present. 

Q.    What  harvesting  lines  does  the  other  dealer  handle] 

A.  He  handles  mostly  the  McCormick,  and  a  few  Wood 
binders. 

Q.  So  that  the  Deering  and  the  MoCormick  binders  are 
the  leading  hinders  and  mowers  in  your  territory? 

A.    Yes;  we  handle  some  Emerson  mowers. 

Q.  What  per  cent,  of  the  grain  binders  sold  in  your  ter- 
ritory are  of  International  make? 

A.  You  mean  today,  or  during  the  last  three  or  four 
years  ? 

Q.     Take  the  last  three  or  four  years. 

A.    I  think  about  80  per  cent. 

Q.  Is  that  per  cent,  true  of  conditions  today,  in  the  bind- 
er business? 

A.    The  binder,  I  think  about  90  per  cent. 

Q.  What  per  cent,  of  the  mowers  sold  there  today  are  of 
International  make? 

A.    I  should  think  about  55  or  60  per  cent. 

Q.  What  per  cent,  of  the  corn  binders  are  International, 
if  any  are  sold? 

A.  We  sell  a  few  of  those.  I  think  it  is  about  even — 50 
per  cent,  of  International. 

Q.    Who  sells  the  other  com  binders? 

A.    Krondyke  &  Son. 

Q.    What  type  of  corn  binders? 

A.    Johnston. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    Yes,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  How  long  has  the  Johnston  corn  binder  been  handled 
there? 

A.     Two  or  three  years,  I  think. 

Q.  And  in  two  or  three  years  they  have  got  half  the  corn 
binder  business? 

A.    I  think  so. 

Q.  These  notes  of  yours  which  the  International  holds: 
are  they  yet  due? 

A.    No. 
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Q.    They  were  given  in  the  ordinary  course  of  business?     1 
A.    Yes,  sir. 

Q.    To  he  paid  when  due! 
A.    Yes,  sir. 

By  Mr.  Grosvenor:    Q.    How*  large  a  city  is  Kalamazoo! 
A.    About  43,000. 

Q.    How  many  corn  binders  are  sold  there  in  the  course 
of  a  season? 
A.    It  varies  from  4  or  5  to  15  or  16. 


S.  P.  GODFREY,  being  duly  sworn  as  a  witness  on  behalf  of  2 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bemy. 

Q.  Your  name  is  S.  P.  Godfrey,  and  you  are  in  the  imple- 
ment business  at  Waupaca,  Wisconsin! 

A.  Yes,  sir. 

Q.  Your  business  is  confined  to  farm  implements  and  wag- 
ons? 

A.  Farm  implements  alone.  g 

Q.  How  long  have  you  been  in  that  business? 

A.  About  17  years. 

Q.  What  has  been  your  average  annual  business  during 
the  last  three  or  four  years? 

A.  It  varies  between  $30,000  and  $40,000. 

Q.  How  much  of  that  $30,000  or  $40,000  is  represented  by 

your  sales  of  International  Harvester  Company  goods? 

A,  I  should  say  from  a  third  to  a  quarter  of  the  amount. 

Q.  What  binders  and  mowers  do  you  handle? 

A.  The  McCormick. 

Q.  What  binders  and  mowers  are  handled  at  Waupaca  4 

other  than  those  of  the  International  Harvester  Company? 

A.  The  Johnston  and  the  Independent  Harvester. 

Q.  What  manure  spreaders  do  you  handle? 

A.  The  Kemp  and  the  John  Deere. 

Q.  The  Kemp  is  International? 

A.  Yes,  sir. 

Q.  What  cream  separators? 

A.  The  DeLaval. 

Q.  What  cultivators? 

A.  I  have  got  the  Iron  Age  and  the  John  Deere. 

Q,  What  wagons? 
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A.  Studebaker  and  the  Weber,  and  some  trucks  of  Lind- 
say Bros. 

Q.    What  gas  engines'? 

A.    The  John  Lauson  and  the  International. 

Q.    What  harrows? 

A.  What  harrows  do  you  mean — the  smoothing  harrow, 
or  the  disc  harrow? 

Q.     The  smoothing  harrow. 

A.    The  John  Deere. 

Q.    What  disc  harrow? 

A.     The  Deere. 

Q.    What  planters? 

A.     The  Deere. 

Q.    What  drills? 

A.  The  VanBrunt — well,  that  is  Deere.  Deere,  and 
Dowagiac  drills  also. 

Q.  Who  fixes  the  prices  at  which  you  sell  your  farm  im- 
plements to  the  trade? 

A.    I  do. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  those  prices? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever 
threatened  to  take  away  from  you  their  binders  and  mowers 
if  you  did  not  buy  more  goods  of  them? 

A.    No,  sir. 

Q.  Have  they  ever  attempted  by  like  method  to  make  you 
reduce  your  purchases  from  competitors? 

A.    No,  sir. 

Q.    Could  they  succeed  if  they  tried? 

A.    No,  sir. 

Q.  What  binders  and  mowers  did  you  handle  prior  to 
1902? 

A.     The  McCormick. 

Q.  How  is  the  repair  service  you  get  from  the  McCor- 
mick binders  and  mowers  now  compared  with  that  which  you 
received  before  1902? 

A.    The  service? 

Q.    Yes. 

A.    It  is  better. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  your  town,  Mr.  God- 
frey! 
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A.    There  are  two  others  besides  the  Independent,  that  is,  | 
the  farmers'. 

Q.    There  are  two  regular  dealers  there! 

A.    Yes,  sir. 

Q.    Two  besides  yourself,  or  two  including  yourself? 

A.     Two  besides  myself. 

Q.     What  harvesting  lines  do  the  other  two  dealers  carry? 

A.     One  of  them  has  the  Johnston  and  the  other  the  Mil- 
waukee, and  then  the  farmers  handle  the  Independent. 

Q.     What  are  the  leading  binders  in  your  territory? 

A.    I  think  they  are  McCormick,  perhaps,  and  Milwaukee 
— the  majority  of  them.  2 

Q.    What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.    I  should  judge  perhaps  three-quarters. 

Q.     75  per  cent.? 

A.    70  to  75  I  should  say,  yes. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.    About  the  same. 

Q.    What  per  cent,  of  the  mowers? 

A.    They  are  not  as  much,  of  the  International. 

Q.     60  or  65  per  cent.?  „ 

A.    60  or  65, 1  should  say.  ^ 

Q.     What  per  cent,  of  the  twine  is  International? 

A.  I  think  it  is  between  the  Plymouth  and  the  Interna- 
tional; I  should  say  about  a  half. 

Q.    Do  you  sell  International  spreaders! 

A.    Yes,  sir,  and  the  John  Deere. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    The  sulky  rakes? 

Q.    The  dump  rakes. 

Mr.  Remy:    The  self  dump  rakes. 

Mr.  Grosvenor:    Hay  rakes.  ^ 

A.     Oh,  I  have  the  Deere. 

Q.    You  sell  the  Deere? 

A.    The  John  Deere,  yes. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  I  do  not  think  your  last  answer  was  responsive.  You 
sell  the  Deere  self  dump  rake? 

A.  No,  sir.  I  thought  he  meant  the  side-delivery  rake — 
the  loader. 

Q.     You  sell  the  Deere  side-delivery  rake? 

A.    Yes. 
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Q.  How  long  has  the  Johnston  been  handled  at  Waupaca! 

A.  It  has  been  there  five  or  six  years. 

Q.  And  in  five  or  six  years  it  has  come  in  and  gotten  25 
per  cent,  of  the  grain  binder  business? 

A.  That  and  the  Independent. 

Q.  That  and  the  Independent? 

A.  Yes,  sir. 

Q.  And  40  per  cent,  of  the  mower  business? 

A.  Yes ;  getting  more  of  the  mower  business. 

Q.  And  they  are  getting  more   of  the  mower  business 

every  day? 

A.  Yes,  sir. 

Q.  So,  competition  is  not  stifled  in  your  part  of  the  coun- 
try? 

A.  No,  sir. 


J.  B.  BARTHOLOMEW,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Bancroft. 

Q.     State  your  name,  business,  and  residence,  please. 

A.  John  B.  Bartholomew;  president  of  the  Avery  Com- 
pany ;  Peoria,  Illinois. 

Q.  How  long  have  you  been  president  of  the  Avery  Com- 
pany? 

A.     About  eight  years. 

Q.  How  long  have  you  been  connected  with  the  Avery 
Company  ? 

A.     Since  1879. 

Q.  What  are  the  chief  products  of  manufacture  of  the 
Avery  Company? 

A.  Threshing  machines,  gas,  oil,  and  tractors,  and  small 
implements  such  as  planters  and  cultivators. 

Q.     Where  are  those  products  sold,  principally? 

A.  Through  the  corn  and  wheat  growing  states  of  the 
United  States,  and  some  are  sold  in  Canada  and  the  Argen- 
tine Eepublic. 

Q.  How  are  those  goods  marketed  in  the  United  States? 
Are  they  sold  on  sales  contract  or  commission  contract? 

A.  The  small  goods  are  sold  outright  to  the  dealers;  the 
threshers  and  tractors  are  commissioned  or  sold  through  the 
dealers  as  commission  agents. 

Q.    Your  goods  are  sold  to  or  handled  by  local  dealers 
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throughout  the  United  States  who  also  handle  goods  made  by  i 
the  International  Harvester  Company  t 

A.    In  many  instances. 

Q.  Do  you  find  the  fact  that  these  dealers,  or  some  of 
them,  are  handling  the  binder  lines  of  International  Har- 
vester Company  make,  an  obstacle  or  a  detriment  to  your 
placing  your  products  with  them! 

A.    Well,  not  on  account  of  their  handling  the  harvesters. 

Q.    That  is  not  an  element  in  the  problem  at  all! 

A.    No,  sir. 

Q.    Do  you  compete  with  the  International  products  in 
threshers  and  tractors  to  the  same  extent  the  International  2 
competes  with  you  in  cultivators  and  corn  planters!    Is  that 
the  fact! 

A.    Yes,  sir. 

Q.  Please  state  whether  that  competition  is  fair  and  busi- 
nesslike and  honorable,  with  the  International  Harvester 
Company. 

A.  We  consider  the  International  Harvester  Company's 
methods  as  fair  at  least  as  any  of  the  rest  of  our  competitors. 
We  have  to  meet  them  of  course  in  competition ;  we  have  to 
meet  all  our  competitors,  as  a  rule. 

Q.    You  have  not  any  foreign  business  to  speak  of,  in  " 
Europe,  as  I  understand  you! 

A.     No,  sir;  not  to  speak  of, 

Q.  Have  you  recently  surveyed  the  European  field  as  a 
field  for  export  business! 

A.    Yes,  sir,  I  have. 

Q.  What  is  the  chief  requirement,  judged  by  your  inves- 
tigation, for  entrance  into  European  trade  in  agricultural 
im.plements  and  to  a  successful  carrying  on  of  that  business! 

A.  I  should  say  a  strong  desire  and  lots  of  money  to  back 
it  up.  4 

Q.  It  requires,  in  order  to  go  into  that  trade,  very  large 
financial  resources  and  equipment,  does  it  not! 

A.    Yes,  sir,  I  should  say  so. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  The  same  thing  is  true  of  conditions  in  this  country, 
isn't  it! 

A.    Yes,  sir. 

Q.  So,  in  the  respect  you  have  named,  the  foreign  trade 
does  not  differ  from  domestic  trade! 


486  J.  B.  Bartholomew,  Cross-Examination. 

A.  Well,  it  is  4,000  miles  away ;  a  little  harder  to  get  at ;  a 
little  more  expensive  to  operate ;  a  different  language  to  deal 
with;  different  soil  conditions,  and  a  different  class  of  peo- 
ple ;  they  farm  in  a  different  way. 

Q.  The  farms  are  not  large  enough  in  Continental  Europe 
to  warrant  the  sale  of  your  principal  lines,  namely,  traction 
engines  and  threshing  machinery;  isn't  that  true] 

A.  I  am  told  that  55  per  cent,  of  the  wheat  produced  in 
the  world  is  produced  in  Europe,  and  it  seems,  if  that  is  the 
fact,  that  we  ought  to  be  able  to  get  a  fair  share  of  that  busi- 
ness. 

Q.  You  do  not  know  anything  about  the  size  of  the  farms 
over  there,  do  you? 

A.  I  only  know  that  some  of  them  are  very  small  and 
some  of  them  are  very  large. 

Q.  Mr.  Bartholomew,  isn't  it  true  that  you  have  competi- 
tors in  the  business  who  make  a  larger  per  cent,  of  your  prin- 
cipal lines  than  the  International  Harvester  Company  T 

A.    Yes. 

Q.    I  can't  hear  you. 

A.  If  I  understood  your  question,  it  is  true  that  we  have 
competitors  who  make  a  larger  per  cent,  of  competitive  lines  T 

Q.     Of  your  principal  lines. 

A.     Of  our  principal  lines? 

Q.  Your  principal  lines  are  threshing  machinery  and  trac- 
tors? 

A.  Yes,  sir.  There  are  competitors,  I  think,  who  make 
more  than — 

Q.  Who  are  the  leading  competitors  you  have  in  that  line 
of  business,  in  those  two  articles? 

A.  I  should  say  the  Kumely,  the  Emerson-Brantingham, 
the  Hart-Parr,  and  the  Minneapolis  Steel  &  Machinery  Com- 
pany, and — 

Q.    You  have  named  the  principal  ones,  haven't  you? 

A.    Yes. 

Q.  How  long  has  the  International  Harvester  Company 
been  selling  threshing  machinery  in  competition  with  you? 

A.    Two  or  three  years,  at  least. 

Q.  How  long  have  they  been  selling  large  traction  engines 
in  competition  with  you? 

A.  Ours  is  not  a  very  large  one,  and  it  has  been  only  re- 
cently that  we  have  been  making  the  larger  machines. 

Q.  How  long  have  you  been  in  competition  with  the  Inter- 
national on  that  line  of  ware? 

A.     Two  or  three  years ;  about  three  years ;  over  two. 
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Q.    Do  you  make  a  small  engine!  '    1 

A.    We  make  small  engines. 

Q.  How  many  small  engines,  from  2  to  15  H.  P.,  do  you 
make  a  year  7 

A.  We  do  not  make  any  stationary  engines  at  all.  Ours 
are  all  tractors.  12-25  is  the  smallest  one  we  make;  that  is, 
12-horse  draw  bar  and  25  break  horse  power,  and  the  next 
size  is  20-horse  draw  bar  and  25  break  horse  power,  and  the 
large  one  is  40-horse  draw  bar  and  80  horse  break  bar. 

Q.  Then,  you  are  not  in  competition  with  the  Interna- 
tional on  the  small  engines  made  for  farm  use,  of  which  the 
International  makes  many  thousand  a  year?  2 

A.     Oh,  no ;  not  at  all. 

Q.  What  is  it  you  compete  with,  if  anything,  in  large 
measure  with  the  International! 

A.  It  is  the  gas  and  oil  tractors,  and  the  steam  tractors 
and  the  threshers. 

Q.  Please  look  at  this  Implement  Blue  Book  for  1912,  at 
page  344,  and  state  whether  or  not  that  is  an  accurate  state- 
ment of  the  lines  and  implements  manufactured  and  sold  by 
your  company. 

A.    Yes.     "Tanks,  Wagons"  there  might  be  interpreted  q 
as  wagons. 

Q.    It  should  be  tank  wagons! 

A.  Tank  wagons.  We  make  the  tanks  and  we  sell  them 
separate,  to  go  on  with  the  wagon  the  farmer  may  have ;  and 
then  we  sell  the  tank  with  wagon,  all  complete,  as  a  tank 
wagon. 

Q.    You  are  not  in  the  business  of  selling  wagons! 

A.     We  are  not  in  the  business  of  selling  farm  wagons,  no. 

Mr.  Grosvenor :  I  ask  that  the  advertisement  on  page  344, 
of  the  Avery  Company,  be  copied  into  the  record. 

The  advertisement  is  as  follows :  4 

AvEBY  Co.  Established  1887.  Incorporated  1882.  Capital 
$2,500,000.  President,  J.  B.  Bartholomew;  Vice-Presi- 
dent, H.  C.  Eoberts;  Secretary,  G.  L.  Avery;  Treasurer, 
E.  A.  Cole.— Band  Cutters  and  Self  Feeders,  Check 
Bowers,  Cultivators,  Cultivator  Attachments,  Portable 
and  Traction  Engines,  Com  Planters,  Straw  Stackers, 
Stalk  Cutters,  Tanks,  Wagons,  Wagon  Gears,  Threshers, 
Traction  Steam  Shovels,  Steam  Plows. 
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G.  T.  McGEEHAN,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Remy. 

Q.  Mr.  McGeehan,  you  are  in  the  implement  and  hard- 
ware business  at  DePere,  .Wisconsin? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business? 

A.     I  have  been  connected  with  it  for  about  16  years. 

Q.  What  is  the  total  annual  business  of  your  concern  dur- 
ing the  past  three  or  four  years,  including  both  implements 
and  hardware? 

A.    It  averages  about  $50,000. 

Q.  How  much  of  that  $50,000  consists  in  sales  of  agricul- 
tural implements,  twine,  and  farm  wagons? 

A.    About  $35,000. 

Q.  How  much  of  that  $35,000  represents  the  sales  of  the 
International  Harvester  Company  goods? 

A.    Between  $3,000  and  $4,000. 

Q.    What  binders  and  mowers  do  you  handle? 

A.  We  handle  the  Champion,  the  Osborne,  and  the  John 
Deere  binder,  and  the  Dain  mower. 

Q.  Is  this  the  first  year  you  have  handled  the  John  Deere 
binder? 

A.    Yes,  sir. 

Q.    Have  you  ordered  a  sample  machine? 

A.    We  were  allowed  only  one,  and  we  took  that. 

Q.    Has  it  arrived  yet? 

A.    It  has  not  got  to  DePere  yet. 

Q.    How  long  have  you  handled  the  Dain  mower? 

A.    This  is  our  second  year. 

Q.  Are  the  Johnston  binders,  mowers,  and  rakes  handled 
at  DePere? 

A.    Yes,  sir. 

Q.    Do  you  know  if  the  Johnston  is  handled  near  DePere? 

A.    Yes,  sir,  it  is. 

Q.    Where  is  it  handled? 

A.    At  a  small  town  about  9  miles  from  DePere. 

Q.    What  wagons  do  you  handle? 

A.    We  specialize  on  the  John  Deere  wagon. 

Q.    What  manure  spreaders  do  you  handle? 

A.    We  have  the  John  Deere. 

Q.    What  cream  separators? 
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A.    The  DeLaval. 

Q.    What  cultivators'? 

A.    We  handle  the  Deere,  the  Case,  and  the  Gale. 

Q.    What  gas  engines? 

A.     The  Wisconsin  and  the  Badger. 

Q.    What  rakes? 

A.     The  Osborne. 

Q.     That  is,  the  self-dump  rakes? 

A.    The  self-dump  rakes. 

Q.    Do  you  handle  side-delivery  rakes? 

A.    Yes,  sir. 

Q.     What  kind  of  side-delivery  rakes? 

A.     The  Deere  and  the  C.  B.  &  Q. 

Q.     What  kind  of  smoothing  harrows  do  you  handle? 

A.    The  Deere. 

Q.    What  disc  harrows? 

A,    The  Osborne  and  the  Deere. 

Q.    What  planters  do  you  handle? 

A.    We  handle  the  Deere,  the  Case,  and  the  Gale. 

Q.    What  drills? 

A.    The  Beaver  Dam. 

Q.  Who  fixes  the  prices  at  which  you  sell  your  farm  im- 
plements ? 

A,    We  do. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  that  price? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  ob- 
jected to  your  handling  the  Dain  mower? 

A.     No,  sir. 

Q.  Have  they  entered  any  objection  to  your  handling  the 
John  Deere  binder? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  force  you  to  buy  more  goods  of  them  by  threat- 
ening to  take  away  your  binders  and  mowers  unless  you 
bought  more  of  their  other  lines? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  at- 
tempt, by  threatening  to  take  away  their  harvester  lines,  to 
force  you  to  give  up  the  Deere  binder  or  the  Dain  mower  or 
to  buy  more  goods  of  them,  what  would  be  the  result? 

A.    I  would  let  them  take  them. 
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1  Q.  You  would  let  the  International  take  their  harvester 
goods  t 

A.    Yes,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  town] 
A.    There  are  three  besides  ourselves. 
Q.    What  harvesting  lines  do  these  other  three  dealers 
handle  1 

2  A.  One  handles  the  Johnston,  another  handles  the  Deer- 
ing  and  the  other  handles  the  McCormick. 

Q.    And  you  handle  the  Osborne? 

A.  We  handle  the  Champion  and  the  Osborne,  besides  the 
Deere. 

Q.    Have  you  sold  any  Deere  yet? 

A.    We  have  sold  one. 

Q.    Last  year? 

A.     This  year. 

Q.  That  is  the  only  machine  in  the  binder  line  not  made 
by  the  International  which  you  have   sold  in  the  last  ten 

3  years? 

A.    Yes,  sir. 

Q.    Have  you  sold  any  of  the  International  this  year? 

A.    Yes,  sir. 

Q.  What  are  the  leading  binders  and  mowers  in  your 
territory? 

A.  So  far  it  has  been  the  Champion  and  the  McCormick 
and  the  Deering. 

Q.     And  some  Osborne? 

A.     There   have  been  a  few  Osborne,  yes. 

Q.     What  per  cent,  of  the  binders  sold  around  there,  in 

4  the  last  three  or  four  years,  have  been  of  International  make, 
which  includes  not  only  the  four  types  you  have  named,  but 
also  the  Piano  and  the  Milwaukee? 

A.  That  is,  with  the  International — the  Piano  and  the 
Milwaukee  ? 

Q.  Yes.  What  per  cent,  has  been  International,  which  in- 
cludes Deering,  Champion,  McCormick,  Osborne,  Piano,  and 
Milwaukee  ? 

A.    I  should  judge  about  85  per  cent. 

Q.  What  per  cent,  of  the  mowers  have  been  Interna- 
tional? 

A.    65  per  cent. 
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Q.  What  per  cent,  of  the  corn  binders'? 

A.  About  75  per.  cent. 

Q.  What  per  cent,  of  the  sulky  hay  rakes? 

A.  About  65  per  cent. 

Q.  What  per  cent,  of  the  twine? 

A.  85  per  cent. 

Q.  Do  you  sell  International  side-delivery  rakes? 

A.  No,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    You  say  you  have  sold  one  John  Deere  binder? 

A.    Yes,  sir. 

Q.  That  is  the  only  binder  you  could  get  from  the  Deere 
people? 

A.    Yes,  sir. 

Q.  In  your  judgment,  could  you  have  sold  more  Deere 
binders  if  you  could  have  obtained  them? 

A.    I  think  I  could. 

Q.     The  field  is  open  for  that  binder  to  be  sold  there? 

A.    Yes,  sir. 

Q.    In  your  judgment. 

A.    Yes,  sir. 

Q.  Is  it  a  fact  that  the  side-delivery  rake  competes  with 
the  sulky  rake ;  that  is,  the  same  work  is  done  ? 

A.    Yes,  sir. 

Q.  So,  the  proportion  of  the  rake  trade  which  the  Inter- 
national has  is  not  represented  by  the  number  of  sulky  rakes 
it  has  sold;  is  that  true? 

A.  Why,  no.  We  sell  more  side  rakes  than  we  do  the  self- 
dump  rakes. 

Q.    And  you  do  not  sell  any  International  side  rakes? 

A.     No. 

Q.    How  long'  has  the  Johnston  been  handled  there? 

A.     Two  years,  I  think. 

JOHN  MARBAUGH,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Exa/niination  by  Mr.  Remy. 

Q.     State  your  name  and  address. 

A.     John  Marhaugh;  Monterey,  Indiana. 

Q.     Do  you  handle  implements  and  hardware? 
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[      A.    Implements  and  hardware. 

Q.    How  long  have  you  been  in  the  implement  business! 

A.     22  years. 

Q.  What  has  been  your  annual  business,  in  the  last  three 
or  four  years,  in  implements  and  hardware? 

A.    About  $100,000. 

Q.     How  much  of  that  is  in  implements? 

A.    About  one-third  of  it,  about  $33,000. 

Q.  And  how  much  of  that  is  represented  by  your  sale  of 
International  Harvester  Company  goods. 

A.    About  $ll-,000. 
!      Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.     Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional Harvester  Company? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.  The  International,  the  John  Deere,  the  Brown-Manly, 
the  P.  &  0.,  and  many  others.  Those  are  probably  the  prin- 
cipal ones. 

Q.    What  manure  spreaders  do  you  handle? 

A.    The  John  Deere,  the  International,  and  the  New  Idea. 

Q.    What  cultivators? 

A.    The  John  Deere  and  the  Brown-Manly. 

Q.    What  gas  engines? 

A.  The  John  Deere,  the  International,  the  Almo,  and  some 
Fairbanks. 

Q.  Do  you  handle  the  International  binders  and  mowers 
and  twine? 

A.    Yes,  sir. 

Q.    And  self -dump  rakes? 

A.     Yes,  sir. 

Q.    Do  you  handle  cream  separators? 

A.    Yes,  sir. 

Q.    What  kind? 

A.  The  DeLaval,  the  Sharpies,  the  Olds,  and  the  Inter- 
national. 

Q.    Has  the  International  Harvester  Company  ever  stated 
to  you  that  if  you  wished  to  handle  their  binders  and  mowers 
and  rakes  and  twine  you  would  have  to  buy  more  goods  of  ^ 
them? 

A.    No,  sir. 

Q.    Have  they  ever  attempted,  by  threat  of  taking  away 
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their  binders  and  mowers,  to  induce  you  to  purchase  less  1 
goods  of  other  manufacturers? 

A.    No,  sir. 

Q.    Could  they,  by  such  threat,  force  you  to  buy  more 
goods  of  them  7 

A.    No,  sir. 

Q.     Could  they,  by  such  threat,  force  you  to  purchase  less 
goods  of  other  manufacturers  T 

A.    No,  sir. 

Q.    Are  you  the  only  dealer  at  Monterey,  Indiana? 

A.     The  firm  of  Marbaugh  Bros,  are,  yes. 

Q.    How  far  is  Knox  from  Monterey,  Indiana!  2 

A.     18  miles. 

Q.    Do  you  know  whether  or  not  the  Independent  Har- 
vester Company's  machines  are  handled  there? 

A.    I  do  not. 

Q.    Is  the  Johnston  Harvester  Company's  line  of  goods 
sold  near  Monterey? 

A.     No.    It  has  been,  and  I  think  it  is  this  year  at  Wina- 
mac,  and  recalling  that  I  think  it  is  at  Knox,  too. 

Q.     The  Johnston? 

A.     Yes,  the  Johnston,  and  also  the  Crown.  o 

Q.    How  far  are  the  various  towns  you  have  mentioned 
from  Monterey? 

A.    Winamac  is  14  miles. 

Q.    And  Knox? 

A.     Knox  is  18  miles. 


Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  There  are  International  agents  at  each  of  the  points 
you  have  last  named?  a 

A.     I  think  there  are. 

Q.  So  that  the  McCormick  and  the  Deering  and  other  In- 
ternational lines  have  the  greater  per  cent,  of  the  business 
in  binders  and  mowers  in  your  territory? 

A.    In  binders  and  mowers  I  think  they  have. 

Q.  What  per  cent,  of  the  business  in  binders  is  in  the  In- 
ternational make,  in  your  territory?  Would  it  be  90  per  cent.? 

A.    In  Monterey  and  vicinity,  in  the  territory  we  cover? 

Q.     Yes. 

A.    Yes. 

Q.     It  would  be  90  per  cent,  in  binders  ? 

A,    In  binders  and  mowers. 
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1       Q.    What  per  cent,  would  it  be  in  mowers?     About  the 
same? 

A.    About  the  same  in  mowers. 

Q.    What  per  cent,  would  it  be  in  corn  binders? 

A.  I  could  not  give  you  that,  for  we  give  corn  binders 
very  little  attention. 

Q.     There  is  not  much  corn  binder  business? 

A.    No. 

Q.  What  per  cent,  of  the  twine  sold  in  the  same  territory 
is  International? 

A.     I  should  think  it  would  not  be  over  40  per  cent. 
^       Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    Probably  50. 

Q.     Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  Do  you  sell  more  International  spreaders,  or  more 
Deere  spreaders? 

A.     We  sell  more  of  the  New  Idea. 

Q.     Do  you  sell  tedders? 

A.     No,  sir. 

Q.    Or  hay  loaders? 
3      A.    Yes,  sir. 

Q.    Do  you  sell  International  hay  loaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  hay  loader  business  is  Interna- 
tional? 

A.    Of  what  we  sell? 

Q.  No ;  of  the  hay  loaders  that  are  sold  in  your  territory, 
what  per  cent,  are  International? 

A.    They  would  be  90  per  cent. 

A  Re-direct  Examination  by  Mr.  Remy. 

Q.  Do  you  know  what  hay  loaders  the  dealers  in  the  near- 
by towns  handle? 

A.    In  the  towns  around? 

Q.    Yes. 

A.  No,  I  do  not;  that  is,  to  the  extent  they  handle  them, 
I  do  not. 

Q.  When  you  speak  of  90  per  cent,  of  the  hay  loaders,  you 
are  speaking  of  what  is  sold  out  of  Monterey? 

A.  No.  Out  of  Monterey  alone  it  would  be  all,  because 
nobody  sells  any  but  ourselves. 
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Q.    But  you  do  not  know  what  hay  loaders  are  handled  in  1 
surrounding  towns? 

A.  The  John  Deere  loader  is  handled.  The  amount  I  do 
not  know. 

Q.    Do  you  know  how  many  of  those  have  heen  sold? 

A.    No. 

Q.  Do  you  know  how  many  of  those  have  been  sold  within 
a  radius  of  10  miles  of  Monterey? 

A.    We  sell  them  all  there,  ourselves. 

Q.    What? 

A.    Yes.    There  are  no  John  Deeres  within  10  miles. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.     Does  the  International  hold  any  of  your  notes? 

A.     What  kind  of  notes  have  you  reference  to? 

Q.  I  have  reference  to  notes  that  were  given  last  fall,  at 
settlement  time,  or  have  been  given  since,  which  are  not  due. 

A.  None  that  were  given  last  fall  at  settlement  time.  The 
International  holds  one  note  given  about  three  days  ago,  on 
a  wagon  contract,  as  a  settlement  of  a  future  dating. 


E.  P.  TEIDLE,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Tridle,  are  you  in  business  at  Sidney,  Indiana? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Hardware  and  implements. 

Q.  How  long  have  you  been  in  the  implement  business? 

A.  Since  April,  1907. 

Q.  About  what  is  your  annual  average  implement  busi- 
ness? 

A.  About  $7,000. 

Q.  How  much  of  that  $7,000  is  represented  by  sales  of  In- 
ternational Harvester  Company  goods? 

A.  About  $2,500. 

Q,  What  binders  and  mowers  do  you  handle? 

A.  The  McCormick  and  the  Deering. 

Q.  What  twine  do  you  handle? 

A.  The  International  and  the  Plymouth. 
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1       Q.    Do  you  handle  a  general  line  of  farm  implements'? 

A.    Yes,  sir. 

Q.  Do  you  handle  a  general  line  of  farm  implements  other 
than  those  of  International  make,  which  are  sold  in  competi- 
tion with  like  implements  of  the  International  Harvester 
Company? 

A.    Yes,  sir. 

Q.    What  lines  do  you  handle? 

A.    The  John  Deere,  the  Emerson-Brantingham,  the  Gale; 
that  is  about  all,  I  guess. 
_       Q.    What  cream  separators  do  you  handle? 
^      A.    Beatrice,  Iowa,  Sharpies,  International. 

Q.    What  manure  spreader? 

A.    International. 

Q.     What  wagons? 

A.    TurnbuU,  International,  and  Birdsell. 

Q.    What  smoothing  harrows? 

A.    Gale,  mostly. 

Q.  Has  the  International  Harvester  Company  ever  ob- 
jected to  your  handling  Plymouth  twine? 

A.    No,  sir. 

3  Q.  Have  they  ever  attempted,  by  threat  of  taking  away 
their  binders  and  mowers,  to  prevent  your  handling  the 
goods  of  other  manufacturers? 

A.    No,  sir. 

Q.  Or  by  a  similar  threat  to  force  you  to  buy  more  of 
their  goods? 

A.     No,  sir. 

Q.  Could  the  International  force  you  to  buy  more  of  their 
goods  by  threatening  to  take  away  their  harvester  line? 

A.    No,  sir. 

Q.     Could  they  force  you  by  like  means  to  decrease  your 

4  purchases  from  other  manufacturers? 

A.     No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Tridle,  are  you  the  only  dealer  in  your  town? 

A.  No,  sir. 

Q.  How  many  other  dealers  are  there? 

A.  One  other  besides  us. 

Q.  What  harvesting  lines  does  he  carry? 

A.  The  Champion. 
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Q.    The  Deering  and  the  McCormick  and  the  Champion  i 
makes  are  the  leading  makes  of  binders  and  mowers  in  your 
territory  ? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.    I  suppose  about  75  or  80  per  cent.,  something  like  that. 

Q.     Who  sells  the  rest  of  them? 

A.  I  suppose  Johnston;  he  sells  the  balance  of  them — the 
Johnston  Harvester  Company. 

Q.    Where  is  there  an  agent  for  his  line? 

A.     South  Whitley.  2 

Q.    How  far  is  that? 

A.    About  8  miles;  and  North  Manchester,  about  8  miles. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    I  suppose  about  80  per  cent. 

Q.    WTiat  per  cent,  of  the  corn  binders  are  International? 

A.    I  suppose  about  50  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     About  60  per  cent.,  I  presume. 

Q.  What  per  cent,  of  the  sulky  hay  rakes,  self-dump 
rakes,  are  International?  o 

A.    About  40,  I  suppose.  "^ 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional! 

A.    I  suppose  about  50  per  cent.,  possibly. 

Q.    Do  you  sell  International  hay  loaders? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  hay  loaders  are  International? 

A.    About  40. 

Q.    Does  the  International  hold  any  of  your  notes?  4 

A.    Yes,  sir. 

Q,    Do  they  hold  any  notes  that  are  already  due? 

A.    No,  sir. 

Q.  Has  the  fact  that  the  International  holds  these  notes 
had  any  influence  upon  you  in  inducing  you  to  give  small  per- 
centages in  respect  to  International  lines  of  implements? 

A.     No,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  Have  you  given  small  percentages  in  respect  to  Inter- 
national lines  of  implements? 
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A.    No,  sir. 

Q.    You  have  given  your  fair  estimate  I 

A.    Yea,  sir. 

Q.  These  notes  were  given  in  the  ordinary  course  of  busi- 
ness? 

A.    Yes,  sir. 

Q.     Not  yet  due? 

A.    Not  yet  due ;  no,  sir. 

Q.  The  giving  of  notes  is  customary  in  the  implement 
trade  7 

A.    Yes,  sir. 

Q.  Do  you  feel  under  any  particular  obligation  to  the  In- 
ternational (other  than  the  obligation  to  pay  that  note)  be- 
cause they  hold  your  note  7 

A.    No,  sir. 

Q.  How  long  has  the  Johnston  been  handled  at  North 
Manchester  and  South  Whitley? 

A.    About  two  or  three  years,  I  guess. 

Q.    Do  you  know  whether  it  is  handled  at  Silver  Lake? 

A.    I  think  it  is. 

Q.    How  far  is  Silver  Lake? 

A.    It  is  about  9  or  10  miles. 

(A  recess  was  here  taken  until  2:00  o'cloek  P.  M.) 


WILLIAM  I.  SHAW,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.  Mr.  Shaw,  what  was  your  business  in  1907? 

A.  Sales  manager  for  the  Walter  A.  Wood  Company. 

Q.  When  did  you  take  that  position? 

A.  Beginning  of  1907. 

Q.  How  long  did  you  hold  that  position? 

A.  Until  five  weeks  ago. 

Q.  So,  in  1907,  1908,  1909,  1910,  1911,  1912  and  1913  up 
to  five  weeks  ago,  you  were  sales  manager  of  the  Walter  A. 

Wood  Company? 

A.  Yes,  sir. 

Q.  You  succeeded,  as  sales  manager,  Mr.  Given  Moore? 

A.  Mr.  Given  Moore,  yes. 

Q.  As  sales  manager  of  the  Walter  A.  Wood  Company, 
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during  those  years,  you  had  charge  of  the  sales  of  the  com- 
pany? 

A.     In  the  American  trade. 

Q.    In  the  domestic  sales? 

A.     Yes,  sir. 

Q.  And  where  were  the  sales  made?  What  part  of  the 
country  did  you  cover? 

A.  Through  a  direct  organization  east  of  the  Mississippi 
river,  and  through  jobbing  houses  west. 

Q.  Did  you  extend  the  trade  in  the  territory  east  of  the 
Mississippi  river,  during  those  years? 

A.    Yes,  sir. 

Q.  During  all  that  time  you  sold  your  goods  in  competi- 
tion with  the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.    And  you  were  in  the  harvesting  machine  business? 

A.     Yes,  sir. 

Q.  And  competing  with  the  International  Harvester  Com- 
pany? 

A,    Yes,  sir. 

Q.  How  did  you  find  the  competition  of  the  International 
Harvester  Company?    Was  it  fair  and  along  business  lines? 

A.     I  considered  it  along  business  lines,  and  fair. 

Q.  Mr.  Shaw,  during  the  time  that  you  were  sales  man- 
ager of  the  Walter  A.  Wood  Company,  did  the  business  grow? 

A.     Yes,  sir. 

Q.  What  is  the  fact  as  to  whether  the  business  grew  as 
fast  as  the  capital  would  warrant? 

A.    We  did  all  that  our  capital  would  permit  us  to  do. 

Q.     That  was  the  only  limitation? 

A.    Yes,  sir. 

Q.  You  say  you  extended  your  business  while  you  were 
sales  manager  between  the  Alleghenies  and  the  Mississippi 
river? 

A.    Yes,  sir. 

Q.  Can  you  give  us  an  illustration?  Ohio  is  one  of  the 
grain  states  of  the  section  between  the  Alleghenies  and  the 
Mississippi  river? 

A.    Yes. 

Q.  What  was  the  growth  of  the  business  of  the  Walter  A. 
Wood  Harvesting  Machine  Company  in  the  state  of  Ohio, 
from  the  time  you  took  charge  as  sales  manager  in  1907,  to 
the  time  you  left  in  1913? 

A.  I  should  say  the  growth  was  from  175,000  to  200,000, 
in  that  state. 
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Q.    You  mean  that  represented  the  growth? 

A.    Yes,  sir. 

Q.     That  does  not  mean  machines,  but  dollars  ? 

A.    Dollars. 

Q.  About  how  much  business  did  you  do  in  Ohio  when  you 
first  went  there  (so  we  will  have  no  doubt  about  this),  in  dol- 
lars? 

A.  I  should  say  that  when  we  started  in  to  exploit  that 
territory  in  recent  years  we  had  $25,000. 

Q.  And  how  much  did  you  have  there  last  year?  Or  how 
would  it  be  this  year? 

A.    I  would  say  practically  a  quarter  of  a  million. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Danforth  H.  Geer  is  the  president  of  the  Walter  A. 
Wood  Company,  is  he  not? 

A.    Yes,  sir. 

Q.  Did  you  assist  him  in  preparing  certain  figures  which 
he  produced  last  December  showing  the  output  of  the  Walter 
A.  Wood  Company? 

A.    No,  sir. 

Q.    In  mowers,  binders,  rakes,  reapers,  and  tedders. 

A.    No,  sir. 

Q.  He  produced  some  figures  which  appear  in  the  record 
at  page  345  of  Vol.  Ill,  showing  sales  of  headers  and  binders 
for  the  year  1907,  1,807  binders ;  and  for  the  year  1908,  515 
binders.  Are  you  able  to  state  how  many  of  the  binders  sold 
in  the  two  years,  the  figures  for  which  I  have  given  you,  were 
west  of  the  Mississippi  river? 

A.     No,  sir,  I  could  not.    West  of  the  Mississippi  river? 

Q.    Yes. 

A.  I  could  not  state  exactly,  although  it  was  a  very  small 
number. 

Q.    It  was  a  very  small  per  cent,  of  your  total  sales  ? 

A.    Yes,  sir. 

Q.  And  the  same  thing  is  true  of  your  binders  respect- 
ing which  Mr.  Geer  gave  figures  of  sales  for  1907,  of  6,019 
mowers,  and  for  the  year  1908,  5,560  mowers.  I  suppose  a 
very  small  per  cent,  of  those  sales  of  mowers  was  in  territory 
west  of  the  Mississippi? 

A.    I  could  not  say  just  how  mueh. 

Q.    Well,  wasn 't  it  a  small  per  cent,  west  of  the  Mississippi? 

A.     That  is  going  back  quite  a  while  for  me  to  remember. 
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Q.     Those  were  years  in  which  you  were  sales  manager  1 

A.    Yes,  sir. 

Q.  What  per  cent,  of  your  sales  of  binders  and  mowers 
were  west  of  the  Mississippi  river? 

A.    I  could  not  state  without  looking  up  the  data. 

Q.     Can  you  state  it  approximately? 

A..  I  do  not  think  it  would  be  accurate  to  go  back  through 
those  years  and  give  an  approximate  statement. 

Q.  Are  you  able  to  state  approximately  what  per  cent,  of 
the  business  done  in  binders  and  mowers  by  your  company,  in 
the  period  of  time  you  were  sales  manager,  was  west  of  the 
Mississippi? 

A.    No,  sir,  I  could  not  give  that. 

Q.  Was  it  less  than  10  per  cent,  of  your  sales  of  binders 
and  mowers? 

A.    I  would  say  yes. 

Q.  Did  the  Walter  A.  Wood  Company  take  on  the  sale, 
through  jobbers  or  otherwise,  or  by  jobbing  itself,  other  lines 
besides  harvesting  lines  in  the  years  you  were  connected  with 
that  company? 

A.    Yes,  sir. 

Q.    What  lines  did  it  seller  job? 

A.  Engines,  spreaders,  grain  drills,  binder  twine,  farm 
wagons. 

Q.  Referring  to  these  sales  for  the  state  of  Ohio,  did  the 
figure  you  gave,  $250,000,  for  your  sales  in  the  year  1912, 
include  the  articles  you  have  last  named? 

A.    Yes,  sir. 

Q.  How  much  of  that  $250,000  was  in  sales  of  binders, 
mowers,  rakes,  and  twine? 

A.     I  could  not  state  definitely. 

Q.     Can  you  give  it  approximately? 

A.     You  were  mistaken  in  the  year ;  it  was  1913. 

Q.  The  year  3913 — ending  when?  On  what  date  in  1913 
does  your  season  end? 

A.     September  1st. 

Q.  Then,  when  you  gave  the  figure  $250,000  you  were  giv- 
ing figures  for  a  year  that  has  not  yet  ended? 

A.     Yes,  sir. 

Q,  What  per  cent,  of  the  figure  you  have  given  will  be  in 
binders,  mowers,  rakes,  and  twine? 

A.     I  could  not  state. 

Q.     Can  you  state  approximately? 

A.     Not  safely. 

Q.     Don't  you  follow  the  sales  of  the  company? 
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A.    Yes,  sir. 

Q.  Is  25  per  cent,  of  it  in  binders,  mowers,  rakes,  and 
twine  ? 

A.    It  would  be  much  more  than  25  per  cent. 

Q.    Is  half  of  it  in  those  articles'? 

A.  I  would  not  want  to  make  an  estimate,  because  I  could 
not  do  it  safely. 

Q.     How  closely  can  you  come  to  it? 

A.  I  could  not  say.  If  I  could  come  closely  I  would  give 
the  statement. 

Q.    What  is  your  business  now! 

A.  I  am  practically  in  no  business.  I  am  learning  a  busi- 
ness. 

Q.    Beg  pardon? 

A.  I  am  just  acquiring  some  knowledge  of  a  business,  but 
have  not  made  any  definite  connection  yet. 

Q.    With  what? 

A.    With  the  Rumely  concern. 

Q.  And  it  is  probable  that  you  will  become  associated  with 
that  company? 

A.    I  could  not  say. 

Q.  Do  you  know  Mr.  Funk,  the  former  general  manager 
of  the  International? 

A.    Yes,  sir. 

Q.    And  he  is  now  the  president  of  the  Eumely  Company! 

A.     Yes,  sir. 

Q.    Did  he  ask  you  to  testify  in  this  suit? 

A.     No,  sir. 

Q.    Who  did  ask  you  to  testify? 

A.     Mr.  Eumely. 

Q.    You  mean  Dr.  Eumely? 

A.    Yes,  sir. 

Q.    When  did  he  ask  you  to  testify? 

A.    Yesterday  morning. 

Q.  Who  succeeded  you  with  the  Walter  A.  Wood  Com- 
pany? 

A.     Mr.  McLean. 

Q.  Has  the  Walter  A.  Wood  Company  been  acquired,  di- 
rectly or  indirectly,  through  stock  ownership  or  otherwise,  by 
the  Eumely  Company  or  the  parties  interested  in  the  Eumely 
Company? 

A.    I  would  not  be  in  a  position  to  say. 

Q.    Do  you  know  whether  or  not  that  is  the  fact? 

A.    If  it  is  a  fact  I  know  absolutely  nothing  of  it. 
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GEOEGE  HILDEBRANDT,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Eaximination  by  Mr.  McHugh. 

Q.    Mr.  Hildebrandt,  what  is  your  occupation? 

A.  I  am  the  treasurer  of  the  Acme  Harvesting  Machine 
Company. 

Q.  Have  you  prepared  and  brought  with  you  a  list  of  the 
dealers,  with  their  locations,  who  have  contracts  with  the  Acme 
Harvesting  Machine  Company,  for  the  handling  of  the  Acme 
line  of  harvesting  machinery? 

A.    I  have. 

_Q.  Handing  you  the  list  marked  Defendants'  Ex.  68,  I 
will  ask  you  to  state  whether  that  list  is  the  one  to  which  you 
refer? 

A.    It  is. 

Q.  And  that  list  correctly  states  the  locations  and  the 
names  of  the  dealers  throughout  the  United  States  who  have 
contracts  for  the  sale  of  your  harvesting  machinery? 

A.    Yes,  sir. 

Q.    And  this  list  is  up  to  date  ? 

A.     Yes,  sir. 

Q.  And  the  names  of  the  towns  are  arranged  in  the  list 
alphabetically,  according  to  your  general  agencies? 

A.    Yes,  sir. 

Mr.  McHugh:  The  defendants  now  offer  in  evidence  De- 
fendants' Exhibit  68,  the  same  to  be  printed  in  a  separate 
volume  of  exhibits. 

Mr.  Grosvenor:  It  is  objected  to  on  the  ground  that  it  is 
immaterial ;  and  I  reserve  the  right  to  enter  further  objection 
after  I  have  had  opportunity  to  examine  the  list  and  to  cross- 
examine  the  witness. 

(Papers  marked  Defendants'  Exhibits  69  to  73,  inclusive.) 

Q.  Mr.  Hildebrandt,  handing  you  papers  marked  Defend- 
ants '  Exs.  69  to  73,  inclusive,  I  will  ask  you  to  state  whether 
those  are  copies  of  the  forms  of  contract  used  by  the  Acme 
Company  for  the  years  1909  to  1913,  inclusive. 

A.     They  are. 

Mr.  McHugh:  The!  defendants  now  offer  in  evidence  De- 
fendants' Exhibits  69,  70,  71,  72,  and  73,  the  same  not  to  be 
printed  in  the  record. 

Mr.  Grosvenor:    I  object  to  these  on  the  ground  that  they 
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1  are  immaterial,  and  I  reserve  the  right  to  enter  further  ob- 
jection after  I  have  had  an  opportunity  to  examine  these  pa- 
pers, now  seen  by  me  for  the  first  time. 

Q.  Mr.  Hildebrandt,  I  wish  you  would  tell  us  what  the 
Acme  Harvesting  Company  is  preparing  to  put  out  and  ex- 
pects to  put  out  in  1913  as  the  output  of  binders  and  mowers. 

A.  (Referring  to  memorandum.)  We  expect  to  put  out 
12,500  binders  and  10,000  mowers. 

Q.    Your  company  makes  a  line  of  hay  tools,  does  it  not? 

A.    Yes,  sir. 

Q.    Is  there  to  be  an  increase  in  the  output  of  your  hay 

2  tools  this  year,  over  last? 

A.    Yes,  sir. 

Q.  Is  that  increase  in  the  output  of  your  hay  tools  as 
great  as  the  increase  in  the  output  of  the  harvesting  ma- 
chinery? 

A.  I  have  not  figured  that  out,  as  far  as  the  output  is.  con- 
cerned this  year. 

Q.    You  have  not? 

A.    No,  sir. 

Mr.  McHugh:    You  may  cross-examine. 

.,      Mr.  Grosvenor:    I  reserve  the  right  to  cross-examine  until 

'^  I  have  had  an  opportunity  to  examine  this  list  produced  by 

the  witness  containing  some  30  or  40  pages,  which  is  now 

seen  by  me  for  the  first  time,  no  copy  having  been  given  me 

for  examination  prior  to  the  appearance  of  the  witness. 

Mr.  McHugh :    We  received  that  today  for  the  first  time. 

Mr.  Grosvenor :  All  right.  Then,  if  this  witness  will  come 
tomorrow,  I  will  have  had  an  opportunity  this  evening  to 
study  over  it  and  determine  just  what  I  shall  cross-examine 
him  upon.    It  will  probably  save  time. 

Mr.  McHugh:    How  is  that  Mr.  Hildebrandt? 
4      The  Witness:    I  expected  to  leave  the  city  today.     Of 
course,  I  am  willing  to  stay  if  you  want  me  here  tomorrow. 

Mr.  McHugh:  It  would  probably  be  more  expeditious  to 
stay  over  until  tomorrow,  and  get  through  with  it,  than  to 
have  to  come  back  some  other  day. 

The  Witness :    All  right. 

Mr.  Grosvenor:  I  am  sorry,  Mr.  Hildebrandt,  but  it  would 
cause  some  delay  now  if  I  should  stop  to  study  this.  It  would 
keep  everybody  in  the  court-room  waiting. 

(The  witness  said  he  would  return  at  10  o'clock  tomorrow 
morning.) 
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J.  B.  LEONAED,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Exammation  by  Mr.  Lowes. 

Q.    Your  name  is  Bent  Leonard! 

A.    Yes,  sir. 

Q.    And  you  live  at  Wakarausa,  Indiana! 

A.     Yes,  sir. 

Q.    You  are  in  the  implement  business  at  that  place! 

A.    Implement  and  hardware.  2 

Q.  How  long  have  you  been  engaged  in  the  implement 
business? 

A.     Ten  years. 

Q.    What  is  the  annual  volume  of  your  business! 

A.    From  $60,000  to  $70,000. 

Q.  How  much  of  that  is  in  implements,  buggies,  vehicles, 
and  twine! 

A.    About  $25,000  to  $30,000. 

Q.  Of  that  amount  how  much  do  you  buy  from  the  Inter- 
national Harvester  Company,  on  an  average,  annually!  r, 

A.    About  $9,000.  "^ 

Q.    What  line  of  binders  and  mowers  do  you  handle! 

A.  I  handle  the  McCormick  and  the  Deering  binders,  and 
the  McCormick  and  the  Deering  and  the  Walter  A.  Wood 
mowers. 

Q.    Do  you  handle  hay  loaders! 

A.    We  do. 

Q.    What  line  of  hay  loaders  do  you  handle! 

A.     The  International  Gearless,  nnd  the  Thomas. 

Q.    How  long  have  you  handled  the  Wood  mower! 

A.    Just  one  year.  4 

Q.    How  long  have  you  handled  the  Thomas  hay  loader! 

A.     Ten  years. 

Q.  How  long  have  you  handled  the  McCormick  and  the 
Deering  harvester  lines! 

A.     Ten  years. 

Q.  Are  there  any  other  lines  of  harvesting  machinery  han- 
dled at  your  town  besides  the  International  make! 

A.    There  are. 

Q.    And  what  is  that! 

A.     The  Johnston, 

Q.     The  Johnston  binder  and  mower  and  rake! 

A.    Yes,  sir. 
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1  Q.    What  wagons  do  you  handle! 

A.  Practically  none;  we  sell  a  few  Webers. 

Q.  What  manure  spreaders! 

A,  Mostly  Walter  A.  Wood. 

Q.  What  cream  separators? 

A.  DeLaval  and  Simmons. 

Q.  What  cultivators? 

A.  Oliver,  Brown,  and  Gale. 

Q.  What  gas  engines? 

A.  International,    Perkins,    and   a    few   United   engines, 

made  at  Lansing,  Michigan. 

2  Q.  What  harrows? 

A.     Gale,  International,  and  Clark. 

Q.    What  discs  do  you  handle? 

A.     Clark  and  McCormick. 

Q.    What  planters? 

A.    Black  Hawk  and  Gale. 

Q.    What  drills? 

A.     Superior. 

Q.    Has  the  International  Harvester  Company  ever  said 
to  you,  Mr.  Leonard,  that  you  could  not  handle  their  harvest- 
o  ing  machinery  unless  you  bought  more  of  their  other  lines  of 
"  goods? 

A.    They  have  not. 

Q.  If  the  International  should  make  that  as  a  condition 
upon  which  you  could  handle  the  harvesting  machinery,  and 
should  say  to  you  that  unless  you  did  buy  more  of  their  other 
implements  you  could  not  handle  the  binder,  what  would  you 
say  to  them? 

A.    Well,  we  could  not  afford  to  do  that. 

Q.    You  would  not  permit  the  International  to  force  you  to 
buy  something  you  did  not  want  to  buy? 
4      A.    I  do  not  think  so. 

Q.    Is  there  any  doubt  about  it? 

A.     No,  sir. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  the  imple- 
ments you  buy  from  the  International? 

A.    We  do. 

Q.  Has  the  International  ever  attempted  to  fix  the  price 
at  which  you  must  sell  the  goods  that  you  purchase  from 
them? 

A.    They  have  not. 
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Cross-Exarmnation  by  Mr.  Grosvenor. 

Q.     How  many  dealers  are  there  in  this  town  of  yours? 
A.     One  other  dealer  who  handles  a  full  line,  and  two  who 
handle  some  implements. 
Q.    What  harvesting  line  does  the  regular  dealer  handle? 
A.     The  Johnston. 


FEED  ZECK,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

2 

Direct  Examination  by  Mr.  Lowes. 

Q.    You  live  at  New  Carlisle,  Indiana? 

A.    Yes,  sir. 

Q.  You  are  engaged  in  the  implement  business,  are  you 
not? 

A.    Some. 

Q.    How  long  have  you  been  engaged  in  that  business? 

A.  I  have  been  engaged  in  the  implement  business  for 
myself  about  six  years.  o 

Q.    What  is  the  average  annual  volume  of  your  business? 

A.    About  $60,000  where  I  am  now. 

Q.    What  is  your  average  annual  implement  business? 

A.    About  $20,000,  I  should  say. 

Q.  And  of  that  how  much  do  you  buy  annually  from  the 
International  Harvester  Company? 

A.    About  $5,000. 

Q.    What  line  of  binders  and  mowers  do  you  handle? 

A.     The  McCormick. 

Q.    Do  you  handle  twine? 

A.    Yes,  sir.  4 

Q.    What  twine  do  you  handle? 

A.    I.  H.  C.  and  Plymouth. 

Q.  Are  any  harvesting  implements  sold  at  your  town 
other  than  those  of  International  make?. 

A.     There  is  a  little  Johnston  stuff  sold  there. 

Q.  Do  you  know  whether  or  not  any  harvesting  ma- 
chinery is  sold  in  the  nearby  towns  other  than  of  Interna- 
tional make? 

A.  Yes;  just  across  the  state  line,  over  in  Michigan,  about 
six  miles  from  us,  the  Walter  A.  Wood ;  that  is,  it  used  to  be, 
and  I  think  it  is  there  yet. 

Q.    It  was  being  sold  there  the  last  you  knew  of  it? 
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1  A.    Yes. 

Q.  What  wagons  do  you  handle! 

A.  The  Birdsell. 

Q.  What  manure  spreaders? 

A.  The  I.  H.  C. 

Q.  What  cultivators? 

A.  The  Oliver  and  John  Deere. 

Q.  What  gasoline  engines? 

A.  The  I.  H.  C. 

Q.  What  harrows? 

A.  The  John  Deere,  mostly. 

2  Q.  What  discs? 

A.    John  Deere,  mostly. 

Q.    What  planters? 

A.     John  Deere  altogether. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  the  goods 
you  buy  from  the  International  Harvester  Company? 

A.     I  do,  myself. 

Q.    Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  bought  more  goods  from  them  other 
than  the  binders,  or  unless  you  sold  less  of  their  competitors' 
o  goods,  they  would  not  let  you  handle  the  binders? 
^      A.     Not  so  far. 

Q.  If  the  International  Harvester  Company  should  make 
that  a  condition  upon  which  you  could  handle  their  binders, 
what  would  be  the  result  in  your  case? 

A.    They  could  pack  up  and  move. 

Q.     Take  their  goods  out? 

A.     Yes,  sir. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

4      Q.     How  many  dealers  are  there  in  New  Carlisle? 

A.     Two  is  all. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.     The  Deering  in  the  binder  end. 

Q.     And  you  carry  the  MoCormick? 

A.    Yes,  sir. 

_Q.  So  that  in  the  binder  end  the  Deering  and  the  McCor- 
mick  lines  are  the  principal  lines  in  your  territory? 

A.  They  have  a  Johnston  contract  there,  but  I  do  not 
know  whether  they  sell  any  binders  or  not.  I  do  not  think 
so.  They  sell  some  loaders  and  tedders  and  stuff  of  that 
kind. 
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Q.     So  that  the  Deering  and  the  McCormick  binders  are  ; 
the  leading  binders  in  your  territory? 

A.    Yes. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make  1 

A.  There  was  a  time  when,  I  suppose,  there  was  maybe 
15  per  cent,  of  Walter  A.  Wood  binders  sold  in  that  territory, 
but  what  there  is  now  I  could  not  say.  There  was  a  dealer 
north  of  us  who  used  to  sell  quite  a  lot  of  Walter  A.  Wood 
stuff.    What  he  is  doing  now  I  could  not  say. 

Q.     So  that  from  your  observation  you  would  say  that 
from  85  to  90  per  cent.,  or  more,  of  the  binders  sold  are  In-  ■ 
ternational? 

A.    Yes,  sir. 

Q.  Are  the  Deering  and  the  McCormick  mowers  the  lead- 
ing mowers  in  your  territory? 

A.    I  think  so,  yes. 

Q.  What  per  cent,  of  the  mowers  in  the  same  territory 
are  International? 

A.    About  the  same,  85  or  90  per  cent. 

Q.    Are  any  corn  binders  sold  there? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.    About  50  per  cent.,  I  should  say. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    About  75. 

Q.    Do  you  sell  International  tedders? 

A.    We  seU  International  and  John  Deere. 

Q.    Whose  hay  loaders  do  you  sell?    . 

A,  We  sell  International  and  John  Deere  of  that  line;  it 
is  about  equally  divided. 

Q.  There  are  not  many  sulky  hay  rakes  or  self-dump 
rakes  sold  there,  are  there? 

A.    Not  a  whole  lot ;  some. 

Re-direct  Examination  by  Mr.  Lowes. 

Q.     The  Penitentiary  at  Michigan  City  sells  twine? 

A.    Yes,  sir. 

Q.     Is  that  a  considerable  portion  of  the  twine  that  is  sold? 

A.  I  should  think  there  was  quite  a  lot  of  Michigan  twine 
sold  in  there.  I  thought  of  that  after  I  spoke,  but  I  did  not 
think  of  it  in  time.  This  is  my  first  season  right  there  in  New 
Carlisle,  but  I  have  heard  a  lot  of  talk  of  Michigan  City  twine ; 
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so  I  have  an  idea  there  is  quite  a  lot  of  Michigan  City  twine 
sold  there. 

Q.  When  you  gave  your  judgment  as  to  the  percentage 
of  International  twine  there,  you  did  not  have  in  mind  the 
Michigan  City  twine  ? 

A.  No,  I  did  not;  I  was  figuring  on  other  twine  that  was 
sold  outside  of  the  Michigan  City  twine. 

Q.  Now,  considering  the  Michigan  City  twine,  would  you 
modify  the  answer  you  gave? 

A.  I  should  say  that  with  what  Plymouth  twine  and  Mich- 
igan City  twine  is  sold  there,  it  would  be  about  50  per  cent. 


WILLIAM  N.  BROWN,  being  duly  sworn  as  a  witness  on 
behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.  What  is  your  name? 

A.  William  N.  Brown, 

Q.  What  is  your  business? 

A.  I  am  in  the  manufacturing  business — plow  goods  and 
hay-baling  presses. 

Q.  What  is  the  name  of  your  company? 

A.  The  Collins  Plow  Company. 

Q.  Located  where? 

A.  Quiney,  Illinois. 

■  Q.  What  is  your  position  with  the  company? 

A.  Assistant  manager. 

Q.  In  charge  of  the  sales  of  the  company? 

A.  Largely;  not  of  all  lines,  but  the  greater  percentage  of 
the  business. 

Q.  You  are  familiar  with  the  general  business  of  your  com- 
pany, are  you? 

A.  I  think  I  am. 

Q.  How  long  have  you  been  assistant  manager  of  the  com- 
pany? 

A.  Practically  since  1889. 

Q.  What  are  the  lines  which  you  include  under  the  plow 
line? 

A.  Plows,  harrows,  cultivators. 

Q.  Disc  harrows? 

A.  That  includes  disc  harrows;  yes,  sir. 

Q.  And  also  the  tooth  harrows? 
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A.     Spike-tooth  harrows. 

Q.  How  long  has  that  organization  been  engaged  in  that 
business  ? 

A.     The  company  was  incorporated,  as  I  remember,  in  1881. 

Q.    And  when  did  it  take  on  the  hay  tool  line,  the  press  line  1 

A.  The  manufacture  of  hay  baling  presses  was  commenced 
in  1889,  at  the  time  of  a  reorganization  of  the  company. 

Q.     Through  what  territory  are  your  goods  sold? 

A.  Throughout  the  United  States,  South  America,  Mexico, 
Central  America,  in  some  of  the  European  countries,  in  Aus- 
tralia, in  Africa,  and  in  some  of  the  islands  of  the  sea. 

Q.  Your  business  is  carried  on  in  these  lines,  excluding 
plows,  in  competition  with  similar  goods  of  the  International 
make,  is  it? 

A.     Yes,  sir. 

Q.  You  are  acquainted  with  the  competition  that  exists  be- 
tween your  goods  and  the  International  goods,  in  a  general 
way,  are  you? 

A.    In  a  general  way. 

Q.  State  whether  or  not  that  competition  is  fair  and  busi- 
nesslike. 

A.  The  statement  that  I  would  make  in  answer  to  that 
question  is,  that  we  feel  the  International  Harvester  Company 
competition  much  the  same  as  we  do  other  competition  we 
have  to  contend  with.  We  know  of  no  reason  why  we  would 
think  it  especially  unfair. 

Q.  How  has  your  business  since  1902  compared  with  your 
business  for  the  9  or  10  years  prior  to  1902,  in  volume? 

A.  An  estimate  of  our  business  in  two  periods,  one  period 
from  1893  to  1901,  inclusive,  making  a  period  of  nine  years, 
and  another  period  from  1902  to  1912,  inclusive,  making  a 
period  of  twelve  years,  shows  that  the  latter  period  has  a  con- 
siderably greater  volume  than  the  earlier  period,  per  year. 

Q.     About  how  much  increase,  on  the  average,  per  year? 

A.  My  approximate  estimate  of  the  increase  for  the  sec- 
ond period  per  year,  as  compared  with  the  average  of  the 
first  period  per  year,  shows  an  increase  approximately  of 
about  127  per  cent. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     ^Vhat  is  the  principal  line  that  you  manufacture? 
A.     It  is  diflScult  to  say  which  is  the  principal  line  because 
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the  baling  machine  line  and  the  plow  line  are  very  evenly 
divided. 

Q.    Those  are  your  two  principal  lines? 

A.    Those  are  the  two  principal  lines,  yes,  sir. 

Q.    What  is  the  capitalization  of  your  company? 

A.  It  is  nearly  $300,000,  including  capital  stock  and  sur- 
plus. 

Q.  What  was  the  gross  amount  of  business  done  by  you 
last  year,  both  foreign  and  domestic? 

A.    The  gross  amount? 

Q.    Yes. 

A.    That  is  a  question  that  I  would  prefer  not  to  answer. 

Q.  Well,  I  think  I  am  entitled  to  that.  You  have  given 
figures  comparing  two  periods,  before  1901  and  since  1901, 
and  stated  percentages  of  growth.  I  think  on  cross-examina- 
tion I  am  entitled  to  ask  you  for  more  definite  figures. 

A.  I  have  not  in  m.ind  the  exact  amount.  It  would  proba- 
bly run  between —    Did  you  say  1912? 

Q.     Yes,  for  the  season  of  1912. 

A.    It  would  be  somewhere  between  $300,000  and  $400,000. 

Q.    How  much  of  that  was  done  in  this  country? 

A.    I  do  not  know. 

Q.    Was  half  of  it  in  this  country? 

A.    I  should  say  that  more  than  half  of  it  was. 

Q.    A  little  more  than  half? 

A.    Yes,  considerably  more  than  half. 

Q.  Did  you  do  $200,000  worth  of  business  in  the  United 
States  last  year? 

A.  I  do  not  know  the  exact  amount,  sir,  but  I  feel  I  can 
safely  say  we  did  more  than  that. 

Q.     How  many  baling  presses  did  you  sell  last  year? 

A.    T  do  not  know  the  exact  number. 

Q.     State  it  approximately. 

A.    Possibly  600  or  700. 

Q.    Are  those  large,  expensive  machines? 

A.     Some  of  them  are. 

Q.  What  company  manufactures  and  sells  the  largest  num- 
ber of  hay  presses  in  the  United  States? 

A.  I  do  not  know,  sir.  I  suppose  the  International  Har- 
vester Company  would  sell  as  many  at  least — perhaps  the 
largest  number. 

Q.  Let  me  show  you  a  statement  appearing  in  the  Imple- 
ment Blue  Book  for  1912,  and  ask  you  whether  that  is  an  ac- 
curate statement  of  the  lines  manufactured  by  your  company, 
at  page  345. 
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A.    Yes,  sir;  that,  I  think,  is  just  as  I  stated  it  to  you.        1 

Mr.  Grosvenor:  I  ask  that  that  statement  be  copied  into 
the  record. 

The  Witness :  I  might  say  further  that  there  are  possibly 
a  few  things,  like  three-horse  eveners,  which  are  accessories 
to  some  of  these  other  goods,  which  are  sold  occasionally. 

The  statement  in  the  Implement  Blue  Book  is  as  follows : 

"CoLXiiNs  Plow  Co.  President,  Wm.  Govert;  Secretary  and 
Treasurer,  J.  W.  Brown. — ^Baling  Presses,  Plows,  Harrows, 
Cultivators. ' ' 

E.  VARNS,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  Mr.  Varus,  you  live  at  Middlebury,  Indiana? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Hardware  and  implements.  3 

Q.  About  what  is  the  average  annual  business  that  you  do  1 

A.  From  $30,000  to  $35,000. 

Q.  How  much  of  that  is  in  agricultural  implements,  includ- 
ing vehicles  and  twine? 

A.  About  half. 

Q.  Of  that  how  much  do  you  buy  from  the  International 
Harvester  Companv  annually? 

A.  Perhaps  $2,500  to  $3,000. 

Q.  What  lines  of  binders  and  mowers  do  you  handle  ? 

A.  The  McCormick. 

Q.  Do  you  handle  any  besides  the  McCormick?  4 

A.  The  Johnston. 

Q.  How  long  have  you  handled  the  Johnston? 

A.  Three  years. 

Q.  Do  you  handle  the  Deere? 

A.  Not  in  mowers.  We  have  sold  them,  but  not  the  last 
year;  we  have  no  contract  on  their  mowers. 

Q.  What  binders  other  than  of  International  make  are  sold 
in  towns  near  Middlebury? 

A.  The  Johnston  and  the  Deere. 

Q.  Have  there  been  any  of  those  Deere  binders  sold  last 

year  or  this  year? 
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A.     This  year  the  first. 

<^.     What  twine  do  you  handle? 

A.    Plymouth  and  International. 

Q.    "What  wagons  are  you  selling? 

A.     Studebaker  and  Birdsell. 

Q.    What  manure  spreaders  ? 

A.    The  John  Deere  and  the  New  Idea. 

Q.     What  cream  separators? 

A.     The  DeLaval. 

Q.    What  cultivators? 

A.    The  John  Deere  and  the  Ohio. 

Q.     What  make  of  gas  engines? 

A.    The  John  Deere. 

Q.    What  rakes? 

A.     The  John  Deere  and  the  International. 

Q.     What  line  of  harrows  do  you  handle? 

A.     The  John  Deere  and  the  International. 

Q.  That  includes  both  the  peg  harrow  and  the  disc  har- 
row? 

A.    Yes,  sir. 

Q.     What  planters  are  you  selling? 

A.    The  John  Deere. 

Q.    What  drills? 

A.    The  Hoosier. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  the  imple- 
ments you  purchase  from  the  International? 

A.    We  do. 

Q.  Has  the  International  ever  said  to  you  that  unless  you 
sold  more  of  its  lines  of  goods,  or  sold  less  of  its  competitors' 
goods,  they  would  not  let  you  handle  their  binder  and  mower? 

A.    No,  sir. 

Q.  Have  they  ever  made  any  objection  to  your  handling 
the  Johnston  binder  and  mower? 

A.     No,  sir. 

Q.  If  the  International  Harvester  Company  should  make 
it  a  condition  that  you  could  not  handle  its  binders  and  mow- 
ers unless  you  took  on  some  of  their  other  lines,  or  sold  less 
of  their  competitors'  lines,  what  would  be  the  result  in  your 
case? 

A.    We  would  cancel  the  contract. 

Q.     That  is,  the  contract  with  the  International? 

A.    Yes,  sir. 
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Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  Johnston  binders  did  you  sell  last  season? 

A.  We  do  not  sell  the  binders;  just  the  mowers, 

Q.  You  sell  the  McCormick  binders  ? 

A.  Yes,  sir. 

Q.  How  many  dealers  are  there  in  Middlebury? 

A.  Two. 

Q.  What  harvesting  lines  does  the  other  dealer  carry? 

A.  International. 

Q.  The  Deering?  2 

A.  Yes,  sir. 

Q.  Then,  the  International  binders  are  the  leading  bind- 
ers in  your  territory? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make? 

A.  I  should  say  our  territory  and  tributary  would  be  80 
per  cent. 

Q.  How  many  Johnston  mowers  did  you  sell  last  season? 

A.  Three,  I  think. 

Q.  How  many  McCormick?  3 

A.  7  or  9,  I  can't  remember  which. 

Q.  The  other  dealer  handled  only  the  Deering  mowers? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  mowers  in  that  territory  are  In- 
ternational ? 

A.  I  should  say  85  per  cent. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 

A.  They  do  not  sell  any  there. 

Q.  Do  you  sell  International  tedders? 

A.  No,  sir.  . 

Q.  International  hay  presses?  "* 

A.  No,  sir. 

Q.  Or  hay  loaders? 

A.  Yes,  we  sell  International  hay  loaders. 

Q.  Are  there  many  hay  loaders  sold  in  that  territory? 

A.  Quite  a  few. 

Q.  What  per  cent,  of  the  hay  loader  business  is  Interna- 
tional? 

A.  Not  over  25  per  cent. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  I  should  say  50  per  cent. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International? 
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1      A.  Scarcely  any  sold. 

Q.  What  is  the  rake  that  is  sold  there? 

A.  The  side-delivery. 

Q.  Do  you  sell  the  International  side-delivery? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  side-delivery  rakes  are  Interna- 
tional? 

A.  I  should  think  it  would  be  possibly  50  per  cent. 


AL.  LINDHAL,  being  duly  sworn  as  a  witness  on  behalf  of 
^       the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.  Mr.  Lindhal,  you  live  at  South  Bend,  Indiana? 

A.  Yes,  sir. 

Q.  You  are  engaged  in  the  implement  business? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  the  implement 
business  in  South  Bend? 

3  A.  One  year. 

Q.  Were  you  engaged  in  the  implement  business  at  any 
other  place  before  that  time? 

A.     Yes. 

Q.    Where? 

A.     I  was  engaged  at  New  Carlisle  in  the  year  1910. 

Q.  What  was  your  annual  business  last  year,  Mr.  Lind- 
hal? 

A.    About  $15,000. 

Q.  Of  that  $15,000  how  much  did  you  buy  from  the  Inter- 
national Harvester  Company? 

4  A.    $4,000. 

Q.  What  line  of  binders  do  you  handle? 

A.  The  Deering. 

Q.  Are  there  any  binders  sold  at  South  Bend  other  than 
the  International  make? 

A.  The  Wood  binder,  I  believe. 

Q.  Walter  A.  Wood? 

A.  Yes. 

Q.  What  wagons  do  you  handle? 

A.  The  International. 

Q.  What  manure  spreaders? 

A,  I  handle  the  International  and  the  Eude. 
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Q.    "What  cream  separators?  1 

A.    The  DeLaval  and  the  International. 

Q.    What  cultivators? 

A.    The  John  Deere  and  the  Gale. 

Q.    What  gas  engines! 

A.    The  International. 

Q.    What  rakes? 

A,    We  handle  the  International ;  that  is,  the  side-delivery. 

Q.    Any  kind  of  rakes. 

A.  Side-delivery,  International;  Clean  Sweep,  and  John 
Deere. 

Q.    What  line  of  harrows?  2 

A,    International  and  John  Deere  and  Gale. 

Q.    What  planters? 

A.     The  Gale  and  the  Black  Hawk. 

Q.    What  drills? 

A.    The  Superior  and  the  Hoosier. 

Q.    What  corn  shellers? 

A.     The  International. 

Q.    Has  the  International  ever  said  to  you  that  unless  you 
handled  more  of  their  general  line,  or  unless  you  sold  less 
oi  their  competitors '  goods,  you  could  not  handle  their  hinder  o 
and  mower? 

A.    No,  sir. 

Q.  If  the  International  should  make  that  a  condition  upon 
which  you  might  handle  its  binder  and  mower,  what  would 
be  the  result  in  your  case? 

A.    I  would  not  buy  any. 

Q.  What  lines  did  you  handle  when  you  were  at  New  Car- 
lisle? 

A.    About  the  same  line. 

Q.    And  the  International  never  tried  to  compel  you  to 
take  on  more  of  its  lines  while  you  were  doing  business  at  4 
New  Carlisle? 

A.    No,  sir ;  it  never  did. 

Q.  Who  fixes  the  retail  prices  of  the  goods  you  purchase 
from  the  International  Harvester  Company? 

A.    I  do,  myself. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  at  South  Bend? 
A.    Four, 

Q.  Are  these  other  men  all  regular  dealers,  handling  all 
lines  of  agricultural  implements, 
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A.     Well,  I  guess  so ;  I  should  judge  so. 

Q.    What  harvesting  lines  do  they  handle? 

A.  They  handle  the  McCormick,  and  the  Wood,  and  the 
Osborne,  and  the  Champion. 

Q.  So  that  each  of  the  four  dealers  handles  one  of  the  In- 
ternational harvesting  lines? 

A.    Yes,  sir. 

Q.  Most  of  the  business  in  binders  and  mowers  is  in  the 
International  make? 

A.     In  binders  it  is. 

Q.  What  per  cent,  of  the  binders  sold  are  of  International 
make? 

A.    About  85,  I  should  judge. 

Q.    85  to  90  per  cent.? 

A.    Yes. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.    About  60. 

Q.    Are  there  any  corn  binders  sold  there? 

A.    Very  few. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional, if  any  are  sold  to  speak  of? 

A.    Very  few  of  them  sold;  mostly  International. 

Q.    What  is  the  popular  rake — the  side-delivery  rake? 

A.  The  side- delivery.  And  the  side-delivery  is  the  John 
Deere  and  the  Clean  Sweep. 

Q.  What  per  cent,  of  the  side-delivery  rakes  are  Interna- 
tional? 

A.    50  per  cent. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    About  50  per  cent. 

Q.    Does  the  International  hold  any  of  your  notes? 

A.    No,  sir. 


A,  C.  HEITSCHMIDT,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes, 

Q.    Mr.  Heitschmidt,  you  are  in  business  at  Michigan  City, 
Indiana? 
A.    Yes,  sir. 

Q.    What  is  your  business? 
A.    Flour,  feed,  wagon,  and  implement  business. 
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Q.    What  is  your  average  annual  business?  1 

A.     It  will  run  from  $80,000  to  $97,000. 

Q.    What  is  your  annual  implement  business? 

A.    It  runs  about  $22,000. 

Q.  How  much  do  you  buy  annually  from  the  International 
Harvester  Company? 

A.     In  the  neighborhood  of  $6,000. 

Q.     What  line  of  binders  and  mowers  do  you  handle? 

A.     The  Deering. 

Q.  Are  any  binders  and  mowers  other  than  those  of  In- 
ternational make  sold  at  Michigan  City? 

A.    No,  sir.  2 

Q.     Or  any  place  near  Michigan  City? 

A.    Not  within  10  or  12  miles. 

Q.  What  are  those  that  are  sold  10  or  12  miles  from 
Michigan  City? 

A.     The  Johnston  and  the  International. 

Q.    What  wagons  do  you  handle? 

A.     The  Studebaker,  the  Birdsell,  and  the  International. 

Q.    What  manure  spreader? 

A.     The  International  and  the  Smith. 

Q.     In  cream  separators  what  make?  o 

A.     The  International,  the  Smith,  and  I  think  the  Premus. 

Q.     What  cultivators  do  you  handle,  Mr.  Heitschmidt? 

A.  The  Case,  the  Deere,  the  Gale,  and  the  International, 
and  the  Oliver. 

Q.    What  gas  engines? 

A.     The  International. 

Q.    What  rakes?  _ 

A.    The  International. 

Q.    What  harrows  ? 

A.     The  International,  the  Gale,  and  the  Deere. 

Q.    What  discs?  4 

A.     The  International  and  the  Deere. 

Q.    What  planters? 

A.     Case,  Gale,  Deere,  and  International. 

Q.    What  drills? 

A.     The  Dowagiac  and  the  International. 

Q.  Who  fixes  the  price  at  which  you  sell  the  implements 
you  buy  from  the  International? 

A.    I  do. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  bought  more  goods  from  it  you  could 
not  handle  its  binder  or  mower? 

A.     No,  sir. 
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Q.  Or  ever  said  that  unless  you  sold  less  goods  of  its  com- 
petitors you  could  not  handle  its  binders  or  mowers? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  make 
it  a  condition  that  you  must  buy  more  goods  from  it  or  you 
must  sell  less  of  its  competitors'  goods,  or  they  would  take 
the  binder  away  from  you,  what  would  you  do  in  that  case! 

A.    I  would  let  them  take  it  away ;  I  would  not  handle  it. 

Cr OSS-Examination  hy  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  Michigan  City? 

A.     Only  one. 

Q.  Most  of  the  binders  and  mowers  sold  around  there  are 
International  ? 

A.    Yes,  sir. 

Q.  "Would  you  say  that  90  per  cent,  of  the  grain  binders 
sold  were  of  International  make? 

A.    Yes,  sir,  about  that. 

Q.  And  about  the  same  per  cent.,  90  per  cent.,  of  the  mow- 
ers are  International? 

A.    Yes,  sir. 

Q.    Are  there  any  corn  binders  sold  there? 

A.    A  few — International  and  John  Deere. 

Q.    John  Deere  does  not  sell  corn   binders,  does  he? 

A.    Yes,  I  believe  he  does. 

Q.    How  long  has  he  sold  corn  binders? 

A.  I  don't  know.  I  don't  handle  them.  I  handle  the  In- 
ternational. I  always  supposed  there  was  some  John  Deere 
handled  there. 

Q.    Have  you  ever  seen  one? 

A.  Not  that  I  know  of.  It  might  have  been  the  Deering. 
I  handle  the  Milwaukee. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 

A.    90  per  cent. 

Q.    What  per  cent,  of  the  twine? 

A.    About  10  per  cent. 

Q.    What  twine  is  sold  there? 

A.    The  Prison  twine. 

Q.    How  near  are  you  to  the  prison? 

A.    A  mile  and  a  half, 

Q.    That  is  the  reason  so  much  Prison  twine  is  sold  there? 

A.    Yes,  sir.    The  Grangers  work  that  territory  there. 

Q.    Who  are  the  Grangers? 
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A.  A  farmers'  society  there.  1 

Q.  They  use  the  Prison  twine? 

A.  Yes,  sir. 

Q.  Do  you  sell  tedders  there? 

A,  Some. 

Q.  What  per  cent,  of  the  tedders  in  that  territory  are  In- 
ternational! 

A.  I  should  judge  about  50  per  cent. 

Q.  Do  you  sell  International  spreaders? 

A.  Yes,  sir. 

Q.  Any  other  spreaders? 

A.  The  Smith  and  the  New  Idea.  2 


C.  F.  BACHMAN,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr,  Remy. 

Q.  Your  name  and  address,  please? 

A.  Charles  Bachman;  Three  Oaks,  Michigan. 

Q.  Are  you  in  the  implement  business  there?  o 

A.  Yes,  sir.  ^ 

Q.  How  long  have  you  been  in  the  implement  business 
there? 

A.  About  six  years  in  the  implement  business. 

Q.  What  is  your  average  total  annual  implement  busi- 
ness, in  dollars  and  cents? 

A.  About  $16,000 ;  that  is  my  buying  total. 

Q.  How  much  of  that  $16,000  do  you  purchase  from  the 
International  Harvester  Company? 

A.  It  has  increased  every  year,  until  now  it  is  about 
$5,000  a  year.  4 

Q.  What  binders  and  mowers  do  you  handle? 

A.  I  handle  the  Deering  and  some  McOormick. 

Q.  What  wagons  do  you  handle? 

A.  The  Birdsell. 

Q.  What  manure  spreaders? 

A.  The  International. 

Q.  What  cream  separators? 

A,  The  DeLaval. 

Q.  What  cultivators? 

A.  The  John  Deere  and  the  Oliver. 

Q.  What  harrows? 

A.  Mostly  the  Ohio  Eake  Company. 
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1  Q.    What  planters! 

A.    The  John  Deere  and  the  Black  Hawk. 

Q.    What  drills; 

A.     The  Dowagiac. 

Q.    Who  fixes  the  retail  price  at  which  you  sell! 

A.     I  fix  that  myself. 

Q.  Has  the  International  ever  attempted  to  dictate  that 
price ! 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  force  you  to  purchase  more  goods  from  it  by  a 

2  threat  that  if  you  did  not  do  so  you  could  not  handle  their 
binders  and  mowers! 

A.    No,  sir. 

Q.  C&uld  they  force  you  in  that  way  to  purchase  more 
goods  of  them! 

A.    No,  sir. 

Q.  Why  have  you  been  purchasing  more  goods  of  them 
in  recent  years! 

A.  Well,  we  could  get  service  from  them.  We  are  right 
close  to  the  distributing  factory,  right  from  South  Bend.  It 
is  very  convenient  to  get  them.  Sometimes  we  are  in  a 
"  hurry  for  goods  and  we  do  not  carry  a  large  line,  and  it  is 
pretty  convienient  to  get  them  from  there,  and  we  can  do  so 
more  quickly  than  we  can  from  some  other  companies,  and 
that  is  one  reason  why  we  purchase  from  them. 

Q.    Is  that  the  only  reason  you  purchase  from  them! 

A.  Well,  some  lines  of  theirs  we  like  better  than  we  do  of 
others. 

Q.    But  those  two  elements,  the  element  of  your  being  able 
to  get  good  service  and  the  fact  that  you  like  the  line,  are 
what  have  determined  your  choice! 
A      A.    We  buy  what  we  are  able  to  sell  in  our  territory. 

Q.    And  you  buy  from  whom  you  please ! 

A.    Yes,  sir. 

Cross-Exwmination  by  Mr.  Grosvenor. 

Q.  How  near  are  you  to  this  Prison  twine! 

A.  The  Michigan  City  Prison! 

Q.  Yes. 

A.  I  think  we  are  by  rail  about  18  miles. 

Q.  So,  I  suppose  a  lot  of  Prison  twine  is  sold  around  you! 

A.  Yes,  sir. 

Q.  How  many  dealers  are  there  in  Three  Oaks! 
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A.    "Who  handle  twine  1  1 

Q.    Who  handle  all  lines  of.  agricultural  implements. 

A.  I  am  the  only  dealer  who  handles  agricultural  imple- 
ments, but  there  are  three  dealers  who  handle  twine,  includ- 
ing myself. 

Q.  And  the  only  harvesting  implements  that  you  handle 
are  those  of  International  make? 

A.     That  is,  the  binders  and  mowers. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make! 

A.     They  are  all  International,  that  I  sell. 

Q.    Does  any  other  make  g«t  into  your  territory,  or  do  you  2 
keep  it  out  pretty  well? 

A.  Some  other  makes  are  sold.  I  suppose  they  are  Inter- 
national.   The  Osborne  sells  quite  a  few  from  other  towns. 

Q.  Then,  so  far  as  you  Imow,  100  per  cent,  is  Interna- 
tional in  your  territory? 

A.  I  think  it  has  been  for  five  or  six  years ;  and  previous 
to  that  the  Johnston  used  to  be  sold  there. 

Q.  And  has  100  per  cent,  of  the  mowers  been  of  Inter- 
national make? 

A.    No.  o 

Q.    In  the  last  four  or  five  years? 

A.  No,  sir,  not  100  per  cent.  Some  Sears-Roebuck  ma- 
chines are  sold  there,  too. 

Q.    Would  90  per  cent,  of  the  mowers  be  International? 

A.     I  should  think  so ;  yes,  sir. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.    About  85  to  90  per  cent. 

Q.    What  per  cent,  of  the  com  binders,  if  any  are  sold? 

A.    There  are  but  very  few  corn  binders  sold  in  a  year, 
perhaps  one  or  two,  and  most  of  them  would  be  Interna-  4 
tional. 

Q.    Do  you  sell  tedders? 

A.    No,  sir. 

Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.    Any  other  spreaders? 

A.     No,  sir. 

Q.  What  per  cent,  of  the  spreader  business  in  your  terri- 
tory is  International? 

A.  Perhaps  about  75  per  cent.  It  might  not  be  that  much. 
It  might  be  66, 

Q.    Does  the  International  hold  any  of  your  notes? 
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1^      A.    They  do  just  on  spreaders.    We  buy  them  in  carload 
lots  and  we  make  settlement  for  them. 
Q.    Those  notes  you  gave  last  fall? 
A.    Yes,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    Are  those  notes  yet  due! 

A.    No,  sir. 

Q.    Will  they  be  paid  when  they  are  duet 
»      A.    Yes,  sir. 

Q.  The  giving  of  notes  is  customary  in  the  implement 
business? 

A.     It  is  quite  customary  where  a  man  is  short  of  money. 

Q.  Do  you  know  about  the  Sears-Roebuck  mowers,  wheth- 
er they  are  shipped  direct  from  Sears-Eoebuck  &  Company 
to  the  farmers,  or  whether  they  are  shipped  to  a  local  dealer 
and  by  the  local  dealer  sold  to  the  farmer? 

A.    No,  they  are  shipped  direct  to  the  farmers. 

Q.    So,  it  is  true  that  there  might  be  many  of  those  sold 
that  you  would  not  know  about? 
;      A.    That  I  would  not  know  about. 

Re-cross  Examination  by  Mr.  Grosvenor. 

Q.  This  prison  which  makes  twine  is  located  at  South 
Bend? 

A.  At  Michigan  City.  There  is  one  at  Jackson,  Michigan, 
too,  I  think,  but  I  think  all  of  our  Prison  twine  is  bought  at 
Michigan  City. 

Q.    Have  you  been  here  in  the  court-room  all  day? 

A.    Yes,  sir. 

Q.  Most  of  these  witnesses  from  Michigan  City,  Indiana, 
who  testified,  come  from  that  part  of  Indiana,  don't  they — up 
in  the  northern  part? 

A.  I  could  not  say  as  to  that.  I  have  heard  some  of  them 
say  it  was  Indiana,  but  I  sat  in  the  back  end  of  the  room  and 
I  could  not  tell  what  part  of  Indiana. 


W.  0.  Scott,  Direct  Examination.  525 

1 

W.  0.  SCOTT,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Your  name  is  W.  0.  Scott! 

A.     Yes,  sir. 

Q.     You  are   in   the  implement  business   at  Milford,  In- 
diana ? 

A.    Yes,  sir. 

Q.    How  long  have  you  been  in  the  implement  business  ^ 
there? 

A.     I  sold  some  implements  for  nine  years,  and  rather  ex- 
tensively for  eight. 

Q.    Do  you  also  handle  hardware? 

A.     Yes,  sir. 

Q.     In  the  last  three  or  four  years  what  has  been  your  to- 
tal average  business  in  hardware  and  implements? 

A.    About  $23,000. 

Q.     How  much  of  that  has  been  in  implements? 

A.    I  should  judge  about  $14,000  or  $15,000.    I  never  kept  g 
an  accurate  estimate  of  it. 

Q.     Of  that  $14,000  or  $15,000  how  much  is  represented  by 
sales  of  International  Harvester  Company  goods? 

A.     I  think  I  would  be  safe  in  saying  about  $4,500. 

Q.     What  binders  and  mowers  do  you  handle? 

A.     The  Deering. 

Q.     What  wagons  do  you  handle? 

A.     We  are  selling  the  Moline  at  present.     We  have  not 
been  very  extensively  in  the  wagon  business. 

Q.    What  manure  spreaders? 

A.     The  I.  H.  C.  and  the  John  Deere.  4 

Q.    What  cream  separators? 

A.     The  National. 

Q.    Not  the  International? 

A.    Not  the  International.     The  National   Dairy  &  Ma- 
chine Company,  at  Goshen,  Indiana. 

Q.    What  cultivators? 

A.     We  are  selling  the  Gale. 

Q.    What  harrows? 

A.     The  Gale. 

Q.     What  disc  harrows? 

A.    The  Gale. 
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Q.    What  planters? 

A.    The  Gale. 

Q.    What  drills? 

A.     The  Farmers'  Favorite. 

Q.  Who  fixes  the  price  at  which  you  sell  International  Har- 
vester Company  goods  to  the  farmer? 

A.    We  fix  that  ourselves. 

Q.    Has  the  International  ever  attempted  to  fix  that  price? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  or  intimated  to  you  that  if  you  did  not  purchase  more 
goods  of  them  you  could  not  handle  their  binders  and  mowers? 

A.     They  have  not. 

Q.  Could  the  International  Harvester  Company  force  you 
to  buy  more  goods  of  them  by  threatening  to  take  away  their 
harvester  line? 

A.    They  could  not. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  The  name  of  your  company  is  the  Milford  Hardware 
Company? 

A.    Yes,  sir. 

Q.    How  many  dealers  are  there  in  your  town? 

A.    There  are  two. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.     They  are  carrying  the  MeCormick. 

Q.  So  that  most  of  the  binders  and  mowers  sold  in  your 
territory  are  International? 

A.  To  the  best  of  my  knowledge  they  have  all  been  Inter- 
national, up  to  this  year.    Well,  last  year  and  this  year. 

Q.    What  are  being  sold  there  now? 

A.  The  John  Deere  is  being  pushed  there,  and  I  think  my 
competitor  has  a  Johnston  contract,  but  I  do  not  know  of  any 
binders  that  he  has  sold. 

Q.  It  is  safe  to  say,  then,  that  in  the  last  four  or  five  years 
95  per  cent,  of  the  binders  sold  have  been  International? 

A.  95  per  cent,  of  the  binders  sold  out  of  Milford  have 
been  International.  In  the  adjoining  territory  there  have  been 
some  Standard  and  some  Johnston  sold,  that  have  been 
brought  in  within  a  few  miles  of  Milford,  but  they  have  not 
been  sold  out  of  Milford. 

Q.  Now  let  us  get  at  it  in  another  way.  Take  the  terri- 
tory around  Milford  and  at  Milford  in  which  you  sell  binders 
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and  mowers  in  competition  with  other  dealers.  Based  on  your 
information  and  observation  of  the  binders  sold  there  what 
per  cent,  of  the  binders  are  of  International  make  and  have 
been  such  in  the  last  three  or  four  years?  Would  it  be  90 
to  95  per  cent.? 

A.  Yes,  I  should  say  it  was,  from  what  observation  I  have 
had. 

Q.    Would  the  same  per  cent,  apply  to  the  sales  of  mowers? 

A.     I  think  so,  yes,  sir. 

Q.     What  per  cent,  would  apply  to  the  sale  of  sulky  rakes? 

A.  Well,  I  do  not  know.  I  do  not  believe  over  50  per  cent. 
There  are  a  few  sulky  rakes  sold. 

Q.    What  are  the  principal  rakes  sold — the  side-delivery? 

A.     Yes,  sir. 

Q.    What  per  cent,  of  those  are  International? 

A.     I  should  say  50. 

Q.  Are  any  sweep  rakes  sold  there?  Buck  rakes  they  call 
them. 

A.     The  sweep  horse  rakes? 

Q.    Yes. 

A.    I  do  not  know  of  any. 

Q.    What  per  cent,  of  the  corn  binders  are  International? 

A.  To  the  best  of  my  knowledge  they  have  all  been  Inter- 
national that  have  been  sold,  but  there  are  very  few  sold. 

Q.  How  near  are  you  to  the  factory  where  the  Prison  twine 
is  made? 

A.  That  would  all  be  a  guess.  I  suppose  we  are  50  miles 
away. 

Q.     Is  there  a  good  deal  of  it  sold  around  your  part? 

A.    I  am  sorry  to  say  there  is ;  yes,  sir. 

Q.  Why  are  you  sorry?  Is  it  cheaper  than  the  other 
twine? 

A.     Yes,  sir;  it  is  cheaper  in  quality  as  well  as  in  price. 

Q.     You  mean  poorer  in  quality  and  cheaper  in  price? 

A.  Well,  probably  that  would  be  a  better  way.  I  had  some 
experience  with  it.    It  proved  poor  in  quality,  anyway. 


JOHN  SUMME,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Mr.  Summe,  you  are  in  the  implement  and  hardware 
business  at  Silver  Lake,  Indiana? 
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A.  Yes,  sir. 

Q.  During  the  last  three  or  four  years  what  has  been  your 
annual  business,  including  both  implements  and  hardware  i 

A.  From  $30,000  to  $35,000. 

Q.  How  much  of  that  is  in  farm  implements  and  wagons'! 

A.  Possibly  not  quite  half  of  it. 

Q.  Not  quite  half.    That  would  be  about  $16,000? 

A.  Yes ;  there  is  more  than  that'. 

Q.  $16,000  to  $17,000! 

A.  Yes. 

Q.  Of  that  $16,000  to  $17,000  how  much  is  represented  in 
the  sales  of  International  Harvester  Company  goods? 

A.  It  would  vary  some. 

Q.  What  is  a  fair,  average  year's  business  in  those  goods? 

A.  Albout  $2,500  to  $3,000. 

Q.  What  binders  and  mowers  do  you  handle? 

A.  The  McCormick. 

Q.  Binders? 

A.  McCormick  binders  and  McCormick  mowers,  and  a  few 
Johnston  mowers. 

Q.  What  self  diimp  rakes  do  you  handle? 

A.  International — what  we  sell ;  we  do  not  sell  very  many 
of  them. 

Q.  What  side-delivery  rakes  do  you  handle? 

A.  We  sell  the  Johnston  and  the  Keystone  and  the  Dain. 

Q.  -What  wagons  do  you  handle? 

A.  Birdsell. 

Q.  What  manure  spreaders? 

A.  We  have  the  Walter  A.  Wood  and  the  New  Idea  and 
the  International. 

Q.  What  cream  separators? 

A.  DeLaval. 

Q.  What  cultivators? 

A.  We  have  the  John  Deere,  the  Oliver  and  the  Brown. 

Q.  What  harrows  ? 

A.  Mostly  Gale. 

Q.  What  disc  harrows? 

A,  The  Gale  and  the  Keystone. 

Q.  What  planters? 

A.  The  Gale. 

Q.  What  gas  engines? 

A.  The  International  and  the  Fuller  &  Johnson  pump  en- 
gine. 

Q.  Has  the  International  Harvester  Company  ever  ob- 
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jected  to  your  handling  the  Johnston  mower  or  the  Johnston  } 
rake  or  the  Dain  rake? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  the  retail  price  at  which  you  sell  your  goods 
to  the  farmer? 

A.    No,  sir. 

Q.    Who  fixes  that  price? 

A.    We  do. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  you  could  not  handle  their  binders  and  mowers 
unless  you  bought  more  goods  of  them?  2 

A.     No,  sir. 

Q.  Have  they  ever  stated  to  you  that  you  could  not  handle 
their  binders  or  mowers  or  their  harvester  line  unless  you 
bought  less  goods  of  their  competitors? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  say  to 
you  that  you  could  not  handle  their  binders  and  mowers  un- 
less you  gave  up  the  Johnston  rakes  and  mowers,  or  unless 
you  bought  more  goods  from  them,  what  would  be  the  result 
in  your  case?  3 

A.     They  would  lose  our  business — all. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.     The  name  of  your  firm  is  Summe  Bros.? 

A.    Yes,  sir. 

Q.    How  many  dealers  are  there  in  Silver  Lake? 

A.     Two. 

Q.     The  other  dealer  handles  the  International  lines  also  ? 

A.    Yes,  sir.  a 

Q.  So  that  most  of  the  binders  and  mowers  sold  in  the 
territory  in  which  you  do  business  are  International? 

A.     Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  around  there  are 
International?    Would  it  be  90  to  95  per  cent.? 

A.  Yes,  I  suppose  it  would.  There  is  not  much  of  any 
other  binders  sold  around  there. 

Q.  Would  the  per  cent,  applying  to  the  sale  of  mowers  be 
about  the  same — 90  to  95  per  cent.? 

A.     Well,  possibly  75  per  cent. 

0-     What  per  cent,  of  the  corn  binders  are  International? 

A.     There  are  no  corn  binders  sold  there. 
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Q.  Very  few  self  dump  rakes  are  sold  there? 

A.  Very  few ;  yes,  sir. 

Q.  Is  a  good  deal  of  the  Prison  twine  sold  around  there? 

A.  No,  sir. 

Q.  How  far  are  you  from  Michigan  City? 

A.  I  suppose  it  is  100  miles. 

Q.  What  per  cent,  of  the  twine  sold  at  and  around  Silver 
Lake  is  International? 

A.  I  suppose  75  per  cent,  is  International. 


2  C.  L.  WARNER,  being  duly  sworn  as  a  witness  on  behalf  of 

the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Warner,  you  are  in  business  at  South  Bend,  In- 
diana? 

A.     Yes,  sir. 

Q.  And  you  have  been  in  the  implement  business  there  35 
years  ? 

3  A.    Yes,  sir. 

Q.     What  is  your  average  annual  implement  business? 

A.     Implements  and  seeds  we  handle. 

Q.  Leave  out  the  seeds  and  give  your  average  annual  im- 
plement business. 

A.    I  presume  about  $15,000. 

Q.  How  much  of  that  implement  business  consists  in  the 
sales  of  International  Harvester  Company  goods? 

A.    About  $3,500. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 

A.    Yes,  sir. 

4  Q.  Do  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  like  implements  of  the  Interna- 
tional Harvester  Company? 

A.  Yes,  sir. 

Q.  What  binders  and  mowers  do  you  handle? 

A.  We  handle  the  McCormick  and  the  Walter  A.  Wood. 

Q.  What  rakes  do  you  handle? 

A.  The  same. 

Q.  Has  the  International  Harvester  Company  ever  object- 
ed to  your  handling  the  Wood  harvester  line? 

A.  No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
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you  that  if  you  did  not  buy  more  goods  from  them  you  could  1 
not  handle  their  binders  and  mowers'? 

A.     Never  said  anything. 

Q.  Could  the  International  Harvester  Company,  by  a 
threat  that  they  would  take  away  their  harvester  line,  force 
you  to  give  up  the  Wood  binder  or  mower,  or  to  buy  more 
goods  from  theml 

A.    No,  sir. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Warner,  do  you  come  from  the  same  city  that  Mr.  2 
Landhal  does,  who  has  already  testified  this  afternoon  f 

A.    Yes,  sir. 

Q.    How  many  Wood  binders  did  you  sell  in  1912  T 

A.    I  sold  one. 

Q.    What  is  the  International  make  that  you  carry  t 

A.    The  McCormick. 

Q.    How  many  of  those  did  you  sell! 

A.    One. 

Q.    How  many  McCormick  mowers  did  you  sell? 

A.    I  sold  about  8,  I  think;  8  or  10.  o 

Q.    How  many  Wood  mowers! 

A.    Eight.  ^ 

Q.  There  is  more  doing  in  the  mower  business  than  there 
is  in  the  binder  business? 

A.  Yes,  last  year.  Last  year  the  wheat  was  a  failure  in 
our  part  of  the  country. 

Q.  I  forgot  to  ask  Mr.  Landhal  whether  more  of  the 
Michigan  City  Penitentiary  twine  was  sold  around  there. 

A.    Yes,  sir,  there  is  a  good  deal  of  it  sold. 

Q.    How  far  are  you  from  Michigan  City? 

A.    I  think  it  must  be  25  or  30  miles.  4 


ORRIN  M.  CURTIS,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Remy. 

Q.  Where  are  you  in  business? 

A.  At  Goshen,  Indiana. 

Q.  What  is  your  business  1 

A.  Hardware  and  implements  and  sewing  machines. 
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Q.    How  long  have  you  been  in  that  business? 

A.    38  years  and  over. 

Q.    I  mean  in  the  implement  business. 

A.    38  years  and  over. 

Q.  Taking  the  last  two  or  three  years,  what  is  your  total 
annual  average  business,  including  implements? 

A.    About  $35,000. 

Q.    How  much  of  that  is  in  implements  1 

A.    About  $15,000. 

Q.  Of  that  $15,000  how  much  represents  your  sales  of  In- 
ternational Harvester  Company  goods? 

A.    I  should  say  in  the  neighborhood  of  $4,000. 

Q.    'What  binders  and  mowers  and  rakes  do  you  handle? 

A.    The  Deering. 

Q.    What  binders  and  mowers  are  handled  at  Goshen? 

A.  The  Johnston  has  been  handled  there  for  a  number  of 
years,  and  is  still  handled  there. 

Q.    What  wagons  do  you  handle? 

A.  We  are  handling  principally  the  Weber.  Our  wagon 
trade  is  of  but  little  value. 

Q.    What  cultivators? 

A.    The  Gale  line. 

Q.    What  gas  engines? 

A.    The  Associated  Manufacturers  Company's  engines. 

Q.    What  harrows? 

A.    The  Gale. 

Q.    What  disc  harrows? 

A.  We  handled  three  of  the  International  this  year,  and 
all  the  rest  were  Gale. 

Q.    What  planters? 

A.    All  Gale. 

Q.    What  drills? 

A.    The  Superior. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  bought  more  goods  of  them  you  could 
not  handle  their  binders  and  mowers? 

A.    Never. 

Q.  Who  fixes  the  price  at  which  you  sell  your  goods  to 
the  farmer? 

A.    We  do. 

Q.    Has  the  International  ever  attempted  to  fix  that  price? 

A.     No,  sir. 

Q.  Suppose  the  International  Harvester  Company  should 
impose  the  condition  that  unless  you  bought  more  goods  of 
them,  from  their  general  line  of  implements,  you  could  not 
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handle  their  binders  and  mowers,  what  would  the  result  be  in  1 
your  caseT 

A.  We  certainly  would  not  hesitate;  we  certainly  would 
not  be  bound  to  handle  them. 

Q.  If  it  came  to  a  point,  state  whether  or  not  you  would 
give  up  the  International  binders  and  mowers  rather  than  be 
forced  to  handle  goods  of  theirs  you  did  not  wish  to? 

A.    We  certainly  would. 

Cross-Examination  hy  Mr.  Grosvenor. 

o 

Q.    The  name  of  your  firm  is  Curtis  &  Carmien? 

A.    Yes,  sir. 

Q.    Where  is  the  Gale  Company  from  which  you  buy? 

A.    At  Albion,  Michigan. 

Q.    How  near  is  that  to  Goshen? 

A.     I  should  say  it  was  about  75  miles. 

Q.    How  many  dealers  are  there  in  Goshen? 

A.  At  the  present  time  there  are  four  dealers  who  are 
handling  implements  to  some  extent. 

Q.     One  of  those  is  Glough  Bros.? 

A.    Glough  Bros.  &  Mehl,  yes.  3 

Q.    Handling  the  McCormickt 

A.    Yes,  sir. 

Q.    Who  are  the  other  two  dealers? 

A.  The  Oliver  is  handled  by  a  gentleman  by  the  name  of 
Michael — the  Michael  Hardware  Company. 

Q.    What  does  Michael  handle? 

A.     The  Oliver  plows. 

Q.     What  harvesting  lines  does  he  handle? 

A.     None. 

Q.  Then,  there  are  only  three  dealers  who  handle  har- 
vesting  lines  in  your  town? 

A.     That  is  all. 

Q.  The  other  man  is  Whitehead,  and  he  handled  the  John- 
ston? 

A.    The  Johnston,  yes,  sir. 

Q.  Are  the  International  binders  and  mowers  the  leading 
binders  and  mowers  in  your  territory? 

A.     They  are. 

Q.  What  per  cent,  of  the  binders  sold  there  are  Interna- 
tional? 

A.  There  are  only  two  dealers  handling  practically  farm 
machines,  and  that  is  Mr.  Whitehead  and  ourselves.    Glough 
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Bros.  &  Melil  do  but  little.  I  should  put  it  at  60  or  65  per 
cent. 

Q.    How  long  has  the  Johnston  line  been  sold  there! 

A.     I  could  not  answer.    I  should  say  10  years,  at  the  least. 

Q.    Probably  more  than  10  years? 

A.    I  could  not  tell  you. 

Q.  It  got  in  there  before  the  International  was  organ- 
ized, didn't  it? 

A.    I  could  not  answer  that  question,  or  I  would  do  it. 

Q.  Is  some  of  the  Michigan  City  Prison  twine  sold  around 
Goshen? 

A.    Yes,  sir. 

Q.    A  good  deal? 

A.    Both  by  dealer  and  by  shipping  direct. 

Q.    How  near  are  you  to  Michigan  City? 

A.     50  or  60  miles. 

Q.    Are  any  corn  binders  sold  there? 

A.    A  few. 


Re-direct  Examination  by  Mr.  Remy. 

3  (^.  Who  is  this  man  who  is  handling  the  Oliver  Plow 
goods  ? 

A.  He  is  the  successor  of  James  A.  Riley;  his  name  is 
Michael. 

Q.    Does  he  do  a  good  business? 

A.  I  think  he  is  a  good  hardware  merchant ;  he  does  some 
business ;  he  handles  the  Oliver  and  probably  does  a  big  busi- 
ness in  that. 

Q.    He  handles  no  harvesting  machinery? 

A.     Not  a  piece. 


J.  F.  FOLLMEE,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.    Mr.  Follmer,  you  are  in  the  implement  and  hardware 
business  at  Vicksburg,  Michigan? 
A.    I  am. 

Q.     How  long  have  you  been  in  the  implement  business? 
A.     Six  years  in  Vicksburg  and  nine  years  in  Schoolcraft. 
Q.    And  what,  during  the  last  three  or  four  years,  has 
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been  your  total  annual  average  business  in  dollars  and  cents? 

A.    $35,000. 

Q.    How  much  of  that  is  in  farm  implements? 

A.    About  one-half. 

Q.  How  much  of  the  business  that  you  do  is  represented 
by  sales  of  International  Harvester  Company  goods? 

A.     I  would  estimate  $5,000. 

Q.    What  binders  and  mowers  do  you  handle? 

A.     International. 

Q.    What  rakes? 

A.  The  International;  and  also  in  side  rakes  I  have  the 
Dayton. 

Q.  What  binders  and  mowers  other  than  those  of  Inter- 
national make  are  handled  at  Vicksburg? 

A.     The  Johnston. 

Q.     How  far  is  Schoolcraft  from  Vicksburg? 

A.    Five  miles  and  a  half. 

Q.    Is  the  Johnston  sold  at  Schoolcraft? 

A.    It  is. 

Q.    What  wagons  do  you  handle? 

A.     Birdsell,  Studebaker,  Mandt,  and  the  International. 

Q.    What  cream  separators? 

A.     The  DeLaval  and  the  International. 

Q.    What  manure  spreaders? 

A.     The  John  Deere  and  the  International. 

Q.     What  cultivators? 

A.     The  Oliver,  the  John  Deere,  and  the  Dayton. 

Q.    What  gas  engines? 

A.  The  International,  and  I  have  sold  one  New  Way  this 
summer. 

Q.    What  planters? 

A.     The  John  Deere  and  the  Black  Hawk. 

Q.     The  Black  Hawk  is  Sechler  Company's  planter? 

A.    Yes,  sir. 

Q.    What  discs? 

A.     The  Dayton,  the  Superior,  and  the  International. 

Q.    What  drills? 

A.     The  Superior  and  the  Dowagiac. 

Q.  Who  fixes  the  retail  price  at  which  you  sell  Interna- 
tional Harvester  Company  goods  to  the  farmer? 

A.    I  do. 

Q.  Has  the  International  ever  attempted  to  fix  that  price 
for  you? 

A.    No,  sir. 

Q.    Has  the  International  Harvester  Company  ever  stated 
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to  you  that  unless  you  bought  more  goods  of  them  you  could 
not  handle  their  binders  and  mowers? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  unless  you  bought  fewer  goods  of  other  manufac- 
turers you  could  not  handle  their  binders  and  mowers? 

A.    They  have  not. 

Q.  Suppose  the  International  Harvester  Company  should 
impose  the  condition  that  unless  you  bought  more  goods  of 
them  you  could  not  handle  their  binders  and  mowers,  what 
would  the  result  be  in  your  easel 

A.    I  should  ask  them  to  check  me  out. 

Q.    And  cease  handling  any  of  their  lines? 

A.    Yes,  sir. 

Cr OSS-Examination  by  Mr.  Grosvenor. 

Q.  What  are  the  leading  lines  of  binders  and  mowers  in 

your  territory,  Mr.  FoUmer? 

A.  The  International  and  the  Johnston. 

Q.  Is  any  Prison  binder  sold  around  your  parts? 

A.  Yes,  sir. 

Q.  Where  is  it  made? 

A.  At  Jackson. 

Q.  How  near  are  you  to  the  city  of  Jackson? 

A.  About  50  miles. 


W.  C.  JASPER,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Lowes. 

Q.  Mr.  Jasper,  you  are  a  farmer  and  lived  at  St.  Joseph, 
Michigan? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  farming? 

A.  26  years. 

Q.  How  many  acres  have  you  in  your  farm? 

A.  197. 

Q.  How  many  acres  do  you  farm? 

A.  100. 

Q.  What  crops  do  you  usually  raise  on  your  farm? 

A.  Hay  and  grain. 
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Q.    What  kind  of  grain?  1 

A.    Wheat,  oats,  corn. 

Q.    How  much  corn  do  you  raise? 

A.    About  40  acres. 

Q.    About  how  much  wheat? 

A.     Oh,  it  is  different;  10;  hardly  ever  over  that. 

Q.    How  much  oats? 

A.    About  20. 

Q.  -  What  binder  do  you  use  on  your  farm? 

A.     McCormick. 

Q.  When  did  you  purchase  the  McCormick  binder  that 
you  are  now  using?  2 

A.    About  eight  years  ago. 

Q.    What  binder  did  you  use  before  this  one  ? 

A.    The  Deering. 

Q.    When  did  you  purchase  that? 

A.    About  12  or  14  years  ago. 

Q.  Are  you  able  to  state  whether  the  last  binder  is  a  bet- 
ter binder  than  the  one  you  had  previously? 

A.     Oh,  yes;  yes. 

Q.    What  mower  do  you  use  on  your  farm? 

A.     The  McCormick. 

Q.    When  did  you  purchase  your  last  mower?  3 

A.     Seven  years  ago. 

Q.    Did  you  use  a  mower  prior  to  that? 

A.    No,  sir.    Before  that,  you  mean? 

Q.    Yes. 

A.    Oh,  yes.    I  had  a  Deering. 

Q.     When  did  you  purchase  the  one  you  used  prior  to  that? 

A.     That  was  about  16  years  ago. 

Q.  Are  you  able  to  state  whether  the  last  mower  you 
bought  was  better  than  your  other  mower? 

A.    It  is  handier  to  get  around  with. 

Q.     Does  it  run  easier  and  lighter?  * 

A.    Yes,  sir. 

Q.  I  hand  you  a  list  and  will  ask  you  if  this  is  a  list  of 
the  implements  you  use  in  cultivating  the  100  acres  of  which 
you  have  testified? 

A.    Yes,  sir. 

Q.  Does  that  also  show  the  cost  price  of  those  imple- 
ments ? 

A.    Yes,  sir. 

Q.  I  notice  you  have  here  a  gas  engine,  $480.  Do  the 
farmers  in  your  neighborhood  usually  have  an  engine  cost- 
ing that  much? 
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A.    No,  sir. 

Q.  Eliminating  from  this  list  the  gas  engine,  does  the  list 
contain  about  the  same  implements  which  are  usually  found 
upon  farms  of  which  100  acres  is  cultivated  in  your  part  of 
the  state? 

A.     I  do  not  know  of  any. 

Q.  That  is,  do  the  farmers  in  your  part  of  the  state  who 
have  100  acres  have  about  the  same  machinery  that  you  have 
here? 

A.    Yes,  excepting  the  engine. 

Q.     Excepting  the  engine? 

A.     Yes,  sir. 

Q.  You  may  refr^h  your  recollection  from  the  list  I  hand 
you  and  state  the  implements  you  use  on  your  farm,  with  the 
cost  price  of  the.  same. 

A.    The  list  is  as  follows : 

List  of  Farm  Tools  Used  hy  W.  C.  Jasper,  St.  Joseph,  Mich- 
igan, on  His  Farm  of  1971  Acres,  of  Which 
He  Cultivates  100. 

Purchase 

Price. 

2  Farm  Wagons  (1  St.  Joe;  1  brother  made)  $127.00 

1  Spring  Wagon,  Benton  Harbor  55.00 

1  Buggy,  1  Surrey,  Barnes  &  Brown  140.00 

1  Fanning  Mill,  Clipper  24.00 

2  Walking  Plows,  Oliver  32.00 
1  Sulky  Plow,  Oliver  40.00 
1  Wsc  Harrow,  I.  H.  C.  30.00 
1  Peg  Harrow,  Moline  16.00 
1  Corn  Planter,  Stover  45.00 

3  Corn  Cultivators,  Stover  48.00 
1  Grain  Drill,  Keystone  75.00 
1  Grain  Binder,  McCormick  125.00 
1  Spraying  Machine  85.00 
1  Com  Binder,  McCormick  125.00 
1  Mowing  Machine,  McCormick  55.00 

1  Hay  Eake  (old  one)  20.00 

2  Hay  Slings  7.00 
2  Bob  Sleds  30.00 
1  Hay  Loader,  Keystone  55.00 

1  Side  Del.  Bake,  Keystone  55.00 

2  Hay  Racks,  Home-made  30.00 
1  Gas  Truck  (2nd  hand)  15.00 
1  Manure  Spreader,  I.  H.  C.  110.00 
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1  Gasoline  Engine,  I.  H.  C.  480.00  1 
1  Feed  Grinder,  Letz 

1  Cream  Separator,  Sharpies  90.00 

1  Ensilage  Cutter,  Grand  Rapids  175.00 

1  Land  Roller,  Sterling  18.00 
Blacksmith  Outfit,  small  tools — hoes, 

shovels,  wheelbarrows,  etc.  200.00 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  cattle  have  you  on  your  place  1  2 

A.  I  have  got  17  head. 

Q.  Do  you  have  a  silo? 

A.  Yes,  sir. 

Q.  You  are  in  the  dairy  business  somewhat? 

A.  Yes,  sir. 

Q.  How  many  hogs  have  you? 

A.  I  have  six  hogs. 

Q.  Have  you  any  sheep  or  goats? 

A.  No,  sir. 

Q.  What  amount  of  twine  do  you  use  per  acre? 

A.  Oh,  about  two  pounds.  3 

ALEX  KERR,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  hy  Mr.  Lowes. 

Q.  Mr.  Kerr,  you  are  a  farmer  and  reside  where? 

A.  Near  LaPorte,  Indiana. 

Q.  How  many  acres  are  you  farming?  . 

A.  About  180.  ■* 

Q.  How  many  acres  in  your  entire  farm? 

A.  240. 

Q.  How  long  have  you  been  engaged  in  farming? 

A.  Most  all  my  life. 

Q.  Do  you  use  harvesting  implements? 

A.  Yes,  sir. 

Q.  What  make  of  binders  do  you  use? 

A.  I  have  used  the  McCormick  most  of  my  time. 

Q.  When  did  you  purchase  your  last  McCormick? 

A.  The  last  McCormick,  about  eight  years  ago. 

Q.  Did  you  use  a  binder  previous  to  that? 
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A.    Yes,  sir. 

Q.    Wliat  make  of  binder  was  it? 

A.    I  used  a  McCormick. 

Q.  Are  you  able  to  state  whether  the  last  McCormick  you 
bought  and  used  was  better  than  the  one  you  had  previously 
used? 

A.    Yes,  sir,  it  runs  lighter. 

Q.'  Do  you  use  a  mowing  machine? 

A.    Yes,  sir. 

Q.    What  make  of  mowing  machine? 

A.    I  have  used  the  McCormick  and  the  Deering,  both. 

Q.    When  did  you  purchase  your  last  mower? 

A.     The  last  mower,  a  year  ago. 

Q.    What  mower  had  you  used  prior  to  the  last  one? 

A.    McCormick. 

Q.  Are  you  able  to  state  whether  or  not  the  last  one  is 
better  than  the  one  you  had  previously? 

A.    It  runs  much  lighter. 

Q.    Does  its  work  better? 

A.    Yes,  sir. 

Q.  Did  you  ever  have  occasion  to  buy  repairs  for  your 
farm  implements  prior  to  19021 

A.    Yes,  sir. 

Q.  Have  you  had  occasion  to  buy  repairs  for  your  farm 
implements  since  1902? 

A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  the  repair  service  as 
you  have  found  it  since  1902  is  better"  than  the  repair  serv- 
ice as  you  found  it  prior  to  1902? 

A.  They  most  always  have  them  on  hand  there.  Before 
that  we  had  to  wait  for  them,  perhaps  three  days  to  a  week. 

Q.  I  hand  you  a  list  of  implements  and  ask  you  whether 
or  not  this  is  a  list  of  the  implements  you  use  on  your  farm, 
about  which  you  have  testified,  together  with  the  cost  price 
of  the  same. 

A.     That  is  all  right. 

Q.  You  may  refresh  your  recollection  from  the  list  you 
have  and  state  the  implements  you  use  on  your  farm,  to- 
gether with  the  cost  price  of  the  same. 

A.    The  list  is  as  follows : 
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List  of  Farm  Tools  Used  by  Alex.  Kerr  on 
Acres.     (Farms  180  acres.     Sold  last 
these  when  he  farmed.) 


Farm  Wagons,  2  South  Bend,  1  Weber 

Buggy,  1  Surrey,  Page 

Bob  Sleds 

Walking  Plows,  Oliver,  1  Sterling 

Sulky  Plow,  Deere 

Gang  Plow,  Cassidy 

Disc  Harrow  (no  name) 

Peg  Harrows  (no  name) 

Fanning  Mill 

Com  Planter 

Corn  Cultivators,  Satterly 

Grain  Drill,  Uncle  Sam 

Grain  Binder,  McCormick 

Com  Binder,  McCormick 

Mowing  Machine,  Deering 

Hay  Eake,  McCormick 

Hay  Forks  and  Ropes 

Hay  Loader,  Keystone 

Side  Del.  Rake,  Keystone 

Hay  Racks  (home  made) 

Hay  Press,  Sandwich 

Manure  Spreade.r,  L  H.  C. 

Cream  Separator,  U.  S. 


His  Farm  of  240  1 
year;  used 

Purchase 

Price. 

$175.00 

270.00 

50.00 

22.00 

37.00 

55.00 

20.00  2 

22.00 

24.00 

50.00 

75.00 

45.00 

120.00 

120.00 

45.00 

20.00 

20.00  o 

50.00  ^ 

50.00 

20.00 

225.00 

110.00 

100.00 

45.00 

150.00 


Cross-Examination  by  Mr.  Grosvenor. 

Q.     Do  you  bale  hay  for  others  besides  yourself? 

A.  I  have,  but  not  of  late.  I  bale  hay  and  straw  for  my- 
self, at  present,  what  I  have  on  the  farm  of  late. 

Q.    How  long  have  you  had  that  hay  press  costing  $225? 

A.  I  have  had  it  about  12  years.  It  is  a  horse  press,  horse 
power. 

Q.  Does  most  every  farmer  in  your  neighborhood  llave  a 
hay  press  ? 

A.     No,  sir. 

Q.     You  are  fortunate  in  being  better  equipped  with  farm 
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1  machinery  than  many  of  the  farmers  in  your  part  of  the 
country? 

A.    Most  of  them  have  got  pretty  nearly  everything  I  have, 
except  a  hay  press. 

Q.     How  many  cattle  have  you  on  your  place? 

A.    I  keep  about  25. 

Q.    Are  you  in  the  dairy  business  somewhat? 

A.     Some.    I  raise  cattle  to  feed. 

Q.    You  raise  corn  and  oats? 

A.     Yes,  sir. 

Q.    As  well  as  wheat? 
^      A.    Yes,  sir. 

Q.     Where  do  you  buy  your  repairs? 

A.     My  repairs  for  the  binders  I  buy  at  LaPorte,  from  C. 
D.  Way  of  the  International. 

Q.     Is  he  a  dealer? 

A.    He  is  a  dealer. 

Q.     And  from  whom  did  you  buy  10  years  ago  ? 

A.     The  same  man. 


3  WILLIAM  MATTHEW'S,  being  duly  sworn  as  a  witness  on 

behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  You  are  a  farmer  and  live  at  Niles,  Michigan? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  farming? 

A.  About  25  years. 

Q.  How  many  acres  in  your  farm? 

A.  There  are  700  that  I  am  farming. 

4  Q.  Do  you    use  farm    implements,  such  as  binders    and 
mowers? 

A.    Yes,  sir. 

Q.    Have  you  purchased  any  binders  since  1902? 

A.    Yes,  sir. 

Q.    How  many  have  you  purchased  since  1902? 

A.     Four,  I  think. 

Q.    Did  you  ever  purchase  and  use  binders  prior  to  1902? 

A.    Yes,  sir. 

Q.  Are  you  able  to  state  whether  the  binders  you  bought 
since  1902  are  better  than  the  binders  you  bought  and  used 
prior  to  1902? 
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A.    Yes,  sir. 

Q.  ■  Are  they  better  t 

A.    Yes,  sir. 

Q.    When  did  you  purchase  your  last  binder? 

A.    About  three  years  ago,  or  four. 

Q.  And  when  did  you  purchase  binders  prior  to  the  last 
one? 

A.    About  six  years  ago. 

Q.  Are  you  able  to  state  whether  or  not  the  last  binder 
you  purchased  was  better  than  the  other  binders  that  you 
had  used? 

A.     Yes,  sir.  ■ 

Q.     AVhat  make  of  binders  have  you  been  testifying  about? 

A.     McCormick,  Deering,  and  Champion. 

Q.     Have  you  purchased  any  mowing  machines  since  1902? 

A.    Yes,  sir. 

Q.     What  make  of  mowing  machines? 

A.    Deering  and  McCormick. 

Q.     When  did  you  purchase  your  last  mowing  machine? 

A.     About  four  years  ago. 

Q.  When  did  you  purchase  a  mowing  machine  prior  to 
that? 

A.     About  seven  years,  I  should  think. 

Q.  Are  you  able  to  state  whether  or  not  your  last  mow- 
ing machine  was  better  than  the  one  you  had  previously  used? 

A.  They  are  both  good  machines,  one  Deering  and  one  Mc- 
Cormick. 

Q.    Which  was  the  best  one — ^the  last  one  ? 

A.    Well,  I  could  not  say. 

Q.     Which  run  the  lightest? 

Mr.  Grosvenor:    I  object  to  this  as  leading. 

A.  I  don't  see  much  difference.  We  use  them  both  just 
the  same. 

Mr.   Grosvenor:     Are  you  talking  about  the  binders   or 

mowers  ? 

The  Witness:    Mowers. 

Q.  Did  you  ever  have  occasion  to  buy  repairs  for  your 
binders  and  mowers  prior  to  19027 

A.    Yes,  sir. 

Q.  And  have  had  occasion  to  buy  repairs  for  those  imple- 
ments since  1902? 

A      Y^ps  sir 

Q.'  How  did  you  find  the  repair  service  since  1902  as  com- 
pared with  the  repair  service  prior  to  1902? 
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1  A.  The  repair  service  is  a  great  deal  better  in  the  late 
years. 

Q.     That  is,  in  late  years  it  is  better  than  it  has  ever  been? 
A.    Yes,  sir. 

Cross-EoMmination  by  Mr.  Grosvenor. 

Q.  You  are  one  of  the  well-to-do  farmers  in  Michigan, 
aren't  you? 

A.     I  don't  know  whether  I  be  or  not. 

2  Q.  Well,  you  have  a  farm  that  is  a  great  deal  larger  than 
the  average  farm  in  your  part  of  the  country? 

A.    1  suppose  so,  yes. 

Q.  How  large  is  your  farm,  taking  the  entire  acreage, 
both  what  you  cultivate  and  what  you  do  not  cultivate? 

A.    We  have  about  1,400  acres. 

Q.    Do  you  have  some  cattle  on  your  place? 

A.    I  keep  only  seven  head  on  the  place  where  I  live. 

Q.  What  makes  up  the  other  700  acres  of  unimproved 
land? 

A.    I  rent  700  of  it ;  rent  it  out  to  other  people. 

3  Q.    That  is  under  cultivation,  is  it? 
A.    Yes,  sir. 

Q.    And  then  this  700  acres  that  you  cultivate  yourself— 
A.    I  am  working  that  myself,  yes,  sir. 
Q.     So  you  own  1,400  acres? 
A.    Yes,  sir. 

Q.    Mr.  Grosvenor:    Are  you  putting  in  his  list? 
Mr.  Lowes :    No.    You  can  have  it  if  you  want  it.    (Hand- 
ing paper  to  Mr.  Grosvenor.) 
Q.    Farm  machinery  has  improved  during  the  entire  per- 

4  iod  of  time  in  which  you  have  been  acquainted  with  farm  im- 
plements? There  has  been  a  constant  improvement  in  farm 
machinery,  has  there  not,  Mr.  Matthews? 

A.    Yes,  sir,  there  has. 

Q.    And  that  applies  to  all  kinds  of  farm  implements? 

A.    Everything. 

Q.  And  it  has  continued  since  you  first,  as  a  boy,  knew 
about  farm  implements? 

A.    Yes,  sir. 

Mr.  Lowes :  Q.  Improvement  in  farm  machinery  did  not 
stop  when  you  first  heard  of  the  International  Harvester  Com- 
pany, did  it? 

A.    No,  sir. 
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Mr.  Grosvenor :    Q.    It  did  not  begin  there,  either,  did  iti        1 

A.    Well— 

Q.    What  did  you  say? 

A.  I  didn't  understand  the  question,  hardly.  I  can't  hear 
as  plain  as  some  people. 

Q.  I  say  the  improvements  did  not  commence  with  the 
formation  of  the  International  Harvester  Company? 

A.  Well,  I  don't  know.  I  commenced  when  I  was  a  small 
boy,  and  I  just  took  everything  as  I  got  it.  Everything  come 
in  by  practice  to  me. 

(The  hearing  was  here  adjourned  until  the  morning  of  Fri-  2 
day,  June  13,  1913,  at  10:00  o'clock.) 
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Room  653,  Federal  Building,  Chicago,  Illinois. 
Friday,  June  13,  1913,  10:00  A.  M. 

The  hearing  was  resunaed  before  the  Special  Examiner, 
Eobert  S.  Taylor,  at  the  above  time  and  place. 

Present : 

On  behalf  of  the  petitioner :  Edwin  P.  Grosvenor,  Esq., 
Special   Assistant   to    the    Attorney    General,   and 
2  Joseph  R.  Darling,  Esq. 

On  behalf  of  the  defendants:  Hon.  William  D.  Mc- 
Hugh,  Edgar  A.  Bancroft,  Esq.,  Victor  A.  Remy, 
Esq.,  F.  M.  Lowes,  Esq. 

Thereupon  the  following  proceedings  were  had,  to-wit : 


GEORGE  HILDEBRANDT  (recalled) : 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  Hildebrandt,  this  list  which  you  produced  yester- 
day, marked  Defendants'  Exhibit  68,  is  a  list  of  the  agents 
for  the  year  1913  or  for  the  year  1912? 

A.     1913. 

Q.  Does  that  include  the  dealers  with  whom  you  have 
direct  sales  contracts  and  also  the  dealers  with  whom  you 
have  commission  agency  contracts? 

A.    Yes. 

Q.  It  includes,  for  instance,  dealers  with  whom  you  may 
have  contracts  for  the  sale  of  repairs? 

A.    Yes;  there  might  be  a  few  of  those. 

Q.  And  dealers  to  whom  you  sell  rakes  and  other  imple- 
ments on  a  direct  sales  basis? 

A.  There  are  probably  a  few — not  very  many — on  that 
list  that  we  have  not  a  commission  contract  with,  but  merely 
a  sale  contract,  but  there  are  very  few  sale  contracts  made 
where  there  is  not  a  commission  contract. 

Q.  And  by  "commission  contract"  you  mean  the  regular 
form  of  contract  under  which  you  sell  binders  and  mowers 
and  headers  to  the  implement  dealers? 

A.  We  sell  through  the  implement  dealers,  yes.  They  act 
as  our  agents. 
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Q.    And  sell  the  goods;  and  then  after  they  are  sold  they  1 
retain  as  commission  the  difference  between  the  price  at 
which  they  sell  them  and  the  price  at  which  you  consign  the 
goods  to  them? 

A.    Yes,  sir. 


WILLIAM  R.  LUMEY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  McHugh. 

Q.     Mr.  Lumry,  you  live  at  Waterloo,  lowaf 

A.    Yes,  sir. 

Q.    What  is  your  business? 

A.    Manager  for  the  Associated  Manufacturers  Company. 

Q.  What  is  the  business  of  the  Associated  Manufacturers 
Company? 

A.  Principally  the  manufacturing  of  gasoline  engines;  we 
have  some  other  lines. 

Q.  As  manager  of  the  business  you  have  charge  of  the 
sales  of  the  company. 

A.    Yes,  sir. 

Q.  And  the  gasoline  engines  you  manufacture  are  gasoline 
engines  suitable  for  use  on  farms? 

A.    Yes,  sir. 

Q.    What  are  called  farm  engines? 

A.    Yes,  sir. 

Q.  How  wide  a  territory  do  you  cover  in  your  sales  of 
engines  in  the  United  States? 

A.  Almost  all  of  the  United  States  where  any  considerable 
farming  is  done. 

Q.  You  sell  these  gasoline  engines  to  the  local  implement 
dealers  in  the  country? 

A.    Yes,  sir. 

Q.  How  long  have  you  been  in  charge  of  the  business  of 
the  Associated  Manufacturers  Company  in  the  selling  of 
gasoline  engines  throughout  the  United  States? 

A.     One  year. 

Q.  You  have  sold  those  gasoline  engines  throughout  the 
United  States  in  competition  with  the  International  Harvester 
Company  ? 

A.    Yes,  sir. 

Q.     How  have  you  found  the  competition  of  the  Interna- 
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1  tional  Harvester  Company?  Has  it  been  fair  and  business- 
like ? 

A.  We  do  not  find  the  International  any  harder  competi- 
tion than  other  people  building  farm  implements. 

Q.  And  you  recognize  its  conduct  and  course  of  business 
as  businesslike  and  fair? 

A.    Yes,  sir. 

Q.  You  sell  your  implements,  you  say,  to  the  dealers 
throughout  the  country? 

A.    Yes,  sir. 

Q.    And  you  sell  to  dealers  who  handle  International  Har- 

2  vester  Company's  harvesting  machinery? 

A.    Yes,  sir. 

Q.  Have  you  found  the  fact  that  the  dealers  were  handling 
International  Harvester  Company's  harvesting  machinery 
an  obstacle  to  your  selling  to  the  dealers  your  gasoline  en- 
gines? 

A.    No,  sir. 

Q.  How  will  the  sales  of  your  company  of  gasoline  engines 
this  year  compare  with  the  sales  last  year? 

A.  We  have  an  increase  for  1912.  We  measure  by  the 
„  calendar  year.     1912  over  1911  above  15  per  cent. 

Q.     And  is  the  business  holding  up  this  year? 

A,    Just  about  with  last  year. 

Q.  What  is  the  fact,  Mr.  Lumry :  have  you  found  the  field 
in  the  United  States  open  for  a  successful  business  in  gasoline 
engines  in  competition  with  the  International  Harvester  Com- 
pany? 

A.    We  have  found  it  so ;  yes,  sir. 

Cross-Examination  by  Mr,  Grosvenor. 

^  Q.  Mr.  Lumry,  what  is  the  type  of  engine  you  sell— ;a 
small  stationary  engine  for  farm  use? 

A.    Yes,  sir ;  our  sizes  run  from  II/2  to  12  H.  P. 

Q.  How  many  engines  of  that  character  did  you  sell  in 
1912  in  the  United  States? 

A.  I  could  not  give  you  just  the  exact  number.  We  do  not 
carry  our  foreign  sales  separate  from  our  domestic,  in  our 
accounts.    It  would  be  close  to  20,000  domestic. 

Q.     Close  to  20,000  for  your  domestic  output? 

A.    Yes,  sir. 

Q.    Do  you  do  a  mail-order  business? 

A.    Not  at  all. 
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Q.    How  long  has  your  company  been  in  business? 

A.    About  four  years. 

Q.    What  is  the  capitalization? 

A.    $25,000  paid  capital  at  incorporation. 

Q.  How  many  engines  did  you  sell  in  the  United  States 
in  the  year  1911? 

A.  I  could  not  give  you  the  figures  because  I  have  not  them 
separated.  It  would  be  approximately  15  per  cent,  less  than 
we  sold  in  1912,  which  in  domestic  would  be  close  to  20,000 
in  1912.    I  have  not  those  figures  dissected  at  all. 

Q.     Do  you  sell  your  engines  through  jobbers? 

A.     About  a  fourth  of  our  output  is  sold  through  jobbers. 

Q.  Do  you  have  any  business  relations  with  the  Interna- 
tional Harvester  Company,  directly  or  indirectly? 

A.    Not  at  all. 

Mr.  McHugh:  Q.  Then,  the  business  of  the  Associated 
ManufactTirers  Company  in  engines  has  been  built  up  in  four 
years  ? 

A.    Yes,  sir. 


G.  M.  ROBINSON,  being  duly  sworn  as  a  witness  on  behalf  3 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Robinson,  you  reside  at  Sterling,  Illinois? 

A.    Yes,  sir. 

Q.     What  is  your  business? 

A.    Manufacturing  gasoline  and  oil  engines. 

Q.  What  is  the  name  of  the  company  with  which  you  are 
connected? 

A.     The  Charter  Gas  Engine  Company.  4 

Q.  What  is  your  position  with  the  Charter  Gas  Engine 
Company? 

A.    President  and  treasurer. 

Q.  The  last  witness  was  connected  with  a  company  that 
has  been  making  gasoline  engines  for  four  years.  How  long 
have  you  been  making  gas  and  oil  engines? 

A.    Approximately  30  years. 

Q.  It  is  a  fact,  is  it  not,  that  you  are  the  pioneer  in  the 
gasoline  engine  business? 

A.    We  built  the  first  gasoline  engine  of  the  world. 


550  G.  M.  Robinson,  Cross-Examination. 

1  Q.    When  did  you  build  that  first  gasoline  engine  in  the 
world? 

A.    From  1883  on. 

Q.  So  that  anybody  who  is  in  the  business  of  selling  gaso- 
line engines  has  come  in  to  compete  with  youf 

A.    Absolutely, 

Q.  For  the  past  10  years  you  have  been  making  and  sell- 
ing gasoline  engines? 

A.    Yes. 

Q.    And  selling  them  throughout  the  United  States? 

A.    Yes. 

2  Q.     Selling  them  through  the  farm  implement  dealers  of 
the  country? 

A.    Yes. 

Q.  And  selling  types  of  engines  suitable  for  farm  pur- 
poses? 

A.    Yes. 

Q.  And  during  that  time  the  International  Harvester 
Company  has  been  in  competition  with  you? 

A.    Yes. 

Q.  What  is  the  fact,  Mr.  Eobinson;  have  you  found  the 
o  International  Harvester  Company's  competition  to  be  fair 
and  businesslike? 

A.    Yes. 

Q.  You  sell  to  the  local  implement  dealers  throughout  the 
country? 

A.    Yes,  sir. 

Q.  And  these  dealers  in  large  proportion  handle  Interna- 
tional Harvester  Company's  harvesting  machinery? 

A.     They  do. 

Q.  Have  you  found  the  fact  that  dealers  were  handling 
International  Harvester  Company's  harvesting  machinery 
4  any  obstacle  to  your  selling  to  the  dealer  your  gasoline  en- 
gine in  competition  with  the  International? 

A.     I  have  not. 

Q.  The  field  in  competition  for  the  sale  of  gasoline  engines 
with  the  International  Harvester  Company  has  been  open  and 
free  for  the  past  10  years? 

A.     It  has. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.    Mr.  Eobinson,  what  size  of  engines  does  your  company 
make? 
A.     From  I1/2  to  100  H.  P. 
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Q.     What  is  the  size  of  which  you  make  the  largest  number? 
A.     Eight  now  we  are  making  the  largest  number,  at  least 
in  horse  power,  from  20  to  100  H.  P. 

Q.    You  do  not  make  great  quantities  of  engines  under  20 

A.     Not  now. 

Q.    Did  that  used  to  be  your  most  popular  size? 

A.     Yep ;  and  yet  we  tried  to  sell  large  engines  constantly. 

Q.  Is  it  not  the  fact  that  the  International  sells  principally 
the  small  engines,  under  20  H.  P.? 

A.     I  believe  it  is. 

Q.  Then  you  are  not  largely  in  competition  with  the  Inter- 
national on  your  principal  type  of  engines? 

A.    Not  on  the  large  ones,  no. 

Q.  How  many  of  the  engines  under  20  H.  P.  did  you  sell 
in  1912? 

A.  I  am  not  prepared  to  answer  that  definitely,  as  was  the 
case  with  the  other  gentleman,  because  I  do  not  distinguish 
between  the  sizes.    Guessing  at  it,  I  would  say  100  to  200. 

Q.    You  sold  from  100  to  200  engines? 

A.    Of  the  size  that  you  specified. 

Q.    Thatis,  under20H.  P.? 

A.    Yes,  sir. 

Q.  And  the  International  sold  nearly  40,000  in  the  United 
States  under  20  H.  P.  in  the  year  1912,  did  it  not? 

A.    I  do  not  know,  sir. 

Q.  Your  output  of  small  engines  is  infinitesimal,  in  any 
event,  compared  with  the  output  of  the  International,  of  en- 
gines under  20  H.  P.? 

A.    I  presume  that  is  true. 

Q.  Does  your  company  have  any  business  or  contractual 
relations  with  the  International  Harvester  Company? 

A.    We  have  no  contractual  relations. 

Q.    Have  you  any  business  relations? 

A.    We  have. 

Q.    What  sort? 

A.  We  furnish  the  International  Harvester  Company  an 
attachment  to  put  upon  their  engine,  which  they  do  not  build. 

Q.  What  does  that  business  amount  to  in  dollars  and  cents 
per  year? 

A.  This  relation  has  been  established  considerably  less 
than  a  year  and  I  could  not  say. 

Q.    Do  you  make  this  attachment  for  their  small  engines  ? 
A.    Small  and  large,  yes — 20  H.  P.  and  smaller. 
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1  Q.    And  you  furnish  this  attachment  although  you  yourself 
afe  not  making  engines  of  the  smaller  size? 

A.    We  are  making  them. 

Q.  You  sell  only  from  100  to  200  engines  of  the  smaller  size 
in  the  United  States? 

A.    Yes. 

Q.  How  many  of  these  attachments  have  you  sold  to  the 
International  in  the  short  period  you  have  had  these  busi- 
ness relations? 

A.    I  think  between  20  and  30. 

Q.    You  mean  20  and  30  attachments? 

2  A.    Yes,  sir. 

Q.    That  is  all  the  business  you  have  had  with  the  Interna- 
tional Harvester  Company? 
A.    Yes,  sir. 

Re-direct  Examination  hy  Mr.  McHugh. 

Q.  You  have  developed  a  new  and  a  successful  large  en- 
gine? 

A.    We  have. 

3  Q.    And  you  are  bending  your  energies  on  the  development 
and  sale  of  that  special  type? 

A.    Yes,  sir. 


GEOEGE  E.  JAMES,  being  duly  sworn  as  a  witness  on  he- 
half  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Bancroft. 

Q.    What  is  your  name? 

A.    George  E.  James. 

Q.    What  is  your  business? 

A.  President  of  the  James  &  Graham  Wagon  Company,  at 
Memphis. 

Q.  How  long  have  you  been  president  of  the  James  &  Gra- 
ham Wagon  Company  at  Memphis,  Tennessee? 

A.    Since  January  1,  1900. 

Q.    In  what  business  is  your  company  engaged? 

A.  Manufacturing  farm  and  a  few  log  wagons,  principally 
farm  wagons. 

Q.  How  long  has  it  or  its  predecessor  been  engaged  in  that 
business  there? 
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A.  The  business  was  established  in  1862 ;  it  was  incorpor- 
ated March  1,  1882,  and  is  still  in  existence. 

Q.  Do  you  hold  any  official  position  with  the  National  Im- 
plement Association?    If  so,  what? 

A.  I  have  the  honor  to  be  the  president  of  the  wagon  de- 
partment of  the  National  Implement  &  Vehicle  Association. 

Q.  In  what  territory  do  you  sell  the  product  of  your  fac- 
tory? 

A.  In  the  states  of  Mississippi,  Arkansas,  Tennessee, 
Texas,  Alabama,  Oklahoma,  and  Missouri. 

Q.  How  long  has  your  business  been  in  that  territory  and 
practically  limited  to  it? 

A.    It  has  always  been  in  that  territory. 

Q.  About  what  amount  of  capital  is  employed  in  your  busi- 
ness? 

A.    Approximately  $500,000. 

Q.    What  was  the  amount  of  your  sales  the  last  year? 

A.    The  last  fiscal  year,  ending  April  30,  right  at  $350,000. 

Q.  How  has  your  business  been  during  the  past  ten  years 
as  to  its  growth? 

A.    It  has  been  very  satisfactory. 

Q.  In  the  sale  of  your  wagons  do  you  compete  with  the  In- 
ternational Harvester  Company,  in  that  territory? 

A.    Yes. 

Q.  You  are  acquainted  with  its  business  in  your  territory 
and  the  character  of  its  competition? 

A.    Yes. 

Q.  I  wish  you  would  state  whether  it  is  or  not  fair  and  busi- 
nesslike. 

A.    It  has  always  been  perfectly  satisfactory  to  me. 

Q.  How  does  the  gross  volume  of  your  business  in  1912 
compare  with  the  business,  say,  ten  years  ago?  About  what 
has  been  the  increase,  if  there  has  been  an  increase? 

A.  I  would  sav  about  $lOO,000,  perhaps  a  little  less  than 
that;  not  far  from  $100,000. 

Q.    Increase? 

A.  Yes;  that  is  to  say,  the  gross  sales  in  1912-13,  that 
fiscal  year,  would  be  about  $100,000  more  than  they  were  in 
the  similar  period  ten  years  ago. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  What  was  the  output  of  your  company  in  farm  wagons 
for  the  year  1912? 
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1  A.    I  would  have  to  give  you  the  fiscal  year. 
Q.    When  does  your  fiscal  year  end? 

A.    April  30. 

Q.  Take  the  year  ending  April  30,  1913;  what  was  your 
output  of  wagons  for  that  year? 

A.    5,815,  I  am  almost  sure. 

Q.    Farm  wagons? 

A.  Farm  wagons,  and  a  few  log  wagons ;  possibly  100  log- 
ging wagons. 

Q.  What  was  your  output  of  farm  wagons  for  the  year 
ending  April  30,  1912? 

2  A.    Something  less  than  that;  I  could  not  say  just  what; 
just  a  few  wagons  different,  however. 

Q.    Practically  the  same? 
A.    Practically  so,  yes. 

Q.    For  the  fiscal  year  ending  April  30, 1911,  what  was  your 
output? 
A.    Possibly  500  wagons  more. 

Q.    That  is,  500  wagons  more  than  it  was  for  the  last  year! 
A.    This  last  year.    That  year  was  the  best  year  we  ever 
had  in  the  business. 
„       Q.    For  the  fiscal  year  ending  April  30,  1910,  what  was  the 
^  output? 

A.    Considerably  less ;  I  would  say  about  4,800. 
Q.    What  is  the  name  of  the  wagon  which  you  sell? 
A.    The  James  &  Graham. 
Q.    Sold  under  that  trade  name,  is  it? 
A.    Yes,  sir. 

Q.    And  it  has  been  sold  under  that  trade  name  for  very 
many  years? 
A.    Since  1882 ;  yes,  sir. 

Q.    Is  it  not  a  fact,  Mr.  James,  that  in  the  last  ten  years  a 
^  large  number  of  wagon  manufacturers  have  gone  out  of  busi- 
ness? 
A.    Yes. 

Q.    You  are  one  of  the  largest  manufacturers,  outside  of 
the  International,  making  farm  wagons  in  the  United  States? 
A.    Oh,  no. 

Q.    What  company  makes  more  wagons  than  you  do? 
A.    There  are  quite  a  few.    The  Studebaker  Corporation; 
Mitchell-Lewis  Company — Mitchell-Lewis  Motor  Company  I 
believe  they  call  it  now;  the  Milburn;  the  Bain;  the  Winona. 
Oh,  there  are  a  dozen  more. 
Q.    And  the  International  Harvester  Company? 
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A.  Besides  that  there  would  be,  probably,  a  dozen  larger 
than  ours. 

Q.  Were  all  the  companies  you  have  named  established 
prior  to  1902? 

A.    Yes. 

Q.  Do  you  know  any  company  manufacturing  and  selling 
5,000  wagons  a  year  which  has  been  organized  since  1902 1 

A.  No,  I  do  not  think  I  do,  other  than  the  International 
Harvester  Company.  That  company  took  up  the  wagon  busi- 
ness some  seven  or  eight  years  ago. 

Q.    In  1905  or  1906. 

A.    Yes ;  about  seven  years  ago,  I  think. 

Q.  The  International,  as  it  appears  in  evidence  in  this  case, 
sold  in  the  year  1911,  51,977  wagons.  Do  you  know  of  any 
manufacturer"  of  farm  wagons  whose  output  equals  the  fig- 
ure I  have  named? 

A.  If  the  statement  made  to  me  by  people  supposedly  with 
knowledge  is  correct,  the  output  of  Studebaker  Corporation 
does,  and  I  have  no  reason  in  the  world  to  doubt  the  statement 
is  correct. 

Q.  Was  there  a  company  named  the  Brown  Wagon  Com- 
pany at  Macon,  Georgia,  which  used  to  sell  wagons? 

A.    Yes,  a  good  many  years  ago,  in  a  small  way. 

Q.    When  did  that  concern  go  out  of  business  ? 

A.  I  could  not  say  just  exactly,  but  I  do  not  think  it  ever 
was  very  much  of  a  success.  They  had  some  internal  troubles, 
as  I  understoo'd. 

Q.  Was  there  a  company  named  the  Newton  Wagon  Com- 
pany? 

A.    Yes. 

Q.    Was  that  a  large  company? 

A.  Quite  a  large  company;  that  is  to  say,  not  by  compari- 
son with  the  Harvester  Company  or  the  Studebaker  Corpora- 
tion. 

Q.    Is  that  in  business  to-day? 

A.  As  I  understand,  it  is  part  of  the  property  of  the  Emer- 
son-Brantingham  Company  now. 

Q.  Did  you  know  of  a  concern  named  the  Davis  Wagon 
Company? 

A.  That  was  also  a  Georgia  concern,  a  small  concern.  I 
think  it  is  out  of  business  now. 

Q.  Did  you  know  of  a  concern  named  the  Burg  Wagon 
Company? 

A.    Yes. 

Q.    Is  that  in  business  to-day? 
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J       A.    I  think  not. 

Q,    When  did  that  go  out  of  business? 
A.    I  would  say  possibly  five  years  ago. 
Q.    Did  you  know  a  concern  named  the  Altona  Wagon  Com- 
pany, of  Altona,  Illinois? 
A.    I  never  heard  of  it. 

Q.    Do  you  know  of  a  wagon  company  named  the  Hickman 
Wagon  Company,  of  Hickman,  Kentucky? 
A.    Yes,  sir. 

Q.    Is  that  now  in  business? 

A.    I  do  not  know  whether  they  are  operating  it  now  or  not. 
I  They  operated  spasmodically. 

Q.    It  used  to  be  a  well-known  line  of  wagons,  didn't  it? 
A.    Not  particularly,  no. 

Q.    Is  the  Troy  Wagon  Company  now  in  business? 
A.    Yes,  sir. 

Q.    Who  sells  its  wagons? 
A.    In  a  jobbing  way,  you  mean? 
Q.    Yes. 

A.    I  do  not  know  what  connection  they  have  at  present. 
Q.    Did  there  used  to  be  a  concern  named  the  Flint  Wagon 
Company? 
'       A.    Yes. 

Q.    Is  that  now  in  business? 

A.    I  imagine  they  quit  the  farm  wagon  business. 
Q.    How  long  ago? 
A.    More  or  less  recently. 

Q.    Is  there  a  wagon  concern  named  the  Harrison  Wagon 
Company  of  Grand  Rapids? 
A.    There  was  such  a  concern,  yes. 
Q.    Is  that  to-day  in  business? 

A.    No.    I  think  that  has  been  out  of  existence — well,  they 
were  in  trouble  some  eight  or  nine  years  ago;  I  think  they 
finally  made  an  assignment ;  I  do  not  remember  just  the  year. 
Q.     Is  the  Smith  Wagon  Company  now  doing  business? 
A.     The  Smith? 
Q.    Yes ;  of  Pekin,  Illinois. 
A.    Yes. 

Q.     Is  that  still  doing  business? 
A.    Yes;  it  is  being  operated  now. 

Re-direct  Examination  by  Mr.  Bancroft. 

Q.    Your  company  is  the  largest  but  one  in  the  south,  in 
the  farm  wagon  line,  is  it  not? 
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A.  I  would  say  in  gross  volume  of  sales  it  might  be,  though 
there  may  be  two  other  concerns  that  make  a  larger  number 
of  small  wagons.  We  make  very  few  light  one-horse  wagons 
for  the  reason  that  the  southeastern  territory  calls  for  a 
very  cheap,  very  light  vehicle,  that  we  do  not  find  any  profit 
in,  and  do  not  make. 

Q.  The  wagon  business  has  had  a  great  many  companies 
and  firms  engaged  in  it,  retiring  and  entering,  during  all  the 
years  you  have  been  acquainted  with  it,  has  it  not? 

A.     Yes,  sir. 

Q.     That  has  been  its  history  during  all  that  time! 

A.    Yes,  sir. 


HAERY  LEEF,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  McHugh. 

Q.     Mr.  Leef,  you  are  in  business  at  Fonda,  Iowa  f 

A.    Yes,  sir. 

Q.    What  is  your  business?  3 

A.    Implements. 

Q.    How  much  business  do  you  do  a  year? 

A.    Last  year  approximately  $30,000. 

Q.  How  much  business  do  you  do  a  year  with  the  Inter- 
national Harvester  Company? 

A.    I  should  judge  about  25  per  cent, 

Q.  About  25  per  cent,  of  your  implement  business  is  with 
the  International? 

A.    Yes,  sir. 

Q.    What  line  of  binders  do  you  handle? 

A.    I  handle  the  McCormick.  4 

Q.    What  line  of  sulky  hay  rakes  do  you  handle? 

A.     I  handle  the  McCormick  and  the  Emerson. 

Q.    What  line  of  mowers  do  you  handle? 

A.     The  McCormick  and  the  Standard. 

Q.  How  long  have  you  handled  the  Standard  rake  and 
mower,  or  the  Emerson  rake  and  mower? 

A.     Ever  since  I  have  been  in  business,  about  seven  years. 

Q.     How  long  have  you  handled  the  McCormick? 

A.  Seven  years.  No,  I  will  take  that  back.  I  should  judge 
five  years. 

Q.    Do  you  handle  a  general  line  of  farm  implements? 
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1  A.    Yes,  sir. 

Q.  And  handle  a  general  line  of  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold  in 
competition  with  like  implements  of  the  International? 

A,     Yes,  sir. 

Q.    What  lines  in  general  do  you  handle? 

A.  I  handle  the  Emerson  line,  the  Hayes  line,  and  the 
Sattley  line. 

Q.  Mr.  Leef,  has  the  International  Harvester  Company 
ever  said  to  you  that  you  could  not  handle  their  harvesting 
machinery  unless  you  refused  to  handle  the  Emerson  rake 

2  and  mower? 

A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  you  could  not  handle  their  harvesting  machinery 
unless  you  bought  more  goods  of  the  company? 

A.    No,  sir. 

Q.  Has  the  International  ever  said  to  you  that  you  could 
not  handle  their  harvesting  machinery  unless  you  did  less 
business  with  their  competitors? 

A.  No,  sir. 
o  Q.  If  the  International  Harvester  Company  should  come 
to  you,  Mr.  Leef,  with  that  proposition,  putting  it  as  a  condi- 
tion, that  you  could  not  handle  their  harvesting  machinery 
unless  you  quit  handling  the  competing  line  of  rake  and 
mower,  or  unless  you  would  increase  your  purchases  from 
the  International  by  buying  this,  that  or  the  other  of  their 
other  line  of  implements,  what  would  the  result  be  in  your 
case? 

A.     I  would  tell  them  to  take  their  goods. 

Q.    Does  the  International  Harvester  Company  fix  or  at- 
tempt to  fix  the  retail  price  at  which  you  sell  to  the  farmers 
4  the  goods  you  buy  of  the  company? 

A.     No,  sir. 

Q.  Is  the  Acme  or  the  Deere  line  of  binders  handled  at 
Fonda? 

A.     No,  sir. 

Q.    Is  the  Acme  handled  at  any  town  near  Fonda? 

A.    Yes,  sir,  the  surrounding  towns. 

Q.     Is  the  Walter  A.  Wood  handled  at  surrounding  towns? 

A.    Yes,  sir. 

Q.     And  you  meet  the  competition  of  those  machines? 

A.     Yes,  sir. 

Q.     In  the  territory  round  about  Fonda? 

A.    Yes,  sir. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  at  Fonda? 

A.     Two. 

Q.    What  harvesting  lines  does  the  other  dealer  carry? 

A.     The  Deering. 

Q.     Then,  the  McCormick  and  the  Deering  lines  are  the 
principal  lines  of  harvesters  and  binders  in  your  territory? 

A.     They  are. 

Q.     What  per  cent,  of  the  binders  sold  in  your  territory 
are  International,  which  includes  not  only  the  two  lines  you  2 
have  named,  the  Deering  and  the  McCormick,  but  also  the 
Piano,  Champion,  Milwaukee,  and  Osborne? 

A.     They  are  principally  McCormick  and  Deering. 

Q.    Would  you  say  that  90  per  cent,  of  the  binders  sold 
are  International? 

A.     Yes. 

Q.    And  are  90  per  cent,  of  the  mowers  sold  International? 

A.    No. 

Q.    What  would  be  an  accurate  statement  of  the  percentage 
of  International  mowers  sold? 

A.     I  sell  half  International.  3 

Q.     And  what  is  the  other  half? 

A.    Half  Standard. 

Q.     Then,  about  75  per  cent,  would  be  the  International 
mowers,  as  the  other  man  sells  only  International? 

A.    Yes. 

Q.'    Is  that  right? 

A.     The  other  man  sells  the  Dain  also — the  Dain  and  the 
Deering. 

Q.    Well,  what  would  be  the  per  cent,  of  mowers?    60  to 
70  per  cent.  ?  . 

A.    I  should  judge  60  per  cent. 

Q.    Are  any  corn  binders  sold  there? 

A.    A  few. 

Q.    Are  those  all  International? 

A.    Yes,  sir. 

Q.     Do  you  sell  International  sulky  rakes? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  sulky  rakes  sold  in  your  terri- 
tory are  of  International  make? 

A.     I  would  judge  90  per  cent. 

Q.     What  per  cent,  of  the  twine  is  International? 

A.    About  90  per  cent. 
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Q.    Do  you  sell  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  in  your  terri- 
tory is  International? 

A.     I  sell  all  International  spreaders. 

Q.    What  does  the  other  man  sell? 

A.    He  sells  John  Deere. 

Q.     Do  you  do  more  business  than  he? 

A.     I  do  not  think  so. 

Q.  Do  you  sell  International  tedders,  or  are  not  aixy 
sold  there? 

A.     Not  many;  I  have  sold  one  or  two,  that  is  all. 

Q.  There  is  no  tedder  business  to  speak  of  in  that  terri- 
tory? 

A.     Very  little. 


P.  A.  JURGENSEN,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.    Mr.  Jurgensen,  you  live  at  Farnhamville,  Iowa? 

A.    Yes,  sir. 

Q.     What  is  your  business? 

A.     Implements. 

Q.  How  long  have  you  been  engaged  in  the  implement 
business? 

A.    About  seven  years. 

Q.    What  is  the  annual  amount  of  your  business? 

A.    About  $20,000. 

Q.  Of  that  $20,000  how  much  do  you  buy  from  the  Inter- 
national Harvester  Company  annually? 

^.    About  $2,000. 

Q.  What  line  of  binders  and  mowers  and  twine  do  you 
handle? 

A.    McCormick — International. 

Q.  Are  there  any  binders  or  mowers  handled  at  your  town 
other  than  of  International  make? 

A.    Yes,  sir. 

Q.    What  are  those? 

A.    Aome. 

Q.     And  in  mowers? 

A.     The  John  Deere. 
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Q,     That  is  the  Dain  mower?  ] 

A.     The  Dain,  yes,  sir. 

Q.    What  wagons  do  you  sell? 

A.     The  Columbus,  the  Old  Hickory,  and  the"  Bettendorf. 

Q.    What  manure  spreader  do  you  handle? 

A.    The  International. 

Q.    Any  other? 

A.     No,  sir. 

Q.    What  cream  separators? 

A.     The  Great  Western  and  the  Iowa  Dairy. 

Q.    What  cultivators  do  you  handle? 

A.     The  Case  and  the  Ohio.  2 

Q.    Wliat  gasoline  engines? 

A.  The  International  and — well,  different  kinds,  small 
ones. 

Q.    What  rakes? 

A.    The  International — McCormick. 

Q.    What  harrows? 

A.    The  Case,  the  Ohio,  and  the  International. 

Q.    What  discs? 

A.    The  International  and  the  Case. 

Q.    Do  you  handle  any  drills?  „ 

A.    Yes,  sir.  " 

Q.    What  drill  do  you  handle? 

A.     The  VanBrunt. 

Q.    What  corn  planters? 

A.     The  Case. 

Q.  Who  fixes  the  retail  prices  of  the  goods  you  buy  from 
the  International  Harvester  Company? 

A.    I  fix  it,  myself. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  took  on  more  of  their  additional  lines 
they  would  not  let  you  sell  the  binder?  4 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  unless  you  sold  less 
goods  of  their  competitors  they  would  not  let  you  handle 
the  binder? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  say  that  you  could  not  handle  their  binder  unless 
you  did  take  on  some  of  their  lines  of  goods  other  than  the 
binder,  or  unless  you  quit  handling  or  quit  selling  some  of 
their  competitors'  lines  of  goods,  what  would  the  result  be 
in  your  case? 
A.     I  suppose  I  would  quit  them. 
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Q.    You  haven't  any  doubt  about  that,  have  you? 
A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  You  are  a  blacksmith,  Mr.  Jurgensen,  as  well  as  an  im- 
plement dealer? 

A.  Why,  no;  you  could  not  call  it  so.  I  have  got  a  little 
shop  there,  which  I  have  for  my  own  repairing,  to  shoe  horses, 
and  such  like. 

Q.    How  many  dealers  are  there  in  your  town? 

A.  There  is  one  more  dealer  besides  me,  and  then  there  is 
a  hardware  man  who  handles  the  Acme. 

Q.    The  other  dealer  carries  what  lines? 

A.  He  has  got  the  John  Deere  and  the  Parlin  &  Oren- 
dorff. 

Q.    Does  he  carry  any  of  the  International  harvesting  lines? 

A.    Yes;  he  has  got  the  Deering. 

Q.  So  that  the  Deering  and  the  McCormick  are  the  lead- 
ing types  of  binders  and  mowers  in  your  territory? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
International? 

A.  Pretty  near  all  of  them,  because  they  just  started  to 
handle  the  Acme  last  year. 

Q.  95  per  cent.,  it  would  be  safe  to  say,  of  the  binders  sold 
are  International? 

A.    Yes,  sir. 

Q.  And  would  the  same  per  cent,  apply  to  the  sale  of  mow- 
ers? 

A.    Yes,  sir. 

Q.    Are  there  any  corn  binders  sold  around  there? 

A.    There  has  not  been  for  a  couple  of  years. 

Q.    What  per  cent,  of  the  sulky  rakes  are  International? 
About  95? 

A.    Yes,  sir. 

Q.    What  per  cent,  of  the  twine? 

A.    It  is  about  the  same,  I  guess. 

Q.    95  per  cent.    Do  you  handle  International  spreaders? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  in  your  vicin- 
ity is  International? 

A.    I  do  not  know ;  I  think  it  is  International  mostly. 

Q.    70  per  cent.? 

A.    I  think  so. 
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Q.    Do  you  sell  any  tedders?  ] 

A.    No,  sir. 


ARTHUE  R.  CRARY,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Lowes. 

Q.  Your  name  is  Arthur  R.  Crary,  and  you  live  at  Boone, 
Iowa? 

A.    Yes,  sir. 

Q.    You  are  engaged  in  what  business? 

A.    The  farm  implement  and  automobile  business. 

Q.    About  what  is  the  volume  of  your  business  annually? 

A.    In  both  lines,  or  in  each? 

Q.    In  both  lines. 

A.    Approximately  $100,000. 

Q.  What  is  the  volume  of  your  business  in  farm  imple- 
ments, annually? 

A.    From  $22,000  to  $28,000. 

Q.  And  of  that  how  much  do  you  purchase  from  the  In- 
ternational Harvester  Company,  annually? 

A.    About  $4,000. 

Q.  What  line  of  binders,  mowers,  and  twine  do  you  han- 
dle? 

A.  The  McCormick  line  of  binders  and  mowers,  the  Emer- 
son (Standard)  line  of  mowers,  and  the  McCormick  brand  of 
twine. 

Q.  What  lines  of  harvesting  machinery  other  than  those 
you  have  mentioned  are  handled  at  Boone,  Iowa? 

A.  The  Deering,  the  Champion,  and  the  Acme.  The  Inde- 
pendent was  handled  by  a  farm  elevator  company,  but  I  think 
they  are  not  handling  them  this  year. 

Q.    Last  year  you  were  speaking  of? 

A.    Yes,  last  year. 

Q.  In  the  vicinity  of  Boone,  in  the  nearby  towns,  what 
lines  other  than  International  lines  are  handled,  if  any? 

A.  The  Deere  agent  told  me  that  they  placed  their  con- 
tract at  Story  City  and  Woodward.  These  towns  are  ap- 
proximately 16  or  18  miles  from  Boone. 

Q.    What  wagons  do  you  handle  ? 

A.    The  John  Deere  line  and  the  Stoughton. 

Q.    What  manure  spreaders? 

A.    The  John  Deere  and  the  Emerson. 
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Q.    What  cream  separators? 

A.    The  Simmons  Hardware. 

Q.    What  cultivators? 

A.    The  Deere  and  the  Emerson. 

Q.    What  gasoline  engines? 

A.    The  International,  the  Olds,  and  the  Fuller  &  Johnson. 

Q.    What  rakes? 

A.    The  McCormick  and  the  Emerson. 

Q.    What  harrows? 

A.    The  Deere  and  the  Emerson. 

Q.    What  planters? 

A.    The  Deere  and  the  Peters. 

Q.    What  drills? 

A.    The  VanBrunt  and  the  Hoosier. 

Q.    Do  you  sell  any  shellers? 

A.    Hand  shellers  only. 

Q.    Corn  shellers? 

A.    Yes. 

Q.    What  line  do  you  handle? 

A.    The  John  Deere. 

Q.    Do  you  handle  any  feed  grinders? 

A.    Yes,  sir. 

Q.    What  line  of  feed  grinders? 

A.    The  John  Deere. 

Q.  Who  fixes  the  prices  at  which  you  sell  the  implements 
you  buy  from  the  International  Harvester  Company? 

A.    I  do. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  quit  handling  the  Standard  mower 
they  would  not  let  you  sell  their  McCormick  machines? 

A.    No,  sir. 

Q.  Has  the  International  ever  said  to  you  that  unless  you 
quit  buying  goods  from  their  competitors  and  bought  more 
goods  from  it,  it  would  not  let  you  handle  its  harvesting  ma- 
chines ? 

A.    No,  sir. 

Q.  Has  the  International  ever  said  to  you  that  unless  you 
sold  less  goods  of  their  competitors  and  more  of  its  goods  it 
would  not  permit  you  to  handle  the  binder? 

A.    No,  sir. 

Q.  If  the  International  should  make  any  of  the  things 
which  I  have  mentioned  a  condition  of  your  handling  the 
binder,  what  would  happen? 

A.    I  would  drop  the  International  harvester  line. 
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Cross-Examination  by  Mr.  Grosvenor.  ^ 

Q.  How  many  dealers  are  there  in  Boone? 

A.  There  are  three  regular  dealers,  and  one  or  two  curb- 
stone dealers. 

Q.  Each  of  the  three  regular  dealers  handles  the  Inter- 
national harvesting  lines? 

A.  Yes,  sir. 

Q.  What  different  harvesting  lines  do  they  handle? 

A.  The  Deering  and  the  Champion. 

Q.  And  the  McCormick?  o 

A.  And  the  McCormick;  yes,  sir. 

Q.  And  the  curb-stone  dealers  handle  what  harvesting 
lines  ? 

A.  I  do  not  think  they  handle  any. 

Q.  So  that  in  your  territory  the  leading  types  of  binders 
and  mowers  are  those  of  International  make? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  International? 

A.  90. 

Q.  Would  the  same  per  cent,  apply  to  the  sale  of  mowers  ?  3 

A.  No,  sir. 

Q.  What  would  be  the  per  cent,  for  mowers? 

A.  50  per  cent. 

Q.  What  other  mowers  are  sold  there  besides  Interna- 
tional? 

A.  The  Emerson  Standard,  the  Acme,  and  the  Bain. 

Q.  Are  any  corn  binders  sold  there? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 

A.  I  presume  90  to  100  per  cent. 

Q.  Wliat  per  cent,  of  the  sulky  rakes  are  International?  ^ 

A.  50  to  75. 

Q.  What  per  cent,  of  the  twine  is  International! 

A.  About  50  per  cent. 

Q.  Do  you  handle  International  spreaders? 

A.  No,  sir, 

Q.  Do  you  handle  International  tedders? 

A.  No,  sir. 

Q.  Are  any  tedders  sold  there? 

A.  Not  to  my  knowledge. 
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Re-direct  Examination  by  Mr.  Lowes. 

Q.    Does  the  man  who  handles  the  Acme  binder  in  your 
town  also  sell  one  of  the  lines  of  the  International  Harvester? 
A.     They  did  last  season;  they  sold  the  Deering  line. 
Q.    You  do  not  know  what  they  are  doing  this  year? 
A.    I  do  not  know  what  they  are  doing  this  year ;  no,  sir. 


F.  F.  EUGE,  being  duly  sworn  as  a  witness  on  behalf  of  the 

2  defendants,  testified  as  follows : 

Direct-Examination  by  Mr.  Lowes. 

Q.  Your  name  is  F,  F,  Euge? 

A.  Yes,  sir, 

Q.  You  live  at  Everly,  Iowa? 

A.  Yes,  sir. 

Q.  You  are  engaged  in  the  implement  business  there? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  engaged  in  that  business? 

3  A.  Four  years. 

Q.    What  is  the  total  volume  of  your  business  each  year? 

A.    Around  $20,000. 

Q.  Of  that  $20,000  how  much  do  you  buy  from  the  Inter- 
national Harvester  Company? 

A.    About  $4,000  or  $5,000. 

Q.  About  one-fourth  of  your  business  is  in  goods  you 
buy  from  the  International  Harvester  Company? 

A.    Yes,  sir. 

Q.  What  line  of  binders,  mowers,  and  twine  do  you  handle? 
A  A.  The  McCormick  binders  and  mowers,  and  the  Interna- 
tional and  the  Peoria  twine. 

Q.  Is  the  Acme  binder  sold  in  the  towns  near  by  your 
town  of  Everly? 

A.     It  is  sold  at  Spencer, 

Q.    About  how  far  is  that  from  your  town? 

A.     About  nine  miles. 

Q.    Is  the  John  Deere  binder  sold  there? 

A.     It  is  sold  at  Spencer;  yes,  sir. 

Q.    What  line  of  wagons  do  you  handle? 

A.    The  Mandt  and  the  Bettendorf. 

Q.    What  manure  spreaders? 
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A.    The  Moline  and  the  International  spreaders.     (The  f 
Moline  is  the  National.) 

Q.    You  do  not  buy  the  National  from  the  International 
Harvester  Company? 

A.    No. 

Q.    What  cream  separators  do  you  handle! 

A.     The  United  States. 

Q.    What  cultivators? 

A.     The  Bock  Island  and  the  Moline. 

Q.    What  gas  engines  f 

A.     The  Waterloo. 

Q.    What  rakes?  2 

A.     The  McCormick. 

Q.    What  harrows? 

A.     The  Rock  Island. 

Q.    What  discs? 

A.     The  Eock  Island  and  the  Osborne. 

Q.     Do  you  handle  any  planters? 

A.    Yes,  sir. 

Q.    What  line  of  planters  do  you  handle? 

A.     The  Eock  Island  and  the  Moline. 

Q.     Do  you  handle  any  feed  grinders? 

A.     Yes,  sir.  3 

Q.    What  line  of  feed  grinders? 

A.     The  International  and  Swift's — Waterloo. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  the  goods 
you  buy  from  the  International? 

A.    We  do. 

Q.  Has  the  International  Harvester  Company  ever  said 
to  you  that  unless  you  bought  more  of  their  line  of  goods 
than  you  have  been  buying,  they  would  take  the  binder  away 
from  you  and  not  let  you  sell  the  binder? 

A.    No,  sir.  ^ 

Q.    Has  the  International  ever  said  to  you  that  unless  you 
sold  less  goods  of  its  competitors  they  would  not  let  you 
handle  its  binder? 
A.     No,  sir. 

Q.  If  the  International  should  say  to  you  that  unless  you 
bought  more  of  its  goods,  or  unless  you  sold  less  of  its  com- 
petitors' goods,  they  would  not  let  you  handle  the  binder, 
what  would  happen  in  your  case? 

A.     I  would  get  some  other  binder. 

Q.    You  would  not  allow  them  to  compel  you  to  take  on 
anything  you  did  not  want  to  buy,  by  any  threat  of  that  kind  ? 
A.    No,  sir. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  your  town! 

A.  Two. 

Q.  What  harvesting  lines  does  the  other  dealer  carry? 

A.  The  Deering. 

Q.  So  that  the  principal  lines  in  your  territory  are  the 
International  ? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
would  you  say  are  International? 

A.  From  our  town  it  would  be  100  per  cent. 

Q.  In  your  territory  would  it  be  95  or  90  per  cent.? 

A.  About  90  per  cent.  I  think. 

Q.  Does  the  same  per  cent,  apply  to  the  sale  of  mowers? 

A.  No,  sir. 

Q.  What  would  be  the  accurate  per  cent,  for  the  sale  of 
mowers  by  the  International? 

A.  About  75,  I  think. 

Q.  Are  any  corn  binders  sold  there? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  corn  binders  are  International? 

A.  I  think  they  are  all  International. 

Q.  100  per  cent? 

A.  Not  in  our  territory;  maybe  about  80  per  cent. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International? 

A.  About  75  per  cent. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  I  think  about  40. 


4  C.  W.  EDGINGTON,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Edgington,  you  are  in  business  at  Gilmore  City, 
Iowa? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  It  is  implements,  grain,  and  coal. 

Q.  How  long  have  you  been  in  the  implement  business? 

A.  15  or  16  years  in  implements. 
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Q.    What  is  your  total  average  annual  business  in  the  last  j^ 
three  or  four  years  ? 

A.     Total  business  probably  $150,000. 

Q.    How  much  of  that  is  in  implements  and  farm  vehicles 
and  twine? 

A.    About  $5,000. 

Q.    How  much  of  that  $5,000  is  represented  by  sales  of 
International  Harvester  Company  goods? 

A.    About  50  per  cent. 

Q.    What  binders  and  mowers  do  you  handle? 

A.     The  International — the  Deering  line. 

Q.    What  binders  other  than  International  are  sold  at  Gil-  2 
more  City? 

A.    Independent. 

Q.    Are  the  Independent  mowers  and  rakes  sold  there? 

A.     I  do  not  believe  they  are. 

Q.    But  the  binders  are? 

A.    Yes,  sir. 

Q.    How  long  have  they  been  doing  business  at  Gilmore 
City? 

A.    Two  years. 

Q.    Do  you  know  whether  or  not  the  Acme  is  handled  near 
Gilmore  City?  3 

A.    It  has  been  handled  at  Kolfe,  Pocahontas,  and  Pioneer. 

Q.    How  far  are  those  three  different  towns  from  your 
town? 

A.    Eolfe  is  nine  miles,  Pocahontas  is  12,  and  Pioneer  is 
eight. 

Q.    What  wagons  do  you  handle? 

A.    The  Studebaker  and  the  International. 

Q.    What  spreaders? 

A.    The  John  Deere  and  the  International  spreaders. 

Q.    What  cultivators?  a 

A.    The  LaCrosse  Plow  Company  and  the  Ohio. 

Q.    What  gas  engines? 

A.     The  Gade  and  the  International. 

Q.    What  rakes? 

A.     The  International. 

Q.    Is  that  the  self-dump? 

A.    Horse  rake,  yes. 

Q.    Do  you  handle  side-delivery  rakes? 

A.    Yes ;  I  handle  the  C,  B.  &  Q.  side-delivery  rakes. 

Q.    What  harrows  do  you  handle? 

A.     The  LaCrosse  Plow  Company  harrows  and  the  Ohio 
Cultivator  Company. 
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Q.    What  disc  harrows? 

A.  The  Janesville  Machine  Company  and  the  Interna- 
tional— Keystone. 

Q.    What  planters'? 

A.    The  Hayes  planters. 

Q.    What  seeders? 

A.    The  Peoria  seeders. 

Q.  How  does  the  price  of  the  binder  now  compare  with 
the  price  of  the  binder  in  1902? 

A.    I  think  they  are  just  about  the  same. 

Q.  Do  you  think  the  binder  has  improved  in  the  last  ten 
years? 

A.    Yes,  sir. 

Q.  Do  you  know  of  any  staple  farm  implement  that  has 
improved  more  in  quality  and  increased  less  in  price  in  the 
last  ten  years  than  the  binder? 

A.    No,  sir. 

Q.  Who  fixes  the  retail  price  at  which  you  sell  your  farm 
implements  to  the  farmer? 

A.    We  fix  it  ourselves. 

Q.    Has  the  International  ever  attempted  to  fix  that  price? 

A.    No,  sir. 

Q.  Has  the  International  ever  stated  to  you  that  you 
could  not  handle  their  binders  and  mowers  unless  you  pur- 
chased more  of  their  general  line  of  agricultural  implements? 

A.    No,  sir. 

Q.  Have  they  ever  attempted  to  force  you  to  sell  less 
goods  of  other  manufacturers? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  im- 
pose the  condition  that  you  could  not  handle  their  binders 
and  mowers  unless  you  bought  more  goods  from  them,  what 
would  be  the  result? 

A.     I  should  quit  their  business. 

Q.     Quit  the  International? 

A.     Quit  the  International. 

Cross-Examination  hy  Mr.  Grosvenor. 

Q.  How  many  years  have  you  been  in  business,  Mr.  Edg- 
ington? 

A.    I  have  been  in  business  there  about  24  years. 

Q.  Binders  have  improved  in  quality  throughout  that 
period? 
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A.    Yes,  sir.  \ 

Q.    How  many  dealers  are  there  in  Gilmore  City  I 

A.     There  are  three  of  us. 

Q.    What  harvesting  lines  do  the  other  two  dealers  carry? 

A.  One  dealer  carries  the  McCormick  line  of  the  Inter- 
national Harvester  Company,  and  the  other  dealer  carries 
the  Independent. 

Q.  Most  of  the  binders  and  mowers  sold  there  are  of  In- 
ternational make? 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make?  2 

A.  Up  until  two  years  ago,  100  per  cent. ;  since  then,  about 
85  per  cent.,  I  should  think. 

Q.    What  per  cent,  of  the  mowers  are  International? 

A.     I  believe  there  is  100  per  cent,  of  the  mowers. 

Q.  What  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional? 

A.    95  per  cent. 

Q.    Are  any  corn  binders  sold  there  ? 

A.    Yes,  sir. 

Q.     What  per  cent,  of  the  corn  binders  are  International? 

A.    I  think  100  per  cent.  3 

Q.    What  per  cent,  of  the  twine  is  International? 

A.     About  four-fifths. 

Q.     That  would  be  80  per  cent.  ? 

A.     80  per  cent. 

Q.  Do  you  sell  International  tedders,  or  isn't  there  any 
tedder  business  there? 

A.    There  is  some  business,  but  I  have  not  sold  any. 

Q.    Very  little  business  in  tedders? 

A.    Yes,  sir. 

Q.    Do  you  sell  International  spreaders?  4 

A.    Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.     50  per  cent. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  In  giving  these  percentages  did  you  take  into  consid- 
eration only  the  machines  sold  from  your  town,  or  did  you 
take  into  consideration  machines  sold  in  surrounding  towns? 

A.     Only  from  our  town. 
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Q.  Do  you  know  whether  or  not  there  is  a  lot  of  twine 
shipped  direct  from  various  manufacturers  or  houses  to  farm- 
ers without  ever  passing  through  the  implement  dealer's 
hands? 

A.     Yes,  there  is  some. 

Q.  And  in  giving  these  percentages  you  have  no  accurate 
means  of  taking  such  twine  into  consideration? 

A.     No,  sir. 


VICTOE  STAAB,  being  duly  sworn  as  a  witness  on  behalf 

2  of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  Mr.  Staab,  you  are  in  business  at  Wall  Lake,  Iowa? 

A.  Yes,  sir. 

Q.  You  are  in  the  implement  business? 

A.  Yes,  sir. 

Q.  Have  you  also  a  store  at  Lakeview,  Iowa? 

A.  Yes,  sir. 

3  Q.  How  long  have  vou  been  in  the  implement  business? 
A.  Since  1898. 

Q.  Taking  into  consideration  both  of  these  stores,  what 
has  been  your  annual  implement  business,  on  the  average,  for 
the  last  four  or  five  years? 

A.  The  house  at  Lakeview  I  just  started  last  year;  this  is 
my  second  year,  and  it  would  average  around  about  $30,000; 
that  is,  the  last  couple  of  years  it  would  average  a  little  bit 
more. 

Q.  Your  average  implement  business,  including  both 
stores,  would  be  about  $30,000? 

4  A.    Yes,  $30,000  up  until  the  last  couple  of  years. 

Q.  How  much  of  that  business  is  represented  by  your 

sales  of  International  Harvester  Company  goods? 

A.  You  mean  all  the  International  goods? 

Q.  Yes. 

A.  I  should  judge  about  a  fourth  of  it. 

Q.  What  binders  do  you  handle  at  Wall  Lake? 

A.  The  McCormick. 

Q.  What  mowers  do  you  handle  at  Wall  Lake? 

A.  The  McCormick  and  the  Standard — Emerson. 

Q.  What  rakes  do  you  handle  at  Wall  Lake? 

A.  The  McCormick  and  the  Emerson. 
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Q.    What  binders  do  you  handle  at  Lakeview?  1 

A.    The  Deering. 

Q.    What  mowers  do  you  handle  at  Lakeview? 

A.    The  Deering  and  the  Emerson. 

Q.    What  rakes  do  you  handle  at  Jjakeview? 

A.    The  Deering  and  the  Emerson, 

Q.    What  wagons  do  you  handle  ? 

A.  The  Newton,  the  Moline,  the  Northwestern,  and  the 
Weber. 

Q.    The  Newton  is  the  Emerson? 

A.    The  Emerson. 

Q.    What  manure  spreaders  do  you  handle?  2 

A.  The  Great  Western,  the  Corn  King,  and  the  John 
Deere. 

Q.    The  Corn  King  is  International? 

A.    Yes,  sir. 

Q.    What  cream  separators? 

A.    The  Sharpies,  the  Great  Western,  and  the  Bluebell. 

Q.    The  Bluebell  is  International? 

A.    International. 

Q.    What  cultivators? 

A.    The  John  Deere,  the  Rock  Island,  the  Pattee,  the  Avery,  o 
and  the  Ohio. 

Q.    What  gas  engines  ? 

A.    The  International,  the  John  Deere,  and  the  Gilson. 

Q.    What  harrows  do  you  handle? 

A.    The  Bock  Island,  the  Deere,  and  the  Ohio. 

Q.    What  discs? 

A.    The  Rock  Island,  the  Sterling,  and  the  International. 

Q.    What  planters? 

A.  The  Deere,  the  Rock  Island,  the  Sterling,  the  J.  I.  Case, 
and  the  Avery. 

Q.    Who  fixes  the  retail  price  at  which  you  sell?  4 

A.    I  do,  myself. 

Q.    Were  you  in  business  prior  to  1902? 

A.    Yes,  sir. 

Q.    What  line  of  binders  did  you  handle  before  1902? 

A.  From  1898  to  1900  I  handled  the  Deering,  and  from 
1900,  since,  I  handled  the  McCormick. 

Q.  What  is  the  character  of  the  repair  service  you  now 
receive,  as  to  efficiency  and  promptness,  compared  with  that 
which  you  received  prior  to  1902  ? 

A.    It  is  fully  as  good,  if  not  better. 

Q.  Has  the  International  Harvester  Company  ever  ob- 
jected to  your  handling  the  Standard  mowers  and  rakes? 
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A.    No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  force  you,  by  the  threat  that  they  would  take  away 
their  binders  and  mowers,  to  buy  more  goods  of  them? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  impose 
the  condition  that  unless  you  bought  more  goods  of  them,  or 
unless  you  gave  up  handling  the  Standard  mowers  and  the 
Standard  rakes  you  could  not  handle  their  harvesting  ma- 
chinery, what  would  the  result  be? 

A.    I  would  tell  them  to  take  it  out. 

Q.    How  long  have  you  handled  the  Standard  mower? 

A.    Five  years. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  at  Wall  Lake  ? 

A.  I  am  the  only  one  at  present. 

Q.  The  only  binders  you  sell  are  International? 

A.  Yes,  sir. 

Q.  How  far  is  the  town  of  Lakeview  from  Wall  Lake? 

A.  Five  miles. 

Q.  How  many  dealers  are  there? 

A.  Just  myself. 

Q.  And  at  that  place  again  the  only  binders  you  sell  are 
International? 

A.  Yes,  sir. 

Q.  So  that  the  leading  binders  in  your  territory  are  those 
of  International  make? 

A.  Yes,  sir,  right  in  my  vicinity. 

Q.  What  per  cent,  of  the  binders  sold  in  your  vicinity  are 
International? 

A.  In  the  surrounding  towns? 

Q.  I  mean  the  territory  in  which  you  sell  binders  in  com- 
petition with  other  dealers. 

A.  Probably  95  per  cent. 

Q.  How  many  Standard  mowers  did  you  sell  last  year? 

A.  I  sold,  I  think,  ten. 

Q.  How  many  International? 

A.  I  think  it  was  eight. 

Q.  Are  any  corn  binders  sold  around  there? 

A.  Yes,  sir. 

Q.  Is  95  to  100  per  cent,  of  the  corn  binders  International? 

A.  Yes,  I  think  so.    There  are  no  other  binders  there. 
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Q.  What  per  cent,  of  the  twine  is  International?  1 

A.  It  would  be  about  90  per  cent.,  I  would  judge. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International  1 

A.  I  should  judge  about  75. 

Q.  Do  you  sell  International  spreaders? 

A.  Yes,  sir. 

Q.  What  per  cent,  of  the  spreader  business  is  Interna- 
tional? 

A.  Not  over  25  per  cent. 

Q.  What  other  spreaders  do  you  sell? 

A.  The  Great  Western  and  the  Deere. 

Q.  How  long  have  you  sold  the  International  spreaders  ?      2 

A.  Four  or  five  years. 

Re-direct  Examination  by  Mr.  Remy. 

Q.    How  long  have  you  sold  the  Deere  spreaders? 

A.    I  sold  the  Success  spreader,  made  by  the  Deere  people, 
for  ten  years. 

Q.    How  many  corn  binders  are  sold  in  a  season?    How 
many  do  you  sell? 

A.    That  depends  on  the  season.    Last  year  I  think  I  sold  3 
one  or  two. 

Q.    What  is  the  fact  as  to  whether  or  not  there  are  very 
few  corn  binders  soM  in  that  part  of  Iowa? 

A.    There  are  not  very  many  sold. 

Q.    Do  you  know  whether  the  Acme  and  the  Deere  are  han- 
dled at  Sac  City? 

A.    Yes,  sir. 

Q.    How  far  is  that  from  you? 

A.    It  is  16  miles. 

Q.    That  is  the  new  John  Deere  binder?  . 

A.    Yes,  sir. 

Q.    Is  the  Independent  handled  at  Early? 

A.    Yes,  sir. 

Q.    How  far  is  that? 

A.    That  is  16  miles  northwest ;  the  other  is  northeast. 
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W.  R.  BURT,  being  duly  sworn  as  a  witness  on  behalf  of  the 
defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.  What  is  your  name  and  address? 

A.  W.  R.Burt;  Gait,  Iowa. 

Q.  What  business  are  you  in? 

A.  Hardware  and  implements. 

Q.  How  long  have  you  been  in  the  implement  business? 

A.  This  is  my  sixth  year. 

Q.  What  is  your  total  average  annual  business  in  hard- 
ware and  implements? 

A.  It  runs  from  $35,000  to  $50,000. 

Q.  What  is  your  total  annual  implement  business? 

A.  Do  you  mean  just  the  implements? 

Q.  Yes. 

A.  About  half  of  that. 

Q.  How  much  of  that  implement  business  is  represented 
by  your  sales  of  International  Harvester  Company  goods? 

A.  $2,000  or  $3,000,  I  should  judge. 

Q.  What  binders  and  mowers  are  you  handling  this  year? 

A.  The  Deering  and  the  Emerson. 

Q.  The  Emerson  mower  and  the  Deering  mower? 

A.  Yes,  and  the  Deering  binder. 

Q.  And  the  Deering  mower? 

A.  And  the  Deering  mower. 

Q.  What  rakes  are  you  handling? 

A.  The  Deering  and  the  Emerson. 

Q.  Is  this  the  first  year  you  have  handled  Emerson  mowers 
and  rakes? 

A.  Yes,  sir. 

Q.  What  binders  and  mowers  other  than  those  of  Inter- 
national Harvester  Company  make  and  other  than  the  Emer- 
son mowers  are  sold  at  Gait? 

A.  The  Acme. 

Q.  What  twine  do  you  handle? 

A.  The  Deering,  the  Standard,  and  the  Plymouth. 

Q.  Do  you  know  whether  or  not  the  Acme  is  sold  at  Will- 
iams? 

A.  It  is. 

Q.  How  far  is  Williams  from  Gait? 

A.  I  think  it  is  12  miles. 

Q.  What  wagons  do  you  handle? 
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A.     We  handle  the  Weber  wagon  and  the  Rock  Island. 

Q.    What  manure  spreaders? 

A.     The  Clover  Leaf  and  the  Emerson. 

Q.    What  cream  separators? 

A,     The  Great  Western  and  the  Dairy  Maid. 

Q.    What  cultivators? 

A.     The  J.  I.  Case  and  the  Rock  Island. 

Q.    What  gas  engines? 

A.     The  International  and  the  Sandow. 

Q.     What  harrows  ? 

A.     The  Rock  Island  harrow. 

Q.    What  discs? 

A.     The  J.  I.  Case  and  the  Rock  Island. 

Q.    What  planters? 

A.     The  J.  I.  Case. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  your  goods 
to  the  farmer? 

A.     I  have  the  custom  of  doing  that  myself. 

Q.  Has  the  International  Harvester  Company  ever  at- 
tempted to  fix  the  retail  price  or  to  state  to  you  at  what  you 
should  sell  your  goods? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  objected  to 
your  handling  the  Emerson  mower  and  rake? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  stated 
to  you  that  unless  you  bought  more  goods  of  them  you  could 
not  handle  their  harvesting  line? 

A.     No. 

Q.  Have  they  ever  stated  to  you  that  unless  you  decreased 
your  purchases  from  other  manufacturers  you  could  not 
handle  their  harvesting  line? 

A;    No,  sir.  , 

Q.     Could  they  by  such  methods  force  you  to  give  up  the 
Standard  mower  or  rake  or  to  buy  more  goods  from  them? 
A.    No,  sir. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Gait? 

A.  Two. 

Q.  What  harvesting  lines  does  the  other  dealer  carry? 

A.  He  carries  the  Acme  line. 

Q.  What  are  the  leading  binders  in  your  territory? 
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1  A.  The  Deering  and  the  MeCormick. 

Q.  What  are  the  leading  mowers — the  Deering  and  the 
MeCormick? 

A.  And  the  Standard — Emerson. 

Q.  How  many  Standard  mowers  did  you  sell  last  season? 

A.  I  did  not  sell  the  Standard  last  season.  I  sold  the 
Emerson. 

Q.  Well,  isn't  the  Emerson  known  as  the  Standard  mower! 

A.  Why,  yes. 

Q.  Then  how  many  of  the  Emerson  mowers  did  you  sell? 

A.  This  is  my  first  year  with  the  Emerson  people. 

2  Q.  You  have  not  sold  it  before  this  year? 
A.  No. 

Q.  Take  the  season  of  1912 ;  were  most  of  the  mowers  sold 
in  your  vicinity  International  make? 

A.  About  75  per  cent,  of  them. 

Q.  Were  International  mowers? 

A.  Yes. 

Q.  What  per  cent,  of  the  binders  were  International? 

A.  About  the  same. 

Q.  What  per  cent,  of  the  twine? 

„      A.  About  half. 

Q.  What  per  cent,  of  the  corn  binders  were  International ! 

A.  I  did  not  sell  any  corn  binders. 

Q.  None  was  sold? 

A.  No. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  How  long  has  the  Acme  been  handled  at  Gait? 

A.  Two  years. 

Q.  Before  the  Acme  was  handled  there  all  of  the  binders 

were  International? 

4      A.  Yes,  sir. 

Q.  And  in  two  years'  time  the  Acme  has  come  in  and  got- 
ten 25  per  cent,  of  the  binder  business? 

A.  Just  about. 

Q.  And  25  per  cent,  of  the  mower  business? 

A.  Yes,  sir. 

Q.  You  have  not  sold  any  mowers  this  year  at  all,  have 
you? 

A.  No,  sir. 

Q.  Either  Emerson  or  Deering? 

A.  No,  sir. 

Q.  The  field  is  open  for  competition  there? 

A,  It  seems  to  be. 
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E.  J.  ERICKSON,  being  duly  sworn  as  a  witness  on  behalf 
of  tbe  defendants,  testified  as  follows: 

Direct  Examination  hy  Mr.  Remy. 

Q.    Your  name  is  E.  J.  Erickson,  and  you  are  in  the  imple- 
ment business  at  Bode,  Iowa? 

A.    Yes,  sir. 

Q.    Implements  and  wagons  and  twine  are  your  only  busi-  ^ 
ness? 

A.    Yes,  sir. 

Q.     How  long  have  you  been  in  the  implement  business 
there? 

A.    21  years. 

Q.    During  the  last  four  or  five  years  what  has  been  your 
average  annual  implement  business? 

A.    Probably  about  $30,000. 

Q.    How  much  of  that  is  represented  by  goods  of  the  In- 
ternational Harvester  Company? 

A.    About  20  per  cent.  3 

Q.    What  binders  do  you  handle? 

A.    The  McCormick  and  the  Deering. 

Q.    What  mowers  do  you  handle? 

A.    The  McCormick  and  the  Thomas  and  the  Dain. 

Q.    What  twine  do  you  handle  ? 

A.    The  Deering  and  the  Plymouth. 

Q.    How  long  have  you  handled  the  Thomas  mowers  ? 

A.    I  think  about  four  years. 

Q.    How  long  have  you  handled  Dain  mowers? 

A.    About  the  same. 

Q.    How  long  have  you  handled  McCormick  mowers?  4 

A.    13  or  14  years— since  1895. 

Q.    What  mowers  besides  the  McCormick  did  you  sell  from 
1898  till  four  or  five  years  ago? 

A.    The  Standard. 

Q,    And  you  gave  up  the  Standard  four  or  five  years  ago  ? 

A.    Yes,  sir. 

Q.    And  then  you  took  on  the  Dain  and  the  Thomas ;  is  that 
correct? 

A.    Yes,  sir. 

Q.    Is  the  Acme  handled  near  Bode? 

A,    Yes,  sir. 


580  E.  J.  Ericlison,  Direct  Examination. 

1  Q.   Where? 

A.  Livermore. 

Q.  How  far  is  that! 

A.  Six  miles. 

Q.  What  wagons  do  you  handle? 

A.  I  handle  the  Davenport  and  the  Mandt. 

Q.  What  manure  spreaders? 

A.  The  Litchfield  and  the  Deere  and  the  Emerson. 

Q.  What  cream  separators? 

A,  The  U.  S.  and  the  Beatrice. 

Q.  What  cultivators? 

2  A.  The  20th  Century  and  the  John  Deere  and  the  Tower. 
Q.  Who  makes  the  20th  Century  cultivator? 

A.  I  think  it  is  made  by  Roderick  Lean,  sold  by  T.  G. 
Northwall  of  Omaha. 

Q.    What  gas  engines  do  you  handle? 

A.    The  Grade  and  the  Stover. 

Q.    What  rakes? 

A.    The  Emerson  and  the  McCormick. 

Q.    What  harrows? 

A.  The  Moline. 
r,  Q.  What  discs? 
^       A.    The  Osborne,  the  Sattley,  and  the  Emerson. 

Q.    What  planters? 

A.  The  Deere,  the  Sattley,  and — I  forget  the  name — ^made 
by  D.  C.  Sechler  &  Company. 

Q.    AVhat  drills  do  you  handle? 

A.    The  Thomas  and  the  VanBrunt. 

Q.    Who  fixes  the  retail  price  at  which  you  sell? 

A.    I  do. 

Q.     Has  the  International  Harvester  Company  ever  by 
threat  of  taking  away  their  binders  and  mowers  sought  to 
4  induce  you  to  give  up  these  other  mowers  you  are  handling? 

A.    No,  sir. 

Q.  Have  they  ever  sought  to  impose  as  a  condition  to  your 
handling  their  binders  and  mowers  that  you  should  handle 
or  buy  more  goods  from  them  or  less  goods  from  their  com- 
petitors? 

A.    No. 

Q.  Could  they,  against  your  will,  by  such  methods,  force 
you  to  buy  more  goods  from  them? 

A.    I  think  not. 

Q.  Could  they,  by  such  methods,  force  you  to  give  up  com- 
peting lines  of  goods? 

A.    I  think  not. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  in  Bode! 

A.  Only  one. 

Q.  Then  the  leading  binders  sold  in  your  territory  are 
those  of  International  make  I 

A.  Yes. 

Q.  What  per  cent,  of  the  binders  sold  around  there  are 
International?    "Would  it  be  85  to  90  per  cent.? 

A.  I  would  put  it  about  80. 

Q.  How  many  Thomas  mowers  did  you  sell  last  year?  ^ 

A.  A  couple,  I  think. 

Q.  How  many  International  mowers  did  you  sell? 

A.  Five  or  six;  we  did  not  sell  very  many. 

Q.  How  many  Dain  mowers? 

A.  I  do  not  think  I  sold  any. 

Q.  Would  80  per  cent,  be  an  accurate  statement  of  the  per- 
centage of  mowers  sold  by  the  International  in  that  terri- 
tory? 

A.  Hardly. 

Q.  It  is  not  so  much?  3 

A.  No,  I  do  not  think  it  is. 

Q.  How  much  is  it— 70  to  75? 

A.  Say  70.    Of  course,  I  could  not  say  exactly. 

Q.  Are  any  corn  binders  sold  around  there? 

A.  A  few — very  few. 

Q.  Are  those  all  International? 

A.  Yes. 

Q.  What  per  cent,  of  the  twine  is  International? 

A.  Oh,  it  isn't  half. 

Q.  What  per  cent,  of  the  sulky  rakes  are  International  ? 

A.  About  75  or  80.  4 

Q,  Do  you  sell  International  spreaders? 

A.  No,  sir. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  How  many  corn  binders  are  sold  around  there  in  a  year? 

A.  I  think  I  sold  two  last  year. 

Q.  So  that  is  the  100  per  cent.— those  two  corn  binders? 

A.  Yes. 

Q.  What  is  the  fact  as  to  whether  you  make  the  same  ef- 
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1   fort  to  sell  the  Dain  and  the  Thomas  mowers  as  you  do  to 
sell  the  International  mowers? 
A.    Yes,  I  think  we  make  fully  as  much  effort ;  yes,  I  think 

BO. 


M.  M.  READING,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.    You  live  at  Churdan,  Iowa? 

A.     Churdan,  Iowa. 

Q.    You  are  engaged  in  the  implement  business? 

A.     Hardware  and  implement  business. 

Q.    How  long  have  you  been  in  that  business? 

A.     Ten  years. 

Q.    What  is  the  average  annual  volume  of  your  business? 

A.    About  $40,000. 

Q.  Wliat  is  the  average  annual  volume  of  your  business 
in  the  implement  line,  including  buggies  and  vehicles? 

A.    About  $20,000. 

Q.  Of  that  amount  how  much  do  you  do  with  the  Inter- 
national Harvester  Company? 

A.     About  $4,000  or  $4,500. 

Q.  What  line  of  binders  and  mowers  and  twine  do  you 
handle? 

A.  We  handle  the  Deering  binders  and  the  Deering  twine ; 
Deering  and  McCormick  mowers. 

Q.  Are  any  other  mowers  handled  at  your  town  besides 
those  you  handle? 

A.    Yes,  sir. 

Q.    What  others? 

A.    The  John  Deere,  the  Dain. 

Q.  In  the  vicinity  or  in  the  neighboring  towns  near  your 
town  what  binders,  if  any,  are  handled,  outside  of  those 
manufactured  by  the  International  Harvester  Company? 

A.  The  Acme  has  been  handled  at  Adaza  and  the  Wood 
at  Jefferson. 

Q.    Were  they  handled  there  last  year? 

A.  The  Wood  was  handled  at  Jefferson  last  year,  and  I 
am  not  certain  about  the  other. 

Q.    What  line  of  wagons  do  you  handle  ? 

A.    We  handle  the  Weber  and  the  Studebaker  wagons. 
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Q.    What  cream  separators? 

A.  Principally  the  DeLaval.  We  have  International  on 
the  floor. 

Q.    What  cultivators'? 

A.    We  handle  the  Hayes,  the  Sattley,  and  the  Tower. 

Q.     What  gas  engines  do  you  handle? 

A.  We  handle  the  Associated  Manufacturers  and  the  In- 
ternational. 

Q.    What  rakes? 

A.  We  handle  the  Emerson  heavy  rakes,  and  in  the 
smaller  rakes  the  International. 

Q.    What  harrows  do  you  handle? 

A.  We  handle  the  Kingman  and  the  International  har- 
rows. 

Q.    What  discs? 

A.    We  handle  the  McCormick  disc,  principally. 

Q.    What  planters? 

A.    We  handle  the  Hayes  and  the  J.  I.  Case  planters. 

Q.    What  drills? 

A.     The  Superior. 

Q.    What  shellers? 

A.    Principally,  the  Sandwich. 

Q.    What  feed  grinders? 

A.    The  Stover  and  the  Scientific. 

Q.  Who  fixes  the  retail  prices  at  which  you  sell  the  imple- 
ments you  buy  from  the  International  Harvester  Company? 

A.    We  do,  ourselves. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  unless  you  quit  handling  the  Dain  mower  they  would 
not  let  you  handle  the  binder? 

A.     They  never  have. 

Q.  Have  they  ever  said  to  you  that  unless  you  bought 
more  of  their  goods,  or  increased  your  purchases  in  Inter- 
national lines,  they  would  not  let  you  sell  the  binder? 

A.     No,  sir. 

Q.  Have  they  ever  said  to  you  that  unless  you  decreased 
your  purchases  of  competing  goods  from  other  manufacturers 
you  could  not  sell  their  binder? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  were  to  come 
to  you  and  make  it  a  condition  of  your  handling  the  binder 
that  you  must  buy  more  goods  from  them,  that  is,  other  lines, 
or  you  must  buy  less  goods  from  its  competitors,  what  would 
the  result  be? 

A.    I  should  tell  them  to  come  and  get  their  goods. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.    How  many  dealers  are  there  in  your  city? 

A.     How  many  what? 

Q.    Dealers,  handling  all  kinds  of  agricultural  implements? 

A.     There  are  two — ourselves  and  one  other. 

Q.  What  does  the  other  man  carry  in  the  way  of  binders 
and  mowers? 

A.  He  never  has  carried  any  binder,  but  he  carries  the 
Deere  line  of  mowers  and  rakes. 

Q.    You  mean  the  Dain  mower? 

A.    The  Dain  mower. 

Be-direct  Examination  by  Mr.  Lowes. 

Q.  The  other  dealer  has  been  in  business  there  how  long? 

A.  He  has  been  there  off  and  on  for  the  last  25  years. 

Q.  The  last  four  or  five  years  continuously? 

A.  Yes,  sir. 

Q.  He  has  been  doing  a  prosperous  business? 

A.  Yes,  sir. 

Q.  Without  carrying  any  binder  at  all? 

A.  Yes,  sir,  for  three  years  anyway,  or  four. 


PETER  CLAUSSEN,  being  duly  sworn  as  a  witness  on  be- 
half of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Lowes. 

Q.  You  are  in  business  at  Eenwick,  Iowa? 

A.  Yes,  sir. 

Q.  What  is  your  business? 

A.  Implement  and  automobile  business. 

Q.  How  long  have  you  been  in  business  there? 

A.  I  have  been  in  business  there  three  years  last  October. 

Q.  What  is  your  annual  average  business? 

A.  My  average  business  is  about  $60,000  a  year. 

Q.  What  is  your  annual  average  implement  business? 

A.  I  would  judge  about  $25,000. 

Q.  How  much  do  you  buy  a  year  from  the  International 
Harvester  Company? 

A.  It  will  probably  average  up  to  $10,000. 
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Q.  What  line  of  binders  and  mowers  do  you  handle,  and 
what  twine? 

A.    The  Deering  and  the  McCormick. 

Q.    What  line  of  wagons  do  you  handle  ? 

A.     The  Weber,  the  Columbus,  and  the  Buckeye. 

Q.    What  cultivators? 

A.     The  J.  I.  Case. 

Q.    What  rakes? 

A.     The  McCormick  and  the  Deering. 

Q.    What  harrows? 

A.     The  Osborne  and  a  few  of  the  Deere. 

Q.    What  discs? 

A.     The  International  and  the  Case. 

Q.    What  planters? 

A.     The  J.  I.  Case,  and  we  have  had  a  few  of  the  Deere. 

Q.    What  drills  do  you  handle? 

A.     The  International. 

Q.  Who  fixes  the  retail  prices  of  the  implements  you  buy 
from  the  International  Harvester  Company? 

A.     I  guess  we  fix  that  to  suit  us. 

Q.     There  is  no  guess  about  it;  you  know  it,  don't  you? 

A.     Yes,  sir;  we  fix  our  price. 

Q.  The  International  Harvester  Company  never  attempted 
to  fix  the  prices  at  which  you  must  sell  the  goods  you  buy 
from  it,  did  it? 

A.     No,  sir. 

Q.  Has  the  International  Harvester  Company  ever  said  to 
you  that  unless  you  bought  more  of  its  lines  of  goods  than 
you  had  been  buying  you  could  not,  handle  its  binder  ? 

A.    No,  sir. 

Q.  Have  they  ever  said  to  you  that  unless  you  bought  less 
goods  from  its  competitors  you  could  not  handle  its  binder? 

A.    No,  sir. 

Q.  If  the  International  Harvester  Company  should  come 
to  you  and  say  that  unless  you  bought  more  of  its  other  lines 
of  goods,  or  unless  you  bought  less  goods  from  its  competi- 
tors, you  could  not  handle  the  binder,  what  would  the  result 
be? 

A.  The  result  would  be  that  I  guess  I  would  not  handle 
them,  that  is  all. 

Q.  You  would  not  allow  them  to  compel  you  to  do  some- 
thing that  you  did  not  want  to  do  in  that  way? 

A.     No,  sir. 
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Cross-Examination  by  Mr.  Grosvenor. 

Q.  How  many  dealers  are  there  handling  agricultural  im- 
plements in  your  town? 

A.     Just  us. 

Q.  Are  you  in  the  corn  belt,  or  do  you  raise  a  good  deal 
of  small  grain  down  there? 

A.     We  are  considered  to  be  in  the  corn  belt. 

Q.     You  do  not  sell  many  grain  binders  there,  then? 

A.     We  do ;  quite  a  few. 
>      Q.     Are  the  leading  grain  binders  the  International  bind- 
'  ers? 

A.     Yes,  sir;  the  Deering  and  the  McCormick  only. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory 
are  of  International  make?  Would  you  say  90  per  cent,  of 
them? 

A.  I  am  satisfied  it  is  all  of  that  because  there  is  no  other 
sold  there  in  our  town. 

Q.     Do  you  sell  many  corn  binders? 

A.     A  few;  it  depends  somewhat  on  the  season. 

Q.    Are  all  the  corn  binders  International? 

A.     Yes,  sir,  that  are  sold. 

Q.  How  about  mowers?  Do  you  sell  any  mowers  other 
than  the  International? 

A.     No,  sir. 

Q.  What  per  cent,  of  the  mowers  in  your  territory  are 
International? 

A.     No  others  are  sold  there  that  I  know  of. 

Q.  They  are  all  International,  that  you  know  of,  in  your 
territory? 

A.    Yes,  sir. 

Q.  It  is  100  per  cent.  And  would  100  per  cent,  be  an  ac- 
curate statement  of  the  sulky  hay  rakes  that  are  sold  in  your 
territory  and  used  by  the  farmers? 

A.  No,  I  would  not  swear  to  that;  there  are  others,  you 
know,  that  are  brought  in  there. 

Q.  What  per  cent,  would  you  say?  Would  you  say  that 
90  per  cent,  are  International? 

A.    I  think  they  are. 

Q.  What  per  cent,  of  the  twine  used  in  that  part  of  the 
country  is  International? 

A.    I  would  put  that  at  at  least  75  per  cent. 

Q.    You  handle  the  International  wagons? 

A.    Yes,  sir. 
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Q.    What  per  cent,  of  the  wagons  are  International?  j 

A.    We  are  handling  them  exclusively  now. 

Q.  Of  those  that  are  sold  in  your  territory,  75  or  80  per 
cent,  at  least  are  International  today? 

A.    Yes,  sir. 

Q.    Do  you  handle  the  International  spreaders'? 

A.    Yes,  sir. 

Q.     What  per  cent,  of  the  spreaders  are  International? 

A.    At  least  85  per  cent. 

Q.    Are  any  tedders  sold  around  there,  to  speak  of? 

A.    Very  few. 

Q.     And  very  few  hay  loaders  ?  2 

A.    Yes,  sir. 

Q.    What  else  do  you  buy  from  the  International? 

A.  We  buy  practically  everything  in  the  way  of  hay  tools 
and  binders. 

Q.     Side-delivery  rakes? 

A.     Side-delivery  rakes. 

Q.  What  per  cent,  of  the  side-delivery  rakes  sold  aroxmd 
there  are  International? 

A.     75  per  cent.,  I  think. 

Q.    Do  you  sell  the  International  sweep  rake  or  buck  rake?  „ 

A.     Yes,  sir.  ** 

Q.    What  per  cent,  of  those  are  International? 

A.    I  am  safe  to  say  75  per  cent.,  I  think. 

Q.  What  else  do  you  buy  from  the  International?  En- 
gines? 

A.    Yes,  sir,  we  do. 

Q.  What  per  cent,  of  the  engines  sold  in  that  territory  are 
International? 

A.     50  per  cent.,  I  guess,  anyway. 

Q.    Do  you  sell  any  International  harrows  or  cultivators? 

A.     Not  cultivators ;  we  sell  the  harrows.  4 

Q.  What  line  of  harrows?  Keystone,  or  Osborne,  or  Mc- 
Cormick? 

A.    They  are  Osborne,  I  guess. 

Q.  What  per  cent,  of  the  harrows  in  that  territory  are  of 
International  make? 

A.    50  per  cent.,  I  guess,  maybe. 

Q.    Do  you  sell  any  shredders? 

A.    No,  sir. 

Q.    I  think  you  said  you  sell  practically  no  tedders? 

A.    Practically  none. 

Q.  And  half  or  more  of  your  business  in  implements  is 
with  the  International? 
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1  A.    No,  sir. 

Q.  I  thonght  you  said  $30,000  of  your  implement  business, 
which  amounted  to  $20,000,  is  with  the  International. 

A.    I  told  you  that  our  business  amounts  to  close  to  $60,000. 

Q.    Take  your  implement  business;  how  much  is  that? 

A.    It  would  be  not  quite  half,  you  know. 

Q.  Not  quite  half  of  your  implement  business  is  with  the 
International? 

Mr.  Lowes:    No,  no;  not  quite  half  of  $60,000. 

The  Witness :    No. 

Mr.  Lowes:     Of  this  entire  volume  of  business;  that  is 

2  what  he  said. 

Q.    Now  let  us  get  at  it  right. 

A.  Our  implement  business  is  $25,000,  and  we  do  about 
$10,000  with  the  International  Harvester  Company,  of  that 
volume  of  business. 

Q.  So  that  two-fifths  of  your  implement  business  is  with 
the  International? 

A.    Yes,  as  nearly  as  I  could  figure  it  out. 

Q.    How  long  have  you  been  in  business? 

A.    Three  years. 

Re-direct  Examination  by  Mr.  Lowes. 

Q.  In  giving  these  percentages  you  are  speaking  about 
what  you  have  sold  yourself?  You  are  not  taking  into  con- 
sideration what  other  persons  sold,  are  you? 

A.    Yes,  sir,  what  we  sell,  ourselves. 

Q.    Just  what  you  yourselves  sell? 

A.    In  the  business. 

j.  Re-cross  Examination  hy  Mr.  Grosvenor. 

Q.  These  questions,  you  understand,  apply  to  the  per- 
eents  of  business  done  in  your  territory  in  the  lines,  in  In- 
ternational goods? 

A.    Yes,  sir. 

Q.    Does  the  International  hold  any  of  your  notes  ? 

A.    Why,  very  little. 

Q.    They  hold  some? 

A.    Yes,  sir ;  they  might  hold  a  few. 

Q.  Have  they  held  some  of  your  notes  during  the  entire 
period  of  three  years  that  you  have  been  in  business  ? 

A.    You  say  have  they? 
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Q.    Yes. 
A.    No,  sir. 

Re-re-direct  Examination  by  Mr.  Lowes. 

Q.  The  percentages  you  have  given  refer  only  to  the  busi- 
ness you  have  done  in  International  Harvester  Company 
goods,  yourself? 

A.    That  is  myself. 

Q.    Ypur  firm. 

A.    Yes,  sir. 

Q.  And  you  did  not  take  into  consideration  business  done 
by  other  persons,  in  giving  those  percentages? 

A.    No,  sir. 

Q.    Those  notes  are  not  yet  due,  are  they? 

A.    No,  sir. 

Q.    And  when  they  are  due  they  will  be  paid,  will  they  not? 

A.    Yes,  sir;  they  always  have  been. 

Q.  And  it  is  customary  to  give  notes  to  other  implement 
manufacturers  for  goods  that  you  purchase  from  them,  occa- 
sionally? 

A.    Yes,  sir. 

(A  recess  was  here  taken  until  2:00  o'clock  P.  M.) 


EDWARD  HEIDRICH,  JR.,  being  duly  sworn  as  a  witness 
on  behalf  of  the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  McHugh. 

Q.    Mr.  Heidrich,  you  reside  at  Peoria,  Illinois  ? 

A.    Yes. 

Q.    What  is  your  business? 

A.    Manufacturing  binding  twine  and  rope. 

Q.  What  is  the  name  of  the  firm  or  corporation  that  has 
the  business? 

A.    The  Peoria  Cordage  Company,  Incorporated. 

Q.    What  is  your  position  in  the  company? 

A.    Vice-president  and  assistant  manager. 

Q.  Your  company  is  engaged  in  the  business  of  manufac- 
turing binding  twine  and  rope,  you  say? 

A,    Yes,  sir. 
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1  Q.    Your  binding  twine  is  sold  throughout  what  parts  of  the 
United  States? 

A.  The  central  west  I  guess  would  be  the  best  way  to  des- 
ignate it. 

Q.  You  sell  your  binding  twine  to  the  local  implement  deal- 
ers throughout  that  territory? 

A.    We  do. 

Q.  And  sell  it  to  dealers  handling  International  Harvester 
Company's  harvesting  machinery? 

A.    Yes,  sir. 

Q.    Do  you  find  that  an  obstacle  to  your  selling  your  twine? 

2  A.    I  hardly  know  how  to  answer  that.     That  is  a  direct 
question  and  it  ought  to  be  yes  or  no. 

Q.    Oh,  no ;  you  can  answer  that. 

A.  We  find  that  just  the  same  as  we  do  any  customer  that — 
well,  it  is  competition,  that  is  all.  I  don't  know  how  else  to 
put  it. 

Q.  You  sell  your  binding  twine  in  competition  with  the 
International? 

A.    That  is  the  idea. 

Q.    How  do  you  find  the  competition  of  the  International? 
c.  Is  it  normal  and  businesslike  and  fair? 
■^      A.    It  is  all  three,  I  should  say,  yes. 

Q.  In  the  binding  twine  business  there  has  been  injected 
a  rather  abnormal  element  in  the  shape  of  manufacturing 
and  selling  the  binding  twine  by  the  penitentiaries  of  various 
states.    That  is  the  fact,  is  it  not? 

A.    Yes. 

Q.  How  many  states  are  there  that  manufacture  binding 
twine  in  their  penitentiaries? 

A.    There  are  eight  institutions,  and,  so  far  as  we  know, 
seven  that  are  selling  this  year. 
4      Q.    What  is  the  output  of  these  penitentiaries  in  binding 
twine?    Take  last  year. 

Mr.  Grosvenor:     If  the  witness  knows. 

Mr.  McHugh:     If  you  know,  of  course. 

A.    I  have  no  absolute  knowledge. 

Q.  You  are  in  touch  with  the  twine  business  pretty  gen- 
erally, are  you  not? 

A.    We  are. 

Q.  And  you  have  given  attention  to  the  Penitentiary 
twine? 

A.    We  have. 

Q.  And  to  the  conditions  of  its  output  and  the  amount 
of  its  output? 
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A.    Yes.  1 

Q.  You  have  no  absolutely  accurate  knowledge  of  the 
exact  output? 

A.    No. 

Q.  But  from  your  knowledge  of  the  business  and  condi- 
tions do  you  think  you  are  fairly  able  to  give  a  rational  ap- 
proximation of  the  output  of  the  penitentiaries? 

A.    I  do. 

Q.  I  wish  you  would  tell  us  what,  in  your  judgment,  is 
the  output  of  the  penitentiaries,  the  last  year. 

A.    I  would  estimate  it  at  34  million  pounds. 

2 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  According  to  your  estimate,  the  penitentiaries  make 
a  little  over  18,000  tons? 

A.    No,  I  said  .34  millions.    17  thousand  tons  I  figure  it. 

Q.    That  is  the  long  ton? 

A.     No,  we  always  speak  of  2,000  pounds  to  a  ton. 

Q.  Yes,  I  see.  Mr.  Heidrich,  what  was  the  output  of  the 
Peoria  Cordage  Company  of  binder  twine  for  the  year  1912? 

A.    In  round  figures,  3,000  tons.    I  say  "round  figures"  3 
because  I  have  not  any  data  with  me  in  any  way  to  verify  it. 

Q.    What  was  your  output  for  1911? 

A.     In  the  neighborhood  of  2,700  tons. 

Q.  How  many  years  has  the  Peoria  Cordage  Company 
been  selling  binder  twine? 

A.     Since  1889;  it  was  organized  in  1888. 

Q.  Do  you  sell  any  of  your  output,  or  have  you  sold  any 
of  your  output  in  the  last  few  years,  to  the  International 
Harvester  Company? 

A.    Yes.  . 

Q.  Did  you  sell  part  of  your  output  to  that  company  in 
1912? 

A.    We  did. 

Q.    How  much  of  your  output  did  you  sell  to  them? 

A.    300  tons. 

Q.  Did  you  sell  any  of  your  output  to  that  company  in 
1911? 

A.    No. 

Q.  What  was  the  year  in  which  you  had  the  largest  output 
of  binder  twine? 

A.  I  can  not  say  definitely;  sometime  within  the  last  five 
years,  but  I  can't  remember  exactly. 
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1  Q.    Sisal  is  the  principal  component  of  binder  twine,  is 
it  not? 

A.    Yes. 

Q.  Do  you  buy  any  of  your  sisal,  or  have  you  bought  any 
of  your  sisal  supplies  from  the  International  Harvester  Com- 
pany, in  the  last  five  or  six  years'? 

A.  (After  a  pause.)  The  reason  I  hesitate:  we  have 
traded  sisal  when  our  shipments  were  held  up.  We  never 
bought  directly  from  the  International. 

Q.  Have  you  bought  your  sisal  supplies  at  any  time  from 
the  same  agetits  as  the  agents  of  the  International? 

2  A.    If  there  is  no  doubt  as  to  the  meaning  of  "agents", 
we  have.    We  have  bought  from  the  same  sellers  in  Mexico. 

Q.     Is  that  Avelino  Montes? 

A.     Yes,  in  particular. 

Q.    Do  you  buy  supplies  from  Peabody,  of  Boston? 

A.    We  do. 

Q.    And  from  McLeod? 

A.  Our  purchases  so  far  from  McLeod  have  been  in- 
finitesimal. 

Q.    How  much  do  you  get  a  year  from  Avelino  Montes? 
o      A.    It  varies.    This  year  we  have  bought  probably  half 
of  our  sisal  supply  from  Montes. 

Q.    And  in  1912  how  much  did  you  buy  from  them? 

A.    Possibly  one-third. 

Q.    How  much  have  you  bought  from  Peabody  this  year? 

A.  Comparatively  little,  but  if  I  may  explain:  we  could 
not  buy  from  Peabody  at  the  time  we  wanted  to  buy. 

Q.  What  is  your  estimate  of  the  annual  production  and 
consumption  in  the  United  States  of  binder  twine?  I  wish 
in  your  estimate  you  would  exclude  what  binder  twine  is  ex- 
ported either  to  foreign  countries  or  to  Canada.  That  is, 
4  what  is  the  amount  of  binder  twine  that  is  produced  and 
used  by  the  farmers  in  this  country? 

A.  May  I  make  a  suggestion  in  connection  with  the  ques- 
tion? 

Q.    Yes,  certainly. 

A.  That  you  confine  it,  because  it  is  fresh  in  my  memory, 
to  1912. 

Q.  There  was  a  very  much  larger  demand  for  binder 
twine  in  1912  than  in  previous  years? 

A.    Yes. 

Q.  What  was  the  consumption  of  binder  twine  in  the 
United  States  in  the  year  1912? 

A.    I  should  estimate  it  at  114,000  tons. 
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Q.    How  much,  approximately,  does  that  exceed  the  usual  1 
or  average  cousumption  of  binder  twine  in  the  United  States'? 
A.    About  14,000  tons. 


DAVID  McMillan,  being  duly  sworn  as  a  witness  on  behalf 
of  the  defendants,  testified  as  follows: 

Direct  Examination  by  Mr.  Remy. 

Q.     Mr.  McMillan,  you  are  in  the  implement  business  now  „ 
at  Peterson,  Iowa? 

A.    Yes,  sir. 

Q.    And  were  you  in  that  business  last  year? 

A.    No,  sir. 

Q.    Had  you  been  in  business  before  that? 

A.     In  the  implement  business? 

Q.    Yes. 

A.  Yes,  sir.  Up  until  1908,  I  had  been  24  years  in  the 
implement  business.  Then  I  traded  out  my  business  and  was 
not  in  it  until  about  the  middle  of  last  March. 

Q.     While  you  were  in  it,  were  you  in  the  business  at  Peter-  3 
son,  Iowa,  up  until  1908? 

A.    Yes,  sir. 

Q.  While  you  were  in  the  business  there  did  you  handle 
implements  and  hardware,  or  only  implements? 

A.     Only  implements.    I  never  handled  hardware. 

Q.  What  was  your  annual  business  in  implements  between 
1904  and  1908? 

A.    It  would  run  about  $50,000  a  year,  I  should  think. 

Q.  How  much  of  that  was  in  International  Harvester  Com- 
pany lines  ? 

A.    What  per  cent,  of  it?  4 

Q.    Yes,  sir. 

A.    I  would  say  perhaps  about  20  per  cent. 

Q.  From  1903  to  1908  what  binders  and  mowers  did  you 
handle? 

A.    We  handled  the  Deering  and  the  Champion. 

Q.    Binders  and  mowers  both? 

A.    Yes,  sir. 

Q.    What  binders  and  mowers  are  you  now  handling? 

A.  We  are  handling  the  Deering  binder  and  the  Deering 
and  the  Standard  mower. 

Q.    What  twine  are  you  handling? 
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A.    We  are  handling  International. 

Q.  How  much  of  your  stock  of  goods  for  this  year  in  im- 
plements have  you  got  from  the  International  Harvester  Com- 
pany? 

A.    I  would  think  about  25  per  cent. — about  one-fourth. 

Q.  Did  the  International  Harvester  Company  object  to 
your  handling  the  Standard  mower? 

A.     No,  sir;  they  never  asked  me  anything  about  it. 

Q.     What  wagons  are  you  now  handling? 

A.  We  handle  the  Newton  and  the  Weber.  The  Weber  is 
International. 

Q.  And  the  Newton  is  an  Emerson-Brantingham  wagon, 
is  it? 

A.     No,  it  is  made  by  the  Newton  people. 

Q.     What  spreaders  do  you  handle? 

A.    We  handle  the  Litchfield  and  the  International. 

Q.    What  cultivators? 

A.  In  cultivators  we  handle  the  New  Century,  the  Sattley, 
and  the  Dempster ;  I  guess  that  is  all. 

Q.     Who  makes  the  New  Century  cultivator? 

A.  I  don 't  know  that  I  can  tell  you  now.  We  buy  it  from 
T.  G.  Northwall. 

Q.    What  gasoline  engines  do  you  handle? 

A.    We  handle  the  Gade  and  the  Parlin  &  Orendorff. 

Q.     What  hay  rakes  do  you  handle? 

A.    We  handle  the  International  and  the  Sterling. 

Q.    What  drag  harrows  ? 

A.  We  handle  the  Vaughn  and  T.  G.  Northwall  and  the 
International  steel  harrow. 

Q.    What  disc  harrows  do  you  handle? 

A.    We  handle  the  Sterling  and  the  International. 

Q.    What  corn  planters? 

A.  We  have  the  Blue  Star  and  the  Sattley  and  the  Inter- 
national. 

Q.  Mr.  McMillan,  has  the  International  Harvester  Com- 
pany, either  when  you  were  in  business  before  or  at  present, 
attempted  to  dictate  the  price  at  which  you  should  sell  your 
goods  to  the  farmers? 

A.     No,  sir,  never, 

Q.  Have  they  ever  stated  to  you  that  unless  you  increased 
your  purchases  from  them  or  decreased  your  purchases  from 
other  manufacturers,  you  could  not  handle  their  binders  and 
mowers  ? 

A.    No,  sir. 
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Q.  Could  they  by  such  methods  force  you  to  buy  more 
goods  from  them  or  less  from  other  manufacturers? 

A.    I  do  not  think  any  living  man  could  do  that  with  me. 

Q.    You  are  sure  they  could  not? 

A.    Yes,  I  am  certain  they  could  not. 

Mr.  Grosvenor:    This  is  a  corporation,  not  a  man. 

The  Witness :     Well,  or  corporation,  either. 

Q.  What  binders  and  mowers  are  handled  this  year  at 
Peterson,  Iowa? 

A.    The  Acme,  the  Deere,  the  McCormick,  and  the  Deering. 

Q.    What  mowers  are  handled  there? 

A.  The  Deering,  the  Standard,  the  Acme,  the  Deere,  and 
the  McCormick. 

Q.    Have  you  sold  any  mowers  this  year  yet? 

A.    Yes,  sir. 

Q.    What  mowers  have  you  sold? 

A.    We  have  sold  Standard  and  Deeriag. 

Cross-Examination  by  Mr.  Grosvenor. 

Q.  Mr.  McMillan,  were  you  doing  business  at  Peterson 
in  1902,  when  the  International  was  organized  ? 

A.    Yes,  sir. 

Q.  What  were  the  different  types  of  binders  that  were 
well  known  and  being  sold  around  Peterson  just  before  the 
International  was  organized? 

A,  The  Deering,  the  McCormick,  and  the  Piano,  the  Os- 
borne, and  the  Champion;  I  think  that  is  about  all. 

Q.    Any  Milwaukees? 

A,  No,  not  at  Peterson.  The  Milwaukee  was  handled  at 
Linngrove,  the  next  town  east  of  us. 

Q.    All  the  other  types  you  have  named  were  being  sold  , 
at  Peterson,  though? 

A.  Yes,  they  were  all  sold  there  at  that  time.  They  had 
some  of  them  in  blacksmith  shops  and  some  of  them  with 
dealers. 

Q.  What  are  the  leading  binders  and  mowers  sold  in  Pet- 
erson to-day? 

A.  The  McCormick  and  the  Deering  in  binders ;  in  mowers, 
the  McCormick,  the  Deering,  and  the  Standard.  The  Stand- 
ard is  one  of  the  leading  mowers. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  are 
International? 

Mr.  Eemy :    I  object  to  that  unless  some  time  is  stated,  be- 
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cause  this  witness  was  out  of  the  business  from  1908  to  1912. 

Mr.  Grosvenor:  I  submit  that  the  present  tense  refers  to 
the  present,  and  therefore  the  question  is  clear.  To  repeat 
my  question,  Mr.  McMillan,  it  is  this :  What  per  cent,  of  the 
binders  sold  in  your  territory  are  of  International  make? 

A.  Nearly  all  of  them,  sir.  I  don't  suppose  you  could  suc- 
ceed in  finding  half  a  dozen  of  anything  else  in  the  entire  ter- 
ritory, because  the  others  are  not  considered  up  there  as 
being  in  the  same  class. 

Q.  There  were,  however,  in  1902,  five  or  six  different  types 
that  were  being  sold  there? 

A.    Yes,  sir,  but  they  were — 

Q.    They  were  all  acquired  by  the  International? 

A.    I  think  so,  yes. 

Q.  Then  at  least  95  per  cent,  of  the  binders  sold  there  are 
International? 

A.    Yes,  sir. 

Q.    Are  any  corn  binders  sold  there? 

A.    Yes,  sir. 

Q.  Are  all  the  corn  binders  International,  so  far  as  you 
know? 

A.    So  far  as  I  know,  they  are. 

Q.    What  per  cent,  of  the  twine  is  International? 

A.    I  would  think  about  one-third. 

Q.    What  other  twine  is  sold  there? 

A.  The  Plymouth  twine  and  the  American  Cordage  Com- 
pany's twine.  I  do  not  know  whether  there  is  anything  else 
or  not.    There  are  four  different  parties  there  selling  twine. 

Re-direct  Examination  hy  Mr.  Remy. 

Q.  Mr.  McMillan,  what  were  the  leading  binders  and  mow- 
ers sold  in  1902? 

A.    What  were  the  leading  binders  and  mowers? 

Q.    Binders,  yes. 

A.  The  McCormick  and  the  Deering  have  always  had  the 
lead,  but  there  were  other  binders  and  mowers  sold  there. 

Q.    There  are  other  binders  and  mowers  sold  now? 

A.  Yes;  but  these  have  always  "been  regarded  as  the  lead- 
ing binders,  the  best  binders. 

Q.  Do  you  know  of  any  machine  on  sale  in  Peterson  that 
is  not  sold  to  the  trade  on  its  merits? 

A.    I  do  not;  no,  sir. 

Q.   And  do  the  proportions  to  which  you  have  testified  rep- 
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resent  the  choice  of  the  farmers  as  between  the  various  ma-  1 
chines  offered  for  sale  in  your  neighborhood? 

A.    Yes,  sir,  they  do, 

Q._  You  testified  as  to  machines  offered  for  sale  in  1902 
at  Linngrove.  What  machines  are  now  offered  for  sale  at 
Linngrove  ? 

A.  The  Independent  Harvester  Company's  machine  is  sold 
down  there,  and  the  Deering.  So  far  as  I  know,  that  is  all 
that  is  sold  in  Linngrove. 

Q.    Do  you  know  what  machines  are  sold  at  Sutherland! 

A.  The  Acme  is  sold  up  there,  and  the  Deere  and  the  Mc- 
Cormick  and  the  Deering.  2 

Q.    How  far  is  Sutherland  from  Peterson? 

A.    Ten  miles  and  a  half  by  rail. 

Q.    How  far  is  Linngrove? 

A.    Seven  miles  and  a  half. 

Q.  Have  many  grain  binders  been  sold  in  Peterson  this 
year,  as  yet? 

A.    Yes,  there  have  been  quite  a  few  sold. 

Q.    About  how  many  have  been  sold  there  this  year? 

A.  We  have  sold  something  like  eight  or  ten.  I  don't 
really  know  whether  the  other—  „ 

Q.    You  do  not  know  what  the  other  people  have  sold?         "^ 

A.  I  do  not  know  whether  the  other  dealers  have  sold  any 
or  not;  I  could  not  say;  no,  sir. 

Q.  You  testified  that  all  the  corn  binders  sold  out  there, 
so  far  as  you  know,  were  of  International  Harvester  Com- 
pany make.  How  many  corn  binders  have  been  sold  there 
this  year? 

A.    I  don't  think  there  is  any  sold  yet. 

Q.  So  the  100  per  cent,  is  100  per  cent,  of  nothing,  this 
year? 

A.    So  far,  yes,  sir.  4. 

Re-cross  Examination  hy  Mr.  Grosvenor. 

Q,    The  season  has  not  opened  yet,  has  it? 

A.    No.  ^     . 

Q.    You  are  giving  percents  for  last  year,  then? 

A.  I  was  not  in  the  trade  last  year.  I  simply  said  so  far 
as  I  know;  I  don't  know  of  anything  else. 

Mr.  Eemy :  Q.  And  you  don't  know  of  a  smgle  corn  bmd- 
er  that  has  been  sold  there  this  year? 

A.    No,  sir,  I  don't  know  of  any. 
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0.  G.  LONGLEY,  being  duly  sworn  as  a  witness  on  behalf  of 
the  defendants,  testified  as  follows : 

Direct  Examination  by  Mr.  Remy. 

Q.    Will  you  please  state  your  name  and  address. 

A.    My  name  is  0.  G.  Longley ;  Dows,  Wright  County,  Iowa. 

Q.    Are  you  now  in  the  implement  business? 

A.    No,  sir,  I  am  not. 

Q.    Have  you  been  in  the  implement  business? 

A.    Yes,  sir. 

Q,    When  did  you  quit  that  business? 

A.    January  Ist  last. 

Q.  Before  January  1st  how  long  were  you  in  the  implement 
business  ? 

A.    20  years. 

Q.  Did  you  handle  hardware  as  well  as  implements  during 
those  years? 

A.    I  did,  yes,  sir. 

Q.  For  three  or  four  years  before  you  quit  the  business 
what  was  your  annual  average  business,  both  in  implements 
and  hardware? 

A.    About  $35,000. 

Q.    How  much  of  that  was  in  implements? 

A.    About  two-thirds,  I  think. 

Q.  How  much  of  that  was  represented  by  sales  of  Interna- 
tional Harvester  Company  goods? 

A.    About  half. 

Q.  About  half  of  your  implement  business  was  in  Inter- 
national Harvester  Company  goods? 

A.    Yes,  sir. 

Q.  What  binders  and  mowers  did  you  handle  during  the 
last  three  or  four  years  you  were  in  the  implement  business? 

A.  We  handled  the  Deering  binder,  Deering  mower,  and 
the  Standard  mower. 

Q.    What  rakes  did  you  handle  ? 

A.    We  handled  the  Deering  rake. 

Q.    How  long  did  you  handle  the  Standard  mower? 

A.    I  think  three  years. 

Q.    What  binders  and  mowers  were  sold  at  Dows  in  1912? 

A.  The  other  parties  had  the  McCormick  and  they  had 
Acme. 

Q.    What  man  did  you  say? 

A.    Our  opposition. 
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Q.    Your  competitor?  \ 

A.    Our  competitor. 

Q.    Your  competitor  had  the  McCormick  and  the  Acme! 

A.    Yes,  sir. 

Q.    What  mowers  did  your  competitor  handle? 

A.    The  McCormick  and  the  Dain  mowers. 

Q.    And  the  McCormick  and  the  Acme  binders? 

A.    Yes,  sir. 

Q.    Do  you  know  whether  he  handled  Acme  mowers? 

A.    I  think  he  had  two  or  three  Acme  mowers  in,  yes,  sir. 

Q.  Do  you  know  whether  the  Acme  was  sold  in  1912  at 
Williams?  2 

A.    They  were. 

Q.    How  far  is  Williams  from  Dows? 

A.    12  miles. 

Q.  Did  you  handle  a  general  line  of  farm  implements  while 
you  were  in  the  business? 

A.    Yes,  sir. 

Q.  Did  you  handle  a  general  line  of  farm  implements  made 
and  sold  in  competition  with  similar  implements  of  the  In- 
ternational Harvester  Company? 

A.    Yes,  sir.  „ 

Q.     Did  the  International  Harvester  Company  ever  at-  '^ 
tempt  to  fix  the  price  at  which  you  sold  their  goods  to  the 
farmer? 

A.    No,  sir,  never. 

Q.    Who  fixes  that  price? 

A.    Longley  &  Harrington — our  firm. 

Q.  Did  the  International  Harvester  Company  ever  object 
to  your  handling  Standard  mowers? 

A.    No,  sir,  never. 

Q.    Did  the  International  Harvester  Company  ever  state 
or  intimate  to  you  that  unless  you  bought  more  goods  of  them  ^ 
you  could  not  handle  their  binders  and  mowers? 

A.    No,  sir,  never. 

Q.  Could  the  International  Harvester  Company  by  such 
methods*  have  forced  you  to  give  up  the  Standard  mower  or 
to  buy  more  goods  from  them? 

A.    No,  sir,  they  could  not. 

Q.  Were  the  prices  of  binders  and  mowers,  while  you  were 
in  the  implement  business,  about  the  same,  or  did  they  in- 
crease ? 

A.    They  were  about  the  same ;  yes,  sir. 

Q.  During  the  last  ten  years  have  you  noticed  improve- 
ments in  binders? 
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A.    I  have. 

Q.  Do  you  know  of  any  staple  article  that  has  improved 
more  in  quality  and  advanced  less  in  price  in  the  last  ten 
years  than  the  binder? 

A.    No,  sir,  I  do  not. 

Q.  How  is  the  repair  service  you  receive  from  the  Inter- 
national Harvester  Company  compared  with  the  repair  serv- 
ice you  received  before  1902? 

A.  The  repair  business  is  far  ahead  of  what  it  was  then, 
in  1902. 

Q.    In  what  respect? 

A.  Nearly  everything  that  we  needed,  the  International 
repairs  could  be  got  the  next  day  after  they  were  ordered. 
Before  that  oftentimes  they  had  to  come  from  Chicago,  and 
it  took  two  or  three  days. 

Cross-Eoaamination  hy  Mr.  Grosvenor. 

Q.    How  many  years  were  you  in  business,  Mr.  Longley? 

A.    I  was  in  business  22  years. 

Q.  What  types  of  binders  were  being  sold  around  Dows 
to  the  farmers  in  1901  and  1902,  just  before  the  International 
was  organized? 

A.    Before  the  International  was  organized? 

Q.  Yes,  immediately  preceding  or  prior  to  the  organiza- 
tion. 

A.  The  Champion,  the  Osborne,  the  McCormick,  and  the 
Deering. 

Q.    Any  Milwaukees  or  Pianos? 

A.    Yes,  sir,  a  few. 

Q.  How  many  dealers  were  there  in  Dows  during  the  last 
few  years  that  you  were  in  business  there? 

A.    Only  the  two. 

Q.  Then  the  only  binders  sold  there  were  of  International 
make? 

A.    There  were  some  Acmes  sold,  yes,  sir. 

Q.  What  per  cent,  of  the  binders  sold  in  your  territory  in 
the  last  two  or  three  years  that  you  were  in  business  were  of 
International  make?    90  per  cent.? 

A.    90  per  cent. 

Q.  What  per  cent,  of  the  corn  binders  were  of  Interna- 
tional make? 

A.    I  guess  they  were  all  International  make.. 

Q.    What  per  cent,  of  the  mowers  were  International? 
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A.    I  should  say  less  than  half. 

Q.    Who  sold  the  most  of  the  mowers  t 

A.  Longley  &  Harrington  did.  Our  firm  was  known  as 
Longley  &  Harrington. 

Q.    What  mowers  did  you  sell,  principally! 

A.    The  Standard. 

Q.    How  many  Standard  did  you  sell  in  1912! 

A.     Ten. 

Q.    How  many  International! 

A.    Two. 

Q.  What  per  cent,  of  the  twine  sold  is  International,  or 
was  International  when  you  were  doing  business? 

A.    About  two-thirds  of  the  twine  was  International. 

Q.    Did  you  sell  International  sulky  rakes  ? 

A.    Yes,  sir. 

Q.    Did  you  sell  any  other  kind  or  make  of  rake! 

A.    No,  sir. 

Q.  What  per  cent,  of  the  sulky  rakes  sold  in  your  terri- 
tory were  International! 

A.    About  two-thirds  of  the  rakes  were  International. 

Q.    Did  you  sell  any  tedders! 

A.    We  used  to,  yes,  sir. 

Q.     That  is,  you  did  until  you  went  out  of  business? 

A.  The  tedder  business  runs  in  streaks,  you  understand. 
One  year  you  will  sell  tedders,  and  then  there  will  be  two  or 
three  years  before  you  will  sell  another. 

Re-direct  Examination  by  Mr.  Remy. 

Q.  You  say  the  International  sells  all  the  corn  binders 
around  there.    How  many  are  sold  in  a  year! 

A.  Probably  one  year  there  will  be  half  a  dozen  sold, 
and  maybe  for  two  years  there  won't  be  any. 

Q.  And  the  most  you  ever  knew  being  sold  there  in  any 
year  is  half  a  dozen! 

A.    Yes,  sir. 

Q.    And  many  years  none  is  sold  there! 

A.    Yes,  sir ;  a  good  many  years  none.    It  is  owing  to  the 

hav  crop. 

Q.     Are  side-delivery  rakes  sold  there! 

A.    Yes,  sir. 

Q.     Are  sweep  rakes  sold  there! 
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I      A.     Yes,  sir. 

Q.    How  long  has  the  Acme  been  handled  there? 
A.    Just  one  year. 

(The  hearing  was  here  adjourned  until  the  morning  of  Sat- 
urday, June  14,  1913,  at_  10:00  o'clock.) 


